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Questions # 1:

During the requirements gathering workshops at Cloud Kicks, the project team and subject
matter experts bring up new ideas to incorporate into the current project.

Which best practice should the consultant use to refocus the meeting and stay on topic?

Options:

 A.

Remind the team of the purpose and scope of this project.

 B.

Incorporate the new ideas into the solution design.

 C.

Invite only the subject matter experts to subsequent workshops.

Answer

A
Explanation

During requirements gathering workshops, it’s common for new ideas to surface.
However, to maintain focus and stay on topic, it is essential to remind the team of the
project’s purpose and scope. This practice ensures that the project remains on track and
within scope, reducing the risk of scope creep. Redirecting the conversation back to the
agreed-upon project objectives helps the team prioritize the current requirements while
acknowledging that new ideas can be explored in future phases.

For more on best practices for managing workshops and requirements gathering, see:
Salesforce Project Management Best Practices.

Questions # 2:

The admin at Cloud Kicks recently implemented Sales Cloud and needs to understand the
adoption of Lightning Sales Console. What should a consultant recommend to analyze
adoption?
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Options:

 A.

Run the Salesforce Optimizer.

 B.

Open the Lightning Usage App.

 C.

Create a custom report.

Answer

B
Explanation

The Lightning Usage App in Salesforce provides detailed insights into how users are
engaging with the Lightning Experience, including specific apps like the Lightning Sales
Console. It includes metrics on login frequency, page views, and device usage, which can
help admins and consultants analyze user adoption and engagement effectively.

According to Salesforce documentation, the Lightning Usage App is the recommended tool
for understanding how end users are interacting with Lightning Experience and other
Salesforce apps. This app presents adoption data in a user-friendly interface, helping to
identify trends, such as which users are frequently logging in, and which users may need
additional support or training.

While tools like Salesforce Optimizer can provide insights into overall system health and
recommendations for improvements, it is not specifically tailored for tracking usage
metrics. Similarly, a custom report could be created, but it would require more effort and
customization to replicate the comprehensive adoption data that the Lightning Usage App
provides out of the box.

Salesforce Documentation References:

Lightning Usage App Overview

Salesforce Optimizer

Questions # 3:
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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 the consultant do to help marketing improve the process?

Options:

 A.

Create reports based on the sales metrics provided in the marketing automation tool and train
marketing users to identify and qualify leads.

 B.

Develop the Lead score and grade in the marketing automation tool to automatically
determine when a lead should become qualified.

 C.

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

Answer

B
Explanation

To enhance the lead qualification process, developing a Lead score and grade in the
marketing automation tool is the most effective approach. Here’s why:

Automated Qualification: By using lead scoring and grading, the marketing
automation tool can evaluate leads based on key attributes and activity history. This
helps identify which leads meet the criteria for sales readiness, streamlining the
handoff to sales.

Improved Lead Quality: Scoring and grading allow the marketing team to prioritize
high-quality leads based on factors that indicate a higher likelihood of conversion,
which aligns with the sales director’s specifications for an ideal lead.

Salesforce Best Practices: Salesforce recommends using lead scoring and grading
to automate and refine the lead qualification process, improving efficiency and
alignment between marketing and sales.

[: Details on Lead Scoring and Marketing Automation can be found in Salesforce
documentation, which covers best practices for improving lead quality., In summary,
developing the Lead score and grade in the marketing automation tool (Option B) provides
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an automated method to qualify leads based on specific criteria, improving the overall
lead management process., ]

Questions # 4:

Universal Containers has hired a new employee for the global sales leadership team. The
employee is interested in fostering friendly competition between account executives, with an
emphasis on reinforcing activities that drive sales.

Which action should help support the sales teams?

Options:

 A.

Create a dashboard that displays the most sales closed by region using charts to show sales in
green and lost opportunities in red.

 B.

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

 C.

Show a leaderboard on the regional sales dashboards highlighting account executives who
have held the most prospect meetings.

Answer

B
Explanation

To foster friendly competition among account executives while reinforcing activities that
drive sales, it’s effective to use a leaderboard that focuses on activities directly related to
sales outcomes, such as the number of opportunities created. This approach encourages
account executives to generate more sales opportunities, aligning with the goal of driving
sales activities. By using a leaderboard, sales leaders can easily track and motivate
performance across regions, while reinforcing positive behaviors that contribute to sales
success.

