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Sales and Distribution Organization Structure

The Sales and Distribution (SD) Organization structure in SAP is meant to structure an organization according to its sales requirements.  At the University of Tennessee, SD will be used to bill their grant and research sponsors. This activity is split up and processed by campus. 

The primary organizational units in SD are sales area and customers.  A sales area is a combination of sales organization, distribution channel and division.  Customers will be grouped by account group and customer group.

Sales Organization

A sales organization is the highest organization level in SD.  Legally, a sales organization is included in exactly one company code.  You can assign one or more plants to a sales organization.  Within a sales organization, you can define your own master data.  This allows a sales organization to have its own customer and material master data.  A sales organization cannot share any master data with other sales organizations.

Proposal: The University will use only one sales organization - UT

Distribution Channel

Channel through which saleable materials or services reach customers.  Typical distribution channels include wholesale, retail, and direct sales.  You can assign a distribution channel to one or more sales organizations.  You allocate one or more plants to a distribution channel

Proposal: The University will use only distribution channel - 01.

Division

An organizational unit based on responsibility for sales or profits from saleable materials or services.

Proposal: The University will have divisions which represent each campus Budget Entity. This will allow invoices to be grouped by budget entity.  The following is a sample partial list of business areas identified:

	Budget Entity
	Division

	01 – Knoxville
	01

	02 – Space Institute
	02

	03 – UT/MSU
	03

	04 – Chattanooga
	04

	05 – Martin
	05

	06 – Nashville
	06

	07 – Memphis
	07

	08 – Clinical ED Center - Knoxville
	08

	09 – Clinical ED Center - Chattanooga
	09

	10 – Memorial Research Center
	10

	11 – Agricultural Experiment Station
	11

	12 – Agricultural Extension Service
	12

	13 – Institute for Public Service
	13

	14 – Municipal Tech Advisory Service
	14

	15 – County Tech Assist Service
	15

	16 – University Relations
	16

	17 – University Wide Administration
	17

	18 – College of Veterinary Medicine
	18

	20 – Memorial Hospital
	20

	21 – Family Practice - Knoxville
	21

	22 – Family Practice - Chattanooga
	22

	23 – Family Practice - Jackson
	23

	24 – Family Practice - Memphis
	24

	25 – William F. Bowld Hospital
	25

	99 – General University
	99


Account Group (Finance – A/R)

Account group is field that controls how a customer is set up.  It determines the number range to be used when setting up a customer, whether that number range is internally assigned or externally assigned, whether it is a one time account,  and which fields are available for entry or must be entered on creation or change of the customer..

Proposal: The University will use one account group for sponsored activity – SPON.

Customer Group

Customer group is an attribute that is used to group customers.  This information is copied into sales documents at the header and item level. 

Proposal: The University will use customer groups to distinguish the type of Sponsor.  The following list of possible customer groups may change as they are reviewed and updated by the controller’s office:

	Customer Group
	Description

	01 
	Federal

	02
	Private

	03 
	State

	04 
	Local Government

	05 
	Foundations

	06 
	Industry

	07 
	Other University

	08 
	Foreign


Customer

SAP manages customers in Master Data.  You can distinguish between various partner functions for customers (E.G. Sold-To, Ship-To, Payer, Bill-To). 

Proposal: The University will use internally assigned customer numbers in SAP.  The legacy customer number will be carried in the master data of the customer.  The university will not distinguish between sold to and bill to.  The customer entered as the sold to will default as the bill to.  Customer Hierarchies will not be configured.

This document defines a proposed sales and distribution structure for the University within the R/3 system. The sales and distribution structure is established to facilitate the sponsored billing activities at the university.  This proposal was developed after reviewing current billing practices at the university.  
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