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Chapter One

Welcome

Welcome to Breaking Into SAP FICO. I'm really excited
about this series, and I hope you get as much out of this
book as I did writing it. There are far too many formal
books out there that distance the reader with difficult
language, and I didn’t want this book to be like books that
end up unread, unutilized, and in the trash bin. Please
think of this book as an open conversation between you
and me.

In this book, I cover everything you need to know to be

a success, from how to prepare your resume to how to
talk to recruiters. I'll discuss how to get your foot into the
door in SAP, and then I'll show you how to move from a
permanent employee to a consultant to a contractor.

Nature of Employment

The first important thing to discuss is the nature of
employment in information technology. Some questions
you may have are: What are the types of employment?
What career paths are available? Is information technology
a profession?
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One thing is for sure, information technology is a culture
of hard work, so be prepared.

The best way to talk about information technology careers
is through aggression tactics and how people typically
move through their careers. It’s important to look at the
ways that people work. The basic argument here is the
status of the employee: are you a permanent employee or a
contractor?

Here’s an example:

General Mills is a very large food producer in America. So
if you're a permanent employee and you work for them,
they pay payroll taxes for you, etc. It’s very simple to
understand. You work for General Mills.

On the other hand, there are contractors. A contractor
is an independent person. Many times, they work for a
contracting firm, or they incorporate themselves. The
contacting firm typically takes a percentage of their
contractor’s earnings. As an independent contractor,
you don’t have any employment taxes withheld and
you're responsible for taking care of your tax needs and
bookkeeping.

The last group of people in this mix is consultants. There’s
a fine line between a contractor and a consultant, but
in general, the term “consultant” can be used to refer to
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anyone in information technology. This works in a general
way, but a little precision never hurts. It is best to think

in terms of questions like: Are you permanent? Are you
contractor? Are you a consultant?

Consultants are permanent employees working on the
behalf of big, multinational consulting companies. One
very typical career path is to start working as a permanent
employee at a large, famous company. Once you’ve learned
enough, then you can go work as a consultant. When
you’re working as a consultant, you can work with several
different clients rather than just one.

If you're working as a permanent employee for an
automobile parts manufacturer, you learn one set of
business processes and one set of rules. You learn one
bureaucracy. This is as an example of a permanent
employee.

One of the reasons consultants are so successful at what
they do is that they have the ability to move between
companies. For example, a consultant can go to five
businesses and learn how five businesses work. They
would have learned five computer systems or five SAP
implementations. So in many ways you might say, “Well,
the consultant is five times more valuable than the
permanent employee because that’s what work in today’s
global economy is all about: how quickly you learn, how
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quickly you are able to adapt to situations you encounter,
how well you are at adjusting to change, how good you are
at adjusting to change.”

If you make this kind of observation, you are definitely

on the right track. Consultants learn very quickly what’s
going on, how to navigate the political landscape of an
organization, what changes they can recommend to make a
company better or make the software implementation run
more smoothly. One of the career paths that I recommend,
if you are serious about a future in SAP, is to get a job as a
permanent employee for a company that runs SAP, so that
you can one day become a consultant.

Once you've gained enough experience, then you’ll apply
to large consultancy firms. When you go to work as a
consultant, your mission is to engage as many different
clients as possible at the highest level that you can. You
will need to focus in on what sort of assignments you
should take. Are you technical? Are you a programmer?
Are you a Basis person or are you a functional resource?
In general, technical and functional career paths are
very good options. Functional career paths are closer to
management, so they are often perceived as being more
important. Moving from a permanent employee to a
consultant is certainly one of the great established career
paths.
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One of the key features of this kind of job is that there is no
formal apprenticeship program to becoming a consultant.
You just have to jump in and say, “Yep, I know it, let’s go!”
or “I'm already an expert.” Starting off as a permanent
employee might address that apprenticeship problem.

You will also need to convince a hiring manager at a

big company that you’re smart enough and well trained
enough to learn the software and do a competent job.

This section is titled Nature of Employment for good
reason. It is absolutely pivotal that you know that there are
permanent employees, consultants, and contractors. You
need to know that each of these roles plays and fulfills an
absolutely dynamic role in the landscape of work. If you
don’t understand it, then you aren’t going know where you
fit in, and it’s just not going to work out very well for you.

So far, this chapter has discussed permanent employees
and consultants. The next category of employee is
contractor. Contractors are a special case of employment
in SAP. I've been a contractor for most of my career
because it’s the most highly compensated of all the
positions. Contractors are typically expected to hit the
ground running. When you start, you are immediately
adding value to the situation. You know exactly what
you’re doing and exactly where to go. Contractors are
typically the most senior of all the people you’ll encounter.
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I think contracting rates in SAP, certainly for functional
SAP people, shouldn’t be very much below $150 an hour,
in addition to expenses.

Finishing off that train of thought, one very common
career progression is to start as a permanent employee for
a couple of years. Then go to work as a consultant until you
have contacts in the business. You know when the modules
are hot. You know how to operate, and once you really get
to know your stuff, then you go work as a contractor.

Now that I've set the stage for permanent employee,
consultant, and contractor, it is important to discuss the
dynamics inside an organization. There are significant
things that you need to know about each of these different
positions. Permanent employees are typically seen as

very important people within the organization. If you're a
consultant or contractor, your job in SAP is to make these
people feel that you're teaching them something. There is
definite job security here, and permanent employees have
a big say in office politics. If you're a contractor, your job
is to educate these people, to help support their positions
when they take on implementations, and in return, they’ll
keep sending you jobs. It’s the same for a consultant and a
contractor. Your job is to help make permanent employee’s
lives easier and to teach them what they need to know.
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All the positions in information technologies need each
other. Sometimes there is adversity between the positions,
and this just gets in the way of getting the job done. The
best companies have addressed this, at a minimum,

and have done a good enough job of making sure that
employees don’t feel threatened when a consultant or
contactor is brought in.

The role of the consultant or contractor is to learn what’s
going on, understand the problem, solve the problem, help
the client work through it, get the software installed, and
then move on.

Contracting and consulting are very different. You want to
learn as much as possible because many times, there’s a
position in management at the end of a contract. This can
be very lucrative.

In conclusion, there are three work roles: permanent,
contractor and consultants. Later in this book, I'll go into
more detail about each position, but right now it is enough
just to have a handle on the basics.

Choosing a Module

It’s time to talk about deciding on your SAP focus. It
should go without saying that your goal is to get a job
from an employer with a live SAP implementation. Here,
and each step of the way, you need a single-minded focus
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about what you want to do. I get a lot of questions from
people saying, “Well, which module should I learn? I want
to learn MM, SD, LE, and CRM, and that’s going to be my
focus.” Well, what you need to do is choose and specialize
in one area.

One of the things that I find in SAP training is that there
are plenty of courses that cost 1,500 euro and will train
you to be proficient in MM, SD, FICO, Basis, or CRM,
but I haven’t seen anything that tells you how to choose a
module.

As a quick guide to help you decide on your focus, you have
Basis. Basis includes the entire technical infrastructure,
installing SAP onto a server, installing the servers
themselves, and networking. If you have a background in
technology, servers, and especially UNIX or NT, or if you
want to work with operating systems, then you should
pursue Basis training.

Basis happens to be a very hot area, so if you have any
technical expertise or even an inclination to learn how to
be technical, Basis is the best choice for you. A sub-area of
Basis is Security. This covers adding users, creating login
profiles, creating profiles about which users can use which
applications, and how to partition access between the
modules. For technical people, I recommend specializing
in either Basis or Security.

WELCOME TO SAP 17




SAP INTERVIEW QUESTIONS

The other modules are Materials Management, Sales
and Distribution, Finance and Controlling, and Human
Resources. There is also Customer Relationship
Management and Supplier Relationship Management,
which are for people that have been in the SAP business
for 3—5 years. I suggest choosing MM, SD, FICO, or HR.
If you have experience in sales or marketing or maybe
in real estate, you might want to choose SD (Sales and
Distribution).

SD and MM can provide long-term success and long-term
stability in SAP consulting because they are two of the core
modules. So MM, SD, HR, and FICO are four hot topics
right now; choose one of these four modules unless you
have technical expertise, want to be a programmer, or a
Basis person.

What more is there to say about this in general? Breaking
into SAP means getting your first job in SAP, and this book
will show you ways to break into it. Your first focus is to
get a job at a company that runs SAP. Decide on which
module you will be your specialty, and then prepare your
resume and yourself accordingly.

The preparation that you need to do is to convince an
employer that you have something to offer. And if you
don’t have extensive experience in SAP, you need to bring
something else to the table.
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One way to get a job is to talk about other skills you have
that can help in tricky situations. For example, you could
say, “Hey, I'm a UNIX expert or I'm an NT expert or I'm
a computer whiz. I can learn anything very quickly, and I
promise that when I come to work for you, I'll dedicate all
my focus and I'll get the job done for you. I'll learn SAP,
and it’s not a problem.” Even better, in that interview,
you say, “I've done this before. I have.” If you don’t have
professional experience doing this, you say, “Well, I

have my own SAP system at home. I've installed this ten
different times. I know exactly what’s required, and I
have no problem — when I come to work for you, I'll have
no problem doing it for you.” See, that’s a compelling
argument to an employer.

So breaking into SAP means getting your foot in the
door and getting that first job in SAP implementation by
leveraging experience you already have.

One of the core fundamentals is work to learn. Think about
your job applications with that in mind. If you’re applying
for an SD job, you come to the table with experience in
sales and experience configuring SD. Later in this book,

I'll show you how to get experience before you have your
interview. You will have a narrative of what you bring to
the table, how you can help your employer, and in return,
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you're going to have certain criteria for what they’re going
to give you.

Are they going to let you configure the system? Are they
going to send you to training? You should have a very
specific idea of what your employer is going to bring

to the table, as well as what they’re going to offer you

as an employee. You always want to take jobs with the
future in mind. Some questions to ask: are they going to
implement any other modules? What modules are already
implemented? For example, if you get a job in SD, are they
running CRM?

So you're very interested in getting into CRM. “I want to
work for a company that has a live CRM implementation.”
That sounds good to an employer because it shows you're
interested in your future and in learning about SAP. It is
always good to demonstrate curiosity in an interview.

So we're talking about deciding what to learn. This is your
first step. You need to decide what interests you. Using
some of the techniques I'll tell you about later, you’ll learn
everything you can do before actually getting a job. You're
going to do some preparation work. Then you’ll start
interviewing, and then you’ll land a job. So, we're talking
about three steps. Decide what you want to do, learn as
much as possible, and start interviewing.
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During the interview process, you're going to fail at

some point, but that’s fine. During the course of your
interviewing, you'll ask your interviewer, “What do you
think? Is there anything else you’re looking for? What
could I do better?” You should remember all the questions
they ask you so you’ll be that much better prepared for the
next interview.

This especially applies to people in the rich west like the
UK, Australia, Europe, and the United States. You're going
to face a lot of competition from emerging markets in
terms of programming, and therefore, I recommend that
even if you're a programmer, to focus on Basis or Security
(i.e. things that require much more of your physical
presence at a job site). So that is the official SAP Cookbook
recommendation. If you're technical, go for Basis or
Security; if your expertise is solely with programming,
choose Basis.

These areas are also very hot right now, and you might
want to examine the demand for these. The demand for
programmers is decreasing, for many reasons. SAP is a
Commercial Off-The-Shelf (COTS) package. Companies
are implementing the standard SAP solution more and
more, and there’s a greater demand for functional people
over programmers. So, why torture yourself? Don’t start
off on the wrong foot.
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There are plenty of rewards, too, if you can get started
in Basis. These include some of the highest earning
rates, some of the best jobs, and some of the easiest jobs
(no offense to the Basis people). Yet, you want to think
about your future, too. The highest paid people in IT are
applications people, project managers, and they don’t
typically come out of the technical area.

Choose one. Choose only one area. Some people go
their whole careers focusing on even subareas of MM.
For example, I know a guy who’s an MM purchasing
expert. That’s all he does. Don’t feel like you have to
learn everything. You can have quite a successful career
in just one area. You can’t even know it all, really, in one
particular module in SAP.

To wrap this up: again, your first step today is deciding
what area of SAP will be your specialty. The next step is
preparing all the resources and materials that you need for
the interview. The third is landing the interview and going
through the interview process until you finally get that first
job. Once you get that first job in SAP, you're on your way
to a successful career as an SAP consultant or a contractor.

Module Prep

This chapter is the real core of this book, in my opinion.
I have five steps about how to prepare yourself for a
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module. Questions this chapter will answer include: What
do you do if you want to become an MM consultant, FICO
consultant into HR, etc.?

If you follow the steps outlined in this section, I believe
that you can acquire the skills and knowledge to succeed
in your interviews. These are the steps I would follow if

I wanted to learn something new. Everybody is always
learning something new, and if you’re not, well, prepare to
be unemployed. Learning how to learn is a vital skill.

I am not going to speak specifically to MM or SD or HR or
to any other module. Instead, I'm going to give you general
guidance for what you need to do to learn. The first step is
to gain access to an SAP system, especially with live system
access. Obviously, if you want to learn something, you go
ahead and do it and start practicing.

I know this might seem obvious to some people, but you
can purchase access to a live SAP system. In fact it comes
with our “Breaking into SAP” product. You should be
getting notes via email or online that will point you to the
way, but you also need to subscribe to IDES Access or
another provider of SAP remote access. It allows you to log
on to an SAP system, ECC5, ECC6, and start exploring and
start working in the module.

Now, let me run through the five steps just briefly. I believe
you can acquire the necessary skills by obtaining access to
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a live SAP system, which is step number one. Number two
is to purchase every book on your module or your area of
interest. Really, just buy everything. Third, go to http://
help.sap.com/ and print out everything that SAP has on
the selected module.

When I prepare for modules, I use three or four binders to
hold print outs of all the information on the module. You
will need it all eventually. Number four, print out all the
configuration notes and the configuration details. After
you have access to your system and go into transaction
SPRO, you’ll see a little notebook icon to the left of the
configuration. Go to each configuration step in your area.
Print those out and include them in your binders, as well.

Number five, take all these resources that you have and
use these to walk through every configuration step for your
module, execute every important transaction, and create
the appropriate documents that comprise the outcome of
your module system.

I think having everything really gives you confidence. Let’s
say that after you read everything, you still think, “Well,
maybe I still don’t know this.” However, you will then
know how everybody else feels, too. There will be some
holes and gaps in your knowledge, and those gaps will only
be filled in by working in SAP. You’ll learn more as you use
and configure the system.
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So step one is getting access to the system. Step two:
you’ve got all the books. Now you’re going to start step
three: using these books, getting on the system, starting to
experiment, and going through all the configurations.

You're reading all your books and everything you printed
out everything on http://help.sap.com/, which will take
some time, and now you're starting to get the big picture
and an understanding of how this fits in. You understand
the transactions, how the documents move and interact,
and the relationship between all of the different
transactions in your module.

You're using these now to go into the system and walk
through every single configuration step, even if you don’t
understand it. Go to every important transaction and go
to every important screen in your area and create these
documents. Try to understand the relationship. Your goal
is to learn the module so well that you can explain exactly
what it does.

You need to describe the relationship between the
documents. You need to understand and explain to
somebody on a philosophical, high-level basis, what this
module does for a company, how it can help them, how it
can drive efficiency, and how it can save them money. You
need to be able to explain the configuration artifacts and
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the scenarios that might not be clear to you. You need to
explain interactions with the org plan.

I firmly believe that it’s a good idea to understand the
frequently asked questions and troubleshooting with

the module. If you go to http://www.sapcookbook.com,
you’ll see we've published dozens of FAQ books. And I
think if you understand what we do, if you understand
http://www.sapcookbook.com, then you understand that
these books represent the most common problems people
experience.

It’s an incredible advantage for you to be able to say
(especially in your interview): “Okay. Well, you know, what
I always find to be the key risks or the key problems with
SRM are approvals and transferring the org plan.” That’s
why these interview question books are so effective. They
help you understand the questions people are asking. And
by reading the questions people are asking, it’ll inspire you
to think and to understand the software in a way that I
believe is very effective and can help you land a job.

You can follow the basic roadmap of this chapter
throughout your career. You’ll want to maintain access to
an SAP system. You'll want to have all the books available.
You’ll want to print out all the http://help.sap.com/ Help
documentation. You’ll want to print out all the config
notes, and you want to gather their resources to walk
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through all the configurations, execute every transaction,
and create every document.

The outcome is that you will be able to explain or describe
what it is a particular module does, its purpose, and how
it drives efficiencies in a company. You'll want to do that
in an end-to-end manner, starting with how the users get
started or what kicks off this process, what initiates the
business process, and all the way to the outcomes of the
order printing out to the printer. You need to be able to
speak about the specific steps you took to configure the
system, what artifacts in the configuration need to be
changed, the scenarios, and the work plan. You also need
to know the common problems with the module.

Here’s an example:

Let me tell you about SRM. I don’t know if you’d consider
it a module in SAP, but it’s an active consulting area.
Supplier Relationship Manager (SRM) in SAP helps
companies understand where they spend their money.
Organizational spending is divided into indirect spending
and direct spending.

Indirect spending has to do with pencils and papers, things
that are incidental, but not involved directly in the product
itself. For example, if we were selling cars, the sheet

metal required to build the body is a direct cost or a direct
expense; whereas the computers that we use in the office
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to design these cars is an indirect cost. Therefore, SRM
further divides direct and indirect costs into commodities.

It’s a good idea when you’re using commodities to use

an UNSPSC code, which is a standard code for different
commodities such as paper or pencil, electronics. So

what can you do when an SRM system is properly
implemented? You can use it to drive efficiencies in
spending and understand where your company is spending
money. And the only way to drive efficiency in spending

is if you understand where your costs are and can use
understanding to leverage better deals with your vendors.

If you're spending $1 million with each of ten different
vendors, maybe you can funnel back spending to just two
of the vendors and drive better. What’s the best way to
save money in business? Drive volume. SRM also provides
e-sourcing, standard workflows for approval processes,
RFX and bidding, and auctioning. These are the most
common ways SRM is used in an organization.

The documents, you start with a shopping cart, a shopping
cart moves to approvals. Depending on your scenario, you
can purchase requisitions or purchase orders created in
the system. Purchase orders are printed and either faxed
manually. They can also be sent via EDI in an XML format.

28 PART |



FI/CO

You're going to learn how to do that with your module,
to give a five minute talk about what the module does, its
function, how it drives efficiencies, and the documents.

These five steps are pivotal: getting access, getting the
books, printing the help, printing the config, and then
learning the module. If you can do this, you can repeat it
for learning any number of modules.

Do I Know Enough?

How much knowledge is enough to qualify to land a job
working in SAP?

It is important to first know that the vast majority of
learning SAP is done on the job. You will always have the
resources at hand to look up the answers that you need
to do your job, and it’s understood that you may not have
everything memorized. If you are presented with a zinger
and freeze up or act really nervous, this can cause people
to raise their eyebrows and question if you know what
you’re doing.

The answer to “Do I Know Enough?” is really another
question. Do you feel like you have enough confidence to
talk about your module? Do you feel like you have enough
confidence to give a 5—10 minute explanation of what your
module does and how it helps a business become more
efficient? Can you describe how to install the module, what
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the major risks are, and/or what the major pain points are
for installing the module?

If you can explain to me what your module does and what
the problems with the configuration are, then it sounds
pretty good during an interview. Most people faced with
a clear explanation will say, “Let’s bring this person on
because this gets back to what the interviewing process

is all about.” It is important to be well prepared for
interviews because the interview is the door you need to
get through in order to get the job.

Many other classes might emphasize that you need

to know everything or you need a certain amount of
knowledge before you can get started. However, I really
believe that if you can pass an interview, you will learn
everything on the job. Frankly, not a lot of people will
tell you this secret: you don’t need to know a whole lot

to be successful. You just need to know enough to pass
the interview, and once you get the job, that’s where your
learning is done.

So do you know enough? You're probably asking yourself
this question right now. The answer is: Do you feel
confident enough to talk about the module, what it does,
how it works, and how to configure it? If the answer is yes,
then you know enough.
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Actually, it can actually be detrimental if you know too
much. No one likes a know-it-all. A company would rather
have somebody who has a more balanced approach to their
knowledge. Of course it’s nice if they have helpful input
and they know their stuff. This is great, but you also don’t
want it to be taken to the extreme.

One way to think about this is: do you know where to go to
get the right answers? The people who can do this are the
most successful and enjoyable to be around. An excellent
way to cover this in an interview is to say, “I learn every
day, and I think an important part of me as a worker is
that I always know how to find the right answer or I have
access to a demo system, and if something doesn’t work

in one of your systems, I can try it elsewhere.” Being a
resource person is a good thing. Knowing where to go to
get the answer is only OK.

You don’t have to know everything. It’s okay to have some
gaps in your knowledge. The real question is: Do you have
the confidence to fix a problem on the fly, or do you have
the confidence to know who to call to get the right answer?
Do you have the confidence to go to a forum, post your
question, and get an answer?

I think you want to err on the side of confidence. If
somebody states with confidence and authority an answer
to an interview question, the interviewer might give that
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person the benefit of the doubt even if the interviewee was
slightly off or gave an incomplete answer. Being assertive,

and knowing how to speak effectively and with confidence,
goes a long way.

Developing that confidence also prepares you to answer
questions you may not know the answer to. If somebody
hits you with a question that you don’t have the answer
for, or maybe don’t even know where to start, you can
learn and practice thinking about this and how to respond.
In this situation, I would say, “Rather than giving you
exact right answer, I would prefer to take this question
offline and take a few moments to make sure I have the
correct answer. I've run into this before and I know where
to find the answer for this. I just want to write down the
scenario you're asking me about and I will make sure that I
find the right answer for you.” Very few people are going to
respond negatively to that kind of an answer.

Most of the time, you do have an answer. After all, you
do need to be one or two steps ahead of your client in
terms of knowing and anticipating the questions they’re
going to ask. If you don’t understand something, speak
up right away. Part of being an IT professional is finding
information you need.

If you follow this book and look at the resources I provide,
you will probably know enough. You may not think you
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do, but when you arrive at your project and realize that
everybody else has the same worries that you do, you’ll feel
a lot better.

There might be a couple of guys like me in the room, but
hopefully they’ll extend enough professional courtesy to
not hit you with a zinger. Everybody doesn’t have a dozen
or more years of experience working with these problems,
and the fact is that people with all ranges of experience
are needed on projects, and people with good attitudes are
nice to work with.

As you're preparing, remember that. In your interview, try
to come off as likeable and as friendly as possible. You’d
rather work with somebody that you’d be friends with than
somebody who just has an attitude. Nobody likes to work
with somebody unpleasant.
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Chapter Two

Experience

What criteria does a prospective employer use to evaluate
you?

Your education, credentials, certifications, and classes
you’ve taken are the primary considerations. What do

you need to send an employer? Your resume needs your
education, experience, academic awards, things that you’ve
done. It is also needs your personal information on it, so
be careful about how you present yourself. Your email
address, your phone number, and your name should all be
audience appropriate. For example, you should create an
email address that has SAP in it. It’s a simple thing, but
people miss out on that first very easy opportunity to show
your involvement in SAP.

To return to the larger topic of experience. The reason

it’s so important in IT is because there really is no other
measure; only recently are there any university programs
for studying information technology. There certainly
aren’t any programs studying in SAP. SAP is software. So
just understand that employers can’t really look at your
education and know as much about you; whereas in other
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fields, a person’s education says everything about their
training. SAP just isn’t like most other skills.

Another important thing is certifications. Certifications
have historically not been as popular in the United States
as elsewhere in the world. Some certifications might

be worth more than others, but all in all, I think that
certificates will not be considered a huge perk to your
resume. A certification is “nice to have”.

However, I think even the soft skills, and how well you
interview, will trump certifications. All things being equal,
if you have two people with the same level of certifications,
experience will be the decisive factor. I'm not telling

you that experience is the only thing that matters, or

that certifications don’t matter. Why employers think
certification is important is because it’s an indicator

that you have done something in the past. And in the
employment market, all that counts is: have you done

this before? In an area like SAP, where things are very
detailed, experience is pivotal. For example, every time I
interview, I am asked whether I have configured SRM in
the extended classic scenario with automated PO. Having
done this before gives me an edge.

When you interview, you need to draw on your
strengths. For example, if you went through a computer
programming education, you know how to write computer
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programs. Another thing you learn as a programming
student is how to use methods like divide and conquer

to break up problems. This tells me that you can write
programs, you can solve problems, and you know how to
think in a certain way. And if you’ve done that, then I know
that you’re absolutely 100% qualified to install any module
of SAP and do it with excellence.

Regardless of your experience, I think it’s important for
you to say that you’ve done it before; otherwise, they you
won’t get hired. It’s a personal choice. It’s totally up to you,
but I'll just put it out there. In the global IT job market, the
only way to get a job is to say that you've done it before.

When somebody asks me if I have configured something
in a particular way and I say, “No, I haven’t done that
before, but I can easily do it,” it just doesn’t work. When
you say, “Yeah, I can do this. I've done it before,” even if
you haven't, it gives them the reassurance that you know
what you’re doing and that you can come on without any
problems.

For me, I can say I've done it before because I know that
I can solve any problem in IT. I also know that I can solve
any problem in SAP, so I feel justified in telling them
that. They’re going to ask you if you've done it before,
and if they don’t know any better or don’t know the
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right questions to ask, they’ll just ask: “Have you done it
before?”

They may ask you, “Have you done it before?” because
they don’t know what else to ask you. It’s really hard to
ask somebody a question that will completely reveal their
knowledge and understanding of a particular area, so
interviewers tend to fumble a bit.

I hope it’s clear that more than anything else, experience
is what an employer looks for. It’s the easiest indicator
that you know how to do something, that you've done it
before, even if doing it before isn’t that important. You
know, that’s why it’s the key factor in a resume. Of course,
there are exceptions. Some people can look at a resume
and really read the details. For example, if I saw your
resume and saw you had a computer science degree from
a research university and that you were working in some
managerial capacity, I would still say, “Yeah, this is no
problem. This person is fine.” If you luck out and have
an interviewer like me, then they won’t ask you so many
detailed experience questions.

Experience is the only indicator most of the interviewers
have to go on, and it’s an inaccurate practice at best. It
only really helps them to make a guess about your abilities.

If you've only been studying SAP for a year and the job
requires six years, well, I'll leave it to you to decide what

WELCOME TO SAP 37




SAP INTERVIEW QUESTIONS

to put on your resume, knowing what I've said, mainly
that you won’t get the job unless you have a competitive
number of years experience and unless you say that you've
done it before. I don’t think anybody else out there is going
to tell you that, but that’s just how it is.

Ethical Considerations for Interviews

I think computer programming and information
technology is a trade, and I say that because there’s no
formal apprenticeship that one must go through to become
an IT professional. In reality, there are no beginners.
There certainly aren’t any jobs, or if there are, they are
very, very few and far between for beginner SAP people.

So how does one get started with SAP? The first way I'll
discuss is a method I learned from my friend Mike. He’s
an industry veteran of 25 years, so when he wants to break
into a new area of technology, he gets a job as a project
manager. Since he has 25 years of experience, he can easily
get the project manager job, and I think that’s excellent.
But does that apply to everybody? How many people can
claim 25 years experience? The most important things are
how quickly you learn and how you treat your clients. My
point here is that one strategy is to get a non-technical

job in project management (if you have many years of
experience) and take a job in the area of technology you're
interested in.
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One the other hand, if you are like me when I started out,
you don’t have any experience in SAP. However, I did have
some useful skills. I was a UNIX systems programmer.

I could install software. I could write shell scripts. I had
technical skills to bring to the table for a company that had
an SAP implementation. I was lucky enough to get a steady
job as a UNIX systems programmer, where I was also
trained in SAP.

It was a very satisfactory position to be in because I was
utilizing skills that I had in exchange for SAP training. This
is an example of junior-level applicants with skills that a
hiring manager will find attractive.

The last category is for people who have no practical SAP
experience and/or no SAP work experience. How does
someone in this category break into SAP? It’s important to
understand the market that you’re working in. I received

a resume from somebody the other day claiming to have
12 years of experience in SRM. The catch is that SRM has
only been around for 4—5 years, so I was very surprised.
This is impossible.

The first thing to say about that tactic is that any
experienced manager, any expert certainly, would look

at that and say, “Oh, that’s ridiculous and they can’t have
this many years of experience,” and they would delete the
email and would never hire the person.
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Now as we know, not everybody is an expert, so they’ll look
at this resume with 12 years experience and they’ll say,
“Wonderful, 12 years. Okay, let’s schedule an interview
with this individual.” Whereas when commenting on a
resume with six years experience, which is a fantastic
amount of experience by the way, they might say, “This
person nets half the amount of time.”

How do you answer these kinds of questions in your
resume? As an example, on my resume you’ll see things
like Microsoft Word, Excel, PowerPoint, Access, Oracle,
and UNIX. Now I have not been engaged as a full-time
Microsoft Word expert for the last ten years, but it’s
still on my resume. And by that same token, I have not
consistently used Microsoft Access over the last ten
years, but it’s on my resume. I also have SAP BW on my
resume as well as MM. I haven’t been working in these
areas, either, but let me tell you what I have done: I have
installed the BW software from scratch. I have used the
Becks Analyzer.