For more on building leaderboards and dashboards, see: Salesforce Dashboard Best
Practices.
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Questions # 5:

Cloud Kicks (CK) recently finished a redeployment of its Lightning pages. CK users report that
Lightning pages are loading slowly. CK management wants to consider the impact this has on
adoption.

What should the consultant recommend that CK use to evaluate Lightning pages?

Options:

 A.

Data Integration Metric

 B.

Performance Analysis for App Builder

 C.

Real-Time Event Monitoring

Answer

B
Explanation

When users report that Lightning pages are loading slowly, using the Performance
Analysis for App Builder tool can help identify performance issues and optimization
opportunities. This tool provides insights into page load times and recommends best
practices to improve Lightning page performance.

Performance Analysis for Lightning Pages: This tool allows admins and
consultants to evaluate how specific components on a page affect load times,
helping to identify potential bottlenecks.

Impact on User Adoption: By improving Lightning page performance, user
satisfaction and adoption are likely to increase, as slow load times can deter users
from engaging with the system.

Option A (Data Integration Metric) and Option C (Real-Time Event Monitoring) are not
directly focused on page performance analysis. For more information, see Salesforce’s
Performance Analysis for App Builder documentation.
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Questions # 6:

Cloud Kicks (CK) is starting to plan its first Salesforce Release. CK would like to put together a
comprehensive preview of the release to communicate the upcoming changes and new
features

to the leadership team, stakeholders, and end users. CK has asked a consultant for guidance.

Which option should the consultant recommend?

Options:

 A.

Release in a Box

 B.

Release Matrix

 C.

Release Notes

Answer

A
Explanation

Salesforce's "Release in a Box" is a comprehensive toolkit designed to help organizations
communicate upcoming changes and new features included in a Salesforce release. This
option provides templates, presentations, and detailed guides, which are valuable for
engaging leadership, stakeholders, and end users. It enables Cloud Kicks to deliver a clear,
structured preview of the new features and enhancements in an upcoming Salesforce
release, facilitating smoother adoption and better understanding across the organization.

For more information on Release in a Box and how to use it effectively, refer to: Salesforce
Release Resources.

Cloud Kicks (CK) wants to create a comprehensive preview of its first Salesforce Release to
communicate upcoming changes and new features to various stakeholders. The
consultant should recommend using Release in a Box.

Key Points:

Release in a Box:



Page 8 of 22

Salesforce's Release in a Box is a set of resources designed to help
organizations understand and communicate new features and enhancements in
Salesforce releases.

It includes presentations, demos, and documentation tailored for different
audiences, such as leadership, stakeholders, and end users.

Benefits:

Comprehensive Preview: Provides a detailed overview of new functionalities
and changes.

Tailored Communication: Materials can be customized to address the
specific needs and interests of different audiences.

Facilitates Adoption: By effectively communicating changes, organizations
can improve user adoption and minimize resistance.

Components of Release in a Box:

Executive Overview: High-level summary suitable for leadership.

Feature Deep Dives: Detailed explanations of new features.

Demo Scripts: Guides for demonstrating new functionalities.

Release Notes Highlights: Summarized key points from the full release
notes.

Why Other Options Are Less Suitable:

B. Release Matrix:

A Release Matrix typically outlines the schedule and scope of releases but does
not provide the comprehensive, communicative materials needed to preview
changes to stakeholders.

C. Release Notes:

While Salesforce Release Notes contain detailed information about new
features, they are extensive and technical, making them less suitable for
presenting to a broad audience without customization.
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Salesforce Sales Cloud References:

Salesforce Release Resources: Salesforce Release in a Box

Salesforce provides Release in a Box materials for each major release, which
can be accessed and customized by customers.

Change Management Best Practices: Salesforce Help - Change Management

Emphasizes the importance of communication and training when introducing
new features.

By utilizing Release in a Box, Cloud Kicks can effectively communicate upcoming changes
and new features to leadership, stakeholders, and end users, ensuring a smooth and
informed transition with their first Salesforce Release.

Questions # 7:

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?

Options:

 A.

Create a flow to delete the Product from the Price Book.

 B.

Archive the Product and each related Price Book entry.

 C.

Edit the Product record and uncheck the Active field.

