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How to Determine Whether to Forward or Backward Schedule
This paper is an excerpt from the SAPtips Mastery Level Workshop book for Sales and

Distribution. We sincerely hope that the information included here will help you take the riddle out
of forward/backward schedule determination.
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How to Determine

Whether to Forward or Backward Schedule

To get to another item related screen in the sales order, you can either click on the tab or
choose the drop down on the far right of the tabs and pull down to the screen you wish to
go to. Click the Shipping tab.
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On the Shipping tab, we want to note what shipping point is assigned for this item so we
can create the delivery for this shortly. Some of the other concepts in this screen will be
detailed in the Intermediate Topics section.
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How to Determine

Whether to Forward or Backward Schedule

The last screen we want to touch on at this point is the Conditions tab. The Conditions
tab is where all the pricing for the item is done. The conditions show the over all price
(Net) and the breakdown of how the price was arrived at. For each surcharge, tax, or
discount, there will be a Price Condition. This allows for detailed reporting and visibility
of how net price was calculated. In customizing, conditions and subtotals can be created,
changed, and removed in the over all Pricing Procedure.

At this point, note the information and the fact we have a price. This price will be pulled
into the billing document at the completion of our example.

At this point, save the sales order by choosing the save button = :
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At the time of saving the Sales Document, the system will check certain key fields to
ensure they are filled in. These Incompletion Procedures are created via customization
and are tied to both the Sales Order Type and the Item Category.

& The Incompletion Procedure is the best way to put in fail safe measures to make sure the
data that is required in subsequent processing or reporting is made available in the sales
order.

Click the Save button .
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