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IntroductionIntroduction
Preparing for a certification exam can feel overwhelming, but with the
right tools, it becomes an opportunity to build confidence, sharpen your
skills, and move one step closer to your goals. At Examzify, we believe
that effective exam preparation isn’t just about memorization, it’s about
understanding the material, identifying knowledge gaps, and building
the test-taking strategies that lead to success.

This guide was designed to help you do exactly that.

Whether you’re preparing for a licensing exam, professional
certification, or entry-level qualification, this book offers structured
practice to reinforce key concepts. You’ll find a wide range of
multiple-choice questions, each followed by clear explanations to help
you understand not just the right answer, but why it’s correct.

The content in this guide is based on real-world exam objectives and
aligned with the types of questions and topics commonly found on
official tests. It’s ideal for learners who want to:

• Practice answering questions under realistic conditions,
• Improve accuracy and speed,
• Review explanations to strengthen weak areas, and
• Approach the exam with greater confidence.

We recommend using this book not as a stand-alone study tool, but
alongside other resources like flashcards, textbooks, or hands-on
training. For best results, we recommend working through each
question, reflecting on the explanation provided, and revisiting the
topics that challenge you most.

Remember: successful test preparation isn’t about getting every question
right the first time, it’s about learning from your mistakes and improving
over time. Stay focused, trust the process, and know that every page you
turn brings you closer to success.

Let’s begin.
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How to Use This GuideHow to Use This Guide
This guide is designed to help you study more effectively and approach
your exam with confidence. Whether you're reviewing for the first time
or doing a final refresh, here’s how to get the most out of your Examzify
study guide:
1. Start with a Diagnostic Review

Skim through the questions to get a sense of what you know and what
you need to focus on. Don’t worry about getting everything right, your
goal is to identify knowledge gaps early.
2. Study in Short, Focused Sessions

Break your study time into manageable blocks (e.g. 30 – 45 minutes).
Review a handful of questions, reflect on the explanations, and take
breaks to retain information better.
3. Learn from the Explanations

After answering a question, always read the explanation, even if you got
it right. It reinforces key points, corrects misunderstandings, and
teaches subtle distinctions between similar answers.
4. Track Your Progress

Use bookmarks or notes (if reading digitally) to mark difficult questions.
Revisit these regularly and track improvements over time.
5. Simulate the Real Exam

Once you're comfortable, try taking a full set of questions without
pausing. Set a timer and simulate test-day conditions to build confidence
and time management skills.
6. Repeat and Review

Don’t just study once, repetition builds retention. Re-attempt questions
after a few days and revisit explanations to reinforce learning.
7. Use Other Tools

Pair this guide with other Examzify tools like flashcards, and digital
practice tests to strengthen your preparation across formats.
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There’s no single right way to study, but consistent, thoughtful effort
always wins. Use this guide flexibly — adapt the tips above to fit your
pace and learning style. You've got this!
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Questions
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1. What should be done immediately after defining a new
sales document type?
A. Assign it to the appropriate sales area
B. Define an incompletion procedure for it
C. Test it in a quality assurance environment
D. Create condition records associated with it

2. What object needs to be maintained in customizing to
allow condition maintenance for freight costs based on
various criteria?
A. Condition table
B. Access sequence
C. Pricing procedure
D. Condition type

3. Which option allows for integrating a discount based on
customer hierarchies in pricing strategy?
A. Implementing a pricing procedure without conditions
B. Setting the hierarchy flag within the condition record for the

main node
C. Assigning condition types multiple times in the pricing

procedure
D. Utilizing fixed discount rates for each customer level

4. What is used to determine the item category for general
value contracts?
A. Item category group
B. Value contract material
C. No need to determine item categories
D. Item usage VCTR

5. For condition type K029, which of the following functions
is needed for weight accumulation?
A. Structure condition
B. Condition supplements
C. Group condition
D. Scale bases
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6. To ensure that only the best sales discount condition is
active in a sales order, what must be maintained?
A. Condition exclusions
B. New condition records
C. Manual adjustment of discounts
D. Hierarchy access implementation

7. Which of the following elements can directly influence
whether an availability check will perform?
A. The schedule line category in the sales document
B. The item category in the delivery document
C. The check group in the material master
D. The item category in the sales document

8. How do the condition type and condition records of rebate
agreements differ from those of standard discounts?
A. Possibility to maintain scales
B. Usage of different calculation types
C. Usage of different condition class
D. Possibility to maintain accrual rate within control records