It seems like I'm making justifications for exaggerating

on your resume, but in this case, I don’t think it’s
exaggerating, and I don’t think it’s unethical. The market
for IT talent is imperfect and is driven by acronyms, letters
and numbers on your resume that nobody understands,
not even the hiring managers. And so if the right letters
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and numbers aren’t on the resume, you won’t get in the
door or have the opportunity to sell yourself further.

Before I move on, I think it needs to be said that your
resume must include all of the skill sets for the job you're
trying to land. If you’re going for an SRM Version 5.5 with
Seuss, that needs to be there, and you need to say that you
have experience working with that. You’'ll put it on your
resume under the last place you worked, and you’ll go get
that experience and figure out just what it is that you need
to do. And do not apply for a job with some experience that
you don’t have and don’t know how to obtain or don’t feel
comfortable with; it will be a very bad outcome. Know your
limitations.

You have some room here. I don’t think it’s unethical

to put these things on your resume. In fact, I think it’s
necessary. It’s an increasingly competitive market, and you
need to change how you think and understand the reality.
If you don’t have the experience on your resume, you will
never get the job. If you do have it on your resume, you
may get the call, you may get an interview, and you may
get a chance to prove that you are the person they want to
hire. And when you get that job, it’s time to perform and
learn what you need to learn to get the job done. The real
skill in IT is learning quickly and knowing how to solve
your company’s problems.
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In conclusion, the resume is, at best, an imperfect
mechanism for communicating your experiences. Many
people have taken advantage of the imperfection, and it’s
an individual question for what to include and what to
exclude. Remember: if your resume says that you don’t
have the needed experience, you will be passed by.

It’s necessary to learn what you need to learn. You assume
that there is some sort of continuity in the products, and
you brush up your resume with clever jobs. It can be quite
controversial, but I think in today’s market, you're justified
putting things on your resume if you're confident that you
can execute them once you're at work.

Interview Question Books

If you are familiar with SAP COOKBOOK, you’ll know we
are the premier publisher of interview question books in
SAP. I am the owner and publisher of Equity Press and
http://www.sapcookbook.com. We started in 2005, when
I published a book about SRM called The SRM Advanced
EBP Cookbook. After selling a couple hundred copies, I
thought the cookbook was very focused and very oriented
in helping people do the configuration. If you look at this
book, it tells you step-by-step how to do configurations,
but it doesn’t address anything about really doing the work
in SRM, and it certainly didn’t address getting a job in
SRM or in SAP generally.
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The product of this line of thought was interview question
books that have three parts: a table of contents, content,
and an index. These books do not tell you how to do the
work once you're at your client. They don’t tell you how to
get the job done.

These interview questions books are condensed down to
only the most important kernels of information that you
need to understand to get a job. Some people are very
doubtful of this kind of book and think that the amount

of information you would need to know could never be
contained in a single book. In fact, all you do need to know
to get the job is contained in this book. This brings us back
to a previous discussion: the dilemma about what to say in
an interview, what to put in a resume, and whether you're
confident enough to fulfill the duties in SAP PM. If you buy
this book and can interview successfully after having used
it, you are halfway there.

Interview books, and what they represent, are a reflection
of where information technology is today and where it’s
going in the future. I think the tools are getting better, the
technology is getting better, the business processes are
better documented, and they’re generalized. I think many
commercial software processes are being realized, and
fewer programmers are needed now to implement a big
computer system.
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It is a general trend in information technologies that you
need to know less overall, but that information that you

do need to know is much more specific. It’'s much more
condensed, and it’s much more functional. It’s oriented
towards the software that you're using. Basically, you don’t
need to know machine language programming and C++ to
start working in plant maintenance.

With these layers removed, all you need to know is what’s
in this book. This is the part of the software you need

to know. Take, for instance, SAP plant maintenance. I
want you to understand how exciting these interview
books are as a resource to help you do your job in SAP.
For plant maintenance, you flip through and find the
subject headings in the table of contents, which will point
you towards those topics. When you start to see topics
repeated, you know they are important. For example, just
by looking at the table of contents for this book, you can
see that PM orders and functional order are important.

Now these interview question books are excellent because
they tell you what people are really talking about. After
you see the prominence of a topic, after you see questions
about assigning stock to a PM order, you know that this is
the place to start your investigation into PM.

In preparation for an interview for a job utilizing PM,
you need to note everything about PM orders, storage
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notifications, equipment master, maintenance orders,

the planning plant, post-pulmative order, etc. What
you're trying to do is read every question and read every
answer and make a mental note of this. As you're reading
through these questions, you’ll see that some things pop
up more than others. These are the things to remember. It
is absolutely pivotal to remember the popular topics and
issues during an interview.

The index is an alphabetical list of the important topics
in the book, such as: access control, accounting indicator,
automatic warranty, billing plan, and some transaction
codes are included here.

This is the anatomy of the interview questions book. This
book serves as a heuristic to help you identify what’s
important for you to study, what’s important for you to
know, and what you don’t need to know.

If you compare that to an SAP Press book, which is the
big fat textbook that has everything, you will easily see
the difference. I recommended you buy those and read
everything, but it’s hard to know what’s important and
what’s not, and that’s what you get from these interview
books. They help you understand what you need to know
and what you can safely ignore. These books are small
and may be criticized by some for not having that much
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information, but that’s not what these books are all about.
These books are about providing answers to specific topics,
not providing answers to every possible question. If you
want all the information, it’s freely available on http://
help.sap.com.

Interview books are time-saving resources. You can, for
example, just flip through and can instantly tell what the
most important things are in PM. Then, go into an IDEZ
system for PM and learn everything about creating a PM
order from scratch. This is the best way to prepare for an
interview.

I wouldn’t suggest using these books on the actual
interview call. For example, if they ask you a question
about transaction code OIOA, you wouldn’t want to say,
“Hold on a second. Let me go look that up.” That just won’t
work.

So, that’s just a little bit about the interview questions
book. They’re so powerful because they provide important
content in a very small package.

You don’t have to read the 500-page SAP Press book,
although I do recommend doing so. Afterwards, refer to
the interview questions book to see the most important
topics for your skill set, and then you’ll know where to
focus your efforts, and that will enable you to have more
successful interviews, which is what this book is all about.
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This chapter is about interviews: how I prepare for
an interview and how I recommend preparing for an
interview.

You need a dedicated space to perform your interviews.
I've done interviews in my car. I've done them driving on
the freeway. I've done them in cafés. And I've lost my fair
share of interviews.

When I was first getting started in my career, I was
devastated if I didn’t get the job. Why didn’t I get it? There
are all sorts of reasons, and you can’t expect that you're
going to win each one. In the SAP business, most of your
interviews and hiring decisions will happen over the
phone. You may never meet these people face-to-face.

I always felt that I would interview better in person
because I feel that I have many strengths that are
communicated face-to-face, but this is not how the

SAP business works. Everything is done over the phone
and there might be ten people in a conference room on
the other end of the line. You try to make a personal
connection with these people, and it’s just impossible, and
people are firing questions at you left and right.

The other thing to remember is that there’s a whole
political situation going on at the potential client, that you
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have no idea about. Out of these ten people, they may have
one expert that says, “We really need an MM purchasing
person that also has variant configuration experience.”
And that one person is sort of a bully, and everybody

else really knows that the employee doesn’t need variant
configuration. That’s not an aspect of the business. But
this one guy, since he says they need variant configuration,
somebody asks you, “Do you know variant configuration?”
If you say “I haven’t seen this used in a dozen years” you're
out of the running.

There’s a whole political situation that’s going on with your
client that you have no idea about. You have no idea what
they’re looking for. During your interview, it’s going to be
your job to try to understand more, but you’re not going to
land every job. So the goal is to do as many interviews as
possible. If you want to remain consistently employed in
SAP, remember the code ABI: Always Be Interviewing.

You should interview once a week. I understand you're
going to have engagements that last six months. However,
I can’t overstate the importance of the skill of interviewing,
so that you remain consistently engaged. In the world of
independent contracting, you need to be employed all the
time, so you go from contract to contract. It can be very
lucrative, but you're going to do a lot of interviewing. The
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longevity and success of your career depends largely on
your interviewing skills.

Some people only want to get a permanent job in SAP
working for a very big company, and be there for their
entire career. However, I don’t think it’s a viable career
path. I think big corporations don’t have any loyalty to
their employees. They may give it lip service and say, “Oh,
this is a great place to work,” but at the end, if there are
cuts in IT, you may find yourself without a job just like
that, and what do you do if you've committed so many
years to one of these companies?

Another way to think about this is that your ability to
interview is like job security. It is a great peace of mind to
know that you have skills that you can take anywhere and
employ yourself with, and this is one of the great reasons
to be in SAP and IT. Yes, it’s a global market. We live in a
global world now and you’re competing against people all
over the world.

The rich west is competing with emerging economies.
While this scares a lot of people, it doesn’t scare me. I
think there’s a great deal of opportunity, and it’s exciting
because your next job might be in Europe, it might be in
America, and it might be in Asia. Change is constant in this
world, so I view this constant interviewing as a positive.
We have to think of it in terms of, “This is my job security,
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and this makes me a more marketable person, and if my
superior at this company is a gigantic pain, I won’t be
working here very much longer. I can take these skills
on the global market, and I can go work in London, Los
Angeles, Paris, and Tokyo. I can go work anywhere.”

I hate to be melodramatic about this, but that’s really
what’s at stake with interviews. That’s why I've dedicated
the last several years of my life to developing the interview.
I think by recent accounts, we’ve published approximately
30 books in SAP and over 100 interview questions books,
because I view that as the skill of the future. Not that
interviewing alone is the skill, but it’s certainly how you
communicate your skill. It’s certainly how you get hired.
So if you're in SAP, if you're in IT, if you’re working in IT
and plan on making your future in this, you must master
interviewing skills.

I want to talk about some of the techniques that I run into
called black hat techniques. They’re dishonest, unethical
and unprofessional. If I'm interviewing somebody that’s
employing these techniques, I won’t work with them. I
won’t work with their firm ever again. You need to know
what to look out for.

The first technique is having a recruitment company sit
in on the interview on your behalf. The client hires you,
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and then you suddenly show up and go do the job. This is
deeply unethical.

I think the news is out on this, and people are starting to
ask for birth dates, social security numbers, etc. I've sent
pictures in before, and have taken my picture when I had
an interview so it could be sent to the client. The game is
up on this one.

Another technique I've seen is called jamming. In this
case, you have somebody on three-way calling and you're
on instant messenger. You're asked a question and your
buddy hears it, types in the answer, or the hot buttons,
the things you need to talk about, and boom, there you’ve
got it. You could also have somebody conference in, be on
a speaker phone, or have some other way of sharing your
interview. As you're going through the interview, your
buddy is up there pointing with a laser pointer, showing
you what to say.

Those are just a couple techniques that some people are
using. They are all completely unethical. I think that there
is a basic assumption that when you’re interviewing, it’s
your skills and preparation being discussed, and that you
are not being coached.

Who knows? Maybe this will be open in the future and
work will be done more collaboratively, but I do think
it’s unethical for a recruitment company to interview on
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behalf of the candidates. I have to say that the bar has been
raised for the quality of the interviews because this is what
you’re up against. There are people doing unethical things
in interviews, but it’s causing them to be successful in
interviews. How do you compete with that?

So do you decide not to compete at all? That’s the other
option; in which case, start looking for another job. But

I don’t think that’s the answer, and I think you can be
competitive. Honesty is always the best policy, and in my
interviews, if I don’t know something, I tell them I don’t
know it, and I'll also give an explanation about my opinion
of the importance of the question.

For example, somebody will ask me, “Have you installed
SRM with [a particular scenario] and with Seuss invoice?”
And I'll say, “No, I have not done that, but I've installed
SRM and I've installed Seuss, so there’s no reason to
believe I couldn’t install invoicing.” If I don’t know the
answer, I'll say, “I don’t know the answer to that, but I
could certainly look it up, and as a foremost expert in this
area, I don’t know anybody that could give you the answer
off the top of their head.” Now it’s not appropriate to say
that in all circumstances, but in some cases, it is. I think
it’s appropriate to guide your interviewers’ inappropriate
instances and tell them what is appropriate to ask and
what’s not appropriate to ask. And maybe you’ll say, “I
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don’t know,” and leave out an explanation. Yet if you do
say “I don’t know”, I recommend giving an explanation.

The more experience I gain in this work, the more I know
what is okay to say. Rather than make something up, I'd
much rather hear, “I don’t know, but I know where to look
to get the right answer” or “I don’t know, but I'd rather
take the proper time to look this up.”

When I prepare for an interview, I use a white board and I
divide it up into quadrants and I try to develop a story.

Past, present, future, and skills: those are my four
quadrants. Past includes things that I've done in the past.
For example, MM, writing interfaces, writing ABAP. I'll
write down the names of previous clients, and what I did
for each client. Present includes what I'm doing right now.
Right now, I'm working on the SRM for a client and I'm
implementing [these scenarios]. The future includes what
I'd like to do and the technology being implemented by
my target client. In my interview, I'm connecting past,
present and future and I'm telling a story about how I'm
combining all these technologies and why I'm the best
candidate for the job using my skills from the past, and the
skills I use now.

The final quadrant is skills, and these are things that
are very technical, such as transaction codes. Not that a
transaction code is overly technical, but in an interview,
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it is. You're going to want to write things down in the
skills column that you think they’ll ask you. If you take
my recommendation and pick up at least one interview
question in this book, you’ll see jargon. You’ll see tables,
transaction codes, cost centers, and much more. Write
these things down in the Skills quadrant, even if you don’t
know how important they are. These are buzzwords, to
lend credibility to what you're saying.

I think it’s worth explaining to people why you're
interested in a job. For example “One reason I'm really
interested in this job is because I've implemented SRM
with Seuss in the past. I did a prototype of the invoicing
that your company wants to implement, and I'm very
excited to have the opportunity to work on this. You can
see in the past I did this, in the present I'm doing this,
and in the future, I'll very clearly be able to do this other
thing.”

So, put your past, present, future and skills on a white
board, up in the front so that when you’re taking your
phone call, everything is clear. I also have a written piece
of paper, single-sided, with all the transaction codes, and I
have another sheet of paper with the major process flows.
Depending on your area, there may be two or three process
flows, but I find it very useful to have a printed flow chart
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of the process to come back to and to reiterate the process
flow over and over.

It shows how conversant you are with the module. It’s
also a good way to prep for very specific questions such
as, “What if a cost center doesn’t show up on a shopping
cart?” If you say, “Let me think about that for a second,”
they’re going to try to stump you. Instead of that, you
need a mechanism to talk about. “Well, let me see if
understand what you're talking about. You ask me what
about a cost center that doesn’t show up in a shopping
cart...?”

I'll use SRM as my example. SRM is a self-service
procurement with a shopping cart. The user logs in and
goes to their shopping cart. They add an item to the
shopping cart. Are we talking about a material master
item? Are we talking about a free flow text item? Maybe
they’ll say, “Oh, a text item.” Okay, so I've added a text
item to the shopping cart. I go to fill out the cost center
details. Are you talking about a predetermined account
assignment category? Then they’ll say, “Okay, well, the
account assignment category is WPS.”

This way, you’ll be able to walk through the process. “So
I've logged in. When a user logs in, they have pre-assigned
assignment categories that are defaulted for each user,

so has that been configured?” From the start, you can
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ask a dozen questions. You can ask them a dozen more
questions about their question, and then they’ll give you an

answer.

“Yes, the user has been assigned an account in assignment
category for WBS.” And then, “Okay, great, so we've added
an item. I've created my shopping cart and I've added my
item. I'm going to the account assignment category, WS.
Now WBS, this is a project systems element, and I know by
default there is no drop down for WBS. So it’s in SAP, and
that’s not going to be supported. So if you want one, you
need to do a custom development to do a search help on
Ww.”

What I'm really trying to communicate is that I know the
mechanism. You know, I happen to know the SRM process
flows in my head forward and backwards, and that’s why

I can talk about it with you like this, but if this is an area
you're just getting started in and you're breaking into SAP,
you need that process flow in front of you.

Really good interview questions are challenging. Your
interviewers will ask you a question about your skills,

and you must be able to talk about them. This is a good
mechanism you can use to ace an interview: have a copy of
that process flow in front of you.

The other thing that you want to have is a copy of your
resume. That sounds really simple, but I've been working
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in SAP for a dozen years now and my resume is about
eight pages long. You may be asked “What in your past
experience qualifies you for this job?” You can memorize
your resume, or you can simply refer to it and respond,
“Oh, okay, I think the work I'll be doing for you is very
similar to the work I performed when I worked at General
Mills in food production. Food manufacturing doesn’t
seem very similar to the work you do at the U.S. Army, but
they are basically two very large logistical organizations,
and at the core, that’s your business.”

If you have your resume, you can look back. If you forget,
that might cause you to hesitate on an answer or become
nervous. This can lead the interviewer to say, “When he
was talking about his past experiences, he hesitated and he
got nervous. Maybe he just made that up.”

If you've been working for a while, you can’t remember
everything you've done in the past. You need to have

it written down, and you need to have a copy there for
yourself. Many times, your resume is the only thing the
client has, so your interviewers are looking your resume
and listening to your voice on the phone. It’s up to you to
bring that to life. I would recommend that at least one time
during the interview, you say, “Hey, if you refer to this
page on my resume, you can see this sort of experience.”
Use your time with them as an opportunity to point out
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something that’s beneficial about your resume. On your
white board, you’ll have a few talking points from the past
that will very easily allow you to do this.

I want to close this chapter with something about the
kinds of people that are desirable in SAP.

I was talking earlier about an interview where I had 10
people on the phone, and they were in a conference room,
and it was just me on the phone versus a team. I gave an
answer and I know that at least one person hated it, but
they asked me a specific question that was ridiculous. I
answered, “I haven’t skipped on my left foot down the
right-hand side of the street whistling this song backwards,
but, I don’t think anybody should be required to do that
either, so I feel completely confident in my ability to do
what you’ve asked. This scenario is something I've done
one way too many times, and there’s no reason that I can’t
do this.” I didn’t get that job, but I chalk it up to the fact
that I wouldn’t want to work at a place like that, where
they’re going to browbeat somebody. You may have these
types of interviews, and if you are prepared, you may avoid
this situation all together.

When people ask questions with such specificity, I consider
them bad employers. They're trying to tell everybody

else at the table how smart they are. I think my problem
with answering that question is that I was a little bit too
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honest and too forward. I should have backed off and said
something such as, “Oh, wow, that’s such a complicated
scenario. I'm not sure. I'd have to do some extensive
testing about this. Have you actually encountered this?

Is this something that you're trying to do?” Then the
interviewer will say, “Oh, yes, 'm very smart. I know
everything, and I can’t believe we’re even trying to hire
somebody because I know it all.” So you have to be aware
of people like that, especially in these conference room
settings. This is a prime example of internal politics.

So you may end up on a call where you encounter this
kind of a person, but try to treat them as gently as
possible. Maybe act surprised. “Oh, really, wow, that’s
such a complicated scenario. It’s exciting to me. This is a
challenge. I've never heard of this before. Maybe this is
something new and interesting.”

Ultimately, you should be humble in an interview. You
have your white board. You have your resources. Be as
exact as possible. But if you're running into questions that
are overboard, you can act surprised, or you can say, “Well,
how interesting.” If you happen to have all the answers
and you happen to know it all, this is another thing to be
careful of. You want to have answers for every question,
but in many cases, it’s not always the person that knows
everything that you want to work with, rather it’s the
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person that knows where to get the answer to things they
don’t know.

It’s important to be a resourceful person, who, for
example, maybe knows the guy at SAP who is working

on this. You can say, “If there ever is a problem that

I encounter, I have a personal relationship with the
developer, and I can call him to get the answer” or “I know
somebody in Germany on [XYZ development team] and I
can call them personally” or “I've read every book on this
topic. I have many friends working in this area. ”

I'd rather talk to somebody that’s resourceful than
somebody who knows it all. I'd rather interview somebody
who is honest and down to earth and somebody that I
might want to be friends with than somebody who knows
it all. This will change from client to client, but you score

a lot of points on an interview if you can say things like,
“That’s a really interesting question, and I'd rather not give
a wrong answer. Let’s talk about it. Let me talk through
this question.”

If you get stuck, I think you’d score for saying, “I’d rather
not give a wrong answer here. If it’s very important, I can
find out and get back to you.” A lot of times in interviews,
they’ll ask you questions that they themselves don’t know
the answer to. If you start to have a dialogue, they’ll say,
“Well, have you done this? How about this? How does that
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work?” In this case, if you don’t know the answer, giving a
wrong answer is far worse.

The last thing I'll say is that you want to work with people
who care about the things they’re doing. When talking
about the future, say, “Yeah, I'm interested in this. I'm
excited about this technology. It’s something I'm excited
about doing, and I’d really like to take this job.”
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Chapter Three

Negotiation

This chapter is about negotiating the best contract possible
and making sure that your work is recognized, because
how companies recognize your work is by paying you and
by paying you well. One way to ensure that you're paid well
is by negotiating your contract.

This sample contract discussion is with a consulting
company called Extrinsic. It’s their standard consulting
contract. I'm not sure how well-known they are, but
Extrinsic is a player mostly in the U.S. health sciences field
in SAP. After being a team leader for them on a project
and successfully installing SRM at a Fortune 500 client,
Extrinsic decided that they weren’t going to pay my last
month’s bill, which totaled about $20,000.

This was after I had extensively negotiated this contract
and had done a pretty good job at making sure that my
contract didn’t include any zingers or any big problems. At
the time, I was very upset that they weren’t paying my bill,
but I was thinking to myself, “What if I hadn’t negotiated
this contract as well as I had?”

I've been bitten before, and this is why I always review
every last clause in every contract I sign, because
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unacceptable. I urge you never to sign a contract that has
any unacceptable clause. In the very minimum, what you
really want to do is negotiate each term, and if something’s
unacceptable, send the contract back to them saying,
“Please review this. I can’t work under this contract.”

At the very minimum, cross it out. Then sign it and send
it back to them if you don’t feel like you're in a place of
strength or negotiation, or write a big question mark right
on top of the clause in the contract you don’t like and put
your initials by it.

In the minimum, this technique will protect you later.

If you put a question mark on there, it indicates you

didn’t understand this contract, and that could save you

or it could open a later negotiation. You say, “I didn’t
understand the contract, and if you look at the copy I
signed, you’ll see that on page number three, there’s a
question mark. So do you want to go to court over this
contract? It says right there I didn’t understand what I was
signing, but you insisted that I sign.” So that’s another sort
of a tactic you can use to negotiate.

However, you really need to review the whole thing and be
sure there aren’t any big problems.
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I've made the Extrinsic contract available to you, and it’s
called the Consulting Pack No. 1. You can log in Corp to
Corp Agreement in the Breaking into SAP online course.

This is the first copy of this contract, before negotiation.
Before continuing, print out a copy of this contract from
the consulting pack and come back so that you can look at
the contract’s language.

Much on the first page is standard. It states this is who
they are, this is who you are, it describes the services,
and this is what you’re going to do as an independent
contractor. That’s all fine.

Fees and terms of payment is the interesting part.

The only good thing about this contract is if you look at
the first part that’s highlighted, it says, “Subcontractor will
invoice Extrinsic for fees and applicable expenses weekly.”
This is good because as a contractor, you want to bill every
week. It’s just the best way to keep track of your expenses
and to keep track of your time. Send them an invoice with
your time every week.

You'll run into contracts where they’ll say that you must
invoice monthly. If this contract said monthly, that would
be the very, very first thing I negotiate as a contractor.
Think about it. If you go to work on January 1%, you’ll work
until January 30%. You send them a bill on January 30®
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or 31°. Your terms are most likely going to be net 30. That
means that you won’t get paid for another month. You
work all of February, and you finally get paid on February
28", In this case, you've worked for two months without
getting paid.

I don’t know how much money you have in the bank, but I
can’t afford to work for two months extending my valuable
time without compensation. Most likely, you're going to
be incurring expenses on behalf of your client, so we're
talking about 60 days with no income. And how many
contracting firms pay on time? Very few.

I've lost contracts over this before because you know these
contracting firms and companies are getting wise. They
say, “We can have somebody here for two months risk-
free. If we don’t like the work they do, we’ll just tell them
to take a hike, and we tear up their contract or we’ll find a
clause in their contract that they did not adhere to.”

That’s two months of your consulting time. First of all,
it’s your livelihood, but you have to protect yourself from
being gamed by these guys. And they will do so. I've been
gamed in this exact way by Raytheon, one of the biggest
companies in the world. You can say, “If they’re that big,
they have the money to pay you.” You still have to be very
careful.
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Big companies enter into agreements like this purposefully
because they don’t believe individuals have the
wherewithal to battle them legally. For the most part,
they’re right. I luckily had an attorney that I used to fight
Raytheon. Finally I got paid, but it took months and I
wound up with about 50% of the original amount due me,
after I paid my lawyer. Any time you spend up front in
negotiating and making sure the terms of this contract are
not totally one-sided is very much worth your time, and I
urge you to do so.

I’'m not an attorney. I'm not giving you legal advice here.
I'm just helping you understand that you can negotiate

a lot of this on your own. I personally don’t send each
contract I receive to my attorney, because it would
probably cost $1,000 for every contract. However, there is
a lot you can do by just looking at it and saying what works
for you and what doesn’t work for you.

Please don’t just sign a contract and send it back. I would
say there’s going to be at least five or six things in every
contract you’ll need to negotiate. The first one is how often
you send them an invoice. Billing weekly is the best way to

go.

This next highlighted area says, “Upon receipt of
subcontractor’s invoice Extrinsic will remit payment for all
client accepted services and expenses within 30 business
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days.” That’s where it says this is a net 30 days (upon
receipt of the invoice) term, which is fine. You need to also
make sure that you're sending the invoice in the right way.
Sometimes they’ll say, “We never received the invoices.
You didn’t send them to us the way we want.” So I always
ask a client to confirm receipt of an invoice.

If you go to page 3, 'm going to hit one of the most
important items in this contract, particularly termination.
In my opinion, this is absolutely egregious. It may even
be illegal. I would never sign a contract like this. It says,
“If subcontractor fails to provide 14 days written notice
for reasons other than acts of God, Extrinsic will bill
subcontractor $250 a day for each day defaulted during
the 14-day termination period. Contractor will be on
vacation during period.”

Now, the reason I had a real problem with this is because
it says if they fail to provide 14 days’ written notice for
reasons other than for acts of God. That was a little bit too
ambiguous for me. What constitutes an act of God? I need
to understand more about what would be covered.

Here is a personal story about this contract. My wife was
pregnant at this time. I knew we would be having a baby,
so this really worried me because let’s say there was a
complication and she had to give birth early, and I had
to leave the contract to take care of my personal family
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business. Would they have said, “This is not an act of God?
This is a personal reason. You didn’t give us proper notice.
Therefore, we're billing you $250 a day.”

Based on my experience with Extrinsic, that is exactly what
they would have done. If I had to leave the project for any
reason, they would have billed me.

First of all, they would have held any outstanding invoices
due me. And then they would not have paid me for the
work I did. And then they’d bill me $250 a day. We're
talking potentially thousands of dollars here, which is
entirely unacceptable. So I negotiated this clause out of the
contract.

It’s okay to negotiate the contract. If you're at this step,
they want to hire you. You just need to make sure that the
details are appropriate.

Weekly billing, net 30 terms, and no punishing
termination clauses are the absolute minimum. There are
many other things in this contract that are frankly bad,
and when you get a bad contract, it’s a red flag. If they give
you a sucker contract like this, you must take care and
negotiate it carefully. As you're going through and working
the contract, be very careful to adhere to the terms in this
contract because they’ll hold your feet to the fire.
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Billing you $250 a day if you have to leave a project

early is ridiculous. In this world, you may have to leave a

project for any reason. It’s a problem of the contract and

contingent workforce. They want it both ways. They want
to be able to fire you at a moment’s notice, but they want

you at their beck and call.

When I'm negotiating a contract, all I ask for is that the
terms go both ways. If you can fire me at any time, then I
can walk out at any time. If you can terminate me with two
weeks’ notice, then I will give you two weeks’ notice.

You need to make these contracts as two-sided as possible,
and don’t give away your rights. Don’t give away your time
for free. You don’t have to, and to be honest, they shouldn’t
ask you to. And if they do ask you, they’re being dishonest
and unethical and you should think twice about working
for a firm that asks you to sign such a contract.

Negotiation Timeline

In this section, I'll talk about what I call the contract
negotiating timeline. It sounds like a buzzword, but it’s
something that I'm always thinking about when I'm
applying for a job, interviewing, and then ultimately
landing a job in SAP.

From the time you start interacting with a recruiter up
until you're done with the contract, your value changes.
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This is an extreme example, but we’ll say you're on an
implementation. Right before you're about to finish your
configuration, and right before the project’s about to go
live, is when your value is the highest.