Answer

A
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Explanation

To retire a Product that is associated with an Opportunity, the most efficient solution is to
edit the Product record and uncheck the Active field. Here’s why:

Deactivating the Product: Unchecking the Active field will effectively remove the
Product from availability without requiring deletion from price books or the system.
This ensures that the Product is no longer available for new opportunities but
remains intact for historical records.

Salesforce Best Practices: Salesforce recommends deactivating Products when
they should no longer be available for selection in new records. This method
preserves data integrity while making the Product inactive for future transactions.

[: Salesforce documentation on Product Management outlines how to manage product
availability using the Active checkbox., In summary, editing the Product record and
unchecking the Active field (Option C) is the most straightforward way to retire a Product
associated with existing opportunities., ]

Questions # 8:

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 emails when opportunities reach key metrics (for example, stage progression)
or a high probability. However, they want to control the frequency of their emails.

Which solution should a consultant recommend?

Options:

 A.

Subscribe to Chatter Feed Tracking to receive updates.

 B.

Define a record-triggered flow when the stage is updated to new values.

 C.

Create a report filtering for the criteria and allow managers to subscribe to the report.
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Answer

B
Explanation

Subscribing to a report allows managers to receive scheduled emails that summarize key
metrics and track changes on opportunities. In this scenario, managers can configure
report subscriptions to include criteria such as stage progression or probability thresholds.
Additionally, they can control the frequency of these email notifications to suit their needs.
This provides a practical solution for Cloud Kicks’ management to monitor opportunity
progress without requiring constant, real-time alerts.

For more information on report subscriptions, see: Salesforce Report Subscriptions.

Questions # 9:

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?

Options:

 A.

Opportunity currency

 B.

User currency

 C.

Corporate currency

Answer

A
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Explanation

In Salesforce, when a custom formula field is created on an Opportunity, the formula uses
the Opportunity's currency for calculations. This is particularly important in organizations
using multiple currencies, as it ensures that calculations remain consistent with the record
on which the formula is defined. Therefore, the formula field will display the value in the
Opportunity’s currency, regardless of the Account’s currency.

Salesforce Documentation References:

Multi-Currency and Formula Fields

Formula Fields and Currency Considerations

Questions # 10:

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?

Options:

 A.

Create a custom Campaign Purpose field.

 B.

Use the existing Parent Campaign field.

 C.

Create a custom Campaign Group object.

Answer

B
Explanation

Cloud Kicks needs to group campaigns related to a specific marketing initiative to report
on their collective success. The consultant should recommend using the existing Parent
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Campaign field to create a campaign hierarchy.

Key Points:

Campaign Hierarchies: Salesforce allows users to relate campaigns using the
Parent Campaign field, forming a hierarchy. This hierarchy can be up to five levels
deep and include an unlimited number of sibling campaigns.

Grouping Campaigns: By designating a Parent Campaign (e.g., the marketing
initiative), all related campaigns (child campaigns) can be linked under it.

Reporting Benefits: Salesforce provides roll-up summary fields for campaign
hierarchies, such as Total Responses, Total Opportunities, and Total Won
Opportunities. This enables reporting on the collective performance of all campaigns
within the hierarchy.

Ease of Implementation: Using the existing Parent Campaign field requires no
additional customization and leverages standard Salesforce functionality.

Why Other Options Are Less Suitable:

A. Create a custom Campaign Purpose field: While adding a custom field might
help categorize campaigns, it does not provide hierarchical relationships or roll-up
reporting.

C. Create a custom Campaign Group object: This would require custom
development and could complicate the reporting process, whereas standard
functionality already exists to meet the requirement.

Salesforce Sales Cloud References:

Campaign Hierarchies Overview: Salesforce Help - Set Up a Campaign Hierarchy

Reporting on Campaign Hierarchies: Salesforce Help - Campaign Reports

Benefits of Using Parent Campaign Field: Using the Parent Campaign field
simplifies the organization of campaigns and enhances reporting capabilities without
additional customization.

By utilizing the existing Parent Campaign field, Cloud Kicks can effectively group related
campaigns under a marketing initiative and report on their collective success.

Questions # 11:



Page 14 of 22

Cloud Kicks is utilizing Advanced Currency Management. The sales director submitted a
request to display to total amount of all the open opportunities related to the Account page
layout.