9. Which of the following is correct about free goods
configuration?
A. The free goods procedure is assigned directly to the sales

document type
B. The item category usage FREE is used for the main item

category
C. The costs forwarding to accounting is controlled by

calculation rules
D. The item category usage FREE applies to sub items
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10. Which configuration setting is a prerequisite to ensure
the explosion of a bill of material in the sales document?
A. The schedule line category of the main item must allow the

explosion of the bill of material
B. The item category of the main item must have the correct

settings to allow explosions of the bill of material
C. For the subitem components of the bill of material, a suitable

item category must be determined using the item usage: BOM
D. All of the above
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Answers
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1. A
2. A
3. B
4. D
5. D
6. A
7. A
8. A
9. A
10. B

Sample study guide, visit https://sap-salesanddistributioncertification.examzify.com
for the full version with hundreds of practice questions 11

SA
M

PLE



Explanations
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1. What should be done immediately after defining a new
sales document type?
A. Assign it to the appropriate sales area
B. Define an incompletion procedure for it
C. Test it in a quality assurance environment
D. Create condition records associated with it

After defining a new sales document type, the next critical step is to assign it to the
appropriate sales area. This is essential because the sales area is a key organizational
unit in the SAP Sales and Distribution module, comprising the combination of sales
organization, distribution channel, and division. By associating the new sales document
type with the relevant sales area, you ensure that the document can be utilized effectively
within the system and is aligned with the business processes applicable to that sales
area.  Assigning the document type to the correct sales area ensures that it inherits the
relevant settings and parameters, such as pricing procedures, customer master data, and
distribution strategies. This linkage facilitates the streamlined processing of sales
transactions and ensures compliance with the specific requirements of different sales
areas.  While defining an incompletion procedure, testing it in a quality assurance
environment, and creating condition records are also important steps in managing and
utilizing the new sales document type, they typically come after establishing the
necessary organizational relationships through sales area assignment. These steps focus
on refining processes and ensuring system quality, but without the initial assignment,
the document would be ineffective in its potential context.

2. What object needs to be maintained in customizing to
allow condition maintenance for freight costs based on
various criteria?
A. Condition table
B. Access sequence
C. Pricing procedure
D. Condition type

To enable condition maintenance for freight costs based on various criteria, it is
essential to maintain a condition table. The condition table plays a fundamental role as it
defines the specific field combinations that can be used when determining pricing
conditions. This table acts as a storage structure for the different condition records that
can be assigned and later accessed during pricing determination in sales transactions. 
Condition tables can include various fields such as customer, material, document pricing
date, shipping point, and others. By configuring the condition tables appropriately, the
system can accurately assess which conditions apply to a given transaction scenario
concerning freight costs. This is critical for companies that need to offer variable
shipping rates based on criteria like destination, order quantity, or customer type.  While
access sequences, pricing procedures, and condition types are also integral components
of the pricing mechanism in SAP Sales and Distribution, they rely on the existence of
condition tables to function properly. The access sequence determines the order in which
condition types are searched for a particular pricing condition, the pricing procedure
defines the overall structure of how pricing is calculated for a sales document, and
condition types represent specific categories of pricing elements (such as discounts or
surcharges). However, the foundational step of defining how the system retrieves and
applies these conditions begins with the condition tables.
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3. Which option allows for integrating a discount based on
customer hierarchies in pricing strategy?
A. Implementing a pricing procedure without conditions
B. Setting the hierarchy flag within the condition record for the

main node
C. Assigning condition types multiple times in the pricing

procedure
D. Utilizing fixed discount rates for each customer level

Integrating a discount based on customer hierarchies in a pricing strategy is effectively
achieved by setting the hierarchy flag within the condition record for the main node. This
approach allows the system to apply pricing conditions based on customer groupings,
where discounts can be customized according to the customer's position within a defined
hierarchy.  When the hierarchy flag is activated, it enables the pricing engine to
recognize that the condition record should apply not just to individual customers, but
also to all customers that fall under that specific hierarchy. This facilitates a more
flexible pricing strategy that can automatically adjust discounts based on strategic
relationships with customer groups or segments, ensuring that pricing can be tailored to
meet broader business objectives.  The other options do not provide the same level of
flexibility or interconnectedness with customer hierarchies. For instance, implementing a
pricing procedure without conditions lacks the necessary structure to apply any discount,
thereby negating the possibility of hierarchy-based pricing. Similarly, assigning condition
types multiple times in the pricing procedure could lead to confusion and redundancy
rather than effective use of customer hierarchies. Utilizing fixed discount rates for each
customer level might simplify the pricing process for individual customers but misses the
nuances and strategic benefits of feeding into a hierarchical structure.