It’s not ethical to go to your project manager at the last
moment and say, “I need more money. Otherwise, I'm
going to walk.” In theory, however, that would be the
time when you would be worth the absolute most to that
organization because you know they need your expertise.
You've been working there for six months, and you know
everything about the system, and at that moment you
know your leverage would be the highest. If you had to
renegotiate a contract, that would be the time.

Renegotiating your contract is ethical and acceptable if
your contract is coming up or has ended at an opportune
moment. When you’re negotiating a contract you should
never say, “I'm very happy here. This is the only contract I
want to take.”

Instead, you say, “I have three or four other contracts and
other offers for higher rates. I cannot stay here unless I
have a rate increase.” That’s the extreme example, right in
the middle of the implementation.

The first time you talk to the contracting agent, you’ll
talk to a recruiter or an agency of some sort and they’ll
ask for your rate. This is when your value is very low, and
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they’ll want to drive your rate as low as possible. Make no
mistakes. Recruiters want to get as much of your money as
possible. They rely on you not feeling confident about your
skills and the value of your skills in the marketplace.

So you'll say, “I need at least $125 an hour.” They’re going
to say, “Whoa. Boy. That’s so much. I doubt you're going to
get that.” You should say, “I think this is what my value is
in the marketplace, and I'm confident that if the client sees
good value, then they’ll hire me.”

Again, they’ll try to beat you up and convince you that
you’re not worth that much. They’ll say, “We could never
get that much. Only the most experienced people get that
much.” They’ll give you any number of stories.

Another thing they’ll do is give you a so-called technical
interview. This will be held by the recruiter. It won’t be

the client at all. It’ll just be some guy who works for the
recruitment agency or another one of their contractors that
they’ve talked to. Many times, it’s not even an employee.
They’ll ask if you can do a technical screen. Really try to go
hard on this guy.

Then this guy will ask you a million impossible questions,
and then you’ll get a call back from the recruiter. The
recruiter will say, “I'm not sure that technical interview
went very well. I know you were asking for $125, but if you
can take $80, I might be able to do this.”
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The rate that goes to the recruiter is exactly the same. He’s
just trying an obvious ploy, telling you your skills are low.
That guy just made himself $40 an hour, which is a lot of
money. Right?

Yet, there is some truth. It’s important to know that your
value is so low because they haven’t committed you in
their process. They haven’t passed your name to the client.
They haven’t invested time in working you in their system
or talking to you, etc.

This is the time when you have the least amount of power.
When you’re talking to them for the first time, be really
careful and don’t commit to a rate. Don’t let them beat you
down. That’s how you negotiate these first interactions
with the recruiter. Say, “I'll be happy with...” and use a
range.

As you move on, you start insisting. “I need $150.
Otherwise, this isn’t going to work.” This occurs during the
second interview and client interview, up until your start
date.

After you've started, your value is very high because you're
working there. Chances are they want to keep you. They've
gone through all the screening and all these other things
which are perceived as being a lot of work. They really
want to keep you there so you can make more requests,
and they’ll give you more concessions.
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My basic premise is to do everything you can to have a
high value point, while committing as little as possible
towards the end of the lower-value spectrum. At the very
beginning, they’ll send you a contract, and they’ll ask you
to sign to it. I always delay sending that contract back to
them.

“I'm still reading it. I'm still looking through it.” If

you haven’t talked to the client, and the client has not
expressed interest in bringing you on board, there is
absolutely no reason that you should be submitting a
contract to anybody. It’s just a tactic that they’re going to
use to tie you down to the worst terms possible.

The sweet spot where you can negotiate with your
contracting agency is after you’ve done the client
interview, but before you’ve rolled on. That’s when you
want to really step up and say, “Look, I need $10 more an
hour. I need to be paid on net 30. I cannot deal with this
termination clause. I need to bill every week.”

Toward the very beginning, when you start to talk to
recruiters, don’t tell them what rate you’re willing to
work at. Give a range. And don’t let them tie you down.
This is where your interests and the recruiter’s interests
are absolutely at odds. On the other hand, you need

to convince the recruiter that you're at least a little bit
flexible, because if you say, “Nope. I'm at this rate and
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these are my terms,” as the market tightens, they’ll start to
say, “We can’t deal with this person. They're too difficult.”
They want to work with people they can walk all over. They
want to work with people that will accept whatever terms,
whatever crappy contract they’re trying to push. That’s
their first choice.

You might pretend a little that you are willing to work
with them and be a little bit flexible. And then after you've
convinced the client of your value, the negotiation really
starts. Do not sign your contract before the client has
given them the okay because that’s when you have all the
leverage.

In some cases, the recruiters or contract agencies will try
to get you to sign your contract when your value is low
because it’s very easy. Don’t do it! Put in your question
marks before you send it back to them. That’s not a fully
executed contract and they’re going to want to go back.
Then, have your client interview. You convince them, and
then they’re going to want to roll you on. That’s when you
do your final contract negotiation.

There’s a timeline that moves all the way from when you
start talking to a recruitment agency until you've rolled
onto a project, and afterwards. Your value follows a curve.
At the very beginning, it’s worth very little. Then it goes up
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and up until the point where you’re going to roll onto the
project. That’s your peak negotiating time.

Once you get onto the project, it dips down a little bit
because you're there. You're engaged with the client, and
it’s very difficult for you to convincingly say, “I'm going to
walk unless you improve these terms.” Once you've gone
onto the project, you've already agreed to all the terms.

In many ways, going back on your original agreement is
not okay. But if you happen to be on a contract by the time
your contract terms expire, it is okay to go back and ask for
more.

Be aware of this timeline and be aware that it’s not to your
advantage to sign anything until you have the go-ahead to
continue. Right before you start the project is when your
value is the highest, and that’s when you need to make
sure that you have a good rate and payment terms. Make
sure everything is good.

The other thing that is unspoken is once you’ve established
a relationship with the client, they’re going to want you,
and if the deal doesn’t happen, they’re going to wonder
what happened. Maybe the contracting agency is trying to
cut you out; if that gets back to the client, they may want to
hire you through a preferred vendor or directly.
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Let’s say the recruiter said, “No, it didn’t go well. They
don’t want you unless you’ll work for $80 an hour.”
Meanwhile, the company is paying the recruiter $150.
These games happen all the time. However, those games
will be up, and that recruitment agency will be out with the
client after that. If it happens to you, try to get a hold of the
client and tell them, “They’re trying to hold my feet to the
fire in this contract. They’re not paying me an appropriate
rate.” For the right people, those contract issues work
themselves out.

Be aware of the timeline. Use it to your advantage.

And negotiate every contract, and try to get the most
because the recruiters are doing the same to you. They’re
employing every tactic in the book to convince you that
you are not worth anything and that your value in the
marketplace is very low. So you have to fight back.

The underlying philosophy is you have to know and believe
that your time is valuable. If they’re not willing to pay for
it, there are plenty of other places to go. And this is where
the contracting market will be a little bit scary and harder
on contractors.

Yet, IT is in demand, and there are plenty of jobs out there.
I've never had to give in on my contract terms, even during
the hardest markets, and neither do you. IT skills are very
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much in demand and you can command the highest rates,
but it’s up to you to negotiate those terms.

Recruiters are going to tell you, “Oh, the market’s
different.” I've been hearing this for ten years. It’s
different. It’s changing. Demand’s low. There are a lot of
people in the market. It’s flooded. Basically, are they going
to convince you that you're not worth anything?

You just say, “I know what my needs are, and this is what
it’s going to take for me to take the job. And if I don’t
have it there, I've got plenty of offers.” This goes back to
something I said earlier: always be interviewing.

If you want to remain consistently employed and have
the strongest position from a negotiation standpoint, you
should have your resume out there at five or six different
legitimate projects that you could possibly go to at any
given time.

For me, I get three or four calls a day, minimum, from
recruiters. And I've even taken my consulting profile down
and have gone low profile.

So if you're actively soliciting business and trying to get
SAP contracts, your phone will probably be ringing off the
hook.

The most important message is: at the very beginning,
they’re going to hammer you. So don’t commit to a rate.
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Don’t commit to terms. Just wait until you talk to the
client. After you talk to the client, then start negotiating
the contract so that you have the best terms possible.

In some cases, you may be able to do that even after

you start, although you have to be very careful not to be
perceived as going back on your original agreement. If
you sign a contract, you need to honor that and work the
duration at the rate that you agreed upon.

Now if something in the contract changes, it expires,

it ends during the term, then they can come back and
renegotiate. But you say, “I've got three or four other
places to go. I can get a better rate. So if you can step up,
then I can say otherwise.” It’s a little bit of a poker game.
You have to be willing to walk. And ultimately, that’s your
power here. You can never negotiate unless you're willing
to walk away from the table.

Your only chip in the game is your time and the skills that
you bring to the table. And if you're not willing to stand up
and walk away, then you have very little power, and you're
not going to negotiate good contracts. Your ability to step
up away from the table depends on how hot your skills are,
how good you are at marketing yourself, and getting your
resume out there.

If you legitimately have three or four offers, it may seem
like you're playing poker, but you're not because you have
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three or four other people to talk to. You can bounce your
rate off these other people and get the rate that you want.

So don’t limit yourself and just start working with one. If
there’s only one job, keep trying to get other jobs. Because
if you have three or four things lined up, then one will
definitely come out of that. I think of it like a funnel. I'm
filling the funnel with as many opportunities as I can. One
will eventually come through.

If you have three or four going on, you can stick to your
rate and not commit to a lousy contract right out of the
gate. Employ these tactics so that at the last minute you
can extract the best terms and the best rate and make all
this worth your while. Because it can be very much worth
your while.

On a contract, you should be making two to three times
what you’d be making as a permanent employee, and I
think that’s worthwhile.

Contracting

As we start to talk about contracting, one of the first things
you’ll notice is not everybody’s making the same rate on
the project. You may be making $70 an hour, but the guy
next to you might be making $150 an hour.

Not only is that not fair, it’s impossibly aggravating. You
might even be working harder than this other guy, and
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you’re making half of what he’s making. And what you
earn doesn’t always correlate to the skills that you have or
how good an SAP person you are. It’s all about how you
negotiated your contract.

One of the most important things is to understand the
employment landscape. There’s the client.

This is the person that you work for. If you work directly
for the client, you have a direct client relationship.
You'll see ads on Dice that say, “We have a direct client
relationship.”

Even if these guys are down at the bottom, yes, they have a
direct client relationship with the people right above them.
In fact, I feel that they shouldn’t have to say they have

a direct relationship with the client. I tend to think that
they’re being less than fully honest.

Now it goes without being said that the higher up you are
on this chain, the better. Let me walk through a typical
scenario. Let’s say the client is Ford Motor Company, and
their consulting partner is Deloitte & Touche. Deloitte &
Touche is running the show. There’s a contracting agency
called Sojetti that hires all the contractors for Deloitte.
There are already two middlemen in front of you getting
paid, and taking away from your hourly rate.
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If the rate to the client is $150 from the consulting partner,
they’re going to give the contracting agency $125, and
they’re going to give you $100. It’s pretty clear. The closer
you are to the client, the more money is available for your
hourly rate.

This is the holy grail of consulting. You have to form
relationships with as many people as you can that will help
you land clients at the highest level. Unfortunately, it’s

one of the characteristics of information technology that
projects tend to take a long time to be funded. So we’re
talking about lead time.

Sales cycles are very, very long. You could be waiting

on a client for a year and then maybe the project never
materializes. So, you can’t afford to not be working during
this time. How do you battle that?

Well, you can use recruitment agencies to keep you
employed. That’s their job, in addition to understanding
what openings are available, what projects are going on,
who’s hiring, etc.

However, you have to use recruiters the right way. You
can’t just trust them to do things that are in your best
interest, because they will work to do things in their best
interest, and they will always try to get as much money
out of you as possible. They're going to try to hold on to
your money for as long as possible. And when you roll off
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the project, they’re going to try to not pay you what you’re
owed.

You need to be very, very careful when approaching a
contracting relationship. You need to know where the
agency fits on this landscape. Is your recruiting agency
working directly for the client? Then it might be something
you can be looking into.

Are they tier four? Are they all the way at the bottom? The
first thing you need to do as a contractor, if you want to be
a success in this business, is quickly learn how to get a feel
for what these people sound like and what they say.

People down at this lower end of the spectrum will ask
you to sign a non-disclosure or non-compete agreement.
They’re going to say, “Work only with me. Don’t submit
your resume through anybody else.” They’ll tell you
things that are just patently untrue. They're false. They
don’t have anything to do with the price of tea in China,
and everything that they tell you is designed to take your
money. They’re actually doing you direct harm.

Don’t listen to what these recruiters say. Everything they
say and do is designed to keep you captive to their firm so
that they can take as much money out of you as possible.

This may sound adversarial or that I'm anti-recruiter. I'm
not anti-recruiter. However, I'm here for you, and I'm here
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to help you advocate your own interests. I'm here to help
you break into SAP, and part of that is learning to manage
as a contractor, learning how to manage your employment
engagements. Increasingly, there will be contracts, which
are something you must learn to manage yourself.

When I was just getting my start, it happened to me many
times. I've spoken with “Breaking Into SAP” students.

If you're working with a third or fourth tier provider,
you're just not going to get paid. You have a check written
from here to here. From here to here. From here to here.
From here to here. Then to you. If your terms are net 30,
meaning that you should be getting paid within 30 days,
good luck.

Now also consider that many times you’ll be traveling.
You'll have to pay for rental car and hotel room out of
your own pocket. How are you going to get paid on time
to take care of your needs, much less your credit card bills
for everything else? With airfares what they are, I can

see outlaying if you're on net 30 billables. You work one
month. That’s 30 days you have to cover everything. Then
you’ll turn in a bill on the last day of the month. Then you
have to wait another month to get paid. You're talking
about outlaying in full your expenses for 60 days before
you’re going to get paid.
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You can’t go much longer than that. Or maybe you can, but
I certainly can’t. And you're never wrong in asking these
recruiters, “Where do you stand in this whole scheme of
things? With whom do you have a relationship?” This is
the way you approach it.

I say, “I understand if you can’t tell me who your client

is. That’s not what I'm asking. I'm asking are you sending
them a bill? Are you going to be able to pay me on time?
If not, this won’t work. This just isn’t a match.” And that’s
OK.

As an experienced contractor in SAP, you’ll have to get
used to saying, “I'm not interested. I'm not interested in
working with a firm that’s a third or fourth tier provider.
I’'m not interested in working with a firm that can’t pay me
on time. I'm not interested working with a firm that I can’t
negotiate a proper contract with, because in this business,
the devil is in the details.”

And the farther we get along in this, we’ll start talking
about contracts and terms and the common terms that
you’ll see. The ones that are poison pills. The dangerous
things that you just cannot sign.

What I'm really thinking about here are these early
termination clauses. Some of these clauses state that if you
terminate within 9o days, then you forfeit all outstanding
consulting revenues. Are you kidding me? Nobody has

84 PART |



FI/CO

three months to give notice in this business. I'd say two
weeks, at best. Yet, what if you have a family emergency?
You have to travel back home and you can’t stay on the
project. So you must forfeit your earnings? That’s not
acceptable to me.

You're going to be trying to work for the client, and again,
I think it’s the Holy Grail. Maybe it’s going to take a lot of
luck and a lot of hard work to have all your clients right
here, but I think working for these guys is very good.
They’re reliable.

I mentioned Sojetti earlier, who is wholly owned by Cap
Gemini. They place their contracting firm in a foreign
country so they can’t be sued in the United States, so it’s an
end run. At this point, I should say that all these contracts
and machinations are an end run around employing
people in the United States. I'm not saying it’s good or bad.
I’'m going to help you use this to your advantage.

Many people would say, “This is all bad. People’s benefits
aren’t being taken care of. Corporations are bankrupting
our futures. They’re not taking care of our pensions.
They’re really raking us workers over the coals.” That’s one
opinion.

I'm more of a realist. This is how it is. Barring significant
economic or political changes, this is how it’s going to
continue. This new knowledge makes a certain sense.
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I need somebody that can do something very specific

for a specific amount of time. That’s fine. But you know
what? If companies are going to be that specific, and the
requirements are going to be so hard, they need to pay for
that so that we can manage our lifestyles.

This is why I advise my students: don’t cut your rates
and always emphasize quality. Something I've said over
and over is, “Yes, I am not the cheapest resource. But
you get what you pay for. And if you want somebody of a
reasonable quality, you have to pay more for that.”

And I'm not competing against people at lower rates. I

will not compete. I keep my rate very high, and you know
what? I always get my rate. They might shave a couple
dollars off, and there’s always room to work on it, but I will
not work for significantly less than what I need to make a
living in this business. So what else is there to say?

You'll hear of not getting paid, having to leave contracts,
having to leave early.

They’ll use tactics like saying, “Come back for free for a

month, and then we’ll pay your whole bill.” You have to
walk away from situations like that. Let me tell you, I've
been to Hell and back in this business. Hopefully, you’ll
benefit from my experiences and not have to repeat my

missteps.
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I want to talk about career paths, and I'll start by telling

you a bit about my career path. We've talked about
permanent employees, contractors, and consultants. Now
I'll talk more about the specifics of what happens in SAP.

When I got started in the mid-9os, I was a UNIX systems
programmer, and I was able to apply working for a
company working in SAP. I didn’t even know what SAP
was. I showed up to do UNIX work and they said, “We
have this SAP thing. You're going to have to learn it.” So
they sent me to training, and I understood very quickly
that there was a great deal of opportunity in learning
applications.

The more technical you are, the more buried you are in an
organization. I understood right away that you want to be
working as close to the way a business makes money as
possible. My first job was as a UNIX systems programmer
at Yamaha Motor Corporation.

This has nothing to do with Yamaha’s business. Yamaha
makes most of their money, as it turns out, selling parts.
Of course, you need information technology to keep track
of parts. Translating that to SAP means used store parts
and MM, a material master. So I knew that this was an
important thing to learn.
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Yet, I was a UNIX guy. I wasn’t even working in SAP. I
very quickly decided that it was my goal to learn SAP and
to transition to working in SAP as soon as possible. So

I went from UNIX to being an SAP programmer. I was
writing programs in ABAP and then I knew: well, okay,
Yamaha isn’t in the ABAP business. They're in the parts
business.

So I instantly saw that my progression, if I were to
continue working at Yamaha, would be to move out of
the technical areas into working directly with motorcycle
parts. Or something working on the most important
function in the IT area for parts.

Clearly, it was not writing shell scripts or backing up the
UNIX OS or the Oracle database, etc. I understood that I
needed to become as functional as possible, as quickly as
possible.

I think that’s a pretty good model for an SAP career. Start
technical and move functional. Now that might not work
for everybody. Not everybody has the desire to become a
functional consultant. There are plenty of good technical
jobs in SAP, but I'm here to talk about how you can break
into SAP. Career paths play a big role in this because you
can take advantage of market imperfections to break in
and land a job, and then to move up quickly and secure
yourself a safe position.
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The way you need to break into SAP is start technical, and
then go functional. For example, master data management
(MDM) is a fairly new area in SAP and it’s relatively hot.
You'll see requirements for MDM catalog people, MDM
Java, so these are relatively technical topics. And if you
can learn enough of the technical jargon and enough of the
technical underpinnings of the MDM product, you could
get a job in MDM relatively easily and very quickly because
very few people know this.

Now you're probably going to be working in a technical
capacity... and that’s fine. But as soon as you’re on that
job, you're thinking, “How can I transition to get some
functional knowledge?” And MDM plays well with, for
example, MM and SRM. MDM can touch anywhere you're
touching master data.

You can then select one of these other functional areas.
This might be a little bit of a divergence, but I tend to
want to be working on a system that is doing transaction
processing. An MDM project has to do with harmonizing
data, deleting old records, bad data, etc. Yet at its core,
MDM is not in the path of a core business process, like the
earlier example with motorcycle parts. MDM isn’t going to
be motorcycle parts for Yamaha.

MDM is going to be cleaning house on IT and sweeping the
floors of an IT shop. SRM, on the other hand, is going to
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be the procurement of parts that Yamaha is going to sell.
That’s a part of their business, and it’s the same with MM.

Remember the strategy: start technical and go functional.
If you're breaking in, you have no experience. So, find a
small area, such as MDM, and get the job. Learn as much
as you can about SRM, and your next job will be working
in SRM functional; and you’ll have that MDM experience
to put on your resume.

There are much more traditional career paths in SAP, as
well. In broad strokes, you start as a programmer, then a
technical lead, then an architect. In the functional, you’ll
be a functional consultant, then a team lead, and then

a project manager. Those are two very common career
paths.

I'm not mentioning permanent versus contractor versus
consultant because that’s the nature of the employment
itself. You can be a team lead, and you can actually be
working as an employee, a consultant, or a contractor. The
type of worker you are is just the mechanism of how you're
employed. However, the career path is something a bit
different.

Let me leave you with those two thoughts. The first step is
to start technical and then move to functional. The second
step is to work on a business process important to the

core of a company. These two things will help you get your
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foot in the door, and they’re also very important in the
longevity and the success of your SAP career.

Training

Everybody is afforded the same clean slate, and how we
deal with it is up to us. If you're able to really get to know
somebody or talk to them honestly about how they got
their start in IT, it always is, “I saw a job for this skill. It
paid a ton of money, and so I went and bought every book
on the topic, practiced on my own. I got the job, and then I
learned it all on the job.”

I'm a manager and I've had as many as 60 employees,
and I was in network operations. I went from networks
into SAP, by way of word of mouth. There was a position
with The New York Times, and they asked if I would be
interested, and I said yes.

It was a hard decision because it was my first consulting
job.

I've never been without benefits. I'm used to being a
permanent employee and having all things that afforded
to me. Contracting was a big, eye-opening move for me,
but I accepted it so I could see what it was like, because
I'd always wanted to. And my children are grown and in
college, so I said I could go ahead and give it a try. My
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husband had benefits, so I didn’t have to worry about that.
So we talked about it and I decided to give it a try.

I love where I'm at now and I'll be sorry to leave when my
contract ends this month, and the client pays me directly.
When I was in New York, my money was being transferred
three times over. It was ugly. I then had to actually sue
someone to recoup my expenses.

In my dozen years, I've been contracting my whole time.
That’s becoming more and more common.

It was awful. I rolled off early because I wasn’t getting paid
on time, and after I rolled off, I never got my money. I'm
currently in litigation. And it’s a cut and dry case.

This is something that people need to know about. There
are a lot of mom and pop consulting firms around. One
lady called me last week, and I heard dogs barking in the
background, babies crying, and I thought, “Who are these
people?”

It makes me so mad because I don’t know who the end
client is. They won’t reveal it. A lot of times, they won’t
tell me so I'm sitting there thinking, “should I do it?
Should I trust these people? Because I can’t trust anybody
anymore.”

If you have three layers, good luck getting paid. So I try to
avoid that at any cost. I advise people not to do it. Right
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now I send my invoice to the company, and they pay me
directly, net 45 days. I just don’t know if I'm going to

get paid. One guy brought up that during the contract
negotiations, you can add that if they pay you within 30
days, you give them a 2% discount. If they pay you over
30 days, on or after the 31 day, you charge them an extra
1-2%. So you can try to get that added in. It gives them an
advantage to want to go ahead and pay you early so they’ll
get that discount. There is a contracting firm that has a
graduated schedule. For example, if we pay you net 15,
then we take 5%. If we pay you net 30, we take 3%.

And you’ll have these clauses that if you don’t provide
90 days notice if you leave the project, then all of your
consulting revenue for those 90 days accrues.

Do you understand? It accrues to the contracting firm.
These types of contracts are just utterly ridiculous.

For my current litigation, I'm charging court costs and
fees. I was going to try to add interest, but I don’t know if
the judge will let me since it wasn’t in the contract.

You can only go after the layer right above you. That’s
crazy because he’s gotten paid by the other guy. There’s
The New York Times, then DG Systems, GTT, then Power
Connects, and then me. There are four layers. Also, it’s

a client that I would return back to. I have been in touch
with them, and they say, “We can’t do anything.” They
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were actually talking about me coming back — The New
York Times.

And they don’t want to pay me directly. They want me

to go through someone else because they don’t want the
hassles with payroll and with the accounts payable and all
that, so they actually have to use a firm. It’s like, “We have
sub-contractors that have to pay our people and they don't,
but great. Our hands are clean.” That’s exactly what they
want, so when they told me that, I'm thinking I'm afraid.
I'm afraid to do it. I don’t know who’s good. I don’t know
who I can trust.

I just want to work with one guy. Back in the day, they had
headhunters. One guy, and he was going after you, going
after jobs just for you. He worked for you and you paid
him. If a recruiter actually told me that these days, it looks
bad. They have to market you. I think that’s ridiculous.
You can market yourself any way possible. Recruiters are
like the middlemen and they want you to do a whole host
of things that commit you to them. For instance, they’ll ask
you to sign a non-disclosure and non-compete agreement
that binds you. They’ll say, “I'll work for you. I won’t talk
about this.” When you get submitted to a company, they’ll
say you won't tell them who you’re working through.

There was this guy who was also working on the project, so
he was getting all the money from all the trainers, plus he

94 PART I



FI/CO

was working there too. He was making $300, maybe $400
an hour — serious money. And The New York Times didn’t
know it. The project manager was actually the owner of
the company that is providing the service. It’s a conflict of
interest and probably illegal.

That was my first experience with SAP, and it wasn’t
pretty. The interesting thing is that all these machinations
that we’re all talking about, that’s how contracting is done,
how those services are bought and sold, and how recourses
are brought on. Increasingly, if you don’t know how to
navigate that whole situation, you’ll end up three layers
down, and it’s not workable because you won’t get paid.

Everybody, even the newbies, needs to know that. They
don’t know, and they’re willing to do anything to just break
into SAP.

So I had to sacrifice myself, but I knew the main thing I
got out of it is an education. I learned not only what to do,
but what not to do. I guess you go through that once—just
once—and hopefully the tuition is low. I've had the same
thing happen to me, and it cost me tens of thousands of
dollars.

You have high expenses especially when you're traveling:
air, hotel. And when the job is done: pay me. I'm up there
working, humping for you, and I expect to get paid.
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I always make sure the first thing I ask is: “Who are

you working for? Are you working for the client? Are
you working for another consulting company? Another
contractor? How many layers am I going through here?”

And they’ll say it’s a direct client. Yet this is a buzzword
that you’ll hear. And then I say, “You're not telling me who
your direct client is.” Everybody has a direct client. Tell
me who you're working for. And if it’s not the end user, or
if they hem and haw, or if they don’t give you an answer,
don’t work with that firm.

That’s what made me write you that night that I sent you
that email. I got frustrated. I talked to somebody with a
job. It was Lockheed. And this guy—the name of his firm is
IH Consultants. I'm like, “Who are you?” And then I asked
him who processes the payroll. He says, “Oh, I do.” My
reaction was: “Oh, that’s scary.” There’s no way.

So it’s like you have Lockheed as the client. Deloitte and
Touche is the consulting partner. And then you have
another guy. In that case, I'd work for Deloitte and Touche.
They can pay me as a contractor.

Each of these big major consulting firms like Deloitte and
Touche, Accenture, etc.—they all have one designated,
big subsidiary. But it’s a big company. It’s not some

dude processing payroll out of his house. So it’s probably
going to go up through another layer, then. So in this
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case, you have the client. Then you have the consulting
partner. Then you have Segetti. That’s okay, because
these subcontracting firms, like I said, are wholly owned
subsidiaries of the big implementation partner. And you
can trust that you will be paid, no problem. But if you go a
layer below that, then forget it.

If you have your client, then Deloitte, or if you have your
client, then Cap Gemini, and then Segetti, that looks like
it’s three layers, but that’s actually a workable situation
because Deloitte and Segetti are the same thing. The client
pays them, and then they pay you. That’s okay. And you
want to work for the big consulting partners. Yet, a lot of
times, you’ll have Ford Motors, Cap Gemini, Segetti, and
then the guy in his backyard, and you're like, “Forget it.”

So my philosophy is if you're not going to tell me who

the client is, I'm going to hang up the phone. Because I
understand that the client is an asset you want to protect.
Because if I find that out, I'll call the hiring manager and
say, “Hey, I've got these skills. I'll be down there today.” I
realize that’s confidential. But how many layers are there
between them and the client? I need to know. And if you
don’t tell me, I'll never work for you.

The other thing is, they’re going to ask you to have an
exclusive such as, “I'm submitting you to this client. Don’t
have anybody else submit you.”

WELCOME TO SAP 97




SAP INTERVIEW QUESTIONS

It doesn’t mean a damn thing, pardon my speaking so
directly. Because of course the recruiters want you to work
with them and them only. But you know what? You can
submit your resume through ten different recruiters all to
the same client. The client can choose who they want to
work with.

Let’s say you're the client. And you’re sitting at your
desk and you’re looking at these resumes from different
companies, and you see Martina Ford, Martina Ford,
Martina Ford, and Martina Ford.

This kind of thing doesn’t look bad at all. In fact, I've
been on the other side as a hiring manager and owning
a contracting company, and to me, it just means well,
okay. And if that resume happens to be a good one and
it’s qualified, it looks just fine. It looks great and I'll say:
“Okay. I guess this is the one.”

