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Sap Sd Interview Questions And
Answers

sap sd interview questions and answers

Preparing for an SAP SD (Sales and Distribution) interview can be a daunting task, especially
with the vast array of topics and technical questions that may be asked. Whether you're a
beginner looking to understand basic concepts or an experienced professional aiming to brush
up on advanced topics, having a comprehensive list of SAP SD interview questions and answers
can significantly boost your confidence and improve your chances of success. In this article, we
will explore essential SAP SD interview questions categorized into relevant sections, providing
clear and concise answers to help you prepare effectively.

Understanding SAP SD Module

Before diving into interview questions, it’s crucial to understand what SAP SD (Sales and
Distribution) module entails.

What is SAP SD?

SAP SD (Sales and Distribution) is a core module of SAP ERP responsible for managing all sales
and customer distribution activities. It integrates with other modules like MM (Materials
Management) and FI (Financial Accounting) to facilitate seamless order processing, pricing,
shipping, billing, and customer relationship management.

Key Components of SAP SD

Master Data: Customer master, material master, condition records, and credit management.1.
Sales Support: Activities related to sales forecasting and planning.2.
Sales: Order Management, quotation, and scheduling.3.
Shipping and Transportation: Delivery processing, shipment, and transportation planning.4.
Billing: Invoice generation, credit memos, and debit memos.5.
Sales Information System: Reporting and analysis.6.

Common SAP SD Interview Questions and Answers

Basic Level Questions

What are the key functions of SAP SD?1.

Answer:

SAP SD handles the entire sales and distribution process, including order processing, pricing,
shipping, billing, and customer relationship management. It ensures efficient management of
sales activities, accurate billing, and effective customer service, integrating seamlessly with
other modules like MM and FI for comprehensive enterprise resource planning.

What is a Sales Organization in SAP SD?1.



Answer:

A Sales Organization is an organizational unit responsible for sales activities within a specific
geographical area, product line, or customer segment. It is a key element in the sales structure,
representing a business unit responsible for sales, distribution channels, and division
management.

Explain the difference between a Sales Organization and a Distribution Channel.1.

Answer:

Sales Organization: Represents a sales unit responsible for selling products or services within1.
a specific geographic area or market segment.
Distribution Channel: Refers to the method or channel through which products reach2.
customers, such as retail, wholesale, or direct sales.

What is a Customer Master in SAP SD?1.

Answer:

Customer Master contains all the relevant information about a customer, including general data,
company code data, and sales area data. It is essential for processing sales, deliveries, and
billing activities.

What is an Inquiry and a Quotation in SAP SD?1.

Answer:

Inquiry: A request from a customer for information about products, prices, or availability1.
without any commitment to purchase.
Quotation: An offer to a customer detailing prices, delivery terms, and conditions, which can2.
lead to a sales order if accepted.

Intermediate Level Questions

How are pricing conditions maintained in SAP SD?1.

Answer:

Pricing conditions are maintained using condition records, which specify prices, discounts,
surcharges, taxes, and other relevant charges. These are stored in condition tables and
accessed through access sequences during sales order processing to determine the applicable
prices.

Explain the different types of sales documents in SAP SD.1.

Answer:

Inquiry: Non-committal request for information.1.
Quotation: Formal offer to a customer.2.
Sales Order: Confirmed order from a customer.3.
Delivery: Document that initiates the shipping process.4.
Billing Document: Invoice sent to the customer.5.



© wildcard.lunchbox.io Sap Sd Interview Questions And Answers 3

What is a Shipping Point in SAP SD?1.

Answer:

A Shipping Point is an organizational unit responsible for processing deliveries and shipments. It
is linked to plant and storage locations, determining how and where the goods are shipped
from.

Describe the process of order to cash cycle in SAP SD.1.

Answer:

The Order to Cash cycle involves several sequential steps:

Customer inquiry or quotation1.
Sales order creation2.
Availability check3.
Delivery processing4.
Shipment and transportation5.
Billing and invoicing6.
Payment receipt and account update7.

Advanced Level Questions

How does credit management work in SAP SD?1.