How should the should consultant implement a solution to meet the requirement?

Options:

 A.

Use a record-triggered flow to set the value on the account.

 B.

Create a roll-up summary field on the Account object.

 C.

Use a custom formula field on the Opportunity object.

Answer

A
Explanation

Given that Cloud Kicks uses Advanced Currency Management (ACM):

[Reference: Salesforce Help - Advanced Currency Management Considerations, Record-
Triggered Flow Solution: A record-triggered flow can calculate the total amount of all open
Opportunities related to an Account and update a custom field on the Account record. This
flow can handle currency conversions and respect ACM settings.Reference: Salesforce
Help - Create a Record-Triggered Flow, Custom Formula Fields Insufficient: A formula field
on the Opportunity object cannot perform the necessary aggregation and display it on the
Account page layout., By implementing a record-triggered flow, the consultant ensures
accurate total amounts are displayed on the Account, complying with ACM constraints., , ]

Questions # 12:

Cloud Kicks acquired a company. The VP of technology wants to migrate all the sales data into
Sales Cloud.

Which data migration sequence should the consultant recommend for the objects?
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Options:

 A.

Opportunities, Products, Product Line Items, Cases, Leads, Campaigns, Accounts, Contacts

 B.

Accounts, Contacts, Opportunities, Products, Product Line Items, Cases, Leads, Campaigns

 C.

Accounts, Opportunities, Contacts, Products, Product Line Items, Cases, Leads, Campaigns

Answer

B
Explanation

When migrating sales data, following the correct object sequence is crucial for maintaining
data integrity and relationships. The recommended order starts with Accounts, then
Contacts, as they form the foundational relationship structure in Salesforce. Opportunities
and Products follow, with Product Line Items next to ensure that dependencies are met.
Cases and Leads are typically imported after these foundational elements, followed by
Campaigns to complete the migration. This sequence ensures that all data relationships
are preserved, enabling a seamless integration of the acquired company’s data into the
Sales Cloud environment.

Questions # 13:

Cloud Kicks (CK) sells formal and athletic footwear lines. using Product Families on Products to
associate each product to corresponding line. CK currently forecasts an Expected Revenue
amount that combines all products together.

Options:

 A.

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

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

 B.

Configure separate stages and sales processes for each Product Family.
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 C.

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

 D.

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

Answer

B
Explanation

To improve CK's ability to forecast by footwear line (Product Family), the best solution is to
configure a new Forecast Type on the Opportunity Product level that is grouped by
Product Family. This approach allows CK to view forecasts segmented by each footwear
line instead of a single combined Expected Revenue forecast.

Salesforce Sales Cloud offers different types of forecasting, and one of the flexible options
is to use custom Forecast Types that leverage the Opportunity Product level. Here’s why
option B is the most suitable:

Forecast Type on Opportunity Product: Configuring a Forecast Type on
Opportunity Product allows CK to break down forecasts at a more granular level than
the Opportunity itself. Since CK is using Product Families to categorize their products,
they can leverage this structure to get distinct forecasts for each family.

Grouping by Product Family: Salesforce supports using Product Family as a
grouping field in forecasting. By doing so, CK can easily view and manage forecasts
specific to formal and athletic footwear lines separately, which aligns with their
business model of distinct product lines.

Salesforce Best Practices: As per Salesforce best practices, when a business uses
distinct categories of products (like Product Families), it is beneficial to forecast
based on these categories to get more accurate insights and sales expectations. This
approach is especially effective when different product lines have different sales
trends and targets.

Forecasting Features: Salesforce Sales Cloud documentation outlines that
Forecast Types can be configured to display forecast data based on Opportunity
Products, and they can be grouped by custom fields like Product Family. This setup
provides CK with the segmented view they need, as opposed to combining all
products in a single forecast.

[: For further details, Salesforce's documentation on Forecast Types and Product Families
can be referred to, which explains how to set up and manage forecasts at different levels,
including Opportunity Product and how to leverage Product Family in forecasting. You can
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access more information in the Salesforce documentation on Forecast Types and Product
Families., In summary, configuring a Forecast Type on Opportunity Product grouped by
Product Family (Option B) aligns with Salesforce Sales Cloud best practices and provides
CK with the most effective solution to achieve separate forecasts by their distinct footwear
lines., ]

Questions # 14:

Cloud Kicks wants to help its sales reps identify stalled opportunities in a single view.

