


Cloud kicks wants to use salesforce for these tasks.
[image: ]
And then move them to production for release.
[image: ]
Successfully deployed sales cloud at cloud kicks
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The product-specific sales cycle for the business unit.
[image: ]
Wants to dive deeper into CK’s process and pain points.
[image: ]
On the location of the related account.

[image: ]
Opportunity list in collaborative forecasting.
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On sales pipeline changes on a monthly basis.
[image: ]
With microsoft contacts and vice versa.
[image: ]
Defaults set to private for account.
[image: ]
That are tied to accounts they own.
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The admin has already set up a matching rule for leads.
[image: ]
For the account on the opportunity record.
[image: ]
Office and when they are without an internet connection.
[image: ]
And wants to keep account data current.
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Process within the overall business as a whole.
[image: ]
Are getting less attention than deals that are won.
[image: ]
A custom formula field on the opportunity.
[image: ]
Sales reps have yet to enter the data.
[image: ]








On any opportunities created as a result of a campaign.
[image: ]
Hired a consultant to complete the project.
[image: ]
To implement einstein activity capture (eca).
[image: ]
Impacts the number of won sales deals.
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User adoption and data quality in salesforce.
[image: ]
Few sales stages overlap between the three product lines.
[image: ]
Process maps nto will use as its guide.
[image: ]
Marketing initiative to report on success
[image: ]







Reports be shared with the sales team,
[image: ]
1.requesting a detailed roll-up forecast for territories
[image: ]












2.been pursuing contain outdated and missing information.
[image: ]
3.retain visibility of the reports in each folder.
[image: ]
4.and the requirements still need to be defined.
[image: ]
5.list on the account record in real time.
[image: ]


6.activities result in a successful sale.
[image: ]
7.error messages all read unable to lock row.
[image: ]
8.end users get up to speed on the product.
[image: ]
9.has suggested einstein opportunity insights.
[image: ]




10.presenting this information to management.
[image: ]
11.which provides flexibility for sales reps.
[image: ]
Based on the location of the related account.
[image: ]


1.track the sales reps performance against these goals.
[image: ]


2.sales reps determine the right time to contact prospects.
[image: ]
with the same sales rep after territory assignment rules are run.

[image: ]


to start tracking the reasons why opportunties are being lost.
[image: ]


without setting up an Experience Cloud site.
[image: ]








Salesforce lead and contact record data?

[image: ]
Rep after territory assignment rules are run.
[image: ]
The reasons why opportunities are being lost.
[image: ]
Income range between $50,000 and $70,000.
[image: ]
To add this product to any price book.

[image: ]






To track and report on these subscription deals.
[image: ]
Have expresses dissatisfaction about moving to a new platform.
[image: ]
Some of the regional manager roles include multiple users.
[image: ]








The consultant recommends using a developer pro sandbox as an initial step.

[image: ]




Three months ago and wants to gain insight into usage and data quality.
[image: ]
Person accounts have been enabled in its salesforce org.
[image: ]
Managers like to measure the win ratio for all of the sales associates.
[image: ]
Must approve discounts greater than 10%.
[image: ]
Orders to help sales reps process repetitive orders.
[image: ]



Some opportunities appear in the incorrect forecast category.
[image: ]
Who are responsible for those specific accounts?
[image: ]
Bases and compare the month-over-month results.
[image: ]
Better coordinate with the logistics departments to fulfill ordered.
[image: ]
The internet is unavailable on their android and ios mobile devices.
[image: ]





The sales director is requesting a detailed roll-up forecast for territories.
[image: ]
Unable to see a forecast for the current quarter.
[image: ]
Revenue amount that combines all products together.
[image: ]
Much time coordinating meetings with prospective clients.
[image: ]







The adoption of salesforce files and multi-factor authentication.
[image: ]

Which represents contacts that were generated from the website

[image: ]
Lead object is excluded from einstein lead scoring
[image: ]
Hosted website to be reflected in salesforce
[image: ]








User will need to report on the forecast
[image: ]
But their requests are being blocked
[image: ]
They want to justify the cost for future implementation phases
[image: ]
A sales rep at Cloud Kicks must have access to all child Accounts of the Accounts they own. The organization-wide default setting for Account is Private.
[image: ]
The Cloud Kicks marketing team purchased a marketing automation tool and is implementing a lead qualification process. The sales director provided key attributes and
activity history of the ideal lead.
[image: ]






Cloud Kicks (CK) recently completed the first phase Of its Sales Cloud implementation. The consultants are determining which features and functionality should be ncluded in the next 
phase. One factor they are considering is whether any of CK'S 500 sales agents are using a mobile device or a browser to access Salesforce.
[image: ]
Opportunities in the Negotiation/Review stage should appear in the Commit category.
[image: ]
Cloud Kicks is implementing Sales Cloud and has asked a consultant to create an architecture diagram of the system.
[image: ]
Cloud Kicks has a complicated sales process. Sales reps often have difficulty deciding when to move opportunities through various stages.
[image: ]
for every four prospect meetings held, one sale was generated.
[image: ]



but they are receiving an error because the Product is associated to an Opportunity.
[image: ]
Enterprise Territory Management and role hierarchies are used.
[image: ]
Cloud Kicks has 300,000 account records and 16 million invoices in a custom object with a master-detail relationship to the Account. Each account record takes a long time to display.

[image: ]
In these instances, accounts will need to be reassigned to new territories.
[image: ]










A consultant is beginning a new project with Cloud Kicks to implement Collaborative Forecasting.
[image: ]
The team wants to determine the return on investment (ROI) for each industry conference.
[image: ]
control the frequency of their email alerts.
[image: ]
The new record should have the assignee's default record type.
[image: ]






franchise sales division should only be able to set up Business Accounts.
[image: ]
the support agent on their Account team is unable to edit the Account.
[image: ]
users are unable to see each other's accounts.
[image: ]
are missing from UC's Salesforce org because sales reps are unaware of them.
[image: ]
sentiments based on a Google Analytics Survey that was previously sent out.
[image: ]






1.png
Cloud Kicks is launching an outbound sales campaign to identify potential prospects for its new product. The marketing team has
sourced a list of leads for each territory. Cloud Kicks wants to use Salesforce for these tasks:

1. Call center agents call the leads on the list.

2. Agents capture notes from the conversation.

3. Salesforce will automatically present the next lead in the list.

4. Agents should leave a voicemail if the customer Is unavailable.

5. Agents call the customers back who were unavailable.

Cloud Kicks likes to have its supervisors coach the consultants based on the call transcripts.