Answer:

Credit management in SAP SD involves defining credit limits for customers and monitoring their
credit exposure during sales order processing. If a customer exceeds the credit limit, the system
can block or restrict further sales activities until the credit issue is resolved, ensuring financial
risk mitigation.

What is the purpose of the Partner Functions in SAP SD?1.

Answer:

Partner functions define roles such as Sold-to Party, Ship-to Party, Bill-to Party, and Payer in
sales documents. They facilitate the assignment of responsibilities and communication channels
between different parties involved in a sales transaction.

Explain the concept of Schedule Line in SAP SD.1.

Answer:

A Schedule Line contains delivery schedule details, including the quantity to be delivered and
the delivery date. It helps in planning and executing deliveries in line with customer
requirements.

How are returns processed in SAP SD?1.

Answer:

Returns are processed through the creation of return orders or credit memos. The process



involves recording the returned goods, updating inventory, and issuing credit to the customer,
often integrated with Quality Management for inspection.

Tips for SAP SD Interview Preparation

Review Master Data Concepts: Customer, Material, Pricing, and Condition records.1.
Understand End-to-End Processes: Order to cash cycle, delivery, billing.2.
Practice Scenario-Based Questions: Be prepared to explain real-life situations.3.
Brush Up on Configuration: Basic settings for sales, shipping, and billing.4.
Stay Updated: Latest SAP SD features and enhancements.5.

Conclusion

Mastering SAP SD interview questions and answers is crucial for demonstrating your expertise
and confidence during the interview process. By understanding core concepts, processes, and
configurations, you can effectively communicate your knowledge and showcase your ability to
handle real-world SAP SD scenarios. Remember to tailor your preparation according to the job
role, and keep practicing to stay ahead in your SAP SD career journey.

If you're preparing for an SAP SD interview, ensure you also explore practical experiences and
real-time project knowledge to complement this theoretical understanding. Good luck!