The management team is going to decide. It’s up to them,
and in my experience, they choose the contracting firm
that they don’t have any problems with getting people
paid. Because if the customer is the employee or the
contractor’s not happy, they will not use that guy any
more. So recruiters, on the other hand, are going to tell
you six ways till Sunday that that looks bad. Because
they’re losing control. They lose. This whole market is
created by an asymmetry of information. Recruiters have
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the relationship with resources like us. Companies, they
don’t know anything. They don’t have those relationships.
Meanwhile, people like us don’t know the companies

that are hiring. So the recruiters are in the middle, and
they’re taking advantage of that situation, giving bogus
information to people like us and giving bogus information
to the companies.

And they do not want us to connect directly, so if you
send your resume in four or five times through all these
different channels, the client is likely just going to send
you an email saying, “Look, we don’t know who to use,”
and they may ask you which recruiter you’d prefer to go
through. They may choose the person they like best. In no
way does that look bad. It just looks like you're out there
and that you're a player in the marketplace.

To recruiters, I was just a number. I felt like a thing, a
product, and I didn’t feel good. I ripped my profile off
Dice as quickly as I could. I just said, “No way, nope, nope,
nope. This is not for me. I'll just go the old-fashioned way.
Feet on the pavement.” Network.

My central philosophy is you don’t need so many
relationships in SAP. You just need the right relationships.
If you have one or two people that can consistently give
you jobs or contracts, then you're going to be fine. That
being said, finding them is the tricky part.
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I'm with CIBA Vision right now which is a pharmaceutical,
and they have an account with Dice. They went on Dice,
and called me direct. “We want you to come in for an
interview, and we’ll fly you here.” They set it up and it

was sweet. Yet now I'm realizing everybody doesn’t work
that way. So now I want the same deal from someone else,
some other company. That’s what makes Dice so useful—
everybody’s on it. You’'ll get many responses.

Meanwhile, there’s a lot of noise. There are a lot of these
fourth, fifth tier individuals that are trying to talk you into
just working with them, and they’ll line you up on a project
that you could have found directly yourself. Now if they get
a finder fee, that’s fine. But just cutting off my pay every
day, every month, every hour, I don’t like that. But the
finder’s fee frankly comes out of your pay, too.

This is somewhat on a personal level, but the reason I got
out of the contracting business was because it didn’t feel
right to be benefiting so directly while somebody was being
hurt so directly. If I negotiated a rate of $75 an hour, I
could charge $150 for them, and every dollar out of their
pocket was going into mine, and that was such a direct
personal negative adversarial relationship that it didn’t
work for me.

For instance, I got $50 an hour and then I found out that
they were paying $110 for me. And it was just being cut
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up so many different ways and down to $50. Then I also
realized there are other people there that are not going
through the same company, and they’re making a lot more
than me. How does this happen? We're doing the same
thing. And The New York Times says, “We’re paying the
same rate for everybody. So however you negotiated your
contract is what you got.”

I didn’t realize how much work was involved and I felt
cheated. And that’s what made me start investigating so
I could know what’s going on. Why is my pay so low? I'm
doing the same work and even more. I didn’t know the
game. Now, I do.

These guys are anxious to break into SAP, and they’re
willing to do anything. They need to know about things
like this or they will be taken advantage of.

Someway, somehow, somebody’s going to do something.
And you won’t find out until you’re well into it. Then you
just have to chalk it up as a learning experience.

Yet it sure is painful and frustrating in the intervening
years, and the interesting thing to me is that there are at
least a couple hundred thousand people working in this
business in the US, and they all must be experiencing the
same thing.
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The module that I worked with at The New York Times
was IS Media, which is pretty new over here in the states.
So I thought, “This is exciting, this is good. I'm going

to some of the pioneers.” I think The Washington Post
and The Boston Globe are affiliated with The New York
Times, so they’re also using it. There are only three or four
companies that have it implemented. So with that being
said, that’s what excited me. That’s the module that I
wanted to master because it was so new and hot over here.
And I hear that other companies like Cox have it. It’s IS
Media. Media broadcast industry. Any kind of a media.

That’s where I wanted to stay until I had to roll myself

off of that job. If it wasn’t because of that, I would still be
there. They went live on part of it, and now they’re about
to go live on the classified section. So they’re doing theirs
in little pieces. But I wanted to be there, and I feel bad that
I didn’t stay. Yet, I wasn’t getting paid and I couldn’t afford
the hotel and the flights.

If you're not being paid, there is full and utter justification
to walk out. On the very first day I don’t receive a
paycheck, I go straight to the project manager and say,

“I have extended very generous terms to the contracting
agency. I haven’t been getting paid. I'm running out on
my expenses. My credit cards are maxed.” You are never
wrong for doing that. You can’t work for free.
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People need to know that they do have the power to walk
off, even though you feel obligated because you started the
job and you want to finish it. That’s how I work; I want

to finish projects I begin. Yet they're taking advantage of
you. I always want to do the best work for my client, and
I always advocate my client’s best interests, but when
they’re not advocating my interests, I'm out. If I went to

a project manager and said I'm not getting paid, I would
expect their jaw to drop, fire the layers, and hire me
direct. And if that doesn’t happen, then the client’s taking
advantage of you. We would realize that you're paying
your contracting agencies the same rate or whatever, but
if they can’t make that right, they themselves are taking
advantage of you, and you can’t continue to go there. You
just can’t.

But when you go to the client and they say, “There’s really
nothing we can do, I don’t have a contract with them.” I
have a contract with the agency, so I can walk out. But I
don’t want to. It puts us in a real bind. What I would say is,
“Yes, there is something you can do. You can contract with
me directly. You can stop all payments to this contracting
firm that’s stealing my money.”

And that’s why I wanted to sue the guy that was right
above the guy that was paying me. I asked him not to pay
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the other guy anymore, to instead just pay me. Give him
his cut and give me my cut, but he wouldn’t do it.

It puts us in an awfully awkward situation because the
only way to resolve this is litigation, and we don’t have
contracts with any of the people above us in that whole
chain. Let me tell you that how I've gotten paid in the past
is by suing the client themselves. And more than that, if
there’s a manager that’s making this bad situation happen.
You can do this in a small claims capacity, too. Even if they
owe you something like $16,000.00. Either sue or threaten
to sue the client.

However, I don’t want to because they’re actually trying to
bring me back up there.

So you have the client. Everybody below that is not doing
their job. What would happen is you either sue or threaten
to sue the client and say, “I don’t know what to do. I went
to work for you and you’re my client. I'm working but not
getting paid, so I have no other choice but to sue you.”

Then you will find that situation fixed very quickly because
if all those other people are not doing their job to the point
where the client’s going to get sued, then they’re going to
fix it. Though you can expect that bridge will be burnt.

It is a dilemma, but the thing is it’s an individual at The
New York Times. What you would do is find one person.
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If you really wanted to get paid quickly and you didn’t
want to go through all this, I would say you're going to
have to find one person responsible for that whole area. Go
down to your local county court, file a small claim against
them and then subpoena that person. And when they get
served, that will fix that whole deal. Maybe try to convince
somebody else to do it that doesn’t want to go back to work
there.

I keep thinking about the knowledge I gained while I was
there, and how I'm applying it now. I'm doing a lot better

now.
So now I feel great, even though I'm out some money.

That’s the next thing: a project ends. You don’t get paid.
There’s so much energy that goes into collecting payment.
And it’s intense, negative, disastrous energy.

I don’t think there is any excuse for you not getting
paid. Straight up. Everybody, including that client, is
responsible, and you should feel no guilt whatsoever.
They’re wrong and you're right. Period.

All that being said, what you’ve said in your emails to me
is that you had acquired several different skill sets. You'd
been working in training in several different areas.

I guess the main one was sales and distribution—SD.
All aspects of SD as far as accounts payable, credit and
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collections, credit cards, all that. I wish I could specialize
in SD, but it doesn’t look like it’s really hot. So I want to try
to get into something else. That’s when I started looking at
CRM because I was the manager many years in customer
service and network operations. And I still have those
qualities such as being customer driven. I was thinking
maybe I'll stay with that. I don’t know how hot it is right
now, but I still see jobs for it.

If SD is not the biggest area in SAP in terms of contracts
and permanent employment opportunities, it’s the second
biggest. I think that’s a huge advantage to sticking with
SD. If you check Dice, there are 1,000 jobs for SD, and if
you rank SD according to all other SAP skill sets, it’s No. 1.
In terms of the sheer number of jobs, FICO is No. 1. Then
BW, HR, and finally SD.

What is the big deal about BW? I just finished a class on
Friday, and that was just running queries, but next week,
I'll learn how to actually create the queries. It doesn’t seem
hard to me.

It’s not hard at all. It’s a very big area because people
use analytics and reporting to get the data out of SAP, so
everybody needs it. I would not advise anybody to try to
get jobs in BW. It’s one of these areas that is so technical
and you can get into easily and quickly, but it’s not

106 PART |



FI/CO

connected to any functional area of a business, and it’s an
area that’s been flooded.

There’s really not a lot to it, and I have done BW from
soup to nuts. I've installed it, created customer info
cubes. I feel that I can handle the BW piece of the
implementation. People I meet on these projects have
zero experience. These guys are gaming the system like
you wouldn’t believe. Yet the real thing that makes BW a
terrible area for people like you is that since you have so
much experience in a real functional area, why move to
something like BW that doesn’t require real knowledge?

People do it because it’s easy and it’s technical. If I was
to ask you, referring to sales and distribution, could you
answer the question: “Can you explain to me what the
order to cash business process is?”

BW does not have that. BW has a query. It has the
different fields and you can tailor it to the client’s needs.
And there are so many different standard reports already
that you can manipulate. It’s easy. And these people have
trouble even getting that to work. So I look at this list of
rankings, and I see that BW is really an outlier because
you're not getting paid very much. The jobs are pretty
short. It’s very, very competitive, and just saturated.

The work is coming from offshore, if you look at it, it’s
really HR, SD, CRM, and then MM. So I would emphasize
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SD as much as possible on your resume. I would say, “I've
been working in SD for [however long you feel comfortable
saying].” Then I would say, “Most recently, I've been
interested in CRM.” Because CRM is like SD gold — it’s

SD, but you get the Web components. You’d be in a really
good position to add. And that would be a really logical
progression because you had SD, and then you add the
CRM piece, and that just makes a lot of sense. CRM’s not
like BW. It’s much harder to learn because you already
have to be conversant with the SD process flows to do a
good job in CRM. These are the areas with the most overall
demand for jobs.

The other concern I had is you say that you've been
working in training and you want to transition to a
development role or a consultant role. Let’s say the
score order entry in CRM, and the screens that you see
in the GUI in the client. I teach that to the end users of
companies implementing SAP. I want to configure that.

I'm a CRM functional consultant. I have a background
in SD, and I've been working on projects for six or seven
years, which is right in the zone. I have experience
designing, implementing and training on these projects.
I've been spending six months at each of these projects,
and I feel good about that. That’s going to be marketable
because a lot of people don’t have that.
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The crazy thing is that people with 5—-6 years experience
are saying that they have 12 years. They take what they
really have and double it. I have 24 years working. I
started working SAP when I was 12. So for me, I've still
been taking the high road on reporting the number of
years. I'll say I've been doing it for 12 years, but if you have
5-6 years experience, that should be enough for any job.

You really harp on specializing. And that’s what got me
frustrated: I'm not specializing because I'm forced to be all
over the place.

I would recommend you have one resume that’s going to
be your SD CRM resume, and that’s all you have on there.
Even though I touched all those modules, I can actually
separate them in different resumes. When they see the
resume, it has to be, “We’re looking for somebody with
five years of experience in SD.” They look at it and there’s
something else, then they say, “Whoa.”

Some companies are implementing different modules, and
they may do them at the same time, or they may do them
back-to-back. So they know that I can hop from one to the
other. When I'm talking with someone, I can just let them
know as a side note that I do have other experience, too.

I have my own company. I own a training and
development company, and my goal is to have 6—7 trainers
work under me, because companies call me to coordinate
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training and change management. They’re looking for
someone to come in and lead the trainers and actually help

develop the whole training program from start to finish.
That’s what I do.
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A Day in the Life of an SAP Consultant

This is a light view of a day in the life of an SAP consultant.
It’s not a bad life, either. During an average week, I would
fly out of Los Angeles on Sunday. If my project was in the
same state, I'd fly out sometime in the early afternoon,
maybe 2:00 or 3:00, show up at my hotel, hopefully within
walking distance of my client. Then I'd try to get a good
night’s sleep.

Traveling through different time zones can be hard on
people. I've never had any problem sleeping, however. So,
you get up, and you’ll be expected to be at work. They’re
not going to tell you what time you have to be there,
although they might say, generally, we get started about
such and such a time, probably 8:00. So, that’s when you’ll
be expected to be there.

If you come in at 8:30, people might say, “Oh, boy, this
guy’s coming late all the time.” So, if you come in there at
7:30, that’s probably better, but 8:00 is the norm in the
United States. I think outside the US might be similar. I
was in Australia, and maybe it was a little earlier. I think
the project manager had a 6:00 meeting. So, you show up,
my day starts, I go get my first cup of coffee.

WELCOME TO SAP 111




SAP INTERVIEW QUESTIONS

So, I'm going to get a cup of coffee, bring it back to my
desk, and check my email for about an hour or so, looking
for meetings, looking for gossip, politics in the office,
seeing what’s going on with people there. Then after about
an hour of checking email, it’s about 9:00, and maybe
there’s going to be a meeting. Functional consultants also
have it pretty easy. It’s more thought work, and developers
are going to be serious coding; but maybe you’ll have a
mid-morning meeting.

The time between your first cup of coffee and email is
maybe spent preparing for a morning meeting, and if
you’re breaking into SAP, this is your chance to get your
books out, find the resources, do the printouts, and study
the things you anticipate talking about at the meeting. And
in a big project, your area will be quite small. You'll have
maybe one thing that you need to address.

So, study up for your morning meeting. Study hard, get
everything that you need to know ready, go to the meeting,
and try to stay out of the controversy. Don’t speak up
unless you really know what you’re talking about. Or,

in the case that you have to lead the meeting, don’t let
anybody ask you any hard questions. Or just say, “That’s
too complicated” or “That’s too involved or out of the
scope of this meeting. I prefer if we can talk about that
later.”
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So, you have your meeting, and then you go back to your
desk. During your meeting, you always want to take notes.
If somebody asks you something really hard, say, “Oh,
that’s a great question. I'll get back to you on that,” and
write it down in your notebook. Always have a notebook
and a pen ready. You look really important when you're
writing. Say, “I'll get back to you on that.”

After your meeting, you go back, and if anybody asked

you questions you didn’t know the answer to, answer
those questions via email, and CC the most important
people to make sure they know that you followed up on
the questions. After your morning meetings, you're going
to be hanging around before lunch. If you feel like doing
more research, you can read, but during these times, you’ll
often just be alone, sitting in a cubicle at your desk, doing
whatever you choose.

I propose you do research, and if there’s anything in that
meeting you didn’t understand, go look it up. Then you’ll
go to lunch, and after you come back from lunch, there
may be another meeting or two. Meanwhile, if you have

a very important meeting right after lunch, you can even,
perhaps, skip lunch or just grab it quickly so that you can
study the materials necessary so you know what’s required
for that after lunch meeting.
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And so on and so forth. Especially if you're new to SAP
and you’re just learning, you’re going to want to use
downtime to study and do everything you can to really
learn any information that will be required of you during
the meetings.

So, that’s the formula I followed. I'm being a little bit
lighthearted about this, but that’s pretty much what it’s
like.

Nobody is going to be standing behind you, looking over
your shoulder, asking you to perform some complex task.
Getting down towards the end of a project or if it’s already
installed—these can be a bit heated, but they’re not going
to bring you in right in the ninth inning. You’re going to
have plenty of time on the job to do the research and call
friends.

If you're calling people, if you can ask intelligent questions,
it sounds good that you know other people on different
projects. I think it’s okay to use your network. It’s okay and
desirable for people to have extended networks that they
can call upon to help them with answers. My key thing is
it’s a pretty low-pressure job. You're not going to be called
upon to give split decisions on a moment’s notice about
very important things.

Generally, you're not going to be called upon to deliver a
key technical piece of information or be on the spot for it,
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but follow up is very important. If you say that you’ll look
something up, it’s important that you do it. I think this
differentiates people that will be in this business for the
long haul. People that are good and know their stuff versus
those that aren’t and don'’t.

I, today, don’t know everything, but if somebody asks

me a question, I'll try to answer it. If we’re working on a
problem with the system, I'll generally be able to come

up with an answer or say this is not supported in SAP, it’s
going to be in a different module, meaning SAP doesn’t do
this, and we really shouldn’t be doing this.

Hopefully that puts you a little bit at ease that this is the
job, the pace is appropriately relaxed, and nobody’s going
to jump down your throat for needing some time to get the
answers that you need.

Interview Questions Realtime

There are three questions that you will absolutely be asked
on your next interview.

The first question is, “Tell me a little bit about what you’ve
been doing.”

They’re going to expect to hear what you’'ve been working
on for the past six months. The answer that you need to
give is whatever it is they’re looking for. So, if this is an oil
and gas position, and they ask you what you’ve been doing
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lately, your answer is, “I've been implementing SAP for oil
and gas.”

It might sound cheesy for you to give that answer, but let
me tell you, the more you can hear and learn about the job
opening, the more information you can provide to them,
so you can tell them that that’s exactly what you’ve been
doing. Another thing, I don’t care what you've been doing
for the last six months. If you want to get the job, you need
to tell them that you've been doing exactly what they need
done, because that’s just how this business works, whether
that’s right or wrong.

The second question they will ask is something specific
about the module relevant to the job you're interviewing
for. The question might be, “Tell us about the extended
classic mode of SRM and how different it is from the
classic mode.”

This comes down to finding a good interview question that
gives you those technical gotcha questions that they’re
going to ask. The only other advice I have that can help you
prepare for those module-specific questions is to know the
business processes that are implemented with the module
so you can talk about it in an end-to-end manner.

Even if you don’t really understand the question or you
don’t know the exact answer cold, you can say something
like, “Well, after the shopping cart is created and our work
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flow is kicked off, it goes through the approval process.
After a document is fully approved, a purchase requisition
is created. After a purchase requisition is created, then

a purchase order is sent back in, and that fills in a lot of

gaps.”
I won’t go so far to as to say that fully answers the
question, but I've said enough to give them an

understanding, make them at least minimally comfortable
with what I know.

The third question, which they might not ask directly, is:
“Why is this project interesting to you, and why do you
want to work on it?”

I think that when interviewers start getting into technical
scenarios, they’re really asking you about what they want
done. It’s up to you to express interest in the project. For
example, if they start asking you about extended classic
with POs on a backend with automated fax, I think you
need to say, “This is very interesting. This is one of my
favorite projects to do.”

Through the interview questions, you might get clues
about what exactly they’re going to implement. In fact,
most interviews actually start out with, “Okay, let me just
tell you a little bit about what we’re trying to do here. We
have several thousand employees that are doing everything
manually, and now we want to bring this all to SAP.”
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“So, we're going to be implementing X, Y, and Z.” That
third interview question has something to do with whether
or not you can do what the company needs done. And
indirectly, the question really is, “Are you interested in
doing what we need to have done?”

I urge you to try to build a story to somehow weave into
your interview, the narrative that you've developed in
this interview to convince them that you find this project
very interesting. “It fits right into the kinds of things I'm
interested in learning and working on.”

Going back and reiterating those three questions: the first
question is, “What have you been doing lately?” The first
answer is, “Well, I've been doing this. This is exactly what
I've been doing for the last six months.”

Number two is demonstrating technical or functional
proficiency. “And this is what I know about this. I know
that SRM works in all these wonderful ways, and the
configurations this way, the functional that way, and I am
interested in doing that in the future.” I always talk about
interviews in this way: past, present, future. When I'm
interviewing prospective employees, that’s how I think
about it.

These are the three questions that will always be asked on
every single interview.
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And if they aren’t asked — I have to say that as a consultant
or an IT professional working in this business, it’s up

to you put them in, or make sure that you offer that
information, because it will help you land a job.

Recruiters

I want to talk a little bit more about recruiters and how
you can use them to your advantage. Now, if we take a step
back, we have to think about the market for contingent
workers in the information technology marketplace. In
essence, there are many very, very big companies.

We'll call those employers that have a need for certain
things to get done, certain skills. SAP is one example of
those skills. And they have a rough idea that they need
something done. They don’t, however, have any idea how
to find the people that possess the appropriate skill sets to
get these things done.

Employers need to have some tasks done, and there are
people out in the marketplace that are willing to do them.
That’s us.

Big companies have two choices. They can go after and

try to find these people themselves, if they’ve developed a
competency to do so, or they can use brokers. Brokers are
the recruitment companies and headhunters. These are the
recruiters that I've been talking about. The knowledge that
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we have to be armed with is that brokers take advantage of
this lack of good information in the marketplace.

And I think recruiters are dipping their hands into both
pockets, so to speak, since the recruiter has information
about employees in the market. The recruiter also has
information about the employers in the market, so they’re
put in the middle here in this special place of trust that
they shouldn’t necessarily be granted.

They know who the employers are, how much they’re
willing to pay, and they also know who the employees are
and how little they’re actually willing to accept in exchange
for their work. So, you have these recruiters in the middle
that are taking advantage of all this information.

They’re out to squeeze you, and many of them have
quotas on the percentage of your salary that they must
take; otherwise, they’ll just find somebody else. Maybe
even somebody less qualified. That’s what the recruiters
do. There still remains the fact that skilled IT people are
scarce, and if you work this the right way, you have the
opportunity to negotiate once a match is found between
you and an employer that needs your skills.

There’s a great deal of negotiation to be done. I want

to talk about the market forces that play out, and that
companies out there rely on these brokers and recruiters
for the vast majority of hiring. You have to deal with them.
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Recruitment companies are there for a reason, because
in many ways, they solve the lack of information for
employers.

Many times, you just have to view them as a necessary
evil. They’re a gatekeeper. There are things that you can do
to pull the balance into your favor, and I want this whole
series to be about what you can do: information you obtain
based on my experiences so that you can start to win and
start to take the advantages away from the recruiter.

The very first thing you must do is employ at least five
recruiting companies in your next job search. When you
send your resume out for a particular job, submit it to as
many as possible. Five is a good number. Now, recruiters
are going to tell you left and right to only submit once and
through their agency.

They’re going to ask you to commit to that. They can say
whatever they want, but you are in no way obligated to
submit only through them. They’ll say there’s a conflict
of interest; they’ll say all these things that are just utter
rubbish. They’ll say, “Oh, it looks bad,” for the resume to
be sent multiple times to an employer.

That’s absolutely incorrect. They want you to go through
them exclusively so they can bring this to a client and the
client will only be able to hire you through them. Again,
that is totally contrary to your mission. Your mission is
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to get a job. You want to get paid the best price for it, and
since it’s your labor that’s at stake here, you should be in
the driver’s seat with regard to negotiation.

And let me tell you, if there’s an employer and they have
one person’s resume and they get it from five different
companies, who do you think they’re going to choose?
They’re possibly going to go through the recruiter that
gives them the best price. Though, price isn’t even the
most important thing for many companies. They’re going
to go through the vendor they trust the most. They’re going
to go through the best vendor, and it’s probably going to be
the best vendor for you, the best recruiter.

That’s one thing that you can do today, right now, that

you can change the way you search for jobs and to get the
upper hand. Always work with more than one recruitment
firm, preferably five, as this will immediately give you the
upper hand in negotiation, because you can say, “Well, I've
got this offer through many different firms. If you can’t
come up $10 in rate, this isn’t going to work out.”

If you've made your way through the interview, they’ll be
scrambling to give you that extra money because they want
to make a deal. The one thing you can do right now to get
that leg up is to use no fewer than five recruiters.

Another thing that recruiters do is act as your personal
sales network. It would be great if you could arrange all of
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your contracts directly with end clients, or direct clients as
they say, but sales cycles in this business are very long.

It’s a relationship-driven business. One of the things about
specialization is that certain people are good at some
things, and others are good at other things. In many cases,
it serves contractors best to let recruiters do the sales piece
for them. Recruiters work in a sales-oriented culture,
whereas IT people are more like an engineering culture.

One of the great advantages of working with recruiters is
you send them your resume, and they, in turn, market you.
Good recruiters will do this. Good recruiters will fix your
resume. They’ll take care of everything. I haven’t touched
my own resume for the past ten years because I've built
relationships with a couple of really good recruiters who
put whatever they need to on my resume for each job.

They tailor it, and they get me jobs. I emphasize a lot
about the negative aspects of the relationship between the
contractor and the recruiter, because I see a lot of people
just getting started being taken advantage of by being
billed out for $150 and being paid $50 or $60. That’s a bit
outrageous.

I've had conversations with my recruiters, and I think
25% is the absolute maximum I'm willing to pay. I realize
they need to eat too, and it’s important that we strike a
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mutually beneficial relationship. Yet I find that you're
taking any more than 25% is excessive.

If you can get them to commit to this, and you tell them, “I
will find out what the rate is.” If you can find people that
are willing to be honest about your rates, the bill rates and
not exceeding 25%, I do think that’s approaching a level of
fairness. You should think about it as, “I give you 25%, but
you keep me fully employed.” These recruiters need to be
working for you and getting you interviews.

If they’re not getting you interviews, if they don’t have
your schedule filled with interviews, they’re not doing their
job. You need to find more recruiters, and you can find
more recruiters by responding to ads on Dice. Although I
really believe if you have your profile set up properly, you
don’t have to lift a finger. Your phone will start ringing off
the hook.

And if your phone isn’t ringing off the hook, you're doing
something wrong with your posting.

I mentioned earlier, use at least five recruiters for purposes
of gaining an advantage when negotiating your rate. You
need to use recruiters to gain an advantage of reach,
because you simply can’t be aware of all of the projects
that exist.
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Not all recruiters have access to all projects. Of course,
they’d love to represent you exclusively, but it can’t be your
responsibility to figure out where you've been submitted.
In many cases, they won’t even tell you where you're being
submitted, and my philosophy is, “That’s okay. I don’t
need to know. I understand this is your trade secret, but
I'll find out eventually.”

Think of recruiters as your personal sales force, and
in return for selling you far and wide and keeping you
employed, they get to take a reasonable percentage.

If you can find honest recruiters that will talk to you about
what they’re billing you for, though many won’t, maybe
you just won’t work with the people who don’t. You want
to work with people who are straightforward and honest
about what they’re billing and what their relationship with
the client is.

If they freak out, avoid them like the plague. So, get started
right now. Send your resume to five recruiters and start
building those relationships. Hopefully, you'll find good
ones like I have and you’ll work with them for a very long
time to your mutual benefit.

Recruiters are taking advantage of a situation, but I think
you can use them to your advantage. You have to know
what’s going on in the market, know their purpose, and
use them as a sales network for finding work for you.
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Resume

First, your resume must have no gaps in work experience.
It has to show that you’ve been fully employed all the way
up until this very month, in fact, that you are currently
employed.

I don’t care if you haven’t been working for the past ten
years. You need to show that you’ve been building your
skills and that you are, in fact, working right now. You
have to show that you're working today. If you're not, they
won’t look at you.

Say you’re working somewhere. Otherwise, I don’t know
where you'll go. If you say you've been out of work for
several years, you will continue to be out of work for
several more.

Second, if you’re applying for a job in a specific area, such
as SAP sales and distribution, you need to show that you’ve
been working in SAP sales and distribution for the past
several years.

It’s really up to you to decide how much to put on your
resume, but if you say on your resume you’ve been working
as a manager at a video game store for the past ten years,
you’re not going to get the job. Your resume probably isn’t
even going to go to the client. So, put that you're working
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today and that you've been working for the past several
years doing exactly what it is they need done.

Third, you need a university education. You need to have
a U.S. phone number, a U.S. address. You need to have
experience that looks like you’re taking on more and
more responsibility and that you haven’t taken any steps
backward. Okay, so, you're moving from being on the
project team, working out configuration, to team leader.
Not, “I was a manager of 60 employees.” And then you're
moving back to work as a functional consultant.

Your resume has to make sense. You need to include
specific examples of things you’ve worked on, such as,
“Implemented a warehouse management system that took
care of 10,000 warehouses, shipping, satellite receivers.”

I've been consulting at a senior project management level
for many years, and recently, my wife and I had our first
child. I forgot my own advice, and I sent my resume out to
a recruiter, saying I took ten months off, which was true, to
have this baby. And guess what? No takers. So learn from
my mistake. The first time I forgot my own advice, I paid.

WELCOME TO SAP 127




SAP INTERVIEW QUESTIONS

Chapter Five

BW Functional

Let me briefly discuss the differences between BW and
Basis.

Basis is the insulation of the underlying components of
the SAP software. For example, I install the AB APPS
stack, then the ECC 6.0 so that MM and SD can run. Then
I install the IT (Internet transaction server), and all the
Basis components so that the SAP system, as a whole, can

run.