Which Salesforce product should the consultant recommend?
A. Service Cloud

B. Native CTI Connector

c. Sales Cloud

D.° Sales Engagement




91.png
61 of 65.

Cloud Kicks (CK) has two sales divisions: a franchise sales division and a public sales division. The sales reps for each division have different user profiles. The sales reps for the
franchise sales division should only be able to set up Business Accounts.

What should the consultant recommend to meet this requirement?

A. (O Ask Salesforce Support to disable Person Accounts in CK's org.

B.(D Use sharing rules to share Accounts between franchise and public divisions.
€. Ensure there are a minimum of two Record Types for Person Accounts.
D.@Q) Remove Person Account Record Types from the franchise sales user profile.




92.png
58 of 65. Universal Containers has configured the Account organization-wide default (OWD) sharing as Public Read Only. All customer Accounts are owned by the customer
success manager. When a customer calls support to update their contact information, the support agent on their Account team is unable to edit the Account.

Which approach should a consultant recommend to allow the support agent to edit the Account, while still enforcing the Publ
A. @ The support agent should add themselves to the customer’s Account team to grant Edit permissions.

8.0 The customer success manager should change the owner of the Account to the support agent.

Read Only OWD?

€. The customer success manager should include the support agent on the default Account team with Edit permissions.
D.(O The support agent should contact the customer success manager to update the Account




93.png
51 of 65. Organization-wide default settings for Account is set to Private at Cloud Kicks. Users are unable to see each other's accounts.

When a Salesforce admin assigns User A as the owner of an opportunity related to User B's account, which additional access will User A gain?
A. @) User A will have Read-Write access to the opportunity’s Account and its related contact records.
B. (O User A will have Read-Only access to the opportunity's Account and its related contact records.
C.() User A will have Read, Write, and Delete access to the opportunity’s Account record.

D.( User A will have Read-Write access only to the opportunity's Account record.




94.png
28 of 65. Universal Containers (UC) has an Account Hierarchy of customer Accounts, with parent Accounts representing corporate headquarters and child Accounts
representing franchises. The VP of sales believes that many franchises are missing from UC's Salesforce org because sales reps are unaware of them.

What should the consultant recommend to fill in the missing franchises?
A.Q Use Social Studio to sync business data from social media sites.
B.(D Use a third-party data enrichment tool to populate the External ID.
€. @ Implement a Lightning Data package from the AppExchange.
D.QO Download the Data Quality pack from the AppExchange.




95.png
48 of 65.
Cloud Kicks rolled out Sales Cloud recently. For the next release, the VP of sales has requested a new feature to provide premium service to larger accounts. The VP wants to

display the lifetime spend for each account on the Salesforce account detail page. The VP also wants to display sentiments based on a Google Analytics Survey that was
previously sent out.

Which option should a consultant recommend to meet this requirement?

A.Q Salesforce Connect
8. Salesforce Data Factory
C.@ Einstein Discovery
0. Salesforce Data Pipelines




2.png
A large company is about to undertake its initial Sales Cloud implementation. Different people will create features in multiple sandboxes. The
consultant has recommended using change sets to move customizations to the Full Copy sandbox for testing and then move them to
production for release.

Which two approaches should the consultant recommend to help migrate the customizations from the Full Copy sandbox to production?

Choose 2 answers
A.[ | Use the Add Dependency button when setting up change sets.

B.| B Track manual changes in a spreadsheet.
C. . Use Salesforce DX with Visual Studio to deploy changes.

D.. Leverage cloud-based Git version control to deploy changes.




3.png
A consultant has successfully deployed Sales Cloud at Cloud Kicks.

What is the final step in completing an engagement?
A.° Measure adoption.

B. (", Hand over documentation.

{ i : Perform testing.

D.. ") Deploy solution.




4.png
Universal Containers has four business units, each with a unique sales cycle. Once a prospect is qualified by a business unit, the sales reps
should follow the product-specific sales cycle for the business unit.

Which two actions should a consultant recommend to meet these requirements?

Choose 2 answers
A. . Define Opportunity Teams for each business unit.

B. . Create Opportunity record types for each business unit.
C.| | Implement sales processes that map to each Opportunity record type.
D.[ ") Use Flow Builder to create product-specific sales processes.




5.png
Cloud Kicks (CK) is just kicking off its project. The consultant wants to dive deeper into CK's process and pain points.

Which three approaches should a consultant use to learn about and empathize with the customer?

Choose 3 answers
A.. Leading Workshops

B. Embodying

€2 . Interviewing
D. . Demonstrating
E. Shadowing




6.png
56 of 65. The Universal Containers management team wants to help sales reps determine the right time to contact prospects.

What should the consultant recommend to meet the requirement?

A Enable Email Tracking with reporting and review the activity timeline.

B. Implement Sales Dialer and begin cold calling leads to request availability.

[+ X Create a formula field to determine the prospect’s time zone.

D.o Configure Einstein Lead Scoring to determine the best time to make contact.




7.png
Cloud Kicks (CK) uses Collaborative Forecasts and has a custom currency field, Discount, on Opportunity that allows sales reps to record
when they give a discount on an opportunity. CK just added a new business unit to Salesforce. Managers in the new business unit
report that their forecasts are accurate but they are unable to see the discount amount in the Opportunity List in Collaborative
Forecasting.

What should a consultant do to resolve the issue?
A, Check the field level security for the managers' profile.
B.  Add a new discount field for the new business unit,

L Add the Discount field to the Sales Path for the managers.
D.@Q Use a validation rule to ensure that a discount is entered.




8.png
Universal Containers' sales operations team needs to provide visibility on sales pipeline changes on a monthly basis,

How should the consultant meet this requirement?

A.° Create training on how to use date filters on reports to compare pipeline for different date ranges.
B. Create a custom pipeline date range field and display it on the Forecasting tab.

& Create an Opportunity History report for open pipeline Opportunities in a given date range.

D. Create a sales pipeline dashboard that includes filters for Opportunity date ranges,




9.png
13 of 65. Universal Containers wants to set up Einstein Activity Capture for Microsoft to allow automatic syncing of sales reps’ Person Accounts
with Microsoft contacts and vice versa.

Which consideration should the consultant be aware of?
A.‘ Einstein Activity Capture supports syncing on custom fields.
B. Lightning Sync works in conjunction with Einstein Activity Capture.

C. New Person Accounts should be created in Microsoft and synced to Salesforce.
D. New Person Accounts should be created in Salesforce and synced to Microsoft.




10.png
18 of 65. Cloud Kicks has organization-wide defaults set to Private for Account.