SAP SD interview questions and answers have become an essential resource for
professionals aspiring to excel in the competitive landscape of SAP consulting. As organizations
increasingly rely on SAP’s Sales and Distribution (SD) module to streamline their sales
processes, understanding the core concepts, technical nuances, and practical applications
becomes crucial for interview success. This comprehensive guide delves into the most common
and challenging SAP SD interview questions, providing detailed explanations and insights to
prepare candidates for various interview scenarios. Understanding SAP SD: An Overview Before
diving into interview questions, it’s essential to grasp what SAP SD entails. SAP SD (Sales and
Distribution) is a vital module within the SAP ERP system that handles all aspects related to
sales processes, including customer order management, pricing, shipping, billing, and credit
management. It integrates seamlessly with other modules like MM (Materials Management), FI
(Financial Accounting), and PP (Production Planning), ensuring a cohesive business operation.
SAP SD is designed to support the entire sales cycle, from inquiry and quotation to order
processing, delivery, and invoicing. Its flexibility and integration capabilities make it a powerful
tool for organizations aiming to optimize their sales operations. Common SAP SD Interview
Questions and Comprehensive Answers 1. What are the main components of SAP SD? Answer:
The SAP SD module primarily comprises several components that facilitate the sales process: -
Master Data: Includes customer master (general, company code, and sales area views),
material master, condition records (pricing), and output master data. - Sales Support: Tools for
generating inquiries, quotations, and proposals. - Sales and Distribution Process: Covers order
management, shipping, billing, and credit management. - Pricing and Conditions: Manages
pricing strategies, discounts, surcharges, and taxes. - Availability Check and Transfer of
Requirements: Ensures product availability and transfers sales requirements to production
planning. - Output Determination: Handles printing and electronic transmission of documents
like invoices and delivery notes. - Credit Management: Monitors customer credit limits to
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mitigate risk. Understanding these components aids in grasping how SAP SD supports end-to-
end sales operations. 2. Explain the organizational structure in SAP SD. Answer: SAP SD’s
organizational structure defines the hierarchy and relationships between different sales units
within a company. The key elements include: - Client: The highest organizational level;
represents a self-contained unit with separate master data. - Sales Organization: Responsible
for distributing goods/services and negotiating sales conditions. - Distribution Channel:
Represents the route through which products reach customers (e.g., wholesale, retail). -
Division: Segments products/services into categories for sales and reporting. - Sales Area:
Combines sales organization, distribution channel, and division; it’s the key element for sales
documents. - Sales Office/Sales Group: Optional subdivisions for regional or departmental sales
management. - Plant: The location from where goods are shipped. - Storage Location: Specific
areas within a plant for inventory storage. The organizational structure in SAP SD is crucial
because it influences data flow, pricing, credit checks, and delivery processes. 3. Describe the
key master data in SAP SD. Answer: Master data forms the backbone of SAP SD operations. The
primary master data types include: - Customer Master: Contains all relevant data about the
customer, divided into three views: - General Data: Customer name, address, contact info. -
Company Code Data: Financial details like reconciliation account. - Sales Area Data: Sales-
specific info such as shipping conditions, payment terms, and sales office. - Material Master:
Details about products/services, including sales data, pricing, and delivery-related info. - Pricing
Condition Records: Store specific pricing details like discounts, surcharges, and taxes. - Output
Master Data: Defines how documents are printed or transmitted electronically (e.g., invoices,
delivery notes). Proper maintenance of master data ensures smooth sales processes, accurate
pricing, and effective customer management. 4. How does the billing process work in SAP SD?
Answer: The billing process in SAP SD follows a structured sequence: 1. Order Processing:
Customer places an order, which is recorded in the sales order. 2. Delivery: Based on the sales
order, a delivery document is created, which involves picking, packing, and shipping. 3. Post
Goods Issue (PGI): Once the goods are shipped, PGI is posted, which reduces inventory and
updates the delivery status. 4. Billing Document Creation: After PGI, a billing document is
generated in SAP, which records the financial transaction. 5. Invoice Posting: The billing
document is posted to Financial Accounting, creating an invoice for the customer. 6. Payment
Processing: The customer pays the invoice, completing the cycle. The billing process ensures
accurate revenue recognition, proper accounting, and efficient financial reporting. 5. What are
the different types of billing documents in SAP SD? Answer: SAP SD supports various billing
document types, each suited for specific scenarios: - F2 (Invoice): Standard billing for
goods/services delivered. - J1 (Intercompany Invoice): Used in intra-group transactions. - G2
(Credit Memo): For credit adjustments or refunds. - RV (Self-billing): Used in specific billing
arrangements. - Pro Forma Invoice: A preliminary invoice provided before actual billing.
Choosing the appropriate billing document type is vital for compliance, reporting, and customer
communication. Technical and Configuration-Focused Questions 6. How do you configure pricing
in SAP SD? Answer: Pricing configuration in SAP SD involves several steps: - Define Condition
Types: Specify different pricing elements like discounts, surcharges, taxes. - Create Condition
Tables: Determine how condition records are stored and accessed. - Assign Condition Types to
Pricing Procedures: Determine the sequence of pricing calculations. - Define Access Sequences:
Specify the order in which SAP searches for condition records. - Create Condition Records: Enter



