The Anatomy of a Sales Order

A Developer's Guide to the SAP Sales Order Creation Process



The Sales Order: The Engine of the 02C Process

The Sales Order is the legally binding agreement that initiates the entire logistics and

financial chain. It transforms a customer's request into actionable steps within the

enterprise.
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Editorial Blueprint

Step 1: Defining the Agreement in VAO1

SAP Easy Access - Create Sales Order: Initial Screen — :>

The process begins with the Order
Type (e.g., 'OR' for Standard Order).

Organizational Data

This single field dictates the
Order Type: OR [0 document's behavior and is the
Sales Organization: |AG10 || starting point for all system logic.

Distribution Channel: |10 R

Division: 00 | %

Sales Org / Dist. Channel / Division
- defines the organizational unit
' Identifies the customer. The ¥ Sold-to Party: AGO1 Customer Reference: | PO-248 responsible for the sale.

Q .
[ | Sold-to Party Customer Reference 6]

system allows for a separate , o I
 Sold-to (who pays) and Ship-to 7 Ship-to Party: AGO1

(who receives the
goods), using customer code ~ / ~|5#
'AGO1" in this example.

Crucial for traceability.

This field captures the customer's
Purchase Order number

(e.g., 'PO-248"), linking our
document to theirs.

e
e
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Editorial Blueprint

Step 2: Detailing the Goods and Quantities

" VAO1 item overview

Item Material ©

Description

Order Quantity

10 506 O

Office Chair

18 0

The unique identifier for the
product being sold. In this
case, material ‘506" |

1

\,

_| committed to buying. Here,

The amount the customer has

the order is for 18" units.
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Editorial Blueprint

Step 3: Logistics and Financials at the Item Level

Item Detail: Shipping

Iltem Detail: Conditions

Plant: AG21
Storage Location: AGT1
Shipping Point: 1034

—— The shipping details determine the physical
location from which the inventory will be picked
and dispatched.

Price (PROO): 25 EUR

Internal Price (VPRS): 10 EUR

—— The final price for the customer is determined through
the pricing procedure.

——— The system provides visibility into profitability directly on the
order. The 'VPRS' condition shows the internal cost of the
item (10 EUR), allowing for a real-time profit margin calculation
(25 EUR price - 10 EUR cost = 15 EUR profit per unit).
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Editorial Blueprint

Behind the ‘Order Type': The Document’s DNA

The ‘OR’ selected in VAO1 is not just a label; it's a key to a deep configuration table (VOV8) that defines
the document’s entire lifecycle.

Number Range Assignment Screen Sequence

Sales Document
Type: 'OR’

(T-code: VOV8)

. 5 . ( I
ﬂ%&% Document Category (VBTYP) |

“ The technical identifier for the

' business process.
L9

Default Billing Type

Delivery Type Proposal
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Editorial Blueprint

How Each Line Item Behaves: The Item Category

While the Sales Document Type governs the entire document, the Item Category (configured in VOV7)

defines the rules for each specific line item.

Sales Doc Type
(OR) L

ltem Category Group

(from Material Master)

Schedule Line Allowed? (Yes)

Determines Item
Category (‘TAN’)

Pricing Relevant? (Yes)

Item Category:
‘TAN'’

Billing Relevance? (Delivery-related)
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Editorial Blueprint
The Source of Truth for Your Code: The Document Category

1 o W
| 7/ /
/ | f‘f
Configuration (VOV8) Transaction (VAO1) Database (Table VBAK)
Sales Document Type ‘OR’ is A user creates a new sales The system saves the new
configured with Document document using Order document, writing the value ‘C’
Category = ‘C’' (Order). Type ‘OR'. intothe "VBTYP  field in
table VBAK.
Key Insight: The "VETYP' field in the VBAK table is the system’s unambiguous identifier for the

document’s business purpose. It is set by configuration, not user input, making it the most reliable
field for technical validation.
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Before You Code: Always Validate the VBTYP

A requirement states: “Add a check when a Sales Order is saved.”
But what is a “Sales Order” to the system? An Inquiry, a Quotation, and a Return Order all
live in the same table (VBAKK) and can be created via similar transactions.

The Wrong Way

H—sy—tcode——VAB1—

ENDIF.

This is unreliable. The transaction code does not
guarantee the document’s business purpose. A
Return Order (‘RE’) might also be created here.

The Right Way

]

SELECT SINGLE vbtyp FROM vbak INTO @lv_vbtyp |
INTO @lv_vbtyp
WHERE vbeln = @ls_order-vbeln.

IF lv_vbtyp = 'C'.
"Logic for a Standard Order"
ENDIF.

This is robust. By checking 'VBTYP', you are
validating the document'’s configured purpose,
ensuring your code only runs for true sales orders.
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The Ripple Effect: How VBTYP Drives the Process

The delivery creation process (VLO1N) is designed

—_— @ to look for preceding documents with "VBTYP = 'C".

Sales Order Outbound Delivery
"VBAK.VBTYP = 'C'

Al
A different "VBTYP" value triggers a
S >
completely different logistics process 5 _)@
(e.g., goods receipt).

Return Order Return Delivery
"VBAK.VBTYP = 'H'
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Summary: The Sales Order Unpacked

j&(—) @% </}>

O->08
The Process The Configuration The Code
The Sales Order (VAO1) is the Sales Document Types (VOV8) For developers, the "VBAK-
functional and legal trigger and Item Categories (VOV7) VBTYP' field is the single source
for the entire Order-to-Cash serve as the master blueprint, of truth for a document's
chain of events. defining the document’s business purpose. Always
behavior and data from header validate it to ensure your logic

to item. IS precise and robust.
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