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2 Assignment of number ranges

In this chapter, we will look at the various options for merging the num-
ber ranges of the customer, vendor and business partner objects/roles
in a synchronization (Section 7.3.1). The number ranges of the individ-
ual objects must be set up and the account groups must be monitored.

I will show you the parameters to be set in Customizing for the following
number range constellations:

» Business partner, customer and vendor have the same number,

» Business partner and customer have the same number—vendor
has a different number

» Business partner and vendor have the same number—customer
has a different number,

» Business partner, customer and vendor each have their own number.

2.1 Business Partner/Customer/Vendor—identical number

First, let's consider the case where all three objects (customer, vendor, and
business partner) are assigned the same number according to Figure 2.1, in
our example the “200000”. To do this, Number Ranges and Account Groups
must be defined accordingly.

Business Partner Categorie
»Organization”

Inter Ltd. Business Partner number 200000
Inter Ltd. Customer number 200000
Inter Ltd. Vendor number 200000

Figure 2.1: Identical numbers BP/customer/vendor

This constellation is useful, for example, if you create the master data com-
pletely from scratch in a Greenfield approach (see Section 7.4) and there
are no specifications from the user departments for numbers to be trans-
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ASSIGNMENT OF NUMBER RANGES

ferred. As a result, all three objects (business partner, role customer and
role vendor) have an identical number and can be assigned to each other
more quickly in evaluations.

21.1 Customers (Accounts Receivable)

First of all, a new account group has to be created and defined via FINANCIAL
ACCOUNTING * AccouNTs RECEIVABLE AND ACCOUNTS PAYABLE * CUSTOMER ACCOUNTS
* MasTER DATA * PREPARATION FOR CREATING CusTOMER MASTER DATA ¢ DEFINE Ac-
counT Groups WiTH ScrReeN LavouT (CusToMeRs) (see Figure 2.2 und Figure 2.3).

Figure 2.2: New customer account group “ZBPC”

Figure 2.3: Characteristic of customer account group “ZBPC”
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ASSIGNMENT OF NUMBER RANGES

Subsequently, a new number range, as shown in Figure 2.4, with external
number assignment has to be defined under, FiNancIAL ACCOUNTING * Ac-
COUNTS RECEIVABLE AND ACCOUNTS PAYABLE * CUSTOMER ACCOUNTS * MASTER DATA
* PREPARATION FOR CREATING CUSTOMER MASTER DATA ¢ CREATE NUMBER RANGES
For CosTuMmER AccounTs. Please make sure that this number range is not
already assigned to vendors and business partners.

Figure 2.4: Number range for new customer account group

Finally, the new number range is assigned to the new customer account
group. The assignment is made via, FINANCIAL ACCOUNTING * AccounTs RECEI-
VABLE AND ACCOUNTS PAYABLE * CUSTOMER ACCOUNTS * MASTER DATA * PREPARATI-
ON FOR CREATING CusTOMER MASTER DATA * AssiaN NUMBER RANGES To CUSTOMER
Account GRroups (see Figure 2.5).

Figure 2.5: Number range/customer account group assignment

21.2 Vendors (Accounts Payable)

Proceed in the same way for vendors. Here too, a new account group has
to be set up and defined under, FINANCIAL ACCOUNTING * ACCOUNTS RECEIVABLE
AND AccounTs PAYaBLE ¢ VENDOR AcCOUNTS ¢ MASTER DATA ¢ PREPARATION FOR
CREATING VENDOR MASTER DATA * DEFINE ACCOUNT GROUPS WITH SCREEN LAYOUT
(VenDOR) (see Figure 2.6 and Figure 2.7).
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ASSIGNMENT OF NUMBER RANGES

Figure 2.6: New vendor account group “ZBPV”

Figure 2.7: Characteristic of vendor account group “ZBPV”

Subsequently, you also create a new number range with external number
assignment under, FINANCIAL ACCOUNTING * ACCOUNTS RECEIVABLE AND ACCOUNTS
PavyaBLE * VENDOR ACCOUNTS * MASTER DATA * PREPARATION FOR CREATING VENDOR
MasTeR Data ¢« CReaTE NumBER RANGES FOR VENDOR AccounTs, which corre-
sponds to that of the customer as shown in Figure 2.8.
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ASSIGNMENT OF NUMBER RANGES

Figure 2.8: Number range for new vendor account group

This number range is now again assigned to the new vendor account group
via, FINANCIAL ACCOUNTING * ACCOUNTS RECEIVABLE AND ACCOUNTS PAYABLE * VEN-
DOR ACCOUNTS * MASTER DATA * PREPARATION FOR CREATING VENDOR MASTER DATA
* AssigN NumBER RANGEs To VENDOR AccouNT GRoups (see Figure 2.9).

Figure 2.9: Assignment of number range to vendor account group

2.1.3 Business Partner

As a further step, a new number range is also set up in Customizing for
the SAP Business Partner, this time with internal number assignment. This
number range is then assigned to a new grouping that has also been creat-
ed. This is done as shown in Figure 2.10 in Customizing under, CrRoss-Ap-
PLICATION COMPONENTS * SAP BusiNEss PARTNER ¢ BusiNEss PARTNER ¢ Basic
SETTINGS * NUMBER RANGES AND GROUPINGS * DEFINE NUMBER RANGES and under
CRross-ArPLICATION CoMPONENTS * SAP BusiNEss PARTNER ¢ BUSINESS PARTNER
* Basic SETTINGS * NUMBER RANGES AND GROUPINGS ¢ DEFINE GROUPINGS AND As-
sIGN NUMBER RANGES (see Figure 2.11).
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