With the rollout of Opportunity Teams, what should a consultant consider?
A, The Opportunity’s Account will be implicitly Read for the team,

B. The Opportunity will be implicitly Write for the team.

C.o‘ Opportunity should be set to Public Read/Write first,

D.. Account should be set to Public Read first.




11.png
24 of 65. Access to opportunities at Cloud Kicks should be restricted. Sales users should only have access to two categories of opportunities:
opportunities they own, and opportunities that are tied to accounts they own.

What are two actions a consultant can take to meet the requirement?

Choose 2 answers
A.| | Set organization-wide defaults for opportunities to Public Read-Only,

B. - Set opportunity access on the role to View All opportunities associated with their accounts.
C. | SetTerritory Management to grant Read access to opportunities owned by others,

D. . Set organization-wide defaults for opportunities to Private.




12.png
27 of 65. The admin at Universal Containers has been getting complaints from sales reps about duplicate Leads within Salesforce. The admin has
already set up a matching rule for Leads.,

What should the consultant recommend to resolve the issue?
A.| | Change the criteria for the standard Contact matching rule.
B. Change the criteria for the standard Lead matching rule.

C.o Confirm the custom matching rule is activated.
D..  Confirm the standard matching rule is inactivated.




13.png
29 of 65. Sales reps want to review pricing on historical contracts when working on new opportunities at Cloud Kicks, Contracts are created from
the Account page, Sales reps need to view all contracts for the Account on the Opportunity record.

What should a consultant implement to meet the requirement?

A.° Use the Related List - Single component to display the Account’s Contracts on the Opportunity Lightning page.
B. Add the Contracts related list to each of the Opportunity page layouts used in the sales record types.

c Build a custom Opportunity lookup field to Contracts with an Account dependency filter and make it editable.
D. Create an object-specific action to create a Contract record from the Opportunity page layouts used by sales.




14.png
33 of 65. The Cloud Kicks team needs to quickly look up contacts, accounts, and opportunities and easily log calls from their mobile phones. Due
to limited coverage in certain geographic areas, the team wants access to customer information while out of the office and when they

are without an internet connection.
Which two steps should the consultant recommend?

Choose 2 answers
A, | Enable Salesforce Inbox.

B. . Enable caching and Offline Edit.
C.| | Enable Mobile SDK.
D. Download the Salesforce mobile app.




15.png
35 of 65. The consultant at Cloud Kicks has noticed that sales data is quickly outdated and wants to keep Account data current.

What should the consultant recommend to maintain current Account information?
A.° Enable Automated Account Fields in Setup.,

B, Build a weekly data update from in-house systems to refresh data in Salesforce,
C. Use third-party data services to update and add records to Salesforce,

D.. Email the contacts and leads to obtain their current information,




16.png
37 of 65. An executive at Cloud Kicks (CK) has asked its admin to create a diagram to show the high level processes within the business. CK
plans to use the diagram to show the context of a new process within the overall business as a whole,
What should the admin create to meet this requirement?
A, Value Stream Map

B.(C Strengths, Weaknesses, Opportunities, Threats (SWOT)
o3 Capability Model

D.‘° Suppliers, Imports, Process, Outputs, Customers (SIPOC)




17.png
39 of 65. The sales managers at Universal Containers (UC) believe that many of the sales reps' deals that are being lost to competitors are
getting less attention than deals that are won,

What should a consultant build so management can assess whether its belief is correct and monitor it going forward?
A.( | Install an AppExchange app for tracking Lead conversion.

B.. | Create formula fields on Opportunity and Activity,

C.° Build a report on Opportunities and Activities.

D. Build a report on Leads and Activities.




18.png
42 of 65. Sales reps at Cloud Kicks (CK) need to see the Opportunity amount with the Account's discount field. CK sales reps are located in
different regions and use different currencies, A consultant creates a custom formula field on the Opportunity,
Which currency will the custom formula use for its value if the opportunity and account records have different currencies?
A, User currency
B.° Opportunity currency
{4 Account currency
D. Corporate currency




19.png
44 of 65. Sales managers at Cloud Kicks have noticed that information in some opportunity reports is incomplete. A consultant has performed an
analysis and determined that opportunity stage reports often lack key information that sales managers expect at each stage because
sales reps have yet to enter the data.

What should the consultant recommend so opportunity stage reports always contain the data managers expect?

A, Configure Path by checking the Key Field Required checkbox.

B, Create an Autolaunched flow to determine if required fields are missing.
c.° Customize Path and create validation rules dependent on stages,

D. Mark the fields as required on the Page layout,




20.png
45 of 65. The Cloud Kicks marketing team wants to view and report in Lightning on any opportunities created as a result of 3 Campaign.

Which two choices should a consultant recommend to meet the requirement?

Choose 2 answers
A, Create a joined report between Opportunity and Campaign to show influence.

B. . Enable Customizable Campaign Influence in Setup.
{ 024 Add the Campaign Influence related list to the Opportunity page layouts.
D.. Use Data Loader to export Opportunity and Campaign Influence and merge the results.




21.png
49 of 65. Northern Trail Outfitters (NTO) wants to expand its use of Salesforce and start tracking orders on accounts. NTO has hired a consultant
to complete the project,

Which two considerations should the consultant take into account when implementing sales orders?

Choose 2 answers
A, Contract Number is a required field on the order page layout,

B.| | Products have to be manually added to a cloned order.
c.' Organization-Wide defaults must be set to Controlled by Parent.
D. @ Order line items can be added or removed after an order is activated.




22.png
53 of 65.

Universal Containers wants to implement Einstein Activity Capture (EAC).

Which two options should the consultant consider when designing the solution?

Choose 2 answers
A, . EAC is a two-way sync for events and contacts.

B.| | EAC events are unable to be synched with contacts and leads.
C.. EAC supports emails, events, and contacts,
D.| | EAC adds events to the activity timeline for custom objects.




23.png
57 of 65. Universal Containers recently implemented Sales Cloud. Stakeholders want insights into how logging interactions with customers
impacts the number of won sales deals.

Which report should the consultant create to meet the requirement?
A, Closed Won Opportunities by the sales team

B. Closed Won Opportunities by Account

C‘o Closed Won Opportunities with Activities

D. Closed Won Opportunities with Recommendations




24.png
61 of 65. Cloud Kicks has a requirement to measure end user adoption and data quality in Salesforce.