actual pricing data for specific combinations of customer, material, and date. - Assign Pricing
Procedure: Link the pricing procedure to sales documents like sales orders or deliveries. Proper
configuration ensures flexible, accurate, and dynamic pricing strategies aligned with business
policies. 7. Explain the concept of copy control in SAP SD. Answer: Copy control in SAP SD
defines how data is transferred from one document to another during process steps like sales
order to delivery or delivery to billing. It ensures data consistency and reduces manual entry.
Types of Copy Control: - Sales Document to Delivery: Determines how sales order data is copied
to delivery documents. - Delivery to Billing: Controls how delivery data is transferred to billing
documents. Key parameters include: - Copying Requirements: Conditions under which copying
occurs. - Update Types: How data is transferred or modified during copying. - Field Selection:
Specifies which fields are copied or overwritten. Effective copy control streamlines document
flow and maintains data integrity. 8. What is the significance of the availability check in SAP SD?
Answer: The availability check ensures that products are available for delivery at the requested
date, thus preventing over-promising and under-delivering. It is a critical component of order
management, impacting customer satisfaction. Types of Availability Checks: - Availability Check
with Transfer of Requirements: Checks stock and planned receipts. - ATP (Available to Promise):
Verifies stock availability considering future receipts. - Check against Safety Stock: Ensures
safety stock levels are maintained. Configuration involves setting up scope of check, checking
rules, and scope of date. Properly configured availability checks improve delivery reliability and
optimize inventory management. Practical Insights and Best Practices 9. How do you handle
integration points between SAP SD and other modules? Answer: SAP SD’s integration with other
modules is vital for seamless end-to-end processes. Key integration points include: - MM
(Materials Management): For inventory updates during delivery and goods movement. - FI
(Financial Accounting): For billing postings, credit management, and revenue accounting. - CO
(Controlling): For cost analysis related to sales. - PP (Production Planning): For requirement
transfer during order processing. - QM (Quality Management): For quality inspections linked with
deliveries. Effective integration requires proper configuration of IDOCs, BAPIs, and master data
synchronization, ensuring data consistency across modules. 10. What are common challenges
faced during SAP SD implementation and how do you address them? Answer: Common
challenges include: - Complex Pricing Structures: Addressed by thorough requirements
gathering and detailed configuration. - Master Data Accuracy: Implement data cleansing and
validation processes. - Integration Issues: Use comprehensive testing and real-time data
synchronization. - User Resistance: Conduct training sessions and change management
initiatives. - Customization Needs: Balance between standard SAP functionality and custom
development, avoiding unnecessary complexity. Proactive planning, stakeholder engagement,
and meticulous testing are key to overcoming implementation hurdles. Conclusion SAP SD
interview questions and answers encompass a broad spectrum of topics, from fundamental
concepts and organizational structures to detailed configuration and technical nuances. A
thorough understanding of these areas not only prepares candidates for interviews but also
enhances their practical expertise in managing and optimizing SAP sales and distribution
processes. As SAP continues to evolve with innovations like SAP S/4HANA, staying updated on
best practices and new features remains essential for professionals. Mastery of SAP SD,
combined with strategic problem-solving skills, positions candidates as valuable assets in
organizations striving for sales excellence and operational efficiency. Whether you are a novice
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stepping into SAP SD or an experienced consultant, continuous learning and hands-on
experience are paramount to success in this dynamic field.

Questions & Answers About sap sd interview questions
and answers

N
o

Question Answer

1 What are the key components
of SAP SD module?

The key components of SAP SD (Sales and Distribution)
include Master Data (Customer, Material, Pricing), Sales
Support, Sales, Shipping, Billing, and Foreign Trade.
These components facilitate order to cash processes,
customer management, and logistics integration.

2 How does SAP SD integrate
with other SAP modules?

SAP SD integrates with modules like MM (Materials
Management) for inventory and procurement, FI
(Financial Accounting) for billing and revenue
recognition, PP (Production Planning) for order
management, and WM (Warehouse Management) for
logistics. This integration ensures seamless data flow
across processes.

3 Explain the difference between
a 'Sales Organization' and a
'Distribution Channel' in SAP
SD.

A Sales Organization is an organizational unit
responsible for sales activities in a specific geographic
or organizational area, whereas a Distribution Channel
represents the route through which goods and services
reach the customer (e.g., wholesale, retail). Both are
part of the sales data hierarchy that helps define sales
processes.

4 What is the purpose of
condition techniques in SAP SD
pricing?

Condition techniques are used to determine prices,
surcharges, discounts, and other pricing elements
dynamically during sales order processing. They rely on
condition records, access sequences, and condition
types to calculate accurate and flexible pricing based
on various factors.

5 Can you explain the concept of
'Copy Control' in SAP SD?

Copy Control in SAP SD defines how data is copied from
one document to another, such as from a sales order to
a delivery or billing document. It specifies which data
fields are transferred, ensuring consistency and
reducing manual data entry during document
processing.
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