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Condition Records
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Special Functions
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The Billing Process
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Special Billing Types

Lesson: Creating Billing Documents in Complaint Processing
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Lesson: Creating Pro Forma and Cash Sales Invoices
Exercise 32: Create a Cash Sales Invoice and Pro Forma Invoice

Data Flow

Lesson: Setting Up the Data Flow for Billing Documents
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Billing Document Creation
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Exercise 34: Create Billing Documents in Different Ways

Types of Settlement

Lesson: Analyzing Invoice Combination and Invoice Split
Exercise 35: Analyze Invoice Combination and Invoice Split
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Lesson: Omnichannel Convergent Billing

Special Business Processes

Lesson: Set Up Billing Plans
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Lesson: Processing Down Payments
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