Which solution should the consultant recommend?
A, Tableau custom dashboard

B.° Adoption & Data Quality Dashboards Pack
{3 Salesforce Surveys

D. Einstein Conversation Insights




25.png
62 of 65. Sales stages are shared between sales methodologies at Cloud Kicks, There are three product lines with unique sales methodologies. A
few sales stages overlap between the three product lines,

Which two recommendations should the consultant make?

Choose 2 answers
A‘. One set of opportunity stages

B. One record type
C.. Three record types
D.[ | Three sets of opportunity stages




26.png
19 of 65. Northern Trails Outfitters (NTO) is ready to start the next phase of its Salesforce implementation. A consultant recommends using
Universal Process Notation (UPN) to document the business process maps NTO will use as its guide.

As NTO maps out its processes, which two key principals of UPN should the team keep in mind?

Choose 2 answers
A, Attach supporting information at the detail level.

B. . Keep version control and change history at the diagram level.
C.. Limit the number of activity boxes on the screen to 8 to 10.
D.|  Use symbols of different colors, arrows, and swim lanes for clarity.




27.png
24 0f 65. Cloud Kicks needs to implement a group of Campaigns that are related to a specific marketing initiative to
report on success.

What should a consultant recommend to meet the requirement?
A.(Q) Create a custom Campaign Group object.

B.() Use a Marketing dashboard from the AppExchange.

C.() Create a custom Campaign Purpose field.

D.() Use the existing Parent Campaign field.





28.png
57 of 65. The sales team at Cloud Kicks has roughly 100 members. The sales director has requested that newly
created reports be shared with the sales team.

How should the consultant efficiently share thes

reports?
A.() Create a Report folder, add members to a Private Group, and share the Report folder.
B.(Q) Create a Report folder, 2dd members in a specific Role, and share the Report folder.

C.(") Create a Report folder, add members in a specific Profile, and share the Report fold

D.(") Create a Report folder, add members in a specific Queue, and share the Report folder.

] Mark this item for later review.
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13 of 65. Cloud Kicks is implementing Territory Management for its retail sales unit. The sales director is requesting a
detailed roll-up forecast for territories.

Which two recommendations should the consultant make?

Choose 2 answers
A.. Assign a role for each manager in the user role hierarchy.

B. @ Assign a Forecast Manager to each region.
C.[ | Include the Forecast Manager field on the Account page layout.
D.[ | Ensure the Forecast Manager user is forecast-enabled.




30.png
15 of 65. Sales reps at Universal Containers have found that leads they have been pursuing contain outdated and
missing information.

What should a consultant recommend to obtain current lead information?

A.o Use company insights and third-party data services.
Create a Web-to-Lead form to capture required data.
Use Mass Delete to remove leads with invalid data.

D. | Upload Sales Cloud data on a daily basis for more complete information.




31.png
16 of 65.

The Asia Pacific and Japanese sales teams from Cloud Kicks have requested separate report folders for each
region. The VP of sales needs access to both report folders in one place to find reports for all of the regions,
and wants to retain visibility of the reports in each folder.

What should the consultant recommend to meet the requirement?

A. [ Create grouped folders, keeping the top region folder sharing settings and limiting the sharing
~ settings for the grouped folders.
B. () Create all new regional folders and move the reports to those folders with subscribe access.

ol ° Create subfolders and give access to the root folder, keeping the top region folder sharing
settings.
D. Create all new regional folders and move the reports to those folders with viewer access.




32.png
23 of 65. A small company has hired a consultant to plan its Sales Cloud implementation. The company wants to get up
and running with Sales Cloud right away. The deadline has yet to be established, and the requirements still
need to be defined.

‘Which project management methodology should a consultant recommend to ensure the implementation is
successful?

A Six Sigma
B. Waterfall
C.(") Prince2

D.° Agile
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31 of 65. Cloud Kicks (CK) has an external enterprise resource planning (ERP) system that stores product order
information. CK wants to view those orders as a related list on the account record in real time.

Which best practice should the consultant recommend?

A. Create external object product order information in Salesforce, run a nightly batch to get
~ details from ERP, and add the external object as a related list on the Account.

B.( ) Implement Salesforce-to-Salesforce to get real-time product order information, and add it as a
related list on the Account.

C.[ ) Create a Lightning component, and get the real-time product order information from ERP using
REST integration.

D. ° Implement Salesforce Connect and an external object to get real-time product order
information, and add the external object as a related list on the Account.
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52 of 65. Prospects at Cloud Kicks are exposed to many different marketing activities. In most cases, a combination of
several different activities result in a successful sale.

How should the consultant configure Salesforce to track which marketing activities influenced the customer to
make a purchase?

A. Implement Customizable Campaign Influence.

B.o Create a junction object between Campaign and Opportunity.
C.( ) Use Surveys to request the information from the customer.
D. : Make the Primary Campaign Source required.




35.png
46 of 65.

A consultant for Cloud Kicks is migrating data from an on-premise system to Salesforce. The consultant has
imported Account records, and is attempting to import the associated Contacts using Data Loader, but the
import has failed records. The error messages all read UNABLE TO LOCK ROW.

What could be causing these records to fail?

A. [ Updates to child records that have the same parent records are being processed
simultaneously.
B. @ Contact records should be imported in the same data batch as Account records.

C.( ) An Apex Trigger on the Account object is firing on insert and causing the Contact import to fail.
D.( ) The consultant has incorrect permissions to import data using Data Loader.




36.png
58 of 65.

Cloud Kicks has configured Einstein Activity Capture (EAC) for email and is waiting to deploy it. In the
meantime, a consultant is preparing training to help end users get up to speed on the product.

Which two points should the consultant include in the training information?

Choose 2 answers
A.[ ) Users can choose to show emails added via EAC in the Related Lists activities view.

B. Users must connect an email account to Salesforce and agree to terms before they can send
emails in Lightning.
Users can set their Excluded Addresses list which takes priority over the global Excluded
~ Addresses list.
D.' Users can share individual emails or make them private.
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56 of 65. Cloud Kicks' sales productivity is on the decline, while its competitors are more successful. The consultant has
suggested Einstein Opportunity Insights.

Which three insights can this provide?

Choose 3 answers
A.[) Sentiment Analysis

B. C Follow-up Reminders

C. Key Moments

D. g Deal Prediction

E.° Opportunity Representative Score




38.png
28 of 65. A consultant has been tasked with analyzing the way sales reps use Salesforce to work a deal from inception
to close, and then presenting this information to management.

What should the consultant utilize to present the information?
A. (", Sales Architecture Map

B. () Business Process Map

C.( ) System Landscape Diagram

D.o Entity Relationship Diagram




39.png
62 of 65.

