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Section 1: Integration Solution Blueprint & Landscape Overview

1.1 Strategic Business Context

Aligning Linear Ad Sales and Enterprise Financial Ledger Architectures
Advertising sales platforms are dynamic, operational engines designed to manage
complex campaign lifecycles, volatile spot placements, audience ratings tracking, and

fluid inventory optimizations.

When these systems generate performance billing data in isolation, corporate accounting

teams face significant hurdles:

= Reconciliation Bottlenecks: Manual data manipulation or legacy batch files delay

the identification of billing discrepancies.

= Extended Month-End Closing Cycles: The time required to aggregate, validate,
and verify "As-Run" log executions across multiple regional networks severely

extends the month-end closing calendar.

= Revenue Leakage: Disconnects between linear ad execution systems and
centralized financial tracking increase the risk of untracked airtime delivery or

miscalculated agency commissions.

The objective of this Integration Blueprint is to eliminate this operational chasm by
establishing a seamless, automated bridge that ingests transactional data from
downstream media traffic and airtime sales engines, such as Landmark, directly into the
SAP FI/CO architecture.

By systematically linking front-office ad delivery directly to the core general ledger, an
enterprise can unlock real-time financial transparency, optimize working capital, reduce

manual error rates to zero, and accelerate month-end financial reporting.
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1.2 Media Integration Flow

Data Flow Lifecycle across Ad Sales System, SAP Middleware, and Core FI/CO
To maintain operational stability and absolute data integrity, the system integration utilizes

a highly structured, three-tier data flow architecture.

This multi-layered approach ensures that transactional data from broadcast or streaming
spot placements is progressively sanitized, structured, and aggregated before interacting

with the primary enterprise financial tables.

Stage 2:
I tion Gat /
4 h It dl  (~Centralized SAP FI/CO )
Layer

*Cross-Platform Ad ]

Sales (Campaign/As- *SAP Ingestion «(ACDOCA/Universal

Run Logs) Gateway/Data Journal)

Transformation Layer

Stage 1: .
; % \ Stage 3:
— Front-g;fslfeen?ource Core Ledger Target

= Stage 1: Front-Office Operational Execution (Media Ad Sales System)
The integration lifecycle begins within the native Media Ad Sales interface, where

customer contracts, master deals, and campaign hierarchies are established.

As advertising spots are executed over linear broadcasts or digital platforms, the
ad sales engine compiles the definitive "As-Run" logs. These logs serve as the
operational proof-of-performance data payload, detailing the exact time, daypart,

regional zone, and financial value associated with every delivered spot.
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Stage 2: Midstream Validation & Transformation (SAP Ingestion Gateway)

Raw transactional payloads generated by the ad sales system are transmitted
securely to an intermediary SAP Ingestion Gateway or middleware layer. This tier
acts as a critical technical buffer. It ingests real-time streams or nightly batch files,

shielding the core ERP application database from transactional spikes.

The gateway performs automated structural validation, field-level data cleansing,

localized currency translation, and cross-system master data matching rules.

Stage 3: Core Ledger Financial Posting (Core SAP FI/CO Architecture)
Once the transactional payload is verified by the ingestion gateway, it is pushed

directly into the core SAP FI/CO landscape.

Automated account determination rules route the validated billing lines into the
Accounts Receivable sub-ledger (FI-AR) for master invoice generation, while
simultaneously updating Profitability Analysis segments (CO-PA) for real-time

margin visibility.

The lifecycle concludes with an automated, perfectly balanced entry written directly
to the SAP Universal Journal (ACDOCA), ensuring that recognized revenues,
agency commissions, and deferred accounts are updated instantly, establishing

the clean accounting baseline required by all downstream financial workflows.
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1.3 Structural Systems Mapping

Role of Billing Engines as Financial Ingestion Gateways
A core architectural reality of enterprise media finance is that an ERP financial ledger
cannot and should not natively process thousands of raw, unaggregated broadcast spots

or microscopic streaming spot impressions.

Attempting to post individual spot executions directly to the general ledger would rapidly
degrade database performance and clutter the corporate chart of accounts with irrelevant

operational minutiae.