Basis is very important because it keeps the servers
running. It handles installs, upgrades, and much of the
“heavy lifting” in SAP. That’s why there’s such strong
demand for Basis. Systems like MNSD, SM, and CRM are
important because they run transaction processes, and
those systems are the business.

That’s what the software people use to run the company
for taking orders, sending invoices, and making journal
entries. I don’t want to undervalue the importance of
BW, because when people are truly using analytics and
not just Excel spreadsheets to run a company, it is a vital
piece of software and it needs a corresponding amount of
importance.
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But, and this is a big but, I've been to dozens of Fortune
500 companies all around the world, and none of them
have attached the importance to BW that it needs. As a
functional consultant, I've stepped out on a limb many
times to explain at length to discuss the importance of
analytics. Once they understand what analytics are, they
respond, “Oh, this is amazing, this is something we have
to have. It’s great. Wow, I can’t believe we did business
before without this.”

The sad reality is a lot of the people in BW today aren’t
good enough. They don’t know the software well enough,
or they can’t communicate about it well enough to
enlighten a company about the power and impact of
analytics for an operation.

In fact, it’s so important to me, that on the very first day of
my workshops, I explain what BW does, how they can get
data out of the system, and how to use the system to make
decisions about the future of their company.

Every time I end up installing a new transaction
processing system, the company lets the analytics fall off
the table. BW should be a very, very high priority.

You can choose what to study. You can choose how to
make investments in your own human capital. As you're
making that choice, if you look at the market and you look
at how BW behaves, you’ll see that yeah, it’s a great piece
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of software, it’s important, but companies somehow never
quite get there.

If you see that, it just doesn’t make sense to make the
investment of time and commitment to move into BW as
your primary skill set. I think if you’re working in MM,
SDPM, PP, QM, WM, PS — any one of the core modules
that helps a business with their transaction systems,
which is part of their core system — you will have a more
stable employment situation because companies all have
transaction systems.

How companies choose to do reporting is something
altogether different. They may use BW or they might

use Excel or they might use flat reports. They might use
customer reports or business objects. They might use
anything. The fact that they might use anything is enough
for me to say, “Well, they can choose many different
things, so it’s not a good enough module for me to invest
time in it.”

BW is a great skill to pick up in addition to one of the core
modules. However, before investing all of your precious
time and resources into studying it...be careful. Know that
while it is important, oftentimes in big companies it just
falls off the table.
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A question I'm often asked is: “I understand it’s best to
choose a module that’s important to running a business.
Why? Is it because those modules pay more than Basis,
or you're seen as more valuable because you're helping to
produce revenue instead of being part of a cost center? Or
are there fewer people that specialize, so they are more
valuable, or is it something else?”

I recommend staying as close to the business as possible,
and my exact recommendation is to try to be working on a
transaction processing system. If you were studying IT 101,
you learn what a TPR is. A Transaction Processing System
is an information system required to transact a company’s
business. When someone calls a company and orders a
product, they have to have a system in place to take care of
those orders.

Correspondingly, these transaction processing systems
are very important to the business, because they can’t run
without them, and businesses tend to take care of things
they can’t run without.

An example is a large automotive manufacturing business
I consulted for in North America, they made most of their
money on selling parts — a business where you have to
keep track of hundreds of thousands of different things
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and where they’re located so you can ship customers the
right thing when they place an order.

As they were transitioning to SAP, the system went down
and they couldn’t ship parts. All the executives that were
involved in that system going down lost their jobs. Really.

It’s best to choose a module that’s important to running
the business. Why? Because if it’s important to the
business, you will be important to the business. If you're
working on something that they can get rid of without
any consequence, then they can get rid of you without any
consequence.

I know BW is a hot area a lot of people go after, and BW
is important, but companies just aren’t that smart about
using analytics.

So, if you're comparing MM to BW, there’s no comparison.
The MM people, the companies need warehousing,
materials management, goods receipts. They need that
stuff more than they need analytics. You want to work

on things that are important to your particular business,
because when you’re working on something that’s
important, that makes you important. And it makes your
employment much more certain and sustainable.

Working on peripheral technologies, such as something
really new, that is not understood to have such a direct
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impact on the bottom line, that isn’t a good idea. Stick to
core modules, like MM, SD, FICO, or their add-ons, like
CRM and SRM.

Config, Enhance, Modify

You'll hear a lot of terms thrown around during a project,
about what you’re doing in the system. The most confusing
one is customizing/customization.

When I, as a senior functional consultant, say I'm doing
my config, I'm doing my customization. So, just like I go to
the IMG (implementation guide) and start opening config
items, when I make a change, I think even the button says
customization.

In the context of how everything should be done in
standard SAP, customization doesn’t mean you're

not doing it in the standard way. It just means you’re
configuring. And those two terms are many times used
interchangeably. Customization is configuration, and that
means you're clicking check boxes and radio buttons, and
turning things on and off.

I call those customization artifacts. I can say, “I changed
this artifact.” When you make a change to a switch and
then you save it, which represents real work. It’s an
artifact. It’s not programming, where you're typing in lines
of third or fourth generation programming language that
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are then compiled and interpreted. It’s not like that, but
it’s something similar.

It’s important to know that customizing is the same thing
as configuration. Configuration is standard in SAP. It’s
normal to do this. A lot of people call these enhancements.

The next level of doing something not in the standard is
called an enhancement, formerly called user exits. Now,
they’re often called a BADI (Business Add In).

An enhancement is not necessarily bad. You're not
changing away from the standard. SAP puts these hooks
in their code that allow you to jump in and do certain
things on your own. Maybe you have fields that need to
be checked in a certain way. For example, let’s say you're
taking your credit card number. You want to check that
the first digit is a four for Visa or five for MasterCard, but
SAP doesn’t do that. So you have a user exit that after the
system sees a credit card number, the user exit wakes up,
looks at the number, does the check, and lets you know if it
sees what it expects to see.

That is a simple enhancement. It is changing the
standard, but not in an irretrievable, difficult way. The
key distinction there is an SAP upgrade path in their
maintenance plan. If you have developments that are
registered enhancements for SAP, the software will
upgrade automatically. It’s not like they’ll be wiped
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modification might do that.

If you have some source code, you make a change, and
then you upgrade it and it would overwrite that code; and
then you’d be left with a problem later on. In SAP, we're
talking about systems that are vast in scale. I've worked
at places that have had thousands of modifications and
changes and it takes a massive effort to keep track of that
during upgrades.

The reason that off-the-shelf software saves companies
so much money is that it reduces development costs. So
customizing and configuration are okay. Developing an
enhancement or a BADI or a user exit is sort of one step
up. It’s okay, but you may receive some pushback. If it
addresses a business process or if it helps inefficiency
in the business process, there’s no reason not to do one,
especially if you have a developer around.

Now, that brings us all the way up to the most serious sort
of change, a modification. This is something that requires
a fundamental change to the SAP source code. This is easy
to do, and many times, it’s justified.

A really good functional consultant helps a company
navigate the political problems surrounding changing the
business process. To me, that’s what IT, implementing
ERP, and software is all about: helping businesses
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change their processes to be more efficient, to work more
smoothly. Many businesses don’t even have real processes
in place. It’s not documented, and this is what you try to
do for your clients.

You're helping them implement better business process
by using software, and if you can map, you start with the
software, understanding all the steps that are required.
You can tell them, “In SAP, this is how it is done. Step one,
we do this, step two, step three, step four, step five, and
here’s how the process terminates. This is how we’re going
to do it now.”

The best consultants are able to negotiate and help
companies change their processes and fit that square peg
into a round hole. You know, actually sculpt that square
peg so that it fits into SAP. Much of the time, it’s an
education for the company. That’s why I say: “Consultants,
you need to know your software.”

It’s up to you to show them how it works and so, in

the case that they’re starting to talk about making
enhancement, that’s going to be a big deal, because that
means somebody couldn’t figure out a way to have this
business either change the business process, which is what
you really should be doing because people can be told to
change their style of work, or there’s some kind of failure.
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something broke down. Either the SAP software was so
bad that it didn’t fit this business process or the people
were so inflexible that they would not change their
business process. Many times, that will cause the project
manager to raise their eyebrows.

Let’s look at SAP and the way the software’s working. Let’s
look at the business process to see how the business is
working and why these aren’t compatible.

So, those are the three tiers of getting SAP to work. The
first one is customizing and configuration, which is
standard. The second one is enhancements, BADIs, user
exits, which are programming and development. The third
is a modification.

If it’s standard, but it’s work that maybe you should try not
to do, and core modifications is something that is possible.
It’s development, but try to avoid it at all costs, mainly
because somebody upstairs will ask, “Well, why are we
modifying this system that we’ve paid so much for? Can’t
we change the business process?” That’s what I would ask.

“Why can’t we, what’s wrong here? What am I missing?
Can’t we use this million dollar software? You're telling me
that our business is so novel and so unique that we can’t
map it to the software?” I have a hard time swallowing
that, and I've been working in SAP for a long time. So I
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know that it’s possible. You just have to get it done, or

you have to be honest. Many times, it comes down to
consultants who are questioning enough and who are
persuasive enough or can navigate these political waters to
ensure they won’t step on any toes.

People working in big businesses are working on a small
piece of the puzzle, and they get attached to their little
piece. So, you can’t be too aggressive. You have to make
them feel comfortable that you're not pulling away their
piece of the little business that they think they own or that
they think they’re running. Be a little bit sensitive to their
fears.

One way to do that is to help them learn SAP and say,
“Before, you were in charge of running procurement for
this company, and you knew that. Now, you're going to

be working in SAP, and this is a good thing because these
skills are portable and you can take these anyway and not
just work at XYZ Company.” So, I covered the three sorts
of changes that people are going to be making to SAP, and
which ones are good and which ones are bad.

This all definitely fits within the SAP way of doing things,
and the better you understand config, enhancements, and
modifications, you won’t have any big surprises.
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I'm going to take the time to answer some important user
questions that I've received. The first one is, “What does
functional mean? I understand that programmers and
Basis people are technical, but are the business people
who use the modules considered functional, or are the
functional people the IT people who support and enhance
the modules like, HR, FICO, etc.?”

“If I'm a project manager for a SAP installation or upgrade,
then am I technical or functional? If I was a business,

a warehouse project manager, would I be considered
functional or technical?” This is a really good question,
because I often talk about the importance of being
functional versus technical.

The way to understand or to think about it is that a
functional resource or a functional person is working on
how the software fulfills a business purpose. For example,
in my work as an SRM consultant, I'm a functional
consultant. I'm teaching my clients how to best use SAP
software to match their business processes.

Functional people are like business analysts. They're
consultants, project team members that possibly work for
the client. These are people who are necessarily just users
of the software.
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Saying that you're functional implies that there’s some sort
of consulting role involved or power user, and if you say,
“I'm an SAP functional consultant,” to certain people, that
means something very specific. It means you know how to
configure the software.

Now, a functional person definitely knows how to use

the software and it also implies that they know how to
configure. So, are functional people the IT people who
support and enhance the modules like HR and FICO? Yes.
That is another good way to characterize what functional
people do. If you're a project manager, that means you're
the ultimate functional person. You're the boss of the
functional people. Project managers mostly rise through
the ranks of functional consultants.

Technical means programming, whether that’s markup in
HTML, or ABAP, or Java, or WD AB APP objects. In all
these technologies, programming means technical. People
in the SAP role work on interfaces like ALE, EDI, ALE, XI,
PL.

Now, the last question is about BW.

“If I were a BW project manager, would I be considered
functional or technical?” If you are a project manager

on a BW project, you're functional, because you're
explaining to the business at a high level how analytics
fit into their organization and how important it is to have
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a working analytics package. And a BW may be a more
technically-oriented module by virtue of how it’s modified,
maintained, and implemented in organizations.

Yet, I think it’s a mistake to think about BW as technical.
In projects where I'm a team leader or project manager, I
say BW is the way that you get data out of SAP, and your
business should be run on data. And if it’s not being run by
the numbers, then there is a problem. So BW, in my mind,
should be functional, but it’s looked on in many places as
technical work, but that’s a mistake.

So, to recap. You can think of functional consultants as
people who are business analysts or who configure the
software. And you can think of technical people as those
who are programmers. I recommended that if you want

to be successful in information technology as a broad
career choice, and specifically in SAP, that it’s important
to transition your skills to a more functional skill set. I also
recommend that for a few reasons. The first one is that
software is getting better, and there’s less of a need for
programmers.

There is still a need for technical consultants, and if you're
a technical worker, and you’re happy being a programmer,
great. You need to know that the market forces are

driving technical work away because it’s expensive,

and there will be a reduced need for programmers and
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technical developers as software improves. There is now a
tendency in business to shift development expenses to less
expensive places in the world.

You can take advantage of this, but you have to understand
where you live. So, if you're in a developing nation

where there is a lot of work or a lot of need for technical
resources, then fantastic. If not, you need to transition
your skills to a functional area where you can interface
more closely to the business. I have prepared a sheet that
quickly describes the future of employment information
technology.

One of the things you'll see is that I believe there’s a shift
to functional work rather than technical. Many people in
IT think it’s the end of the world or they’ll have to find a
new career. I don’t think that’s the case. You just have to
be aware of the basic changes in the marketplace and know
how to adapt to them.

Functional is business analysis, and technical is
programming. There are some gray areas, BW being a
notable one, but know the functional people are closer

to the actual business process and working with clients.
Another way to think about it is: technical people work for
functional people.
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I want to talk a little bit about the SAP way, and while it
might sound kind of strange at first, the more you learn

about SAP and the people who work in SAP as consultants
and managers and employees, you'll find that there’s a
certain way they do things and it’s not very democratic.

You can use this to your advantage when you start to learn,
and certainly when you’re talking to people on interviews.
When you start working, there’s an SAP way to do things,
and then there’s another way to do things, such as a third-
party way. You might think if you start working in MM and
the BW doesn’t work very well and you need some kind of
a report on the system, then you need to develop a custom
report to get the information you want.

While that is a very good and reasonable idea, it would be
met by resistance in the SAP team. They’ll say, “Hold on a
second. We don’t need a third-party tool. We need to use
SAP to do this. We can use SAP tools, an existing report,
an existing screen.” That is the SAP way. You use the
standard system. You don’t develop anything new and you
don’t use a third-party tool. You don’t do a customization
or enhancement or a modification.

It’s important for me to talk about this SAP way and
using the standard, because this is one of the promises
that ERP is supposed to deliver: return on investment,
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savings of cost in development, and maintenance. Part of
the way that you obtain this advantage is by sticking to the
standard.

By using a COTS package like SAP, you don’t have to
develop anything and maintenance is taken care of by the
software provider. If you look at the history of IT and big
software system, this is somewhat of a revolution. In the
beginning, every system was one-off.

If you were a programmer in the “70s, into the ‘80s, you
were the one person who knew this system, and you could
count on being employed, maybe even maintaining a
single system. Yet, software’s gotten a lot better. If you
think about it, software, in general, has been around for
less than 50 years. The business is starting to mature.

So, COTS is one answer to that, and SAP is a real world
solution implemented by very big businesses.

Everywhere you go, people will say, “We use standard SAP.
We don’t do developments, we don’t change the standard.”
Many companies will want to, and depending on the
company you go to, they’ll have different ideas about
business and adapting their business process to work with
SAP. You can identify the really good companies by if
they’re willing to change their business processes to adapt
to the software.
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I find the best companies are very interested in changing
their processes, making it better and adapting to SAP,
because they know that overall, it is less expensive to
change their process than it is to change SAP. Meanwhile,
if you're working at a company and they’re changing SAP
left and right, from a contractor’s perspective, you just hit
the jackpot because you’ll probably be there for five years.

I want to talk about the culture of the SAP way, and how
to navigate that. There’s a phenomenon where people
say, “Well, let’s use the standard SAP process. We're

not going to do any customization. We're not to do any
modification.”

Something you're going to repeat over and over, and
nobody can disagree with about, is: “This is supported in
the standard. It’s standard SAP. It’s best business practice.
Let’s do it this way.” Those are the magic words. Once you
say that, nobody should argue with you. If they do, maybe
they’ll say, “Oh, that’s not in the standard,” or “That’s
going to require a modification or enhancement.” If
somebody stands up and says that, you can respond, “Oh,
okay, well, let’s make sure that’s in the standard.”

You want them to use SAP standard, and that applies
to configuration, AB APP programs, to everything. Very
few times, you're going to actually be asked to make a
change to the SAP. Certain things must be changed, like
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smart forms. Those don’t count as customizations or
modifications or enhancements.

To summarize, things are done the SAP way and
recommending something else will be a big surprise to
other people. Even if you're offering a sensible solution,
such as a third-party reporting tool, the response will

be, “Where were you coming from?” Everything is done
inside SAP in the SAP system, from creating users to
reporting. All the transactions you process. If you're just
getting started, it’s important to know that there are no
alternate solutions. If you’re working in SAP, that’s all you
implement.

There are many, many third-party connectors that have
APIs going into SAP. SAP people know those connectors
are unnecessary and that everything can be done in SAP.

What is Configuration

I received the following question: “What does “configure”
in SAP mean? Is it choosing settings from among these
offered, or is it more complicated than that? Can you give
some examples?” Configuration in SAP is one of those
activities that a functional consultant tends to take on.

Although technical people might do this, too, I think
configuration is a process of going through the IMG,
and I'll tell you a little more about that in a minute.
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Configuration involves selecting check boxes, radio

buttons, typing in short values of two or three characters,
etc. For example, one of the things you talk about in the
area of procurement is unit of measure. Unit of measure is
ounces, inches, centimeters, grams, kilograms.

Currency is an easy thing to think about, too — dollars,
pounds, rupee, so they’ll understand what a lac is. So, let’s
say I want to configure and add a new unit of measure,
like a google, maybe I'm a molecular scientist and I need
to come up with a new unit of measure because I invented
a way of keeping track of atoms or molecules, and I could
have a google of molecules.

Somebody who was configuring that in an SAP system
would add that unit of measure, and they would say goog
is one google. Generally, when I say configuration, I mean
making settings in SAP that are not program-related
changes. It’s anything but programming, including adding
notes to the organizational plan, adding units of measure,
check boxes, and radio buttons. Configuration is done in
SAP via transaction SPRO.

The vast majority of your configurations will start there.
That’s called the implementation plan or the IMG.
You'll have access to this if you're a “Breaking Into SAP”
student. Go on the SAP access link, and you will log into
a live SAP system, and you can start configuring this
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SAP system by typing in transaction SPRO, looking in
this IMG by expanding the items there, and then looking
at the settings. That is the active configuration, and

that comprises the majority of what a SAP functional
consultant actually does.

Functional consulting is the process of talking to a
company about their business processes and helping map
that company’s business process to what SAP is capable
of, and that is accomplished via configuration. So, if I talk
to a company about how they procure goods and services,
the first thing we have is a purchase requisition, then a
purchase order, then the purchase order is sent to the
customer, they send the goods, and we do goods receipt.
Then we send the customer an invoice, then they pay,
they send us an invoice, and we pay them. That’s a pretty
standard purchasing process.

So, the functional consultant is saying, “I have to

make sure that purchase requisitions are configured
appropriately.” Then you go to SAP, go through the
configuration, the purchasing configuration, and then you
try the purchase requisition transaction. The same goes
for purchase orders and invoicing. Invoicing is interesting
because it may be cross-functional. You have people in
the finance department that care about how invoices are
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applied, which accounts they’re posted to, and so on and
so forth.

Configuration is the act of making changes in SAP.
Everything in SAP can be saved. If you click a radio button
and you save that, it’s a configuration artifact and can be
transported in the future.

It’s important to know that in productive SAP
environments, you have a quite rigorous change
management system implementing. You do your changes,
you play in the sandbox, you do your development on

the development server, and once you're done, it’s called
transporting from development to test or production. The
important thing to know is that configuration is a real
artifact.

It’s very important to your career in SAP.

What is Functional

I have another student question. “What does functional
mean? I understand that programmers and Basis people
are technical, but are the business people who use the
modules considered functional, or are functional people
the IT people who support and enhance the modules, like
HR or FICO, etc.? If I'm a project manager for an SAP
installation or upgrade, then am I technical or functional?
If I were a BW PM, would I be considered functional or
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technical?”” These are terms that people working in SAP
use to talk about themselves.

If I say I'm SAP functional, I'm a consultant. 'm somebody
who’s configuring the solution. I'm a power user inside of
an organization. I think you've got it when you say people
who support and enhance the modules, like HR, FICO,
etc., yes.

It’s good to think about the project manager as the chief
functional person on a project, and that they understand
the systems and how everything fits together. It’s rare that
you would see a project manager that’s strictly technical.

A BW project manager might be the one exception to the
rule if you had a Basis project to have a technical project
manager. Even then, it would have to be so rare, because
project managers need to understand the context the
systems happen in and how they touch other modules. So I
would say even a BW project manager would be functional.
Functional people, in fact, support, configure and enhance
the modules where technical people in SAP are more
writing programs and keeping the basis set up.
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Question 1: Additional Log

What is the additional log in the AP payment program, and
how can it be used for troubleshooting ?

A: The additional log is an important setting when
performing a payment run. The amount of information
stored in the log can be selected (see below).

Status | Parameter ‘ Free selection  Additional Log ‘ Printout/data medium |

Required logging type
r

=171 7

Accounts required

Uendors (from/to) Customers (From/to)
| | | |

| | | |

| \ | \

Proposal run log

&
S

Payment run log

If there are any errors with the payments run, due to
either missing or incorrect master data settings, negative
balances due to credit memos, etc., the system will report
these in the additional log.

Support position interviews often ask this question as a
way of determining if you know how to troubleshoot day-
to-day Accounts Payable operations.
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Question 2: Master Data

How can you link customer and vendor master records,
and what is the purpose of doing so?

A: On the customer master, there is a field “vendor,”

and on the vendor master, there is a field “customer.” By
entering these master data numbers, a link can be created
between the AP/AR subledgers for use in the payment
program, dunning routine, and the clearing of open items.

For example, in the payment program, if a specific
business partner is your vendor but also your customer,
linking their master records together will allow the open
AR invoices to be offset against the outstanding AP
invoices.

Question 3: Payment Terms
What are terms of payments, and where are they stored?

A: Payment terms are created in configuration and
determine the payment due date for customer/vendor
invoices.

They are stored on the customer/vendor master record
and are pulled through onto the customer/vendor invoice
postings. The due date derived via the payment can be
changed on each individual invoice if required.
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Question 4: Baseline Date
What is meant by a “baseline date” in SAP AR and AP?

A The baseline date is the date from which the payment
terms (specified in IMG transaction OBB) apply.

Usually this is the document date on the invoice but can
also be the date of entry or posting date from the ledger.
Question 5: One-Time Vendors

What are one-time vendors?

A: In certain industries (especially where there is a high
volume of cash transactions), it is not practical to create
new master records for every vendor trading partner.

One-time vendors allow for a dummy vendor code to
be used on invoice entry and the information which is
normally stored in the vendor master (payment terms,
address, etc.) is keyed on the invoice itself.

Question 6: AP Vendor Group

What factors should be considered when configuring an
accounts payable vendor group?

A_: The following are determined by the creation of a new
AP vendor group (transaction OBD3):

Whether the vendors in this group are one-time vendors
— 1.e., no master record is created but the address and
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payments details are entered against each invoice to this
vendor.

Field status group — which fields on the vendor master are
suppressed, optional or mandatory when creating vendors
belonging to this group.

Additionally, the vendor number ranges defined in
transaction XKN1 need to be assigned to your vendor
account groups in transaction OBAS. The decision needs
to be made whether to assign an external number range
(where the user chooses the master record number) or an
internal number range (system assigned).

Question 7: Payment Run

What are the standard stages of the SAP payment run?

A_: The following steps are usually performed during the
payment run:

Entering of parameters (company codes, payment
methods, vendor accounts, etc.)

Proposal scheduling — the system proposes list of invoices
to be paid

Payment booking — the booking of the actual payments
into the ledger

Printing of payment forms (checks, etc.)
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Variations on the above may be found in different SAP
customers, but the interviewer will be looking for the basis
steps above.

Question 8: Payment Methods

What is the purpose of payment methods, and where are
they stored?

A: Generally, payment methods are one digit
alphanumeric identifiers that indicate the type of
payments made to vendors or received from customers.

There are many standard delivered SAP entries for each

country. For example, for the UK, the following are pre-
delivered:

Country GEB Great Britain

Payment methods in the country

Frant meth. Mame [in language of country)
|E |Direc:t Drehit/Standing Order
|E |Eheque
b Direct Deposit [DFS LK)
|ﬁ |Manua| Pzt Aprint
s |SWAFT - Transfer
ﬁ |Eank trarster
m |'W'irec| payment pozting

The payment methods are stored in the vendor/customer

master record as well on vendor/customer line items. (The

158 PART I



FI/CO

default from master record can be changed during manual
postings.)

Question 9: Electronic Banking

Explain briefly how you can import electronic bank
statements into SAP.

A: Atext file is received from the bank which is then
uploaded into the SAP system. The file contains details

of the company’s bank movements, e.g., checks, bank
interest, bank charges, cash receipts, etc. Depending on
the system configuration, SAP will attempt to book these
transactions automatically to the correct accounts to avoid
the need for manual entries by SAP users.

Any postings which the system cannot derive automatically
can be booked through “post-processing.”
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Question 10: Residual Payments

In Accounts Receivable, what’s the difference between
the “residual payment” and “part payment” methods of
allocating cash ?

A: These are the two methods for allocating partial
payments from customers.

As an example, let’s say invoice A123 exists for $100 and a
customer pays $60.

With partial payment, the $60 simply offsets the invoice,
leaving a remaining balance of $4o0.

With residual payment, invoice A123 is cleared for the full
value of $100 and a new invoice line item is booked for the
remaining balance of $40.

Question 11 : Correspondence Types

What are correspondence types in AR/AP ?

A Correspondence types are different outputs which
can be printed and sent to your business partners based
around either customer vendor or GL information.
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List Edit Goto Settings  System  Help
’— Display dacurent shift+F2 |
0 Change document Chrl+5Shift+F& Q Gﬂ Gﬁ an a8 E @
4 4 p p Mosschanos ' B | M [@achooss [asave | & 3 B f
Document bexks
Status: Check information Crrl+3hift+F7 ked @ Cleared
Display balances
708000897 N
Clearing transactions
St |Re ncco_untmasmdata CurkeFL0 ype Doc. date |Amount in local cur.
Credit management 3
r @ [HK : ).81.2885 9.51-
r e Display .61.2005 9.51
r @ |ENvcormmcn rrwwweosoe N 12.681.2004 129.008-
r @ 1288008833 |KZ 14.81.2884 129.88
r @ |NTA WEDING ALL 11880686835 |KN 12.681.20865 1868.080-
r @ 1200008837 |KZ 13.681.20865 188.0808
r @ [CAR RENTAL 11880686835 |KN 26.681.2884 223.14-
r ] 1288886853 |KZ 27.81.2884 223.14
r @ |SIN TRIP 118006131 |KN 28.82.20865 W7 42—
= ~ !l Jannaancnaan = na an Anoarc LR Y

Popular correspondence types include customer
statements, payment notices, and line items lists. Within
the most common AP/AR functions (such as “Display
vendor line items” below), there is the option to generate
correspondence requests. At the end of the working day,
these can be printed together as a batch and sent out.

Question 12: Dunning

What is “dunning” in SAP?

A: Dunning is the process by which payment chasing
letters are issued to customers. SAP can determine which
customers should receive the letters and for which overdue
items.
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Different letters can be printed in SAP depending on how
far overdue the payment is, from a simple reminder to a
legal letter.

The dunning level on the customer master indicates which
letter has been issued to the customer.

Question 13: Reason Codes

What are “reason codes” used for in the Accounts
Receivable module, and what are the factors to be
considered in their configuration?

A: Reason codes are tags which can be assigned to explain
under/overpayments during the allocation of incoming
customer payments. They should not be confused with
“void reason codes” used when outgoing checks are
generated.

During configuration, the following are determined:

» Whether the items booked with these reason codes are
to be flagged as disputed items for the purposes of credit
management (disputed items do not increase a customer
credit exposure).

« The type of correspondence (if any) to be generated for
this reason code as a result of the under/over payment.

» Whether a separate line item should be created to charge
off the payment differences to a separate G/L account.
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Question 14: Rate Factors
What are exchange rate “factors”?

A: Exchange rate factors are the relationships between
one currency and another to which an exchange rate is
applied.

For example, you may define the Indonesia Rupiah to US$
factor as 10000 : 1.

Combined with an exchange rate of 0.95, this would
equate to 9500 IDR to 1 USD.

Question 15: Parking Documents

What is document parking, and why is it important when
consideration internal control procedures and “segregation
of duties”?

A Parking is an SAP term which means a posting
(AP/AR/GL) can be temporarily saved (possibly with
incomplete information) without hitting the affected
ledger(s). A separate person can then release the posting to
the ledger when required.

This is useful, for example, if junior staff are to initially
enter the invoices before their supervisor checks it and
books it to the ledger.
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Another popular use is when entering GL journals with
many hundreds of line items. The document can be part-
saved allowing for completion at a later date.