Universal Containers (UC) deployed Sales Cloud three months ago to the North American sales teams. One of
the reasons UC selected Sales Cloud is its mobile support which provides flexibility for sales reps.

How should the consultant assure UC's management that Sales Cloud is being successfully adopted on mobile
devices?

A. [, Create a report to show the volume of opportunities created in the last three months compared
to a year ago.

B.Q Create a custom Salesforce report type to show the use of mobile devices by users in the last
three months.

C. (") Leverage Visualforce to show the use of mobile devices by users during the last three months.

D.( ) Track sales results month-over-month for the last three months to show an increase in the
~ average order size.
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31 of 65. Sales managers at Cloud Kicks need to visualize all open opportunities based on the location of the related Account.

Which solution should a consultant recommend?

A ° Using Maps, configure a Data Layer showing open opportunities.

B. Using Tableau CRM, import a data lens with the State and City for all opportunities.

C: Enable Location Services and add the Account Address field to the Opportunity page layout.
D. Create a dashboard that uses a report grouping opportunities by Account.
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7 of 65. Universal Containers compensates its sales team based on their achievement of the company's sales revenue goals. The
sales ops team needs to track the sales reps’ performance against these goals.

How should the consultant meet the requirement?

A. Configure sales quotas and compare quota attainment on the forecast.

B. Build automation to aggregate and report on revenue attainment from the User object.
C. " Construct Opportunity Reports with custom formulas to show attainment.

D.o Configure custom objects and use automation to calculate and store attainment.
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50 of 65. The Universal Containers management team wants to help sales reps determine the right time to contact prospects.

What should the consultant recommend to meet the requirement?

A ° Enable Email Tracking with reporting and review the activity timeline.

B. Configure Einstein Lead Scoring to determine the best time to make contact.
C. Create a formula field to determine the prospect’s time zone.

D. Implement Sales Dialer and begin cold calling leads to request availability.
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43,065, Cloud Kicks (CK) uses Territory Management to assign accounts to sales reps. There are several high-value accounts in New York City that must ahways remain with the same sales rep after teritory assignment rules are run.

What should a consultant recommend CK implement to allow the high-value assignments to remain and allow the rest of the assignments to be made?
A, Custom field on Terrtory

B, Teritory20bjectExclusion object

€. 8 Record-trigoered flow on Account

0. Valdation e on Account

Mark this item for later review.




44.png
46 of 65. Cloud Kicks (CK) has recently lost several large deals to a competitor. CK management wants to start tracking the reasons why opportunties are being lost.

What is the most efficient way for a consultant to meet this requirement?
A Create a new custom field on the Opportunity object.

B.[ ) Create a new custom object to track competitors.

c. Create a Competitor channel in Slack to share insights and stories.
D. @ Create a new record type on the Opportunity object.




45.png
56 of 65. Cloud Kicks wants sales reps to share key documents directly with customers without setting up an Experience Cloud site.

Wwhich Salesforce feature satisfies this requirement?
A, Report Subscriptions

' Email templates

C.. Content Deliveries

D. Chatter links





46.png
20f 65. When emails are synched into Salesforce by Einstein Activity Capture, how are the emails matched to Salesforce Lead and Contact record data?

A, Matching is based on the standard Email field.

BA° Matchi

£ Matching is based on First Name, Last Name and the standard Email fields.
D.. Matching is based on Last Name and the standard Email fields.

is based on standard Email and custom fields with a type of Email.





47.png
430165, Cloud Kicks (CK) uses Territory Management to assign accounts to sales reps. There are seversl high-value accounts in New York City that must always remain with the same sales rep after territory assignment rules are run.

What should a consultant recommend CK implement to allow the high-value assignments to remain and allow the rest of the assignments to be made?
A~ Custom field on Territory

8. Teritory20bjectExclusion object

Q) Record-triggered flow on Account

D, validation rule on Account





48.png
46 0f 65. Cloud Kicks (CK) has recently lost several large deals to a competitor. CK management wants to start tracking the reasons why opportunties are being lost.

What is the most efficient way for a consultant to meet this requirement?
A.[ . Create a new custom field on the Opportunity object.

B. Create a new custom object to track competitors.

€. Create a Competitor channel in Stack to share insights and stories.

D. Q) Create a new record type on the Opportunity cbject.




49.png
40 0f 65. Universal Containers is working to expand its residential business in the U.S. Sales reps are being asked to canvas neighborhoods in their areas, leveraging new door-to-door campaign materials to secure new customers. Internal studies have shown the
most valuable residential customers typically have a household income range between $50,000 and §70,000.
Which solution should the consultant recommend to help sales reps determine the best neighborhoods to canvas?
A.Q) A Maps component plotting non-customers in residential neighborhoods
B.. . APIintegration with Maps to plot existing customers on territory maps
€. Maps with ESRI integration to display high density neighborhoods
D.. Maps using the Demographic Context data source to display income ranges for regions within their territories




50.png
26 of 65. After creating a brand new sneaker Product record for Cioud Kicks, the admin is unable to add this product to any Price Book.

How should the consultant resolve the issue?

A. Add the Product to a price schedule.

B. ° Edit the sharing settings of the Product.

& Delete and re-assign Product object-level permissions.
D. Set a standard active price.




51.png
15 0f 65. Cloud Kicks (CK) sells online subscriptions for its leading Shoe of the Month club. Customers can make a single payment o pay weekly, monthiy, or quarterly. CK wants to use Opportunities to track and report on these subscription deals.

What should a consultant recommend to meet this requirement?
A Enable schedules on the Contract object.

£.Q) Enable schedules on the Opportunity object.

C.. Enable schedules on the Orders object.

D.~ Enable schedules on the Product object.




52.png
20 0f 65. A consultant for Universal Containers Is preparing to migrate the company's legacy CRM to Salesforce. The admin for the previous system is enthusiastic about Salesforce and driving the objectives of the implementation, but end users have expressed
dissatisfaction about moving to a new platform.

What are two ways the consultant can determine and validate their approach with end users?

Choose 2 answers
A, Interview top-level executives to understand the KPIs for end users.

(@ Validate the solution plans and implementation with end users.

[ Conduct a technical review with developers to evaluate solutions designed for end users.

.. Enist the help of a champion to ensure that Salesforce is meeting end user needs.