Therefore, a specialized billing engine is positioned as a strategic financial ingestion
gateway between front-office ad delivery and back-office sub-ledgers. This engine serves

as an advanced functional translation layer responsible for two (2) primary workflows:

1. Transactional Aggregation and Consolidation: The gateway ingests thousands
of granular "As-Run" data fields from the media ad sales platform, validates them
against active client contracts, and aggregates them into high-level, compliant
billing documents. It groups transactions logically by parameters such as Master
Deal ID, Advertiser Code, Agency ID, and target Company Code, transforming

thousands of operational rows into clean, concise financial line items.

2. Automated Financial Control Enforcement: Before any data payload is allowed
to touch the general ledger, the financial ingestion gateway systematically applies
corporate business rules. It dynamically calculates multi-tier client pricing
structures, isolates and applies media-specific localized tax codes, applies specific
agency commission percentage deductions, and routes variances to automated

exception queues.

By utilizing the billing engine as a rigorous financial ingestion gatekeeper, the enterprise
achieves a perfectly decoupled, highly scalable architecture. Front-office media

operations retain the agility required to scale campaign distribution, while corporate
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finance maintains ironclad control over general ledger entry integrity, audit trails, and

financial compliance metrics.

Section 2: Campaign Hierarchy & Controlling Object Alignment

2.1 Operational vs. Financial Objects

Mapping the Traffic Tree to SAP Controlling Segments
The primary challenge when integrating front-office media operations with corporate

finance lies in translating operational vocabulary into structured accounting data objects.

Within the media ad sales system, inventory management and revenue tracking are
organized around an agile operational hierarchy (Traffic Tree). This tree is designed
around media attributes: clients, brands, flight dates, deal structures, campaigns, and

individual spot configurations.

Conversely, the downstream financial ledger processes data using structural boundaries
optimized for legal compliance, margin transparency, and organizational accountability.
To achieve seamless data harmony, a definitive semantic mapping layer must be

established to align these diverse data models.

Front-Office Back-Office

Operational Tree SAP CO Objects
Advertiser/Agency Profile _ Customer Master/Grouping
Master Deal/Product Line _ Profitability Segment (CO-PA)
Campaign ID/Media Vehicle _ WBS Element/Cost Object

To bridge these models systematically, the ingestion gateway maps the operational
attributes of the media traffic tree directly to native SAP Controlling (CO) structures using

three (3) core architectural alignments:
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1.

Advertiser/Agency Entity to SAP Customer Master Integration: At the root
of the operational tree, media deals identify both the originating Advertiser (the
brand paying for the exposure) and the Agency of Record (the firm placing the

buy).

The integration maps these entities directly to unique SAP Customer Master
records. This dual-attribute mapping ensures that sub-ledger accounting (FI-
AR) systematically tracks gross billing at the agency level, while simultaneously
maintaining independent exposure and credit risk records for the individual

advertiser.

Master Deals and Product Lines to SAP Profitability Segments (CO-PA):
In media operations, a Master Deal aggregates multiple upfront, scatter, or
programmatic digital campaigns. To evaluate the true performance of these
commercial blocks, the integration matches these multi-tier media deals to SAP
Profitability Analysis (CO-PA) Characteristics.

By injecting attributes like Media Type (Linear vs. Digital), Regional Network,
Program Genre, and Daypart directly into the profitability segment parameters,
corporate finance can run real-time profit-margin evaluations across specific

programming buckets without altering the core chart of accounts.

Campaign Execution Fields to SAP WBS Elements and Cost Objects:
Individual campaign flights or specialized sponsorship integrations require
precise operational cost tracking alongside revenue recognition. The blueprint
maps these temporary, high-impact campaign hierarchies directly to Internal

Orders or dynamic Work Breakdown Structure (WBS) Elements.

This connection binds the incoming transaction lines to a controlled financial bucket,

ensuring that any related production costs, promotional materials, or custom distribution
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expenses are auto matched against corresponding ad revenue streams for precise

contribution margin reporting.

Through this structural systems alignment, the enterprise protects the operational
flexibility needed by front-office account reps to bundle and scale media inventory.
Simultaneously, it provides corporate accounting with granular, audit-ready data tracking

required to power downstream financial analysis, planning, and compliance frameworks.

2.2 Financial Controls & Cost Containment

Work Breakdown Structure (WBS) Architecture for Complex Media Deals
While high-level market segments provide excellent broad analytics, complex media
contracts—such as multi-platform sports broadcasts, live event sponsorships, or custom

digital influencer packages—demand an independent, granular level of financial tracking.