Question 16: Document Currency

Explain the document currency (WRBTR) and local
currency fields (DMBTR) when posting a document in SAP
FI.

A: On the document header, the currency key is entered.
If this is different from the entity currency (or local
currency), an equivalent amount in local currency is
calculated automatically by the system and stored in the
field “local currency.” It is possible, however, to overwrite
the system proposed value in this field manually.

If the local amount is manually overwritten and the
difference between the implied exchange rate is sufficiently
different to the rate used by the system, a warning or error
message is displayed (depending on system configuration).

Question 17: Substitution Rules
What are FI substitution rules?

A_: Defined in configuration, they are similar to the FI
validation rules above. Substitution rules allow field values
to be replaced when certain pre-requisites conditions are
met.
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Question 18: Exchange Rate Types
What are exchange rate “types” in SAP?

ExRt | Usage

BE11 [Fate on key date

12 |Average rate

B813 |Historical rate

8314 |Rate on key date in previous pear
B821 |Rate on key date

ae22 |Average rate

0823 ([Historical rate

BB24 |Rate on key date in previous pear

A: Exchange rate types are how SAP categorizes the
different sets of exchange rates in the R’3 system.

By default, exchange rate type “M” is used for the rates
used to calculate local currency in the SAP system.

Question 19: Calculated Rate v Header
Rate

During document postings, under what circumstances
would SAP display the following warning/error message:
“Calculated rate deviates from document header rate by
x%”?

A This occurs when the exchange rate in the document
header (either entered by the user or derived from the
exchange rate table) differs by a larger amount than that
specified as the maximum tolerance.
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Question 20: Foreign Currency

When entering foreign currency FI transactions, describe
the various ways in which the exchange rate is derived by
SAP.

A The exchange rate can be entered via either:
« Directly on the document header

« Derived from the exchange rate table (by leaving
exchange rate blank)

« Indirectly, by entering the explicit local currency amount
so the system is forced to use a specific exchange rate

Question 21: FB50 vs. FBo1

What is the difference between the Enjoy SAP document
entry screens (e.g. FB50, FB60, etc.) and the old general
posting transaction (FBo1)?

A: The Enjoy SAP screens were created to expedite data
entry for AP, AR and GL postings.

In the old FBo1 screen, users were required to enter
document types and posting keys manually to determine
the nature of the postings. In the Enjoy SAP data entry
screens, these are defaulted via a configuration table so
the user just has to choose debit/credit and the system will
default the posting key. The document type is determined
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based on whether the entry is a vendor/customer invoice/
credit memo or GL journal.

Question 22: Validation Rules
What are FI validation rules?

A Validation rules (configured via transaction OB28)
enforce certain conditions when FI postings are made.

Validation rules comprise:

» A prerequisite event that has to occur for the validation
check to take place

e The check itself

« The output message that is to be displayed (you can
choose between a warning or error message)

For example, you may wish to ensure that users only
enter GL journals with document type “SA” for a specific
GL account 88510005 in company code A100. Your
prerequisite would be if the GL account = 88510005

and company code = A100. The check would be that the
document type = SA, and in the event of an incorrect
entry, the message could be “Error — only document type
SA allowed.”

You can enrich validation routines using ABAP code.
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Question 23: Internal Number
Assignment

Explain the terms “internal number assignment” and
“external number assignment” and the differences
between them. Why is it generally not a good idea to have
external numbering on transactions?

A: “Internal” numbering means the R/3 system assigns
the next available sequential number to the master data

object or transaction posting. “External” means the user
has to manually enter the number during the creation of
the master record or the posting of the document.

Entering the document number manually on each SAP
financial posting is a time-consuming effort and causes
a risk to those transactions booked via interfaces. Often
organizations want to do this to match source or legacy
systems data with R/3. However, there are plenty of text
and reference fields available to store this information
without requiring external numbering.
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Question 24: Transporting Tax Codes

Explain the procedure for transporting tax codes and their
associated rates between SAP systems.

A: Rather than simply attaching tax codes to a transport
as per any other SAP configuration, a unique import/
export routine needs to be followed, which imports the
settings into your productive SAP system.

The export routine can be found under within IMG
transaction FTXP via transport > tax code > export /
import.

The tax codes themselves have to be manually created

in the target system. You leave the tax rates blank (your
basis colleagues have to ensure your production system is
open for configuration) and run the import routine. Note
that the tax accounts have to be maintained manually in
production also.

This is a common interview question which can be quickly
used to test those with previous FI/CO experience.

Question 25: GR/IR Clearing
Explain what is meant by GR/IR clearing

A: Goods receipts from the MM module typically generate
entries such as:

« Debit Stock, Credit GR/IR Clearing
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This indicates an increase in stock and a pending entry to
be cleared once the invoice from the vendor arrives.

At the end of the month, there will be a need to accrue
those purchases received but not yet invoiced, hence the
reason for the account named “Good Received/ Invoice
Received.”

Typically the balance on this account at the end of the
month indicates the value of goods received but not
invoiced.

Once the invoice is received, the corresponding entry is
booked.

« Credit Vendor, Debit GR/IR

These opposite entries to the GR/IR need to be cleared
against each other. (This account is managed on an open
item basis). Using the F.19 transaction, this can be done
automatically by using the PO and line item number stored
in the assignment field.

Question 26: Account Type Field

Explain the purpose of the account type field in the GL
master record.

A: At the end of the year, P&L accounts are cleared down
to the retained earnings balance sheet account. This
field contains an indicator which is linked (in the IMG
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transaction OB53) to the specific GL account use in this
clear down.

Question 27: Alternative Account

&

GfL account  Edit Goto  Settings  Environment  System  Help
@ = eaea

07 5o | @ @ | T Edifinancial statement version  Edit set  Edit cost element

G/L account “7 *
Company code W SAF @ ﬂ g
Control data ‘ Createrbank./interest | Information |
Account control in company code
Account curency ’W Pakistani Rupee
r
Exchange rate diference key [
Waluation group ’7
T ax category ’_
r
Recon. account for acct lype ‘ ﬂ
Alternative account ho ’m

What is the alternative account field used for in the GL
master record?

A This field can be used to store the old legacy system’s
account number against the new number in SAP.

A standard search help exists which will allow users to
search for the SAP account based on the old legacy account
number. This is particularly useful for new SAP users who
are still getting used to the new chart of accounts.
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Question 28: GL Views

What is the difference between the chart of account view
and company code view when maintaining a GL account?

A There are two screens which have to be maintained for
each new GL account. The first is at the “chart of account”
level (transaction FSPo) and contains the information
used by all company codes using this chart of accounts
such as description, group account number, etc.

Each company code using this chart will then add its own
company code view (via transaction code FSSo) which
contains localized data specific to that entity, e.g. field
status group, alternative account number, etc.

The chart of accounts screen must be maintained before
the local company code screens.

Question 29: Sort Key

What is a sort key and what is it used for?

A Sort keys are stored in customer, vendor and GL
master records. They determine what value is populated in
the “assignment” field in the document line items posted.

There are several standard entries in a pre-delivered
SAP system, and additional entries can be configured if
required.
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A very common use for sort key is 014 Purchase Order
number, for example, which allows the GR/IR clearing GL
account to be cleared automatically.

For FI/CO jobs in a logistics environment, this is a
common question.

Question 30: Fiscal Year Variant

What are fiscal year variants, and how are fiscal periods
opened and closed?

A Fiscal year variants (FSVs) are assigned to a company
code via transaction OBY6. They determine the financial
reporting periods of an entity, e.g. 13 4-weekly periods,
calendar months, 5-5-4 reporting, etc.

During the end of the month, the current fiscal reporting
period will be closed and the next month opened. It’s
possible to open and close specific ledgers, e.g. AP, AR,
GL, and even sets of accounts within those ledgers. This
way, it’s possible to, for example, close all GL accounts and
leave only the end of the month adjustment accounts open
for posting.

Question 31: Special Periods

What are the special periods 13, 14, 15, 16 and what are
they used for?
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A: When you define the fiscal year variant, you can choose
to define additional special periods. These can be used, for

example, for the posting of year end adjustments, auditor’s
adjustments, etc.

Periods 1—12 can be closed and periods 13—16 left open
during year end closing.

Question 32: GL Status Groups

What are GL field status groups and where are they used?

[Field stats variant&PO1 Grewp SCO1
[General Posting

Additional account assignments

Settlement period
M aterial number

POPOPOPO@®OOS®®OODO »
000000000000 O0O000O0 D
O®O0O0O0O®O0000®O0®®O®D 2

A Field status groups are defined in configuration and
are used to determine which fields are available for posting
when entries are booked against GL accounts.

Each field can be set as optional, mandatory or suppressed.

Question 33: Recurring Entries

What are recurring entries and why are they used?
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A: Recurring entries (setup in FBD1) can eliminate the
need for the manual posting of accounting documents
which do not change from month to month.

For example, a regular rental expense document can be
created which can be scheduled for the last day of each
month. Usually multiple recurring entries are created
together and then processed as a batch at the end of the
month using transaction F.14.

Question 34: Currency Revaluation

Explain how foreign currency revaluation works in SAP
R/3 FL.

A: Over time, the local currency equivalent of foreign
currency amounts will fluctuate according to exchange rate
movements. Usually at the end of the month, there is a
requirement to restate these amounts using the prevailing
month end exchange rates.

SAP can revalue foreign currency GL account balances
as well as outstanding customer and vendor open item
balances.

In SAP configuration, you define the balance sheet
adjustment account and which accounts the realized gain/
loss should be booked.
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A batch input session is created to automatically post the
required adjustments.

Question 35: Account Clearing

During GL account clearing, how can small differences be
dealt with?

A: During configuration, a tolerance limit is set which
defines the maximum differences allowed during clearing.

Posting procedure  Edit Goko  Extras  Utilities  Swstem  Help
@ | =l e 4
@ Posting keys  Rules
Chart of accourts CAAP  Chart of Accounts - Asia Pacific
Tranzaction DsA Differences arising on G/L acct clearing

Account assignment

Account

41610086 &

The differences can be automatically booked by the

system to a specific account during posting (using IMG
transaction OBXZ).
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Question 36: Disposing Assets

Describe three ways of disposing of an asset from a
company code in SAP R/3.

A: An existing asset can be scrapped (transaction
ABAVN), transferred to another company code (ABUMN),
sold to a customer account in the accounts receivable
module (F-92), sold with revenue but the revenue is
booked to a GL account (ABAON).

Question 37: Account Assignment Models

What are account assignment models?

A AAMs are blocks of document line items that can be
used repeatedly to prevent manual re-entry.

Which fields are included in the AAM layout can be
configured using O7E3.
Question 38: CO-PCA

In profit center accounting (CO-PCA), explain the process
for locking planning data.

A Using transaction S_ALR_ 87004395, you can lock
plan data for a specific fiscal year.

186 PART VI



&

Tableview Edt Goto Choose Utilties Extras System Help

(V] B @t 2 anon BER @
2 Newenties (B [E @ B B B

Navigation

| General version defirition

& s en

& Settings nter Accounting
| Settings aiea

step 1 of 6 3|1 OB

General

)

<< << E

At WIP/RA | Yariance Exclus
v r

Latest estimate: Projects

Vi

e fan/actual version
[ Forecast

[z

L=

RURURUE

=
r r
r r
r r

Plarintegration Prod. Pricing

Select version 0 and choose “settings for profit center
accounting.”

Note: the interviewer will not expect you to remember the
transaction code but will expect you to refer to “versions”
and the fact that the plan can be locked per fiscal year and
independently of the actual data.

Question 39: Value Field

What is a “value field” in the CO-PA module?

A Value fields are number/value-related fields in

profitability analysis such as quantity, sales revenue,
discount value, etc.

Question 40: Characteristic Field

What is a “characteristic field” in the CO-PA module?
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A Characteristics are analytical information fields used
in CO-PA. Typical examples include customer number,
brand, distribution channel, etc.

Question 41: CO-PA Basis

What is the difference between “costing based” (CB) and
“account based” (AB) CO-PA?

A This is an incredibly popular question for any positions
with a CO-PA component.

The interviewer will be looking for some of the following:

« AB can easily be reconciled with FI at account level
through the use of cost elements. CB can only be
reconciled at account group level (such as revenues, sales
deductions, etc.) as values are stored in “value fields” as
opposed to accounts.

« In CB, data is stored by posting periods and weeks. In
AB, storage is only by periods.

« In CB, transactions can be stored in operating
concern currency and company code currency. In AB,
transactions are stored in controlling area currency,
company code currency, and transaction currency.

« In CB, you can create cross controlling area evaluations
or cross controlling area plans. In AB, you cannot as the
chart of accounts may differ.
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« In CB, the cost of good sales (COGS) are updated via
material price valuations. Stock change values can
be transferred to CB CO-PA during billing. Timing
differences can occur if the goods issue and billing
documents are in different posting periods. In AB, the
value posted in the stock change is posted simultaneously
to CO-PA.

Question 42: Operating Concern

What is an operating concern, and what is its relationship
with a controlling area in CO?

A: The operating concern is the main organizational
unit in Profitability Analysis. Its structure depends on the
configuration setup of characteristics and value fields.

It is assigned to a controlling area on a one to many
basis, i.e. one controlling area may be assigned to only
one operating concern, or one operating concern can be
assigned to many controlling areas.

Question 43: Internal Orders

What are statistical internal orders?

A Statistical real internal orders are dummy cost objects
used for analysis and reporting purposes. They must be
posted in conjunction with a real cost object such as a cost
center.
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For example, for employees we define statistical internal
orders and for departments we define cost centers. Travel
expense invoices can then be booked to specific cost
centers, but analysis can also be done at employee level by
looking at the statistical orders.

Statistical internal orders cannot be settled.

Question 44: Settlement Receivers

Name some settlement receivers for CO internal orders.
A: Typically CO Internal Order are settled to:

« Other internal orders

« Fixed assets (including assets under constructions)

* GL accounts

« Cost centers

Question 45: Performance Issues

What are the performance issues to keep in mind when
configuring profitability analysis (CO-PA)?

A: Sometimes CO-PA reporting performance is severely
affected by poor initial setup. Anyone involved in a full
CO-PA project lifecycle in a retail or manufacturing
environment will have come across such issues, hence the
reason the interviewer is asking the question.
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Question 46: Internal Order Controls

Explain some of the controls setup during the
configuration of Internal Order Types in the CO module.

A The following settings are made during the
configuration of order types (transaction KOT2_OPA):

« Number ranges assigned to the order master on creation
« Planning and budgeting profiles
« Status profiles

« Order layouts

Question 47: Assessment vs. Distribution

Explain the differences between “assessment” and
“distribution” cost allocation cycles in the R3 CO module.

A: Tt’s easiest to demonstrate this by way of an example.

Let’s say we have three cost elements with the following
amounts to be allocated:

A. Electricity $2000
B. Water $3000
C. Canteen costs $4000

With assessment cycles, the system groups all three
together and summarizes the balance of $9000 onto a
separate cost element, e.g. D, in order to allocate the costs
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to a receiving cost center. Hence, your sender cost element
is D in your CO reporting and not A, B, C.

With distributions, the costs are allocated from the
original cost elements. Hence, your senders are A, B, C.

Question 48: Reconciliation Ledger

What is the CO reconciliation ledger, and when would you
typically use it?

A: The reconciliation ledger effectively highlights
differences by account across the FI and CO modules.
A report is produced by the RL program, identifying
where transactions have been booked across entities
in controlling that would impact the external reporting
produced from the FI module.

The RL program can then either post automatic
corrections, or you can choose to post manual corrections
based on the information in the RL report.

Question 49: Freeze Data

Explain how using the “freeze data” option in COPA can
speed up reporting performance.

A: Often companies that use COPA have extremely large
volumes of data, and reports can take several minutes,
even hours, to run.
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The “free report data” option can be selected and the
report will run overnight. This way re-running the report
online during the working data will see huge performance
benefits as the system simply has to display stored data
and not recalculate it “on-the-fly.”
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Questions regarding performance issues in COPA are
common. You may be asked how summarization levels can
increase reporting speed or alternatively asked to explain
how you’ve minimized the number of characteristics with
the same aim.

Question 50: Statistical Key Figures

What are statistical key figures in CO?

A SKFs are statistical or information values used in cost
allocations such as assessments and distributions.

For example, we may have an SKF for “head count per
department.” When utility costs are allocated across
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various departments, we could perform the percentage
allocation based on the “head count” SKF.
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PART VII: FIXED ASSETS (FA)
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Question 51: Fixed asset reconciliation

How do you take the balances onto fixed asset
reconciliation accounts during data take-on?

A: Normally you cannot post directly to reconciliation
accounts. However, there is a configuration transaction
OAK5/OAMK which can be used to temporarily remove
the reconciliation flags to allow the balances to be
journaled onto the fixed asset reconciliation accounts.

Note: this is a very popular interview question for FI/CO
roles with FI-AA components.
Question 52: Acquisition Costs

Name three ways of posting acquisition cost to a fixed
asset master.

A: There are many ways of booking APC to fixed asset
records including:

« Via F-90 — Acquisition with vendor

« ABZON — Acquisition with automatic offsetting entry

« ABZP — From affiliated company

« From settlement of an asset under construction (AIBU)

« From goods receipt (or invoice receipt depending on
system setup) relating to a purchase order
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Question 53: Sub-assets

What are sub-assets, and what would be a typical use for
them in the SAP environment?

A: Sub-assets are four digit reference numbers that are
linked to the main asset number.

For example, if an asset 31000050 exists for a piece of
machinery which initially cost $100,000, a sub-asset asset
0001 could be created and used to book additional costs
(maybe a machinery upgrade) against the original asset.
Both assets exist separately and can be reported as such or
together.

When running the asset reports, you can either run for the
31000050 asset or together with the sub asset 31000050-
0001.

If you have multiple sub-assets, you can report based on
31000050-*.

Using this approach, asset components costs can be stored
separately but reported together.

Note that these sub-assets are depreciated independently
of their main asset — this is a popular interview question.

Question 54: Asset Under Construction

What is an “asset under construction”?
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A: AuCs can be used to track investment cost during
projects or asset assembly. Following completion, their
costs can be settled to other fixed assets or to other CO cost
objects such as real internal orders or cost centers.

For example, let’s use the construction of a new building.
The various costs involved (engineering, utility cost, etc.)
could be collected under an AuC before being settled to

an asset under the building’s asset class at the end of the
project.

AuCs generally are not depreciated until completion.

Question 55: Evaluation Groups

How are evaluation groups on the asset master used?
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A Allocation groups can be used to categorize assets
whichever way the user chooses.

There are four with four characters (configured via OAVA
transaction) and one with eight characters (configured
with OAVS8). If you wish, you can define a list of entries to
be validated when the user populates these fields.

In customizing, you can choose which of the five fields to
display on the asset master record.
Question 56: Fixed Asset Depreciation

What cost objects can be posted to automatically when the
Fixed Asset Depreciation run is performed?

CO account assignment

[v  Azsign cost centers

[ Post ta internal order

A: In IMG transaction OAYR, you can choose to allocate
depreciation cost to:

* Cost centers
« Internal order
« Both of the above

The cost centers or order used is stored on the respective
asset master record.
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Question 57: Smoothing and Catchup

Explain the terms “smoothing” and “catchup” with regards
to fixed asset depreciation.

Deprec. area ’E Local

Period and method
) Monthly posting

) Birmonthly posting
' Quarterly posting
) Semi-annual posting
) Annual posting

® Enter in expert mode

¥ {5macthing:

A This question refers to how SAP handles under/over

depreciated assets with respect to future depreciation
runs.

In IMG OAYR settings, the smoothing flag forces the

system to calculate depreciation evenly over the remaining
periods in the fiscal year.

The opposite of this is with catch-up, which means the
system will correct any under/over depreciation in the
next fiscal months depreciation run.
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PART VIIl: ORG STRUCTURE &
MODULE INTEGRATION
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Question 58: FI Global Settings

What is the difference between “company code” and
“company ID” when in the FI global settings in the IMG?

A: The company code is the legal entity organization unit
and the lowest level at which external financial statements
are prepared.

The company ID is a higher organization unit used for
consolidation in the SAP system. A single company ID can
have many company codes assigned to it so long as the
fiscal year variant and chart of accounts is consistent.

Question 59: Financial Statement

What is a “financial statement version”?

A Financial statement versions (FSVs) are the structures
forming the PL and Balance sheet reports from the FI
module.

Accounts are assigned to the end nodes in the reporting
structure tree. Depending on the setup, debit/credit
balances can be reflected in different asset/liability
columns where required.

Question 60: New Company Code

How do you define a new company code?
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A: Using transaction code ECo1, the most straightforward
way of creating a new company code is to copy an existing
value.

All associated data such as the fiscal year variant and
assignments to controlling area and credit control area are
taken across from the source value.

Transactional data, of course, is not copied.

Here, interviewers are simply looking to hear the word
“copy” to prove that you have defined a SAP FI/CO
organizational structure before.

Question 61: Chart of Accounts

If several charts of accounts are in use in a SAP system
and there is a requirement to merge them to a single chart,
how can this be achieved?

A This is a little bit of a trick question. The interviewer
here is checking your knowledge of modifying an existing
organizational structure in an existing live SAP system.

Generally such changes cannot be done. The only options
are:

« Using specialist SAP consultants and their own
ABAP tools to perform the conversion. This is a time-
consuming and expensive process.
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» Creating duplicate entities and transferring opening
balances and year to data line items across.

The above applies for other such changes as modifying the
local currency of an entity or merging several controlling
areas.

You would be surprised how often interview candidates
state “you would change the settings in configuration.”

Questions such as these are not designed to deliberately
send you down a blind alley; instead, they act as a quick
way to work out whether a candidate has simply dabbled
around in the FI/CO modules or whether they have a
strong grasp of SAP organizational concepts in a live
environment.

Question 62: Table Too1
What is stored in table Too1?

A This is the main company code configuration table and
includes such assignments as fiscal year variant, company
assignment, local currency setting, and credit control area.

Question 63: Company Code

What is a company code? Describe its relationship with a
controlling area.
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A: A company code represents a specific legal entity for
financial reporting purposes and represents the lowest
level at which external financial accounts can be produced.

It’s the main organizational object in the FI module and
is assigned to a controlling area in CO. One company
code may only be assigned to a single controlling area
(a controlling area may have multiple company codes
assigned to it).

Question 64: SD and AR

Explain briefly how the sales and distribution modules
create accounts receivable line items for invoice postings.

A Following the creation of a sales order, a goods issue
is performed to issue the items out of stock. This typically
generates the following FI entry:

« Debit Cost of Sales, Credit Stock

Once the invoice (billing document) has been created in
the SD module, the following entry is booked into the
accounts receivable module:

» Debit Customer, Credit Revenue

Using copy rules in SD, it’s possible to pass the sales order
number or billing document number onto the AR posting
for tracking and analysis purposes.
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The above is a very basic example and can vary depending
on the system setup; however, if you are being interviewed
for a role with SD integration, expect questions similar to
the above.

Question 65: MM and AP

Explain briefly how the materials management module
creates accounts payable line items for invoice postings.

A_: Following the creation of a purchase order, a good
receipt is booked to indicate the arrival of the stock from
the vendor. This typically creates the following posting:

« Debit Stock, Credit GR/IR clearing

Once the invoice is received from the vendor and booked
in the invoice verification module in MM, an entry is
created in the AP module:

» Debit GR/IR Clearing, Credit Vendor

This is the classic MM to FI data flow and can vary on
system setup. However, for positions with integration
to the logistics modules, questions like this will almost
inevitably pop up.
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Question 66: Batch Input

Explain what “batch input sessions™ are, some examples of
where they are used in FI/CO, and the terms “background”
and “foreground” processing.

A: Batch input sessions are batches of SAP data (either
master data or transactional data) generated through an
interface/report/bespoke user application.

For example, when creating cost elements automatically
using SAP transaction OKB2/OKB3, the system creates a
batch session containing all the data required.

Batch input sessions are used extensively throughout the
FI/CO modules including:

« Depreciation run

 Recurring entries

« CO reconciliation ledger

« Master data creation in FI/CO
» FX revaluation

Foreground/background refers to how the users view the
data being created by the SAP system. In foreground, the
user can step through each screen during data creation
and correct any errors as they occur. In background, the
system tries to create the data for the entire batch and
reports errors following completion.
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Question 67: Commitment Line Items
What are “commitment” line items in CO?

A: Commitment line items in CO are not actual cost
items but rather committed expenditure items generated
through purchase orders.

They are flagged with a unique value type (e.g. 21 for
Purchase Requisition Commitments and type 22 for
Purchase Order Commitments) in the CO tables and can
be reported separately in report painter.

It’s also possible to post manual commitment values in
order to report non-PO related expenditure commitments.
Question 68: Special Purpose Ledger

When defining a new ledger in the special purpose
ledger, how can you retrospectively populate FI data for a
previous fiscal year?

A Using SAP transaction GCU1, FI data can be
transferred for a particular company code, fiscal year, or
specific document number range.

A similar transaction exists for controlling data, GCU3.
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Question 69: Using Special Purpose
Ledger

What is the special purpose ledger, and what would be
some reasons for using it?

A: The SPL is a user-defined ledger which can be built to
support reporting requirements that cannot normally be
met through the usual SAP modules.

You can pull information from many SAP modules such
as FI, CO, MM, SD and build user-defined fields whose
contents are based on calculations from other SAP
standard information.

Typical uses include:

« Reporting using an alternative fiscal year variant other
than the one assigned to the entity.

« Reporting in a different currency (maybe to meet a new
head office reporting currency).

« Meeting USGaap and local reporting requirements.

Question 70: BSEG, BKPF, GLTO

Explain the purpose of the following SAP R/3 FI tables:
BSEG, BKPF, GLTO.
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A BKPF is the document header table. It stores all the
fields common to all of the document line items such as
posting date, currency key, document number, etc.

BSEG is the associated line item table to BKPF. Specific
line item information such as posting key, GL account,
document amount are stored here.

GLTo is the summarized account balances table showing
account balances by period, account, or fiscal year.

Questions regarding tables may seem overly technical,
but interviews can quickly ascertain whether a potential
candidate has worked in a pure end user role or in a
hands-on configuration role.

Question 71: COEP, CSKA, CE1.XXXX

Explain the purpose of the following SAP R/3 CO tables:
COEP, CSKA, CE1xxxx.

A: COEP is the CO object line item table.

CSKA is the cost element master table (dependant on chart
of accounts).

CE1xxxx (where xxxx is the name of your operating
concern) is the profitability analysis line item table.
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Question 72: LSMW
What is the legacy system migration workbench (LSMW),

and when would you use it in your SAP FI/CO rollout?

A: LSMW is a technical tool used for migrating master
data and transaction data from your old “legacy” systems
to SAP.

Though usually set up by your ABAP programming
colleagues, the LSMW projects are usually run by FI/
CO project team members in order to upload vendors,
customers, cost centers, internal orders, etc.

The interviewer is unlikely to ask any technically difficult
questions, but most experienced FI/CO team members
who have been through a data migration stage will have at
least a basic understanding of LSMW.

Question 73: Credit Checks

Describe some of the standard credit checks available
within SAP. Where does most of the credit management
information sit in the IMG?
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A: Credit management is one of the key integration areas
between the sales and distribution modules (SD) and
financial accounting (FI). Most of the configuration sits in
the SD IMG menu under:

Sales and Distribution > Basic Functions > Credit
Management/Risk Management > Credit Management >
Define Automatic Credit Control

The following are the standard credit checks available:

« Static (a simple check against customers credit limits of
the total AR open items, SD billing docs, etc.)

« Dynamic (as above but including open sales orders not
yet delivered over a particular time period)

« Maximum sales order or delivery specified

« Critical field check (for such fields as payment terms)
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« Next review date — checks the review date stored on the
customer master

AR open items — checks existing overdue items on the
customer account

» Highest dunning level — specifies a max dunning level
allowed

Question 74: Report Painter

What is the report painter?

A: The report painter is a pre-delivered SAP reporting
tool for the controlling module. It allows SAP reports to
be quickly created, typically actual versus plan analysis for
cost elements, internal orders, and cost centers.

Question 75: User Exits

What are user exits? Name an example where one could be
used in the FI/CO modules.

A User exits are SAP supplied “hooks” within a specific
program which allow user customizations to meet specific
requirements.

When the program is run, SAP checks to see if the user has
setup any logic within these hooks.

For example, in the fixed asset module, let’s say the gain/
loss from disposal is normally booked to GL account

INTERVIEW QUESTIONS 217




SAP INTERVIEW QUESTIONS

65410. During posting, however, you wish to book certain
asset retirement transaction types to 65499 for reporting
purposes. An enhancement AINT0002 exists to do this.

User exits are commonly used also with validation and
substitution rules.

