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Business Case: Opportunity to Order with SAP Cloud for Customer 

Process Summary 

Scope item 1VP supports to integrate C4C (Customer for Cloud) with S/4HANA Cloud. With this blog, I 

would like to share one of my customer experiences where this scope item was consumed with minor 

modifications to suit the business need. 

As per the standard instructions guide in best practices explorer for this scope item - 

https://rapid.sap.com/bp/scopeitems/1VP  you can replicate business partner information and materials 

from SAP S/4HANA Cloud to SAP Cloud for Customer. Also, you can create or change accounts and 

contacts in SAP Cloud for Customer, which are replicated to the SAP S/4HANA Cloud through a 

synchronous update. 

With S/4HANA Cloud being the master system for master data maintenance, you can leverage this master 

data to create new opportunities and quotes in C4C. While doing so, prices can be calculated in the SAP 

S/4HANA Cloud and sent back to SAP Cloud for Customer in simulation mode first and later as a final 

update. Sales orders in SAP S/4HANA can be created either as a follow-up document from the SAP Cloud 

for Customer opportunity or a sales quote. 

Once the sales order is in SAP S/4HANA system, the sales order ID is sent back to SAP Cloud for 

Customer. In the C4C system, you can check your sales documents for the SAP S/4HANA sales order ID. 

If required, you can open and manage the sales order by accessing the SAP S/4HANA UI from your SAP 

Cloud for Customer system via UI mashup. 

Business Case 

The business case I would like to share in this blog is for a consulting services company that provides data 

life-cycle management solutions and consulting services to the enterprises. As part of their sales portfolio, 

they deal with license sales (processed with sales orders in S/4HANA Cloud) as well as project services 

(consulting services processed with customer projects).   

However, as a pre-requisite, both these processes must go through a Sales quotation approval process, 

within C4C system. Due to absence of integration capability between C4C and S/4HANA Cloud for creation 

of a customer project from a sales quote, a customer project will be created manually (in S4HC) based on 

details available from an approved Quotation (in C4C). 

The challenge with this business case is to model the business partner master data creation. In SAP 

standard business process, the business partner master data is created in S/4HANA Cloud and shared by 

C4C in the creation of Lead, Opportunity and Sales Quotation documents. And subsequently, a Sales order 

can be created from the C4C sales quote in S/4HANA Cloud. However, this standard best practice does 

not fit into their current business model for the customer.  

https://rapid.sap.com/bp/scopeitems/1VP
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Challenge 1: As per the customer business process, the business partners are initially created as ‘Prospect 

Customers’ (Business Role BUP002) in C4C. The ‘Prospect’ customers do not qualify to become ‘Actual’ 

customers until a quotation is approved for this customer with price and delivery date being the decisive 

factors. i.e. the stage at which a customer formally agrees to place an order. 

Another reason the business does not want to initially create a ‘Prospect’ customer in S/4HANA cloud is 

that their conversion rate of Lead / Opportunity to Quotation is not very high. In other words, not many 

‘Prospect’ customers are turned into ‘Actual’ customers who are willing to place orders. 

Challenge 2: There is a technical limitation within S/4HANA Cloud solution to create a business partner 

with role ‘Prospect Customer’ (BUP002), which is otherwise available in an on-Premise environment. 

Challenge 3: The price simulation in a sales quote in C4C requests price calculation from S/4HANA Cloud 

based on standard parameters for price determination i.e. Sales Area / Customer Pricing Procedure / 

Document Pricing Procedure. With absence of business partner in S/4HANA Cloud to determine customer 

pricing procedure, the price simulation is not a feasible task in a Sales quote. 

Challenge 4: The business case also faces a challenge with lack of master data governance in the absence 

of dedicated master data maintenance team. Currently, the marketing or sales team arrives at the initial list 

of prospect customers out of a marketing campaign or a road show. These leads are chased to be converted 

into an opportunity and a finally a Sales quote. 

In such case, the business partner is initially created by marketing or sales team in C4C as a prospect 

customer with very lean details such as customer name, address and contact information. No sales or 

finance related information is added at this point until the prospect customer requests for a sales quote. 

Solution Proposal 

To overcome these challenges, the to-be solution proposal has been offered to create a business partner 

initially in C4C system with two roles ‘BP Role ‘000000’ – Business Partner (General)’ & FLCU01 Customer 

role (NOT in a ‘Prospect’ role).  

The classification of ‘Prospect Customer’ is captured as an identifier in the Customer: General data tab for 

BP role: FLCU01 Customer. The configurable field customer classification (SSCUI 103026) will allow to 

define the identifiers or customer classifications i.e. Prospect and Actual customers. 

The initial business partner creation in C4C with two roles (Business Partner (Gen) & Customer) 

simultaneously creates a copy of the same record as a synchronous update in S/4HANA Cloud. This will 

resolve the issue with price simulation in C4C Sales quote. 

Also, this approach will help to overcome other challenges such as technical limitation with ‘Prospect 

Customer’ (BUP002) in S/4HANA Cloud and master data governance for both systems. The challenge with 

lead/opportunity conversion rate is considered to be a business-driven challenge and not as a solution 
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limitation. Additionally, the master data records that do not get converted from prospect to actual customers 

will go through an archiving process in both the systems. 

The quotation approval in C4C will indicate the business to change the customer classification from 

‘Prospect’ to ‘Actual’ and add the finance role (FLCU00 Customer (Fin.Accounting)) with relevant finance 

information such as Reconciliation Account and remittance bank details. 

 

Below is an overview of the process flow between C4C and S/4HANA Cloud as proposed –  
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