These high-value deals require the enterprise to monitor localized execution costs
alongside incoming ad revenues. To achieve this control, the integration layer automates
the creation and assignment of SAP Work Breakdown Structure (WBS) Elements (PRPS

tables) directly tied to front-office campaign identifiers:

Multi-Platform Media Deal _— Master WBS Element
. ] Linear Broadcast Spots

Line ltem O1: > (Revenue/Airing)

Line ltem 02: S On-Site Sponsorship

Execution (Production Cost)

The WBS architecture enforces strict cost containment and financial controls through

three operational mechanisms:

= Automated Project Hierarchy Generation: When a multi-tiered campaign is
finalized in the Ad Sales system, the middleware sends a structured lifecycle
message to SAP Project System (PS). This triggers the automated generation of

a Master WBS element for the overall deal, with child WBS elements assigned to
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individual media vehicles or custom promotional elements. This structure allows

the business to isolate financial tracking to a highly specific operational bucket.

Real-Time Revenue and Expense Matching: By routing both inbound "As-Run"
revenue line items and outbound production vendor invoices to the exact same
targeted WBS element, SAP can dynamically evaluate the true margin of a specific
media package. Any internal studio costs, graphic design fees, or celebrity
appearance expenses are auto matched against corresponding ad revenues,

preventing the misallocation of project expenses across broader cost centers.

Budgetary Threshold Enforcement and Alerting: For custom sponsorships that
require dedicated production spend, the WBS element serves as a strict budgetary
guardrail. The system utilizes SAP Availability Control (AVAC) to monitor
commitments and actual expenses against the campaign's approved budget. If
production costs approach or exceed predefined thresholds (e.g., 90% of budget
allocation), the system automatically triggers warning notifications to account
managers or freezes further purchase requisitions, protecting the net profit margin

before the project concludes.
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2.3 Profitability Management Strategy

Routing Master Deals to SAP WBS Elements & Profitability Segments (CO-PA)
Maximizing profitability in a modern media enterprise requires real-time visibility into multi-

dimensional margin performance.

Because advertising inventory is fluid (spanning linear broadcast channels, localized
streaming regions, digital programmatic spaces, and custom sponsorship packages), the
financial architecture must capture and categorize every transaction simultaneously at

both a micro-campaign level and a macro-corporate level.

To execute this strategy without creating manual accounting overhead, the integration
workflow automatically splits inbound billing data into two distinct SAP Controlling
dimensions: operational project tracking via Work Breakdown Structure (WBS) Elements

and corporate profitability tracking via Margin Analysis (CO-PA).

1. Micro-Level Execution: Routing to SAP WBS Elements

For complex client arrangements (such as multi-platform sports sponsorships, custom-
branded content integrations, or multi-week festival campaigns), the operational costs
must be directly tied to the resulting revenue. The billing engine systematically routes
these specific transactional blocks to designated SAP WBS Elements to enforce ironclad

financial controls:

= Cost and Revenue Matching: All internal operational costs (such as graphic
production, studio airtime, on-air talent, and specialized media distribution fees)
are captured directly within the assigned WBS Element. When corresponding ad
revenue is billed, those funds are posted against that same WBS Element, allowing
campaign managers to view an automated, true contribution margin for that

specific project.

= Settlement Automation: Once a media campaign lifecycle concludes, the

balanced financial totals residing within the temporary WBS Element are
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systematically settled to the permanent general ledger and profitability tables,

closing the project loop cleanly for month-end reporting.

2. Macro-Level Strategy: Routing to Profitability Segments (CO-PA)
As transactional data payloads flow into the SAP Universal Journal (ACDOCA), the
integration gateway enriches the data by dynamically assigning standard SAP CO-PA

Characteristics.

This allows finance teams to analyze revenues and profitability margins across complex

media dimensions instantly:

Media Profitability CO-PA Target Strategic
Dimension Characteristic Business Value
Evaluates legacy broadcast
Inventory Type Linear vs. Digital vs. OTT margins against modern

streaming growth channels.
Measures the exact profitability
Programming Vehicle Show/Content Property/Event | of specific network shows or
live sports rights.

Optimizes commercial
Prime Time, Late Night, inventory pricing structures
Daytime based on historical airtime
margin performance.
Analyzes volume-discount
Direct Advertiser vs. Agency efficiencies and tracks net
Group profitability after agency
commissions.

Distribution Daypart

Client Tier
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