4. What is used to determine the item category for general
value contracts?
A. Item category group
B. Value contract material
C. No need to determine item categories
D. Item usage VCTR

The determination of the item category for general value contracts in SAP is primarily
done using the item usage, specifically designated as "VCTR." This means that the system
identifies the appropriate item category based on the specific characteristics of the
contract and how it is intended to be used.   In the context of value contracts, the item
usage determines whether the item is treated as a contract item that accumulates value
over time rather than just a standard sales item. Utilizing this distinct item usage allows
the SAP system to apply the correct pricing and delivery rules specific to value contracts. 
While the item category group, value contract material, and other settings do play a role
in configuring contracts, they do not directly dictate the item category in the way that
the item usage does for general value contracts. This makes "VCTR" particularly
essential, as it tailors the processes around the unique aspects of these contracts,
ensuring accurate and effective contract management.
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5. For condition type K029, which of the following functions
is needed for weight accumulation?
A. Structure condition
B. Condition supplements
C. Group condition
D. Scale bases

The function needed for weight accumulation in relation to condition type K029 is
primarily associated with scale bases. Scale bases serve as the foundational element that
allows for the calculation of condition amounts based on specific weight ranges or
quantities. When dealing with weight-based pricing, it is crucial to have defined scales
that correspond to different weight intervals, enabling the system to determine
applicable prices according to the weight of the merchandise.  In the context of K029,
which might involve scenarios where the pricing is determined by the weight of products,
scale bases provide the necessary support to accumulate weight effectively and calculate
the corresponding condition pricing. Each weight bracket has a precise price associated
with it, thus facilitating an accurate pricing strategy that reflects the actual weights of
the items.  The other functions listed have different roles in the pricing process.
Structure conditions refer to the setup of various pricing elements, condition
supplements typically act as additional pricing mechanisms to enhance or modify
existing prices, while group conditions allow for the grouping of multiple condition types
related to similar attributes but do not specifically focus on weight accumulation.
Therefore, scale bases are critical for enabling the correct functionality of weight-based
condition types like K029.

6. To ensure that only the best sales discount condition is
active in a sales order, what must be maintained?
A. Condition exclusions
B. New condition records
C. Manual adjustment of discounts
D. Hierarchy access implementation

Condition exclusions are crucial in SAP Sales and Distribution when the goal is to ensure
that only the most favorable sales discount condition is applied in a sales order. This
mechanism allows you to set specific conditions that can exclude certain discount types
from being considered if a more advantageous one exists.   By using condition exclusions,
you can prevent the system from applying multiple discounts that could otherwise stack
or create unintended reductions in the sales price. This ensures clarity and accuracy in
pricing, which is essential for profitability and customer satisfaction. When condition
exclusions are properly maintained, they effectively create a hierarchy of conditions
where only the best discount, according to predefined criteria, is activated.  The other
options relate to different aspects of discount management. For instance, maintaining
new condition records is about adding new discounts rather than managing their
application hierarchy. Manual adjustment of discounts involves user intervention, which
is less efficient than using system logic through condition exclusions. Hierarchy access
implementation refers to another way of structuring access to condition records, but it
does not directly resolve conflicts between competing discounts as effectively as
condition exclusions does. Thus, maintaining condition exclusions stands out as the
appropriate approach for ensuring optimal discount application in sales orders.
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7. Which of the following elements can directly influence
whether an availability check will perform?
A. The schedule line category in the sales document
B. The item category in the delivery document
C. The check group in the material master
D. The item category in the sales document

The schedule line category in the sales document plays a crucial role in determining
whether an availability check will be performed during the sales order processing in SAP.
This category outlines how the system should manage the delivery and scheduling of
goods, and it specifically dictates the type of availability check that should be executed. 
When the schedule line category is configured, it defines various parameters such as
whether an availability check is mandatory, optional, or if it should be bypassed entirely.
This element is essential because it ensures that the order processing aligns with
inventory availability, delivery timelines, and production schedules. Therefore, if the
schedule line category is set to require an availability check, the system will
automatically perform this check to confirm stock availability before processing further.  
Understanding the configuration of the schedule line category is vital for ensuring that
sales orders have the correct availability checks applied as per business requirements,
allowing for efficient order processing and inventory management.