Which solution should the consultant recommend to meet the requirement?

Options:

 A.

Create a Lightning Web Component.

 B.

Use Deal Insights In Pipeline Inspection

 C.

Create a screen flow.

Answer

B
Explanation

Pipeline Inspection with Deal Insights offers a visual way to identify stalled opportunities
and provides actionable insights directly within the Sales Cloud. This tool highlights
opportunities that haven’t progressed in a set amount of time, making it easy for sales
reps to identify and act on these opportunities in a single view.

While custom Lightning Web Components or screen flows could potentially be built to
identify stalled opportunities, using Deal Insights in Pipeline Inspection is a more efficient
and native Salesforce solution designed specifically for this purpose.

Salesforce Documentation References:

Pipeline Inspection and Deal Insights

Identifying Stalled Opportunities with Deal Insights
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Questions # 15:

Cloud Kicks (CK) has requested a Statement of Work (SOW) that clearly details who will train
users on new features and how the training will be delivered.

Which section of a SOW should the consultant discuss with CK to meet the requirement?

Options:

 A.

Scope

 B.

Background

 C.

Terms and Conditions

Answer

B
Explanation

The Scope section of the Statement of Work (SOW) typically includes details on the
services and deliverables provided, which would encompass user training on new features
and the method of delivery. The consultant should discuss this section with Cloud Kicks to
clarify responsibilities and expectations related to user training, ensuring that the SOW
addresses CK’s requirements for effective user adoption and training outcomes.

[Reference: Salesforce SOW Best Practices, ]

Questions # 16:

It is challenging for the sales operations team to provide Universal Containers with accurate
and insightful reports due to the poor quality and high volume of Account, Contact, and Lead
data. As

the team performs data cleansing, productivity has been impacted, leading to inefficiency and
low adoption.
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What should the consultant do first?

Options:

 A.

Install and configure a data cleansing app from AppExchange.

 B.

Create a data management plan and a data quality dashboard.

 C.

Use Duplicate Rules to identify and report data quality issues.

Answer

B
Explanation

Before implementing specific tools or features like data cleansing apps, the best practice
is to first establish a data management plan along with a data quality dashboard. This
approach will help Universal Containers define standards for data accuracy, completeness,
and consistency. A well-crafted data management plan allows the sales operations team
to outline procedures for data maintenance, cleansing, and regular audits. Additionally,
creating a data quality dashboard will provide visibility into key data metrics, enabling the
team to track and address issues proactively. This structured approach lays a foundation
for ongoing data quality improvements and supports user adoption by reducing
inefficiencies and maintaining data integrity across high volumes of records​

Questions # 17:

Cloud Kicks manages prospects for lead generation in a marketing application.

To ensure data quality, which prospects should the consultant migrate from the marketing
application to lead records?

Options:

 A.

All prospects
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 B.

Contacted prospects

 C.

Qualified prospects

Answer

C
Explanation

To ensure data quality, only qualified prospects should be migrated from the marketing
application to Salesforce as lead records. This approach reduces clutter and ensures that
only leads with a higher potential for conversion are brought into Sales Cloud, aligning
with Salesforce best practices for lead management. Qualified prospects typically meet
predefined criteria that make them more likely to convert, thereby supporting sales
efficiency and data integrity.

[Reference: Salesforce Lead Management, ]

Questions # 18:

Cloud Kicks (CK) acquired a shoe distribution partner. The marketing and sales directors want
to migrate the existing sales and marketing data into CK's Sales Cloud instance.

Which aspect should the consultant consider first before proceeding with the data migration?

Options:

 A.

Number of marketing campaign licenses required for the migration

 B.

Role hierarchy and sharing rules set up prior to migration

 C.

Volume of customer, partner, and prospect data identified prior to migration
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Answer

C
Explanation

Before beginning any data migration, it is crucial to assess the volume of data to be
transferred, including customer, partner, and prospect information. This assessment helps
determine the complexity and resources required for the migration process, as well as any
potential impacts on system performance and storage limits. Additionally, understanding
the data volume ensures that adequate preparations, such as data cleansing and
mapping, can be completed prior to migration, which is key to a smooth and efficient
transition.

For more on data migration considerations, refer to: Salesforce Data Migration Planning.
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