53.png
48 of 65. Universal Containers wants o implement Callaboratve Forecass in Slesforce. There are mltile levels above the sals reps, including team managers,regional managers, and country VPs.
This structure hes been buit i the role hierarchy. Some ofthe regional manager rles nclude multple users.
How shouid the consultant confgure the way opportuniies ol p through the management structure?
A.Q Cretea forecast hierarchy separate from the role hierarchy.
B." Update the rle hierarchy so each manager ole has one user.
€. Use Assign Manager to select the appropriate role member.
0.~ Adé the sppropriste managers to the Opportunity Team.

Mark this item for later review.




54.png
62 of 65. Universal Containers (UC) has account and contact data it wants to migrate to Salesforce. The data comes from several sources and the data quality is unknown. The consultant
wants to assess the entire data set for quality and duplicates prior to loading it to production without impacting UC's current operations. The consultant recommends using a

Developer Pro sandbox as an initial step.

Which two Salesforce tools could be used to support this approach?

Choose 2 answers
A. @ Import Wizard

B. @ External Ids
C Formulas

D.| | Duplicate Jobs




55.png
63 of 65.  Northern Trail Outfitters launched Salesforce for its EMEA subsidiary three months ago and wants to gain insight into usage and data quality.

Which two options should a consultant recommend to meet this requirement?

Choose 2 answers
A, Create a custom report type using Account > Duplicate Record Set to identify potential duplicates.

B. @ Install the Salesforce Adoption Dashboard from the AppExchange.
C.[ | Download and analyze the Setup Audit Trail to determine number of new records per day.
D.[ | Create a custom report of active users by role and set up a weekly report subscription.




56.png
19 of 65. The Cloud Kicks sales team can create leads for both business and individual customers. Person Accounts have been enabled in its Salesforce org.

Which action should be taken to convert a lead into a Person Account?
A. Populate the Company field with 'Person."
B. Create an Individual Lead Record Type.

C.° Leave the Company field blank.
D. Enable Contacts to Multiple Accounts.




57.png
23 of 65. Universal Containers has implemented Salesforce for all of its sales associates. All sales associates are required to select the win or loss status on every closed Opportunity. Managers
like to measure the win ratio for all of the sales associates.

How should a consultant meet the requirement?

A Ensure that all managers have access to the standard Win/Loss report.

B.( ) Build a custom Lightning component to show the win ratio based on won Opportunities.
C.{Q) Build a custom report on Opportunity with custom summary formulas to show win/loss ratio.
D.. | Create a custom formula field on Opportunity to capture the win ratio for Opportunities.

|| Mark this item for later review.




58.png
240 65. Cloud Kicks sales representatives are allowed to negotiate up to a 5% discount for the Shoe of the Month club. Regional sales managers (RSMs) must approve discounts greater than
5%. Regional vice presidents (RVPs) also must approve discounts greater than 10%.

‘Which two steps should a consultant recommend to satisfy these requirements?

Choose 2 answers
A. (@ Create a two-step Approval Process with the RSM and RVP as approvers.

B.[ | Use Flow to send an approval Task and email to the RSM and RVP.
C. @ Use Flow to automatically submit approvals over a 5% discount.
D.[ | Create two Approval Processes, one with the RSM and one with the RVP.




59.png
29 of 65. The sales director of retail products at Cloud Kicks wants to allow cloning of orders to help sales reps process repetitive orders.

What are two guidelines to consider when cloning an order with products?

Choose 2 answers
A. | Acloned order must be associated with the same contract as the original order.

B. . A new order’s currency or price book will remain the same if the original order has products.
[ o8 ’ The admin will be able to set up which fields can be cloned to a new order.
D. @ A cloned order’s start date must fall between the associated contract’s start and end dates.




60.png
340f 65. After completing a successful Sales Cloud rollout to a new business unit at Universal Containers, sales forecasting within Salesforce is inaccurate. Upon closer inspection, some
opportunities appear in the incorrect forecast category.

How should a consultant troubleshoot this issue efficiently?

A Make the Forecast Category a required field on relevant Opportunity page layouts.
B. Create a report to determine the number of opportunities in each forecast category.
-8 Write a conditional validation rule on the Forecast Category field.

D.° Verify the Stage to Forecast Category Mappings on the Opportunity object.




61.png
42 0f 65. Pre-defined groups of sales reps work collaboratively on Accounts in the Cloud Kicks (CK) sales model. Each group is also responsible for specific Accounts. CK has organization-wide
default access set to Public Read/Write for Accounts. CK discovered this caused issues with data quality where reps edited Accounts outside their scope of responsibility. CK wants to

allow reps to view any Account, but restrict editing to only reps who are responsible for those specific Accounts.

Which two steps should a consultant recommend to allow reps to continue to collaborate while eliminating incorrect edits?

Choose 2 answers
A. Change Account organization-wide defaults to Private.

B.[ | Create an Account sharing rule to grant Read/Write access to all Accounts.
c . Enable Account Teams to allow owners to grant Read/Write access.
D.@@ Change Account organization-wide defaults to Public/Read-Only.




62.png
45 of 65.  Cloud Kicks is concerned that the sales team is taking longer to close opportunities in comparison to the same time last year. The VP of sales wants to determine the number of closed
deals on a monthly basis and compare the month-over-month results.

Which two actions should the consultant take to meet the requirement?

Choose 2 answers
A Create a dashboard component and schedule the dashboard to refresh monthly.

B. | Schedule a reporting snapshot of the Opportunity History object to run monthly.
(o8 . Schedule a reporting snapshot of the Opportunity object to run monthly.
D.. Create a report based on the Opportunity reporting snapshot.




63.png
59 of 65. Cloud Kicks (CK) has recently implemented Sales Cloud. CK wants to be able to forecast the number of shoes it sells to better coordinate with the logistics department to fulfill orders.

Which three options should a consultant recommend CK implement to accomplish this?

Choose 3 answers
A.[ | Collaborative Forecasts

B. @ A custom field
C.[| Forecast Types

D. Opportunity Quantity
E. @ Product Revenue Schedules

O Mark this item for later review.




64.png
64 0of 65. The Cloud Kicks sales team needs to utilize the Salesforce mobile app feature to view, create, or update opportunities, but the internet is unavailable on their Android and iOS mobile
devices.

Which two actions should the consultant recommend to work around the issue?

Choose 2 answers
A.[ | Enable the system permission to store offline data in Salesforce.

8. Enable the connect offline feature in Salesforce.
C.[ | Enable Offline Access and Offline Edit in Salesforce.
D.@g Enable caching in Salesforce.

Mark this item for later review.




65.png
20 of 65. Cloud Kicks is implementing Territory Management for its retail sales unit. The sales director is requesting a detailed roll-up forecast for territories.

Which two recommendations should the consultant make?