To implement user exits, you need an understanding of
the ABAP programming language. However, for those who
have worked across several SAP projects, it’s inevitable
that at some point they will have come across user exits at
some stage even if its just at a conceptual level.
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PART IX: TABLE & TRANSACTION
CODE REFERENCE
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Table List

AGKO Cleared Accounts

ANAR Asset Types

ANAT Asset Type Text

ANEK Document Header Asset Posting

ANEP Asset Line Items

ANEV Asset Downpayment Settlement

ANKT Asset Classes — Description

ANLA Asset Master Record Segment

ANLB Depreciation Terms

ANLC Asset Value Fields

ANLH Main Asset Number

AToz2T Transaction Activity Category —
Description

ATo2A Transaction Code for Menu TIMN

ATi0 Transaction Type

AT10T Name of Transaction Type

BKDF Document Header Supplement for
Recurring Entry

BKORM Accounting Correspondence Requests

BKPF Accounting Document Header

BLPK Document Log Header

BLPP Document Log Item

BLPR Document Log Index and Planned Order
(Backflush)

BNKA Bank Master Record

BPooo Business Partner Master (General Data)
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BPBK Doc Header Controlling Ob;.

BPEG Line Item Total Values Controlling Obj.

BPEJ Line Item Annual Values Controlling Obj.

BPEP Line Item Period Values Controlling Obj.

BPGE Totals Record for Total Value Controlling
Ob;.

BPJA Totals Record for Annual Total
Controlling Obj.

BSAD Accounting — Secondary Index for
Customers (Cleared Items)

BSAK Accounting — Secondary Index for
Vendors (Cleared Items)

BSAS Accounting — Secondary Index for G/L
Accounts (Cleared Items)

BSEC One-Time Account Data Document
Segment

BSEG Accounting Document Segment

BSID Accounting — Secondary Index for
Customers

BSIK Accounting — Secondary Index for
Vendors

BSIM Secondary Index, Documents for Material

BSIS Accounting — Secondary Index for G/L
Accounts

CEPC Profit Center Master Data Table

CEPCT Texts for Profit Center Master Data

COBRA Settlement Rule for Order Settlement
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COBRB Distribution Rules Settlement Rule Order
Settlement

COKA CO Object — Control Data for Cost
Elements

COoSP CO Object — Cost Totals for External
Postings

COSS CO Object — Cost Totals for Internal
Postings

CRCO Assignment of Work Center to Cost
Center

CSKA Cost Elements (Data Dependent on Chart
of Accounts)

CSKB Cost Elements (Data Dependent on
Controlling Area)

CSLA Activity Master

FEBEP Electronic Bank Statement Line Items

FPLA Billing Plan

FPLT Billing Plan — Dates

GLPCT EC-PCA — Totals Table

KNA1 General Data in Customer Master

KOMK Pricing Communication Header

MAHNV Management Records for the Dunning
Program

REGUT TemSe — Administration Data

SKA1 G/L Account Master (Chart of Accounts)

SKAT G/L Account Master Record (Chart of
Accounts — Description)

SKB1 G/L Account Master (Company Code)
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Document Type Texts

Too7S Tax Code Names

To87J Text

TAPRFT Text Tab. for Investment Profile

TKAO1 Controlling Areas

TKAo09 Basic Settings for Versions

TKVS CO Versions

TZBoT Flow Types Text Table

TZPAT Financial Assets Management Product
Type Texts

VBSEGS Document Segment for G/L Accounts
Document Parking

VITBFHA Transaction

VTBFHAPO | Transaction Flow

VITBFHAZU | Transaction Activity

VTBFINKO | Transaction Condition

VTIDERI Master Data Listed Options and Futures

VTIFHA Underlying Transaction

VTIFHAPO | Underlying Transaction Flows

VTIFHAZU | Underlying Transaction Status Table

VTIOF Options Additional Data

VWPANLA | Asset master for securities
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Transaction Code List

F-01 Enter Sample Document

F-02 Enter G/L Account Posting

F-03 Clear G/L Account

F-04 Post with Clearing

F-o5 Post Foreign Currency Valuation
F-06 Post Incoming Payments

F-07 Post Outgoing Payments

F-18 Payment with Printout

F-19 Reverse Statistical Posting

F-20 Reverse Bill Liability

F-21 Enter Transfer Posting

F-22 Enter Customer Invoice

F-23 Return Bill of Exchange Pmt Request
F-25 Reverse Check/Bill of Exch.
F-26 Incoming Payments Fast Entry
F-27 Enter Customer Credit Memo
F-28 Post Incoming Payments

F-29 Post Customer Down Payment
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F-38

F-48

Post with Clearing

Post Outgoing Payments

Clear Customer

Post Bill of Exchange Usage
Post Collection

Post Forfaiting

Bill of Exchange Payment
Customer Down Payment Request
Enter Statistical Posting

Clear Customer Down Payment
Bill of Exchange Payment

Enter Vendor Credit Memo
Enter Transfer Posting

Enter Vendor Invoice

Clear Vendor

Reverse Refinancing Acceptance
Down Payment Request

Post Vendor Down Payment
Customer Noted Item

Post with Clearing
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F-52 Post Incoming Payments

F-53 Post Outgoing Payments

F-54 Clear Vendor Down Payment

F-55 Enter Statistical Posting

F-56 Reverse Statistical Posting

F-57 Vendor Noted Item

F-58 Payment with Printout

F-59 Payment Request

F-60 Maintain Table: Posting Periods

F-62 Maintain Table: Exchange Rates

F-63 Park Vendor Invoice

F-64 Park Customer Invoice

F-65 Preliminary Posting

F-66 Park Vendor Credit Memo

F-67 Park Customer Credit Memo

F-90 Acquisition from Purchase with Vendor
F-91 Asset Acquisition to Clearing Account
F-92 Asset Retire. from Sale with Customer
F.o1 ABAP/4 Report: Balance Sheet

F.o2 Compact Journal
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F.03
F.o4
F.o5
F.06
F.o7
F.o8
F.09
F.0A
F.oB
F.10
F.11
F.12
F.13
F.14
F.15
F.16
F.17
F.18
F.19
F.1A

Reconciliation

G/L: Create Foreign Trade Report

Foreign Currency Valuation: Open Items
Foreign Currency Valuation: G/L Assts
G/L: Balance Carried Forward

G/L: Account Balances

G/L: Account List

G/L: FTR Report on Disk

G/L: Create Z2 to Z4

G/L: Chart of Accounts

G/L: General Ledger from Doc File
Advance Tax Return

ABAP/4 Report: Automatic Clearing
ABAP/4 Report: Recurring Entries
ABAP/4 Report: List Recurring Entries
ABAP/4 Report: G/L Bal. Carried Forward
ABAP/4 Report: Cust. Balance Confirmation
ABAP/4 Report: Vend. Bal. Confirmation
G/L: Goods/Invoice Received Clearing

Customer/Vendor Statistics
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F.1B Head Office and Branch Index

F.20 A/R: Account List

F.21 A/R: Open Items

F.22 A/R: Open Item Sorted List

F.23 A/R: Account Balances

F.24 A/R: Interest for Days Overdue

F.25 Bill of Exchange List

F.26 A/R: Balance Interest Calculation

F.27 A/R: Periodic Account Statements

F.28 Customers: Reset Credit Limit

F.29 A/R: Set Up Info System 1

F.2A Calc.cust.int.on arr.: Post (w/o OI)

F.2B Calc.cust.int.on arr.: Post (with OI)

F.2C Calc.cust.int.on arr.: without Postings

F.2D Customers: FI-SD Master Data Comparison
F.2E Reconciliation Between Affiliated Comps
F.2F Management Account Group Reconciliation
F.2G Create Account Group Reconcil. G/L

F.30 A/R: Evaluate Info System

F.31 Credit Management — Overview
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F.32
F.33
F.34
F.35
F.36
F.37
F.38
F.39
F.40
F.41
F.42
F.44
F.45
F.46
F.47
F.48
F.4A
F.4B
F.4C
F.50

Credit Management — Missing Data

Credit Management — Brief Overview
Credit Management — Mass Change
Credit Master Sheet

Adv.Ret.on Sls/Pur.Form Printout(DE)
Adv.rept.tx sls/purch.form Print (BE)
Transfer Posting of Deferred Tax

CFI Maint. Table To42Z (BillExcTyp)
A/P: Account List

A/P: Open Items

A/P: Account Balances

A/P: Balance Interest Calculation

A/P: Set Up Info System 1

A/P: Evaluate Info System

Vendors: calc.of Interest on Arrears
Vendors: FI-MM Master Data Comparison
Calc.vend.int.on arr.: Post (without OI)
Calc.vend.int.on arr.: Post (with OI)
Calc.vend.int.on arr.: without Postings

G/L: Profitability Segment Adjustment
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F.51 G/L: Open Items

F.52 G/L: Account Balance Interest Calculation
F.53 G/L: Account Assignment Manual

F.54 G/L: Structured Account Balances

F.56 Delete Recurring Document

F.57 G/L: Delete Sample Documents

F.58 OI Balance Audit Trail: from Document File
F.59 Accum.Clas.Audit Trail: Create Extract
F.5A Accum.Clas.Audit Trail: Evaluate Extract
F.5B Accum.OI Audit Trail: Create Extract

F.5C Accum.OI Audit Trail: Display Extract
F.5D G/L: Update Balance Sheet Adjustment
F.5E G/L: Post Balance Sheet Adjustment

F.5F G/L: Balance Sheet Adjustment Log

F.5G G/L: Subseq.Adjustment (BA/PC) Sp.ErA
F.51 G/L: Adv.Rep.f.Tx on Sls/Purch.w.Jur
F.61 Correspondence: Print Requests

F.62 Correspondence: Print Int.Documents
F.63 Correspondence: Delete Requests

F.64 Correspondence: Maintain Requests
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F.65 Correspondence: Print Letters (Customer)
F.66 Correspondence: Print Letters (Vendor)
F.70 Bill/Exchange Payment Request Dunning
F.71 DME with Disk: B/Exchange Presentation
F.75 Extended Bill/Exchange Information

F.77 C FI Maintain Table To45D

F.78 C FI Maintain Table To45B

F.79 C FI Maintain Table To45G

F.80 Mass Reversal of Documents

F.81 Reverse Posting for Accr./Defer.Docs
F.90 C FI Maintain Table To45F

F.o1 C FI Maintain Table To45L

F.92 C FI Maintain To12K (Bill/Exch.)

F.03 Maintain Bill Liability and Rem.Risk

F.97 General Ledger: Report Selection

F.98 Vendors: Report Selection

F.99 Customers: Report Selection

F/LA Create Pricing Report

F/LB Change Pricing Reports

F/LC Display Pricing Reports
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F/LD Execute Pricing Reports

Foo SAPoffice: Short Message

Fooo Accounting

Fo1o ABAP/4 Reporting: Fiscal Year Change
FoiN Debit Position RA Single Reversal
Fo10 Vacancy RU Single Reversal

Fo1P Accruals/Deferrals Single Reversal
Fo1Q Debit Position MC Single Reversal
FoiR MC Settlement Single Reversal

Fo1S Reverse Periodic Posting

FoiT Reverse Acc./Def. General Contract
Fo4o0 Reorganization

Fo41 Bank Master Data Archiving

Fog2 G/L Accounts Archiving

Fo43 Customer Archiving

Fo44 Vendor Archiving

Fogs Document Archiving

Fo46 Transaction Figures Archiving

F1o01 ABAP/4 Reporting: Balance Sheet Adj.
F103 ABAP/4 Reporting: Transfer Receivables

234 PART IX



FI/CO

Fi04 ABAP/4 Reporting: Receivables Provision
Fi07 FI Valuation Run

F110 Parameters for Automatic Payment
F111 Parameters for Payment of PRequest
Fi3E ABAP/4 Report: Automatic Clearing
Fi50 Dunning Run

F48A Document Archiving

F53A Archiving of G/L Accounts

F53V Management of G/L Account Archives
F56A Customer Archiving

F58A Archiving of Vendors

F61A Bank Archiving

F64A Transaction Figure Archiving

F66A Archiving of Bank Data Storage

F8+o0 Display FI Main Role Definition

F8+1 Maintain FI Main Role Definition
F8+2 Display FI Amount Groups

F8+3 Maintain FI Amount Groups

F8B4 C FI Maintain Table TBKDC

F8B6N C FI Maintain Table TBKPV
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F8BC
F8BF
F8BG
F8BH
F8BJ
F8BK
F8BM
F8BN
F8BO
F8BR
F8BS
F8BT
F8BU
F8BV
F8BW
F8BZ
F8XX
FA39
FAKA
FAKP

C FI Maintain Table TBKFK

C FI Maintain Table To42Y

Maintain Global Data for F111
Inconsistencies To42I and To42Y

Maintain Clearing Accts (Rec.Bank)
Maintain ALE-Compatible Payment Methods
Maintain Number Range: Payment request
Corr.Accounting Documents Payment Block
Payment Request Archiving

Levels for Payment Requests

Detail Display of Payment Requests

Display Payment Requests

Create Payment Runs Automatically
Reversal of Bank-to-Bank Transfers

Reset Cleared Items: Payment Requests
F111 Customizing

Payment Request No. Ranges KI3-FS8BM
Call Up Report with Report Variant

Config.: Show Display Format

Config.: Maintain Display Format
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FAR1
FARA
FARB
FARI
FARY
FARZ
FAX1
FAX2
FBoo
FBo1
FBo2
FBo3
FBo3Z
FBo4
FBos
FBos_OLD
FBo7
FBo8
FBo9
FB10

S FI-ARI Maint. Table To61A

S FI-ARI Maint. Table To61P/Q

C FI-ARI Maint. Table To61R

AR Interface: Third-party Applicants
Table To61S

Table To61V

BC Sample SAP DE 2.1

BC Sample 2 SAP DE 2.1
Accounting Editing Options

Post Document

Change Document

Display Document

Display Document/Payment Usage
Document Changes

Post with Clearing

Post with Clearing

Control Totals

Reverse Document

Change Line Items

Invoice/Credit Fast Entry
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FB11 Post Held Document

FBi12 Request from Correspondence

FB13 Release for Payments

FB1D Clear Customer

FB1K Clear Vendor

FB1S Clear G/L Account

FB21 Enter Statistical Posting

FB22 Reverse Statistical Posting

FB31 Enter Noted Item

FB41 Post Tax Payable

FBs50 G/L Account Pstg: Single Screen Trans.
FB60 Enter Incoming Invoices

FB65 Enter Incoming Credit Memos

FB7o0 Enter Outgoing Invoices

FB75 Enter Outgoing Credit Memos

FBgg Check if Documents Can Be Archived
FBA1 Customer Down Payment Request
FBA2 Post Customer Down Payment

FBA3 Clear Customer Down Payment
FBA6 Vendor Down Payment Request
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FBA7
FBA7_OLD
FBAS8
FBAS_OLD
FBB1
FBBA
FBBP
FBCJ
FBCJCo
FBCJC1
FBCJC2
FBCJC3
FBCOPY
FBD1
FBD2
FBD3
FBD4
FBD5
FBD9
FBDF

Post Vendor Down Payment

Post Vendor Down Payment

Clear Vendor Down Payment

Clear Vendor Down Payment

Post Foreign Currency Valn

Display Account Determination Config.
Maintain Account Determination Config.
Cash Journal

C FI Maintain Tables TCJ _C_JOURNALS
Cash Journal Document Number Range

C FI Maint. Tables TCJ_TRANSACTIONS
C FI Maintain Tables TCJ_PRINT

Copy Function Module

Enter Recurring Entry

Change Recurring Entry

Display Recurring Entry

Display Recurring Entry Changes

Realize Recurring Entry

Enter Recurring Entry

Menu Banque de France
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FBE1 Create Payment Advice

FBE2 Change Payment Advice

FBE3 Display Payment Advice

FBE6 Delete Payment Advice

FBE7 Add to Payment Advice Account
FBF1 C80 Reporting Minus Sp.G/L Ind.
FBF2 Financial Transactions

FBF3 Control Report

FBF4 Download Documents

FBF5 Reports Minus Vendor Accounts
FBF6 Document Changes

FBF7 C80 Reports Minus Sp.G/L Ind.
FBF8 C84 Reports

FBFT Customizing BDF

FBIPU Maintain Bank Chains for Partner
FBKA Display Accounting Configuration
FBKF FBKP/Carry Out Function (Internal)
FBKP Maintain Accounting Configuration
FBL1 Display Vendor Line Items

FBL1N Vendor Line Items
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FBL2
FBL2N
FBL3
FBL3N
FBL4
FBL4N
FBL5
FBL5N
FBL6
FBL6N
FBM1
FBM2
FBM3
FBM4
FBMA
FBME
FBMP
FBN1
FBN2
FBP1

Change Vendor Line Items

Vendor Line Items

Display G/L Account Line Items

G/L Account Line Items

Change G/L Account Line Items

G/L Account Line Items

Display Customer Line Items
Customer Line Items

Change Customer Line Items
Customer Line Items

Enter Sample Document

Change Sample Document

Display Sample Document

Display Sample Document Changes
Display Dunning Procedure

Banks

Maintain Dunning Procedure
Accounting Document Number Ranges
Number Range Maintenance: FI_PYORD

Enter Payment Request
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FBR1 Post with Reference Document

FBR2 Post Document

FBRA Reset Cleared Items

FBRC Reset Cleared Items (Payment Cards)
FBS1 Enter Accrual/Deferral Doc.

FBTA Display Text Determin. Configuration
FBTP Maintain Text Determin. Configuration
FBU2 Change Intercompany Document

FBU3 Display Intercompany Document

FBUS Reverse Cross-Company Code Document
FBVo Post Parked Document

FBV1 Park Document

FBV2 Change Parked Document

FBV3 Display Parked Document

FBV4 Change Parked Document (Header)
FBV5 Document Changes of Parked Documents
FBV6 Parked Document $

FBVB Post Parked Document

FBW1 Enter Bill of Exchange Payment Request
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FBW2
Request

FBW3
FBW4
FBW5
FBW6
FBW7
FBWS
FBW9
FBWA
FBWD
FBWD2
FBWE
FBWQ
FBWR
FBWS
FBZo
FBZ1
FBZ2
FBZ3

Post Bill of Exchange.acc.to Payment

Post Bill of Exchange Usage

Reverse Bill Liability

Customer Check/Bill of Exchange
Vendor Check/Bill of Exchange
Bank file to file system (for FBWD)
File to Bank (for Transaction FBWD)
C FI Maintain Table To45DTA

C FI Maintain Table To46a
Returned Bills of Exchange Payable
Parameter Transaction for FBWD
Bill/Exchange Presentation — International
C FI Maintain Table To45T

C FI Maintain Table To45W

C FI Maintain Table To46s
Display/Edit Payment Proposal

Post Incoming Payments

Post Outgoing Payments

Incoming Payments Fast Entry
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FBZ4 Payment with Printout

FBZ5 Print Check for Payment Document
FBZS8 Display Payment Run

FBZA Display Payment Program Configuration
FBZG Failed Customer Payments

FBZP Maintain Payment Program Configuration
FCi0 Financial Statements Comparison

FC11 Data Extract for FI Transfer

FC8o Document C80

FC82 Document C82

FCAA Check Archiving

FCC1 Payment Cards: Settlement

FCC2 Payment Cards: Repeat Settlement
FCC3 Payment Cards: Delete Logs

FCC4 Payment Cards: Display Logs

FCCR Payment Card Evaluations

FCH1 Display Check Information

FCH2 Display Payment Document Checks
FCH3 Void Checks

FCH4 Renumber Checks
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FCHs5
FCH6
FCH7
FCHS8
FCHo
FCHA
FCHB
FCHD
FCHE
FCHF
FCHG
FCHI
FCHK
FCHN
FCHR
FCHT
FCHU
FCHV
FCHX
FCIWCU

Create Check Information

Change Check Information/Cash Check
Reprint Check

Reverse Check Payment

Void Issued Check

Check Archiving

Check Retrieval

Delete Payment Run Check Information
Delete Voided Checks

Delete Manual Checks

Delete Cashing/Extract Data

Check Lots

Check Tracing Initial Menu

Check Register

Online Cashed Checks

Change Check/Payment Allocation
Create Reference for Check

C FI Maintain Table TVOID

Check Extract — Creation

BW Customizing for CS
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FCIWDoo Download InfoObject Text
FCIWD10  Download InfoObject Hierarchies

FCKR International Cashed Checks

FCMM C FI Preparations for Consolidation
FCMN FI Initial Consolidation Menu

FCV1 Create A/R Summary

FCV2 Delete A/R Summary

FCV3 Early Warning List

FC_BW_BEX Business Explorer Analyzer
FC_BW_RSA1 BW Administrator Workbench

FC_BW_RSZDELETE Delete BW Query Objects

FC_BW_RSZV Maintain BW Variables

FD-1 Number Range Maintenance: FVVD_RANL
FDo1 Create Customer (Accounting)

FDo2 Change Customer (Accounting)

FD0o2CORE Maintain Customer

FDos3 Display Customer (Accounting)

FDo4 Customer Changes (Accounting)

FDojs Block Customer (Accounting)

FDo6 Mark Customer for Deletion (Accounting)

246 PARTIX



FI/CO

FDo8 Confirm Customer Individually (Accounting)
FDo9 Confirm Customer List (Accounting)

FDi1o Customer Account Balance

FD1ioN Customer Balance Display

FD1oNA Customer Bal. Display with Worklist

FD11 Customer Account Analysis

FD15 Transfer Customer Changes: Send
FD16 Transfer Customer Changes: Receive
FD24 Credit Limit Changes

FD32 Change Customer Credit Management
FD33 Display Customer Credit Management
FD37 Credit Management Mass Change
FDCU Loans Customizing Menu

FDFD Cash Management Implementation Tool
FDIo Execute Report

FDI1 Create Report

FDI2 Change Report

FDI3 Display Report

FDI4 Create Form

FDI5 Change Form

INTERVIEW QUESTIONS




SAP INTERVIEW QUESTIONS

FDI6 Display Form

FDIB Background Processing

FDIC Maintain Currency Translation Type
FDIK Maintain Key Figures

FDIM Report Monitor

FDIO Transport Reports

FDIP Transport Forms

FDIQ Import Reports from Client 000

FDIR Import Forms from Client 000

FDIT Translation Tool — Drilldown Report
FDIV Maintain Global Variable

FDIX Reorganize Drilldown Reports

FDIY Reorganize Report Data

FDIZ Reorganize Forms

FDK43 Credit Management — Master Data List
FDMN

FDOO Borrower’s notes order overview

FDTA TemSe/REGUT Data Administration
FDTT Treasury Data Medium Administration
FEBA Post-Process Electronic Bank Statement
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FEBC
FEBMSG
FEBOAS
FEBOFX
FEBP
FEBSTS
FESR
FEUB
FEUI
FF$3
FF$4
FF$5
FF$6
FF$7
FF$A
FF$B
FF$C
FF$D
FF$L
FF$S

Generate Multicash Format

Display Internet Messages

Request Account Statement via OFX
OFX Functions

Post Electronic Bank Statement
Search String Search Simulation
Importing of POR File (Switzerland)
Adjust VIBEPP After EURO Conversion
Real Estate Implementation Guide
Send Planning Data to Central System
Retrieve Planning Data

Retrieve Transmission Results

Check Settings

Check All External Systems

Maintain TR-CM subsystems

Convert Planning Group

Convert Planning Level

Convert Business Areas

Display Transmission Information

Display Transmission Information
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FF$X Configure the Central TR-CM System
FF-1 Outstanding Checks

FF-2 Outstanding Bills of Exchange

FF-3 Cash Management Summary Records
FF-4 CMF Data in Accounting Documents
FF-5 CMF Records from Materials Management
FF-6 CMF Records from Sales

FF-7 Forecast Item Journal

FF-8 Payment Advice Journal

FF-9 Journal

FF.1 Standard G/L Account Interest Scale
FF.3 G/L Account Cashed Checks

FF.4 Vendor Cashed Checks

FF.5 Import Electronic Bank Statement
FF.6 Display Electronic Bank Statement
FF.7 Payment Advice Comparison

FF.8 Print Payment Orders

FF.9 Post Payment Orders

FF.D Generate Payment Req. from Advices
FF/1 Compare Bank Terms
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FF/2

FF/3
FF/4
FF/5
FF/6
FF/7

FF/8
FF/9
FF63
FF65
FF67
FF68
FF6A
FF6B
FF70
FF71

FF72
FF73

FF74

FF7A

Compare Value Date

Archive Advices from Bank Statements
Import Electronic Check Deposit List
Post Electronic Check Deposit List
Deposit/Loan Management Analysis/Posting
Deposit/Loan Management Int Accruals
Import Bank Statement into Cash Mgmt
Compare Advices with Bank Statement
Create Planning Memo Record

List of Cash Management Memo Records
Manual Bank Statement

Manual Check Deposit Transaction

Edit Cash Mgmt Pos Payment Advices
Edit Liquidity Forecast Planned Item
Cash Mgmt Position/Liquidity Forecast
Cash Position

Liquidity Forecast

Cash Concentration

Use Program to Access Cash Concntn

Cash Position
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FF7B Liquidity Forecast

FF:1 Maintain Exchange Rates

FFB4 Import Electronic Check Deposit List
FFB5 Post Electronic Check Deposit List

FFL_OLD Display Transmission Information

FFS_OLD Display Transmission Information

FFTL Telephone List
FFW1 Wire Authorization
FFWR Post Payment Requests from Advice

FFWR_REQUESTS  Create Pymt Req. fm Advice

FF_1 Standard G/L Account Interest Scale
FF_3 G/L Account Cashed Checks

FF_4 Vendor Cashed Checks

FF_5 Import Electronic Bank Statement
FF_6 Display Electronic Bank Statement
FGog Flexible G/L: Report Selection

FGIo Execute Report

FGI1 Create Report

FGI2 Change Report

FGI3 Display Report
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FGI4

FGI5
FGI6
FGIB
FGIC
FGIK
FGIM
FGIO
FGIP
FGIQ
FGIR
FGIT
FGIV
FGIX
FGIY
FGIZ
FGMo
FGRP
FGRW
Flo1

Create Form

Change Form

Display Form

Background Processing

Maintain Currency Translation Type
Maintain Key Figures

Report Monitor

Transport Reports

Transport Forms

Import Reports from Client 000
Import Forms from Client 000
Translation Tool — Drilldown Report.
Maintain Global Variable
Reorganize Drilldown Reports
Reorganize Report Data

Reorganize Forms

Special Purpose Ledger Menu
Report Painter

Report Writer Menu

Create Bank
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Flo2 Change Bank

Flos Display Bank

Flog4 Display Bank Changes

Flo6 Mark Bank for Deletion

Flo7y Change Current Number Range Number
Fl12 Change House Banks/Bank Accounts

FI12CORE Change House Banks/Bank Accts

Fl13 Display House Banks/Bank Accounts
FIBB Bank Chain Determination

FIBC Scenarios for Bank Chain Determination
FIBD Allocation Client

FIBF Maintenance Transaction BTE

FIBHS Display Bank Chains for House Banks
FIBHU Maintain Bank Chains for House Banks
FIBL1 Control Origin Indicator

FIBL2 Assign Origin

FIBL3 Group of House Bank Accounts

FIBPS Display Bank Chains for Partners
FIBPU Maintain Bank Chains for Partner
FIBTS Display Bank Chains for Account Carry Over
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FIBTU Maintain Bank Chains for Acct Carry Over
FIHC Create In-House Cash Center

FILAUF _WF_CUST Store Order: Workflow Cust.
FILE Cross-Client File Names/Paths
FILINV_WF_CUST  Store Inventory: Workflow Cust.
FINA Branch to Financial Accounting

FINF Info System Events

FINP Info System Processes

FITP_RESPO Contact Partner Responsibilities
FITP_SETTINGS Settings for Travel Planning
FITP_SETTINGS_TREE Tree Maint. Currt Settings
FITVFELD Tree

FJA1 Inflation Adjustment of G/L Accounts
FJA2 Reset Transaction Data G/L Account Infl.
FJA3 Balance Sheet/P&L with Inflation

FJA4 Inflation Adjustment of Open Items (FC)
FJA5 Inflation Adj. of Open Receivables (LC)
FJA6 Inflation Adj. of Open Payables (L.C)
FJEE Exercise Subscription Right

FKo1 Create Vendor (Accounting)
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FKoz2 Change Vendor (Accounting)
FKo2CORE Maintain Vendor

FKo3 Display Vendor (Accounting)

FKog4 Vendor Changes (Accounting)

FKos Block Vendor (Accounting)

FKo6 Mark Vendor for Deletion (Accounting)
FKo8 Confirm Vendor Individually (Accounting)
FKo9 Confirm Vendor List (Accounting)

FKi0 Vendor Account Balance

FK1ioN Vendor Balance Display

FK10NA Vendor Balance Display

FKi5 Transfer Vendor Changes: Receive
FK16 Transfer Vendor Changes: Receive
FKIo Execute Report

FKI1 Create Report

FKI2 Change Report

FKI3 Display Report

FKI4 Create Form

FKI5 Change Form

FKI6 Display Form
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FKIB
FKIC
FKIK
FKIM
FKIO
FKIP
FKIQ
FKIR
FKIT
FKIV
FKIX
FKIY
FKIZ
FKMN
FKMT
FLB1
FLB2
FLBP
FLCV
FM+o

Background Processing

Maintain Currency Translation Type
Maintain Key Figures

Report Monitor

Transport Reports

Transport Forms

Import Reports from Client 000
Import Forms from Client 000
Translation Tool — Drilldown Report.
Maintain Global Variable
Reorganize Drilldown Reports
Reorganize Report Data

Reorganize Forms

FI Account Assignment Model Management
Post-Processing Lockbox Data

Import Lockbox File

Post Lockbox Data

Create/Edit Document Template WF
Display FM Main Role Definition
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FM+1 Maintain FM Main Role Definition
FM+2 Display FM Amount Groups

FM+3 Maintain FM Amount Groups

FM+4 Display FM Budget Line Groups

FM+5 Maintain FM Budget Line Groups

FM+6 Display FM Document Classes

FM+7 Maintain FM Document Classes

FM+8 Display FM Activity Categories

FM+9 Maintain FM Activity Categories

FM+A Display Doc.Class->Doc.Cat. Assignment
FM+B Maintain Doc.Class->Doc.Cat. Assignment
FMo3 Display FM Document

FM21 Change Original Budget

FM22 Display Original Budget

FM25 Change Supplement

FM26 Display Supplement

FM27y Change Return

FM28 Transfer Budget

FM29 Display Return

FM2D Display Funds Center Hierarchy
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FM2E
FM2F
FM2G
FM2H
FMaIl
FM2S
FM2T
FM2U
FM2V
FM3D
FM3G
FM3H
FM3I
FM3N
FM3S
FM3U
FM48
FM48 1
FM48 2
FM48_3

Change Budget Document

Display Budget Document

Funds Center Hierarchy

Maintain Funds Center Hierarchy
Create Funds Center

Display Funds Center

Change Releases

Change Funds Center

Display Releases

Display Commitment Item Hierarchy
Commitment Item Hierarchy
Maintain Commitment Item Hierarchy
Create Commitment Item
Commitment Items for G/L Accounts
Display Commitment Item

Change Commitment Item

Change Financial Budget: Initial Screen
PS-CM: Create Planning Layout
PS-CM: Change Planning Layout

PS-CM: Display Planning Layout
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FM49 Display Financial Budget: Initial Screen
FM4G Budget Structure Element Hierarchy
FM5I Create Fund

FM5S Display Fund

FM5U Change Fund

FMs5_DEL Delete Fund Pre-Selection
FM5_DISP Display Fund Pre-Selection
FM5_SEL  Pre-Selection Fund

FM6I Create Application of Funds

FM6S Display Application of Funds

FM6U Change Application of Funds

FM71 Maintain Cover Pools

FM72 Assign FM Account Asst to Cover Pool
FM78 Charact. Groups for Cover Pools
FM79 Grouping Chars for Cover Pool

FM7A Display Cover Eligibility Rules

FM7I Create Attributes for FM Account Asst
FM7P Maintain Cover Eligibility Rules
FM7S Display Cover Eligibility Rules

FM7U Maintain Cover Eligibility Rules
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FM9B
FMoC
FMogD
FM9E
FM9F
FMoG
FMoH
FMol
FMoJ
FM9K
FMoL
FMoM
FMoN
FMogP
FMo9Q
FMoW
FMA1
FMA2
FMA3

FMA4

Copy Budget Version

Plan Data Transfer from CO

Lock Budget Version

Unlock Budget Version

Delete Budget Version

Roll Up Supplement

Roll Up Original Budget

Roll Up Return

Roll Up Releases

Change Budget Structure

Display Budget Structure

Delete Budget Structure

Generate Budget Object

Reconstruct Budget Distributed Values
Total Up Budget

Adjust Funds Management Budget
Matching: Totals and Balances (CBM)
Matching: CBM Line Items and Totals
Matching: FI Line Items (CBM)
Matching: FI Bank Line Items (CBM)
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FMAA Matching: Line Items and Totals (FM)
FMAB Matching: FI FM Line Items

FMAC Leveling: FM Commitment Line Items
FMAD Leveling: FI-FM Totals Records

FMAE Display Change Documents

FMAF Level Line Items and Totals Items

FMBo CO Document Transfer

FMB1 Display Security Prices — Collect.