8. How do the condition type and condition records of rebate
agreements differ from those of standard discounts?
A. Possibility to maintain scales
B. Usage of different calculation types
C. Usage of different condition class
D. Possibility to maintain accrual rate within control records

The correct choice highlights a key distinction in the functionality of rebate agreements
compared to standard discounts. Rebate agreements are designed with flexibility in how
they can be structured, specifically allowing for scales. Scales enable the definition of
various levels of rebate based on the volume of purchases. This means that as a customer
reaches certain thresholds of purchasing, the rebates can increase in a graduated
manner, which is not a typical feature of standard discounts that usually apply a uniform
rate.   In the context of rebate agreements, maintaining scales allows for a more dynamic
approach to managing customer loyalty and incentivizing larger orders, which is
particularly beneficial in competitive markets where bulk purchases are common.  The
other choices reflect aspects that do not illustrate the fundamental differences between
rebate agreements and standard discounts to the same extent. While different
calculation types and condition classes may describe broader functionalities, they do not
specifically indicate the unique capacity of rebate agreements to maintain scales, which
provides an added layer of complexity and adaptability. Similarly, while accrual rates in
control records can be a feature, they are not exclusively linked to the structural
differences that scales signify between these two types of agreements.
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9. Which of the following is correct about free goods
configuration?
A. The free goods procedure is assigned directly to the sales

document type
B. The item category usage FREE is used for the main item

category
C. The costs forwarding to accounting is controlled by

calculation rules
D. The item category usage FREE applies to sub items

The free goods procedure being assigned directly to the sales document type is indeed a
correct aspect of free goods configuration. In the context of SAP Sales and Distribution,
free goods procedures are designed to manage promotions or offers where certain
quantities of goods are provided without charge when specific conditions are met. When
this procedure is assigned to a particular sales document type, it allows the system to
automatically apply the relevant free goods rules when processing orders under that
document type.  This assignment ensures that whenever a sales order is created with that
particular document type, the free goods procedure is activated accordingly, allowing for
efficient handling of promotions and ensuring that the pricing reflects the free items
appropriately. Proper configuration in this area is critical for ensuring that sales
promotions are executed correctly and that sales reporting accurately reflects the
promotional strategy.  In regards to the other options, the item category usage FREE is
not appropriate for the main item category as the primary function of this categorization
is to indicate an item as a promotional free item, typically associated with sub-items
rather than main items. Costs forwarding to accounting isn't solely controlled by
calculation rules; other aspects, like pricing procedures, also play a role. Finally, while
item category usage FREE refers to promotional items, it typically applies to sub-items,
confirming that the main item
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10. Which configuration setting is a prerequisite to ensure
the explosion of a bill of material in the sales document?
A. The schedule line category of the main item must allow the

explosion of the bill of material
B. The item category of the main item must have the correct

settings to allow explosions of the bill of material
C. For the subitem components of the bill of material, a suitable

item category must be determined using the item usage: BOM
D. All of the above

The correct answer lies in the necessity for the item category of the main item to be
appropriately configured to allow for the explosion of the bill of materials (BOM). When
the bill of materials is "exploded," it means that the components and subcomponents of a
finished product are detailed in the sales document, allowing for a clearer understanding
of what is included in the main item being sold.  For the item category to support the
BOM explosion, it must be set with specific parameters that tell the system how to treat
the components associated with the main item. This includes settings that designate if
the item is a configurable product, allows for subitems, and appropriately manages the
pricing and availability of the components.  When this configuration is correctly set up in
the item category, it enables the system to recognize that the item has a bill of materials
structure behind it, which then allows for correct processing during sales transactions.
This is critical in industries dealing with complex products, where understanding the
configuration of the items is essential for accurate billing and inventory management. 
While the other options may involve components or settings that are also necessary for
BOM handling in a sales document, the specific prerequisite highlighted in the correct
answer focuses on the foundational requirement of the item category serving as the basis
for the entire
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Next StepsNext Steps
Congratulations on reaching the final section of this guide. You've taken
a meaningful step toward passing your certification exam and advancing
your career.

As you continue preparing, remember that consistent practice, review,
and self-reflection are key to success. Make time to revisit difficult
topics, simulate exam conditions, and track your progress along the way.

If you need help, have suggestions, or want to share feedback, we’d love
to hear from you. Reach out to our team at hello@examzify.com.

Or visit your dedicated course page for more study tools and resources:

https://sap-salesanddistributioncertification.examzify.com

We wish you the very best on your exam journey. You've got this!
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