SyWay – L2C – Sales Org/GBU POC
Date & Time: 07/05/2025, 16pm to 17pm CET
Attendees: 
· Project: Alex Bechter, Antonio Gonzalvez, Carl Johann Swart, Francine Palmer, Joana Faria, Julia Smagina, Manuel Miranda, Pauline Lyall
· Corp: Isabella Hamdan, Jean-Philippe Terrasa, Mario Tondo
· CM: Joseph Stecik 
· C&R: Douglas Nelson, Kim Filsinger, Samantha Harris
· SpP: Michael Bolander 

Agenda:
POC to demo options A & B for a decision on KDD0060 - Sales Org per company code (A) vs Sales Org per company code and GBU (B).

Outcome
· Option B - sales organization per company code and GBU - recommended by project team and universally endorsed by business stakeholders

Topics discussed
· Sales Org definition and KDD overview
· Option A and B were detailed including comparison based on segregation of information and user access, reporting and master data attributes per GBU:
· Option A will require more customization / developments. 
· Option B high use of native / standard SAP
· Finance structure is not impacted by the Sales Org definition selection
· Impact on business structure changes reviewed
· Option A no effort in adapting master or transactional data. However all developments that exist to differentiate GBUs need to be changed
· Option B requires effort towards adapting the data to a new GBU (new sales org). All relevant master and transactional data can be identified - no development required
· Customer and Material Master Data requirements:
· Option A: GBU specific data needs to be manually maintained at transactional level
· Option B: GBU specific data can be maintained at record level - simplification
· Project recommendation: option B
· Option A exists in some instances today with lower upfront effort
· Option B best fit for future needs yet requires more upfront effort 