FMBI Use Revenues to Increase Expend. Budget

FMBUDoo5 FIFM Budget Data Export
FMBUDoo06 FIFM Budget Data Import

FMBV Activate Availability Control

FMC2 Customizing in Day-to-Day Business
FMCB Reassignment: Document Selection

FMCC Reassignment: FM-CO Assignment

FMCD Reassignment: Delete Work List

FMCG Reassignment: Overall Assignment

FMCN Reassignment: Supplement. Account Assgt
FMCR Reassignment: Display Work List

FMCT Reassignment: Transfer
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FMD1
FMD2
FMDM
FMDS
FMDT
FME1
FMEz2
FME3
FME4
FME5
FME6
FME7
FMES
FME9
FMEB
FMEH
FMEK
FMEL
FMEM
FMEN

Change Carryforward Rules

Display Carryforward Rules
Monitor Closing Operations
Copy Carryforward Rules

Display Carryforward Rules
Import Forms from Client 000
Import Reports from Client 000
Transport Forms

Transport Reports

Reorganize Forms

Reorganize Drilldown Reports
Reorganize Report Data
Maintain Batch Variants
Translation Tool — Drilldown
Structure Report Background Processing
SAP-EIS: Hierarchy Maintenance
FMCA: Create Drilldown Report
FMCA: Change Drilldown Report
FMCA: Display Drilldown Report
FMCA: Create Form
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FMEO
FMEP
FMEQ
FMER
FMEURO1
FMEURO2
FMEUROS3
FMEURO4
FMEV
FMFo
FMF1
FMG1
FMG2
FMG3
FMG4
FMGs
FMHC
FMHG
FMHGG
FMHH

FMCA: Change Form

FMCA: Display Form

FMCA: Run Drilldown Report

FMCA: Drilldown Tool Test Monitor
Create Euro FM Area

Refresh Euro Master Data

Display Euro FM Areas

Deactivate Euro FM Areas

Maintain Global Variable

Payment Selection

Revenue Transfer

FM: Create Commitment Item Group

FM: Change Commitment Item Group

FM: Display Commitment Item Group

FM: Delete Commitment Item Group
Generate BS Objects from Cmmt Item Group
Check Budget Structure Elements in HR
Generate Budget Structure Elements in HR
Generate BS Elem. f. Several Funds

Master Data Check
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FMHIST

FMHV
FMIA
FMIB
FMIC
FMIL
FMIP

FMIS
FMIU

FMJ1
FMJ1_TR
FMJ2
FMJ2_TR
FMJ3
FMJA
FMJA_TR
FMJB
FMJB_TR

Apportion Document in FM

Budget Memo Texts

Display Rules for Revenues Increase Budget
Increase Budget by Revenues

Generate Additional Budget Increase Data
Delete Rules for Revenues Increase Budget

Maintain Rules for Revenues Increase
Budget

Display Rules for Revenues Increase Budget

Maintain Rules for Revenues Increase
Budget

Fiscal Year Close: Select Commitment
Settlement: Select Commitment

Fiscal Year Close: Carryforwrd Commitment
Settlement: Transfer Commitment

Reverse Commitments Carryforward
Budget Fiscal Year Close: Prepare

Budget Settlement: Prepare

Determine Budget Year-End Closing

Budget Settlement: Determine
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FMJC Budget Fiscal-Year Close: Carryforward
FMJC_TR Budget Settlement: Transfer

FMJD Reverse Fiscal Year Close: Budget
FMLD Ledger Deletion

FMLF Classify Movement Types

FMNo Subsequent Posting of FI Documents
FMN1 Subsequent Posting of MM Documents
FMN2 Subsequent Posting of Billing Docs
FMN3 Transfer Purchase Req. Documents
FMN4 Transfer Purchase Order Documents
FMN5 Transfer Funds Reservation Documents
FMNS8 Simulation Lists Debit Position

FMNS8_OLD Simulation Lists Debit Position
FMNo Posted Debit Position List
FMNg_OLD Posted Debit Position List

FMNA Display CBA Rules

FMNP Maintain CBA Rules
FMNR Assign SN-BUSTL to CBA
FMNS Display CBA Rules
FMNU Maintain CBA Rules

266 PARTIX



FMPo Maintain Financial Budget

FMP1 Display Financial Budget

FMP2 Delete Financial Budget Version

FMRo Reconstruct Parked Documents

FMR1 Actual/Commitment Report

FMR2 Actual/Commitment Per Company Code
FMR3 Plan/Actual/Commitment Report

FMR4 Plan/Commitment Report with Hierarchy
FMR5A 12 Period Forecast: Actual and Plan
FMR6A Three Period Display: Plan/Actual

FMRA Access Report Tree

FMRB Access Report Tree

FMRE_ARCH Archive Earmarked Funds
FMRE_EWUo1 Earmarked Funds: Euro Preproc.
FMRE_EWUo2 Earmarked Funds: Euro Postproc.
FMRE_SERLK Close Earmarked Funds
FMRP18 Clear Subsequent Postings

FMSS Display Status Assignment

FMSU Change Assigned Status

FMUo Display Funds Reservation Doc.Types
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FMU1

FMU2
FMU3
FMU4
FMUs

FMU6
FMU7

FMUS8
FMUg
FMUA
FMUB
FMUC
FMUD
FMUE
FMUF
FMUG
FMUH
FMUI

FMUJ

FMUK

Maintain Funds Reservation Doc.Types
Display Funds Reservation Field Variants
Maintain Funds Reservation Field Variants
Display Funds Reservation Feild Groups
Maintain Funds Reservation Feild Groups
Display Funds Reservation Field Selection
Maintain Funds Reservation Field Selection
Display Template Type for Funds Reservatn
Maintain Template Type for Funds Reservtn
Display Funds Res. Template Type Fields
Maintain Funds Res. Template Type Fields
Display Funds Reservation Reference Type
Maintain Funds Reservation Reference Type
Display Funds Res. Reference Type Fields
Maintain Funds Reservation Ref. Type Fields
Display Reasons for Decision

Maintain Reasons for Decisions

Display Groups for Workflow Fields
Maintain Groups for Workflow Fields

Display Fields in Groups for WF
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FMUL
FMUM
FMUN
FMUV
FMV1
FMV2
FMV3
FMV4
FMV5
FMV6
FMVI
FMVO
FMVS
FMVT
FMVU
FMW1
FMW2
FMW3
FMW4
FMW5

Maintain Fields in Groups for WF

Display Field Selection ->Variant/Group
Display Field Selection->Variant/Group
Funds Reservation Field Status Var. Asst
Create Forecast of Revenue

Change Forecast of Revenue

Display Forecast of Revenue

Approve Forecast of Revenue

Change FM Account Asst in Forecast of Rev.
Reduce Forecast of Revenue Manually
Create Summarization Item

Fund Balance Carryforward

Display Summarization Item

Carry Forward Fund Balance

Change Summarization Item

Create Funds Blocking

Change Funds Blocking

Display Funds Blocking

Approve Funds Blocking

Change FM Acct Asst in Funds Blocking
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FMWA
FMWAZ
FMWB
FMWC
FMWD
FMWE
FMX1
FMX2
FMX3
FMX4
FMX5
FMX6
FMY1
FMY2
FMY3
FMY4
FMY5
FMY6
FMZ1
FMZ2

Create Funds Transfer

Payment Transfer

Change Funds Transfer

Display Funds Transfer

Approve Funds Transfer

Change FM Acct Asst in Funds Trasfer
Create Funds Reservation

Change Funds Reservation

Display Funds Reservation

Approve Funds Reservation

Change FM Accout Asst in Funds Reservatn
Funds Reservation: Manual Reduction
Create Funds Commitment

Change Funds Commitment

Display Funds Precommitment

Approve Funds Precommitment

Change FM Acct Asst in Funds Precommitmt
Reduce Funds Precommitment Manually
Create Funds Commitment

Change Funds Commitment
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FMZ3
FMZ4
FMZ5
FMZ6
FMZBVT
FMZZ
FM_DLo7
FM_DLFI

Display Funds Commitment

Approve Funds Commitment

Change FM Acct Asst in Funds Commitment
Reduce Funds Commitment Manually

Carry Forward Balance

Revalue Funds Commitments

Delete Worklist

Deletes FI Docs Transferred from

FM_DLFM Deletes all FM Data (Fast)

FM_DLOI Deletes Cmmts Transferred fm FM
FM_EURO_M Parameter Maint. for Euro Conv.
FM_RCo06 Recon. FI Pymts-> FM Totals Items
FM_RCo7 Recon. FI Pymts-> FM Line Items
FM_RCo08 Recon. FM Pymts -> FM Line Items
FM_RC11  Select Old Payments

FM_Si123  GR/IR: Post OIs to FM Again

FM_S201  Post Payments on Account to FIFM
FM_SDo7 Display Worklist

FN-1 No. Range: FVVD_RANL (Loan Number)
FN-4 Number Range Maintenance: FVVD_PNNR
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FN-5 Number Range Maint.: FVVD_SNBNR
FN-6 Number Range Maintenance: FVVD_RPNR
FNo9 Create Borrower’s Note Order

FN11 Change Borrower’s Note order

FN12 Display Borrower’s Note Order

FN13 Delete Borrower’s Note Order

FN15 Create Borrower’s Note Contract

FN16 Change Borrower’s Note Contract
FN17 Display Borrower’s Note Contract
FN18 Payoff Borrower’s Note Contract

FN19 Reverse Borrower’s Note Contract
FN1A Create Other Loan Contract

FN1V Create Other Loan Contract

FN2o Create Borrower’s Note Offer

FN21 Change Borrower’s Note Offer

FN22 Display Borrower’s Note offer

FN23 Delete Borrower’s Note Offer

FN24 Activate Borrower’s Note Offer

FN2A Change Other Loan Application

FN2Vv Change Other Loan Contract
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FN30
FN31
FN32
FN33
FN34
FN35
FN37
FN3A
FN3V
FN40
FN41
FN42
FN43
FN44
FN45
FN4A
FN4V
FN5A
FN5V
FN61

Create Policy Interested Party

Change Policy Interested Party
Display Policy Interested Party

Delete Policy Interested Party

Policy Interested Party in Application
Policy Interested Party in Contract
Loan Reversal Chain

Display Other Loan Application
Display Other Loan Contract

Create Other Loan Interested Party
Change Other Loan Interested Party
Display Other Loan Interested Party
Delete Other Loan Interested Party
Other Loan Interested Party in Applic.
Other Loan Interested Party in Contract
Delete Other Loan Application

Delete Other Loan Contract

Other Loan Application in Contract
Payoff Other Loan Contract

Create Collateral Value
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FN62 Change Collateral Value

FN63 Display Collateral Value

FN70 List 25

FN72 List 54

FN8o Enter Manual Debit Position

FN81 Change Manual Debit Position

FN82 Display Manual Debit Position

FN83 Create Waiver

FN84 Change Waiver

FN85 Display Waiver

FN86 Enter Debit Position Depreciation

FN87 Change Debit Position Depreciation
FN88 Display Debit Position Depreciation
FNSA Manual Entry: Unscheduled Repayment
FNS8B Manual Entry: Other Business Operations
FN8C Manual Entry: Charges

FN8D Post Planned Records

FNAo Policy Application in Contract

FNA1 Create Mortgage Application

FNA2 Change Mortgage Application
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FNA3
FNA4
FNA5
FNA6
FNA7
FNAS
FNA9
FNAA
FNAB
FNAC
FNAD
FNAE
FNAG
FNAH
FNAI
FNAK
FNAL
FNAM
FNASL
FNB1

Display Mortgage Application

Complete Mortgage Application
Mortgage Application in Contract

Create Policy Application

Change Policy Application

Display Policy Application

Delete Policy Application

Reactivate Deleted Mortgage Application
Reactivate Deleted Mortgage Int. Party
Reactivate Deleted Mortgage Contract
Reactivate Deleted Policy Application
Reactivate Deleted Policy Contract
Reactivate Deleted Other Loan Application
Reactivate Deleted Other Loan Int. Party
Reactivate Deleted Other Loan Contract
Select File Character

Reactivate Deleted BNL Contract
Reactivate Deleted Policy Contract
Loans: Account Analysis

Transfer to a Loan
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FNB2 Transfer from a Loan

FNB3 Document Reversal — Loans

FNBS BAV Information

FNBo9g BAV Transfer

FNBD Loans — Automatic Balance Sheet Transfer
FNBG Guarantee Charges List

FNBU DARWIN - Loans Accounting Menu
FNCD Transfer Customizing for Dunning

FNCW1 Maintain Standard Role

FNCW2 Transaction Release: Adjust Workflow
FNDD Convert Dunning Data in Dunning History
FNEN Create Loan

FNENALG Create General Loan

FNENHYP Create Mortgage Loan

FNENPOL Create Policy Loan

FNENSSD Create Borrower’s Note Loan

FNF1 Rollover: Create File
FNF2 Rollover: Change File
FNF3 Rollover: Display File
FNF4 Rollover: Fill File
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FNF9
FNFO
FNFP
FNFQ
FNFR
FNFT
FNFU
FNG2
FNG3
FNIo
FNI1
FNI2
FNI3
FNI4
FNI5
FNI6
FNIA
FNIB
FNIC
FNID

Rollover: Evaluations

ISIS: Create File

ISIS: Change File

ISIS: Display File

ISIS: Fill File

Rollover: File Evaluation
Rollover: Update File
Total Loan Commitment

Total Commitment

Create mortgage application
Change Mortgage Application
Display Mortgage Application
Delete Mortgage Application
Mortgage Application to Offer
Mortgage Application in Contract
Create Interested Party

Change Interested Party

Display Interested Party

Delete Interested Party
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FNIE Reactivate Interested Party

FNIH Decision-Making

FN1J Create Credit Standing

FNIK Change Credit Standing

FNIL Display Credit Standing

FNIN Create Collateral Value

FNIO Change Collateral Value

FNIP Display Collateral Value

FNKo Multimillion Loan Display (GBA14)
FNK1 Loans to Managers (GBA15)

FNKO Cond. Types — Cond. Groups Allocation
FNL1 Rollover: Create Main File

FNL2 Rollover: Change Main File

FNL3 Rollover: Display Main File Structure
FNL4 New Business

FNL5 New Business

FNL6 New Business

FNM1 Automatic Posting

FNM1S Automatic Posting — Single
FNM2 Balance Sheet Transfer
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FNM3
FNM4
FNM5
FNM6
FNM7y
FNMA
FNMD
FNME
FNMEC
FNMH
FNMI
FNMO
FNMP
FNMS
FNN4
FNN5
FNN6
FNN7
FNN8
FNNo

Loans Reversal Module

Undisclosed Assignment

Automatic Debit Position Simulation
Post Dunning Charges/Int. on Arrears
Loan Reversal Chain

Partner Data: Settings Menu
Submenu General Loans

Loans Management Menu

Loans Management Menu

Loans Management Menu

Loans Information System

Loans Menu Policy Loans

Rollover

Loans Menu Borrower’s Notes
Display General File

Edit General File

Display General Main File

Edit General Main File

Display General Main File

Edit General Overall File
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FNO1
FNO2
FNO3
FNOj5
FNOG6
FNO7
FNOS8
FNO9
FNPo
FNP4
FNP5
FNP6
FNP7
FNPS8
FNPg
FNQ2
FNQ3
FNQ4

FNQ5
Adj.

Create Object

Change Object

Display Object

Create Collateral

Change Collateral

Display Collateral

Create Objects from File
Create Collateral from File
Edit Rollover Manually
Rollover: Display File
Rollover: Edit File

Rollover: Display Main File
Rollover: Edit Main File
Rollover: Display Overall File
Rollover: Edit Overall File
New Business Statistics
Postprocessing IP Rejection
Customer Inc. Payment Postprocessing

Transaction Type — Account Determinat.
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FI/CO

FNQ6 Compare Flow Type/Account Determination
FNQ7 Generate Flow Type

FNQS8 Automatic Clearing for Overpayments
FNQo Interest Adjustment Run

FNQF Swiss Interest Adjustment Run

FNQG Swiss Special Interest Run

FNRo Loans: Posting Journal

FNR6 Insurance Portfolio Trends — NEW

FNR7 Totals and Balance List

FNRS8 Account Statement

FNRg Planning List

FNRA Other Accruals/Deferrals

FNRB Memo Record Update

FNRC Accruals/Deferrals Reset

FNRD Display Incoming Payments

FNRE Reverse Incoming Payments

FNRI Portfolio Analysis Discount/Premium
FNRS Reversal Accrual/Deferral

FNS1 Collateral Number Range

FNS4 Customer List Parameters for Loan Order
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FNS6 Installation Parameter Lists

FNS7 Loan Portfolio Trend Customizing
FNSA Foreign Currency Valuation

FNSB Master Data Summary

FNSL Balance Reconciliation List

FNTo Loan Correspondence (Switzerland)
FNT1 Automatic Deadline Monitoring
FNT2 Copy Text Modules to Client
FNUB Treasury Transfer

FNVo Payoff Policy Contract

FNV1 Create Mortgage Contract

FNV2 Change Mortgage Contract

FNV3 Display Mortgage Contract

FNV4 Delete Mortgage Contract

FNV5 Payoff Mortgage Contract

FNV6 Create Policy Contract

FNV7 Change Policy Contract

FNVS8 Display Policy Contract

FNVog Delete Policy Contract

FNVA Create Paid Off Contracts
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FNVCOMPRESSION Loans: Doc. Data Summ.

FNVD Disburse Contract

FNVI Loans: General Overview

FNVM Change Contract

FNVR Reactivate Contract

FNVS Display Contract

FNVW Waive Contract

FNWF WF Loans Release: List of Work Items

FNWF_REP Release Workflow: Synchronization

FNWO Loans: Fast Processing
FNWS Housing Statistics

FNX1 Rollover: Create Table
FNX2 Rollover: Change Table
FNX3 Rollover: Display Table
FNX6 Rollover: Delete Table
FNX7 Rollover: Deactivate Table
FNX8 Rollover: Print Table
FNXD TR-EDT: Documentation
FNXG List of Business Partners Transferred
FNXU List of Imported Loans
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FNY1 New Business: Create Table

FNY2 New Business: Change Table

FNY3 New Business: Display Table

FNY6 New Business: Delete Table

FNY7 New Business: Deactivate Table

FNY8 New Business: Print Table

FNZo Rejections Report

FNZ1 Postprocessing Payment Transactions
FNZA Account Determination Customizing
FN_1 Table Maintenance Transferred Loans
FN_2 Table Maintenance Transferred Partner

FN_UPD_FELDAUSW Update Prog. for Field Sel.
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INDEX

Account Assignment, 186

Account Based, 188

Account Type Field, 177
Acquisition Cost, 198

Additional Log, 154

Alternative Account Field, 178
Asset Under Construction, 200
ABAP, 53, 88, 140

ABAP code, 172

Account Assignment, 186, 232, 257
Accounting, 45

Accounts Payable, 94, 105, 156, 210
Account Type Field, 177
Acquisition Costs, 198

Alternative Account, 178

AR Posting, 209

AR Subledger, 155

Assessment, 191

Basis, 13, 17, 18, 21, 22, 128, 131, 139, 149, 150
Batch Input Sessions, 211

Baseline Date, 156

Batch Input Sessions, 211

Billing, 45, 66, 68, 69, 125

Binder, 24

BKPF, 213, 214, 222

Black Hat Technique, 50

BSEG, 213, 214, 223

BW, 40, 106—108, 128—-130, 132, 140—143, 149, 150



C++, 44

Calculated Rate, 170

CE1xxxx, 214

Certification, 35

Characteristic Field, 187

Chart of Accounts, More Than One, 207

Chart of Account View, 179

COEP, 214

Commercial Software, 43

Commitment Line Items, 212

Company Code, 172, 179, 180, 186, 188, 206—209, 212

Company Code View, 179

Confidence, 29, 31, 32

Configuration, 134, 146, 147, 149

Consulting, 10-16

Contractor, 10, 11, 14—16

CO-PA, 187, 188-190

COPA, 192,193

CO-PCA, 186

CO Reconciliation Ledger, 192

Correspondence Types, 162

Cost Allocation Cycles, 191

Costing Based, 188

Credit Checks, 215, 216

CRM, 17, 20, 106—109, 128, 133

CSKA, 214, 224

Customer, 98, 106, 107, 130, 132, 148, 155, 158, 162—164,
171, 179, 182, 186, 188, 215—-217

Customer Master, 155, 164

Disputed items, 164
Document Currency, 169
Document Header Table, 214




Document Number, 173

Document Parking, 168

Dunning, 155, 163, 164, 217

Dunning Level, 164

Disposing Assets, 186

Distribution, 18, 191, 216, 224

Document Currency, 169

Dunning, 163, 224, 233, 235, 241, 276, 279

Education, 34

Electronic Bank Statements, 159

Electronic Banking, 159

Employment, 10, 11, 14, 35, 80, 83, 90, 106, 130, 132, 142
Evaluation Groups, 200

Exchange Rate Factors, 168

Exchange Rate “Types”, 170

External Numbering, 172

FBo1i, 171, 237

FB5o0, 171, 238

FBD1, 182

Financial Statement Version, 206

Fiscal Periods, 180

Fiscal Year Variant, 180, 181, 206, 207, 213
Foreign Currency, 171

Foreign Currency Revaluation, 182

Freeze Data, 192

FICO, 17, 18, 23, 106, 133, 139, 140, 149, 150
Financial Statement Versions, 206

Fixed Asset Depreciation, 201

Fixed Asset Reconciliation, 198

Foreign Currency, 171, 226, 229, 239, 282
Freeze Data, 192

Frequently Asked Questions, 26
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FSV, 180

GCU1, 212

GCUsg, 212

Global Settings, 206

GL Account, 172, 178-183, 186, 190, 214, 218
GL Account Clearing, 183

GL Field Status Groups, 181

Global Economy, 12

GLTO, 213

Goods Receipts, 176

GR/IR Clearing, 176, 177, 210

Header Rate, 170

Implied Exchange Rate, 169

Index, 43, 45

Internal Number Assignment, 172

Internal Orders, 189

Internal Order Controls, 191

InterVieW, 19—22, 267 30, 31, 33, 35, 40—51, 53, 56_6()’
71—74, 100, 115—118, 122

Invoicing, 52, 54, 64, 66—68, 93, 128, 148, 155-157, 162,
168, 171, 177, 190, 198, 209, 210

Jamming, 51

LE, 17

Legacy System Migration Workbench, 215
Live SAP Implementation, 16

Local Currency, 169

Log, 23, 64, 147, 154

Long Term Success, 18

LSMW, 215




Master Data, 89, 223, 225, 234, 248, 264, 282

Materials Management, 210

MM, 17, 18, 22, 23, 40, 48, 53, 87, 89, 90, 107, 128, 130,
132, 133, 143, 176, 210, 213, 231, 266

Manual Commitment Values, 212

Master Record, 155—-158, 173, 177—179, 201, 202

Module, 16—18, 22—27, 29, 30, 36, 55, 102, 115, 116, 130—
132, 141

OBAS, 157

OBD3, 156

OBY6, 180

One-Time Vendors, 156
Operating Concern, 189
Overdue Items, 164

P&L Accounts, 177

Parking Documents, 168

Part Payment, 162

Payment, 66, 75, 103, 105, 154—158, 162—-164, 216
Payment Methods, 158
Payment Notices, 163
Payment Program, 154
Payments Run, 154, 244, 245
Payment Terms, 155
Performance Issues
Permanent Employee, 10—-15
Potential Client, 47

Profit Center Accounting, 186
Profitability Analysis, 190
Purchase Order, 210
Purchasing, 22, 48, 148

Rate Factors, 168



Reason Codes, 164

Reconciliation Ledger, 192

Recruiting, 10

Recurring Entries, 181, 182, 211, 229

Residual Payments, 162

Resume, 10, 18, 34, 35, 37-43, 56, 57, 77, 78, 82, 90, 98,
99, 108, 109, 121—123, 125—127

Reason Codes, 164

Report Painter, 217

Sales and Distribution, 209

Sales Order, 209

SAP Press Book, 45

SD, 17—20, 23, 105—109, 128, 133, 209, 210, 213, 216, 230
Settlement Receivers, 190

SKF. See Statistical Key Figures
Skill Set, 41

Soft Skill, 35

Smoothing, 202

Sort Keys, 179

Source List, 156

Special Periods, 180

Special Purpose Ledger, 212, 213
SPL. See Special Purpose Ledger
Statistical Key Figures, 193
Sub-Assets, 199

Substitution Rules, 169

Too1, 208

Table of Contents, 43

Tax Codes, 176

Terms of Payment, 64, 155
Transporting Tax Codes, 176
Trading Partner, 156




Unemployment, 23
UNIX, 17, 19, 39, 40, 87, 88
User Exits, 134, 137, 217, 218

Validation Rules, 169, 172

Value Field, 187

Variant, 48

Vendor, 28, 75, 122, 155—-158, 162, 163, 171, 177, 179, 182,
210, 215

Vendor Master, 155

White Board, 53, 54
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