Choose 2 answers
A. | Include the Forecast Manager field on the Account page layout.

B. ° Assign a role for each manager in the user role hierarchy.
C. Assign a Forecast Manager to each region.

D. Ensure the Forecast Manager user is forecast-enabled.




66.png
32 of 65. A sales manager for one of Cloud Kicks' sales territories is unable to see a forecast for the current quarter.

How should the consultant resolve this issue?

Al Configure the date filter on the forecast and assign it to the sales manager.
B. Select the correct forecast on the sales manager's user record.

G ° Set the sales manager as the Forecast Manager for this territory.

D. Add the sales manager to the Forecasting public group.

D Mark this item for later review.




67.png
51 0f 65. Cloud Kicks (CK) sells Formal and Athletic footwear lines. CK is using Product Families on Products to associate each product to its corresponding line. CK currently forecasts an Expected
Revenue amount that combines all products together.

A consultant is assessing how CK can divide its forecasts by footwear line.

Which solution should the consultant recommend to improve CK's forecasts?

A.( ) Configure a new Forecast Type on Opportunity grouped by Product Family.

B.. | Make separate stages and sales processes for each Product Family.

C. Use Flow to populate custom Formal and Athletic currency totals, then forecast by these fields.
D.Q) Configure a new Forecast Type on Opportunity Product grouped by Product Family.




68.png
61 of 65. Sales reps at Cloud Kicks are spending too much time coordinating meetings with prospective clients.

Which solution should a consultant recommend to schedule meetings more efficiently?
A. ° Utilize the Insert Availability feature in Salesforce Inbox.

B. Ask clients to share their Outlook calendars.

C Share the sales reps’ Salesforce calendar with clients.

D. Create a site that clients can access to schedule meetings.

D Mark this item for later review.




69.png
44 of 65. The admin at Cloud Kicks needs to understand the adoption of Salesforce Files and multi-factor authentication.

What should a consultant recommend to analyze adoption?

A. ° Run the Salesforce Optimizer.

B. | Review the Setup Audit Trail.

C.. " Create a report for the Login History object.
D. . Open the Lightning Usage App.

O Mark this item for later review.




70.png
Cloud Kicks has created an integration from its consumer website's Contact form to Salesforce. The integration creates a Contact in Salesforce for each form submission without
storing it in the external system. The Contact is created on an Account named "Website" which represents Contacts that were generated from the website.

The integration has been in use for a while, and users are reporting slow performance when dealing with Contacts in Salesforce.

What should a consultant recommend to improve performance?
A.( | Use Opportunities instead of Contacts.

B. | Use Contacts as external objects.

C.@ Use Salesforce Connect.

D.( | Use multiple Accounts to store the related records.




71.png
The sales director at Universal Containers wants to ensure that a custom field on the Lead object is excluded from Einstein Lead Scoring.

How should the consultant meet the requirement?

A. [ | Clear the custom field's values on all records.
B. ° Omit the custom field from the scoring model.

| o Exclude the custom field from all page layouts.
D.( | Make the custom field Read-Only on all profiles.




72.png
Cloud Kicks (CK) recently started using Sales Cloud and hosts its business website outside of Salesforce.
the leads captured in CK's self-hosted website to be reflected in Salesforce.

What should the consultant recommend?

A. @ Implement Web-to-Lead to create leads in Salesforce from the CK website.

B.
[+
D.

Implement a third-party application from the AppExchange to create new leads in Salesforce.

Implement an hourly batch integration from the CK website to Salesforce.

. Implement a custom REST API to integrate the CK website and Salesforce.

. On its website, CK has a lead generation web page. The VP of sales wants




73.png
A sales manager at Universal Containers wants to give a sales operations user access to the team's forecast. The sales manager is the forecast manager. The sales operations user
will need to report on the forecast.

How can the sales operations user get access to the forecast data for the sales manager's team?

A.( ) The consultant can enable the View All Forecasts permission on the sales operations profile.

B.( ) The sales manager can temporarily assign the sales operations user as the manager of the forecast.

C. @) The sales manager can share the forecasts page with the sales operations user.

D. The consultant can create a custom report type on the forecast and share it with the sales operations user.




74.png
Cloud Kicks wants to use a Web-to-Lead form so potential customers can submit requests for its products. Some existing authenticated customers also use this form to request new
products, but their requests are being blocked.

What should the consultant recommend to resolve this issue?

A. Create a new matching rule that ignores Contacts, and set the Duplicate Rule to allow and report (with alert).

B. ° Modify the current Duplicate Rule to run only when the current user is the default Web-to-Lead creator, and set that rule to allow and report (with alert).
C. . Modify the current Duplicate Rule with a Condition where the current user is the system admin (with alert).

D.

Create another Duplicate Rule to run only when the current user is the default Web-to-Lead creator, and set that rule to allow and report (without alert).




75.png
Cloud Kicks (CK) recently went live with Sales Cloud. Management at CK wants to determine whether Sales Cloud is being used appropriately and whether it is being kept up to
date. They want to justify the costs for future implementation phases.

What should a consultant recommend to meet the requirement?
A.( ) Screen flows for new business Opportunities
B. ) Validation Rules for key Opportunity fields

C.. ) Set Up Audit Trail for monitoring changes
D.@ Data Quality Analysis Dashboards from the AppExchange




76.png
A sales rep at Cloud Kicks must have access to all child Accounts of the Accounts they own. The organization-wide default setting for Account is Private.

‘What happens if a sales rep has access to a parent Account?

A.° The sales rep will have access to child Account records.

B.. Access can be granted by setting up a sharing rule via Account Hierarchy.

c. Access to child Account records will need to be manually added.

D. The sales rep will have access to all Accounts if Grant Access using Hierarchies is enabled.




77.png
The Cloud Kicks marketing team purchased a marketing automation tool and is implementing a lead qualification process. The sales director provided key attributes and
activity history of the ideal lead.

What should marketing do to improve the current process?

A. Develop the Lead score and grade based on the information provided automatically and manually determine when a lead should become qualified.
B. Create reports based on the sales metrics provided in the marketing automation tool and train marketing users to identify and qualify leads.

C. @ Develop the Lead score and grade based on the information provided to automatically determine when a lead should become qualified.

D. Set up the marketing automation tool to send prospects to the sales director and ask sales reps to assist in the qualification process.




78.png
Cloud Kicks (CK) recently completed the first phase of its Sales Cloud implementation. The consultants are determining which features and functionality should be
included in the next phase. One factor they are considering is whether any of CK's 500 sales agents are using a mobile device or a browser to access Salesforce.

