
Commercial Planning 

Portfolio Planning 

▪ Use SAP S/4HANA pricing conditions as a base to make changes to planned 

list prices. 

▪ Plan the expected quantity and revenue impact caused by the list price 

adjustments. 

 

Sales Planning 

▪ Use FP&A financial targets as a base for global and regional budgets, for both 

revenue and sales deductions. 

▪ Plan sales activities that will impact incremental revenue and sales 

deductions, then analyse the results. 

▪ Adjust total revenue plans and provide commentary for the reasons behind the 

changes. 

▪ Analyse sales performance at a global, regional and customer level with the 

provided dashboard. 



 

 

Marketing Planning 

▪ Use FP&A financial targets as a base for the budget, for both revenue and 

marketing expenses. 

▪ Plan marketing campaigns and related activities, impacting revenue and 

expenses, then analyse the results. 

▪ Adjust total revenue plans directly or using driver adjustments, and comment 

on the reasons behind the changes. 

▪ Analyse product performance at a global, regional and product level with the 

provided dashboard. 



 

 

 



Data Connectivity 

▪ Leverage S/4 HANA master data, actuals, and list prices. 

▪ Leverage planned standard COGS from the Integrated Financial Planning 

content * 

▪ Leverage IBP statistical baseline demand volumes. 

▪ Provide IBP with commercial spend drivers that can be used to generate total 

statistical demand volumes. 

*Prerequisite: Import Integrated Financial Planning for SAP S/4HANA first for COGS 

integration. 

 