What should the consultants do to analyze how users are logging in to Salesforce?
A. Q) Create a filtered list view for login history.
B. Disable the multi-factor authentication settings.

C. Enable the multi-factor authentication settings.
D. Review the login history on the user record.




79.png
The consultant at Universal Containers recently enabled forecasts. A sales manager is concerned that all open opportunities appear in the Pipeline forecast category.
Opportunities in Perception Analysis and Proposal/Price Quote stages should appear in the Best Case category. Opportunities in the Negotiation/Review stage should

appear in the Commit category.

How should the consultant ensure opportunities appear in the correct forecast categories?

Al Create a field update with Flow to update the forecast category based on the opportunity stage.

B. | Update the opportunity stage picklist value labels to match the category to which they should be assigned.
) Edit the probability percentage on opportunity stage picklist values.

D.© Map opportunity stages to the appropriate forecast categories.




80.png
Cloud Kicks is implementing Sales Cloud and has asked a consultant to create an architecture diagram of the system.

Which stage of the project lifecycle does this fall under?
Al Execute

B. : Initiate

<. Monitor and Control

D.Q Plan




81.png
Cloud Kicks has a complicated sales process. Sales reps often have difficulty deciding when to move opportunities through various stages.

Which solution should the consultant recommend?

A Use automation to send emails to sales reps with Guidance for Success.

B.° Activate Path and utilize Guidance for Success.

c. Configure a dashboard that shows opportunities that have remained in the same stage for 30 days.
D. | Advise sales reps to collaborate on Slack to move opportunities along the pipeline.




82.png
Universal Containers has hired a new employee for the Global Sales Leadership team. The employee is interested in fostering friendly competition between
executives, with emphasis on reinforcing activities that drive sales. Historically, for every four prospect meetings held, one sale was generated.

Which action would help support the sales teams?

A. [ Create subscription reports to send daily prospect meetings planned to the Assigned user for those events.
B. Show a leaderboard on the regional sales dashboards highlighting account executives who have held the most prospect meetings.
c. Create a dashboard that displays the most sales closed by region using charts to show sales in green and lost opportunities in red.

D.° Show a leaderboard on the regional sales dashboards highlighting the account executives who have created the most opportunities.

account




83.png
The admin at Universal Containers is attempting to retire a Product that is being replaced by a newer version, but they are receiving an error because the Product is
associated to an Opportunity.

What should the consultant recommend to resolve the issue most efficiently?

A.., Edit the Product record and uncheck the Active field.

B. Create a Flow to automatically delete the Product from the Price Book.

C.( Archive the Product or Price Book and each related Price Book entry.

D. ) Remove the related Product from all Opportunities and Quotes.




84.png
Sales operations managers are reporting a higher number of Activities than is accurate for their teams. When viewing reports, managers see Activities related to
Opportunities and Accounts only for their team. However, Activity records related to Campaigns appear in all of the reports, regardless of which sales team should get
credit for them. Enterprise Territory Management and role hierarchies are used.

Why are Campaign Activities for all teams visible in reports viewed by sales operations managers?

A. @ Apex managed sharing is used to control the visibility of Activities related to Accounts.
B.. | The sales operations managers are given Read access to the Campaign object in their profile.
c. The Organization-Wide Default for Campaigns is set to Public Read-Only.

D. The Organization-Wide Default for Accounts is set to Private.




85.png
Cloud Kicks has 300,000 account records and 16 million invoices in a custom object with a master-detail relationship to the Account. Each
account record takes a long time to display.

What should the consultant do to reduce the amount of time to load the page?

A. | Purge the recycling bin to decrease the number of records queried.
B.° Move the invoice related list to a separate tab on the Lightning page.
C. | Enable indexing on all visible fields on the invoice related list.

D. Convert the Invoice object into a lookup relationship.




86.png
33 of 65. Universal Containers continues to see substantial growth year-over-year. Outside sales reps think their territories are too dense to cover adequately.
Leadership has decided to modify the existing sales territories and hire additional staff to make the account allocations more manageable. Some states will
change from one territory to two or more smaller territories. In these instances, accounts will need to be reassigned to new territories.

Sales operations wants to review the territory account assignments and verify the accuracy before the changes are reflected in Sales Cloud.

How should the consultant show sales operations what the data will look like after the change?

A. Install the Territory Management Reporting Pack from the AppExchange.
B. Use Tableau to geocode account addresses and display on a territory map.
C. Use Data Loader to export the accounts and make updates in Google Sheets.

D. @) Run the updated assignment rules in the Planning State and view the accounts on the territory detail page.

Mark this item for later review.




87.png
32 of 65. A consultant is beginning a new project with Cloud Kicks to implement Collaborative Forecasting.

What should the consultant use to gather requirements using an Agile methodology?
A.(D Role hierarchy
B. o Forecast hierarchy
C.(O Linear process
D. @ User stories




88.png
26 of 65. Each year, representatives from Universal Containers attend two major industry conferences that generate a large volume of leads. A few months after leads have
been converted to opportunities, the team wants to determine the return on investment (ROI) for each industry conference.

Which solution should the consultant recommend?
A. @ Create a multi-select pickiist, and ask representatives to select which conference(s) influenced the lead.
B.QO Create industry events as Campaigns, add leads as Campaign Members, and utilize Customizable Campaign Influence.
€. Create a Slack channel for each industry conference and mention this channel on all new leads.
D.Q) Create the Campaigns related list on the Lead page layout, and associate new leads with a Campaign.




89.png
21 of 65. Cloud Kicks has a large remote sales department working in many different locations. Management wants greater visibility into the opportunities in progress with
their respective teams. They also want to receive email alerts when opportunities reach key metrics (e.g., stage progression) or a high probability. However, they want to
control the frequency of their email alerts.

Which solution should a consultant recommend?
A. QO Subscribe to Chatter Feed Tracking to receive updates for the key metrics.
B.() Configure Outlook Integration email settings to control alert frequency.
€. Define a record-triggered flow when the stage is updated to new values.
D.Q) Create a report filtering for the desired criteria, and allow managers to subscribe to the report.




90.png
54 of 65. When a lead is created, Cloud Kicks wants to implement rules to assign the lead to the appropriate user. The new record should have the assignee's default record
type.

Which approach should the consultant recommend to meet the requirement?
A.(Q Specify in the User settings to match the record type of the assignee.
B.() Configure Profile settings to copy the record type of the assignee.
C.@ Customize Lead Assignment Rules to take the record type of the assignee.
D.(D Use Lead settings to set the record type of the assignee.




