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Questions # 1:

After Cloud Kicks implemented Sales Cloud Einstein, a consultant realizes they are unable to
activate all of the features.

Which step should the consultant take to troubleshoot the issue?

Options:

O A.

Confirm users have the feature license assigned.
O B.

Reconfigure the Einstein Lead Scoring app.

O C.

Check the Sales Insights Integration User profile configuration.

Answer

A
Explanation

Sales Cloud Einstein features require specific feature licenses for users to access and
activate certain functionalities. When encountering issues with activating Einstein
features, the first step is to confirm that the necessary feature licenses have been
assigned to the appropriate users. Without these licenses, users will not have access to
Einstein functionalities like Lead Scoring, Opportunity Insights, or Account Insights.

Assigning these licenses can be managed through Salesforce Setup under Permission Set
Licenses, ensuring that each user who needs access to Einstein features has the correct
permissions. This is a common troubleshooting step for Einstein-related issues, as access
to these features is contingent upon proper licensing

Sales Cloud Einstein features require specific feature licenses for users to access and
activate certain functionalities. When encountering issues with activating Einstein
features, the first step is to confirm that the necessary feature licenses have been
assigned to the appropriate users. Without these licenses, users will not have access to
Einstein functionalities like Lead Scoring, Opportunity Insights, or Account Insights.

Assigning these licenses can be managed through Salesforce Setup under Permission Set
Licenses, ensuring that each user who needs access to Einstein features has the correct
permissions. This is a common troubleshooting step for Einstein-related issues, as access
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‘ to these features is contingent upon proper licensing |

Questions # 2:

Sales reps at Universal Containers want to know when a customer or prospect contact opens
an email the reps sent so they can follow up with the contact shortly afterward.

Which tool should a consultant recommend to meet the requirement?

Options:

O A.

Salesforce Inbox
O B.

Enhanced Email
O C.

Einstein Activity Capture

Answer

A
Explanation

Salesforce Inbox provides email tracking capabilities, allowing sales reps to see when
recipients open emails, click links, or reply. This real-time tracking enables reps to follow
up promptly after a customer or prospect has interacted with an email, which aligns with
Universal Containers' requirement for immediate insights on email engagement.

Real-Time Email Tracking: Salesforce Inbox offers insights into customer
interactions, giving reps timely information on when emails are opened, which can
help prioritize follow-up actions.

Integration with Sales Cloud: It integrates directly with Sales Cloud, enabling reps
to manage customer interactions seamlessly from their inbox.

Option B (Enhanced Email) and Option C (Einstein Activity Capture) lack direct email
open tracking, which is specifically offered by Salesforce Inbox. More information on
Salesforce Inbox can be found in Salesforce Inbox documentation.

Page 3 of 44



Questions # 3:

Universal Containers has a fiscal year that starts in February and ends in January. The SVP of
sales has reinforced how important it is to measure the sales teams’ performance based on
this fiscal year and has asked how Sales Cloud can support this request.

Which solution should the consultant recommend?

Options:

O A.

Update the User settings.
O B.

Update the Locale settings.
O C.

Update the Company settings.

Answer

C
Explanation

To align Salesforce with a fiscal year that starts in February and ends in January,
updating the Company settings is the correct solution. Here’s why:

Fiscal Year Configuration: In Salesforce, the fiscal year settings are configured at
the company level. By setting a custom fiscal year start date, Universal Containers
can ensure that all reporting and performance metrics align with their specific fiscal
calendar.

Salesforce Support for Custom Fiscal Years: Salesforce allows organizations to
configure both standard and custom fiscal years under Company Settings, ensuring
that financial data and sales metrics reflect the correct fiscal periods.

[: Salesforce documentation on Setting Fiscal Year in Salesforce provides guidance on
configuring fiscal years within Company Settings, allowing for accurate performance
measurement., In summary, updating the Company settings (Option C) is the
recommended approach to support the SVP of sales in measuring team performance
based on Universal Containers' custom fiscal year., ]
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Questions # 4:

Cloud Kicks recently launched Sales Cloud. Admins need to know the pages with the highest
traffic.

Which option should a consultant recommend to meet this requirement?

Options:

O A.

Install the Salesforce Adoption Dashboards package from AppExchange.
O B.

Create a custom report based on Lightning Exit By Page Metrics.

O C.

Create a custom report based on Lightning Usage By Browser Metrics.

Answer

A
Explanation

To understand which pages receive the highest traffic, installing the Salesforce
Adoption Dashboards package from AppExchange is recommended. Here’s why:

Pre-Built Insights: The Adoption Dashboards package provides pre-built reports
and dashboards that track user engagement, including page views, logins, and
feature usage, which helps admins quickly identify which pages are most frequently
accessed.

Efficiency and Ease of Use: This package eliminates the need for custom report
building and offers insights into user behavior right out of the box, making it easier
for admins to monitor adoption and engagement.

Salesforce Best Practices: Salesforce recommends using adoption dashboards to
measure user engagement and optimize usage. The package is specifically designed
to track and improve Salesforce adoption effectively.

[: Information on Salesforce Adoption Dashboards can be found in the Salesforce
AppExchange and related documentation, which details installation and usage., In
summary, installing the Salesforce Adoption Dashboards package from AppExchange

Page 5 of 44



(Option A) provides Cloud Kicks with comprehensive, easy-to-use tools for tracking page
traffic and user engagement., ]

Questions # 5:

Cloud Kicks has a Web-to-Lead form on its website. Following an update to the form to add
new picklist values, some leads are routing to the default lead owner.

What should the consultant validate when troubleshooting the issue?

Options:

O A.

The picklist values are part of Lead assignment rule criteria.

O B.

A new web-to-lead form needs to be created to reflect the new picklist values.
O C.

Picklist values are included in only one rule entry.

Answer

A
Explanation

When troubleshooting leads routing to the default lead owner, the consultant should
validate that the new picklist values are part of the Lead assignment rule
criteria. Here’'s why:

Assignment Rule Logic: If the newly added picklist values are not included in the
lead assignment rules, Salesforce will not recognize them for routing and will instead
send leads to the default owner. Ensuring the criteria cover all picklist options is
essential for correct routing.

Consistency with Web-to-Lead: The lead assignment rules must align with the
Web-to-Lead form options. If the form contains new picklist values, these values
must also be accounted for in the assignment criteria.

Salesforce Best Practices: Salesforce recommends regularly reviewing and
updating assignment rules, especially after adding new fields or values that impact
lead routing.
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[: Salesforce documentation on Lead Management includes guidance on configuring and
validating lead assignment rules., In summary, the consultant should validate that the new
picklist values are included in the Lead assignment rule criteria (Option A) to ensure
proper lead routing., ]

Questions # 6:

Cloud Kicks (CK) recently implemented Einstein Opportunity Scoring in its production org. CK is
using the Amount field in its Opportunity Scoring model.

What will a user without access to the Amount field on the Opportunity object observe?

Options:

O A.

The Amount field will display an error in the contributing factors section.

O B.

The Opportunity Score field and the Amount field will be hidden for that user.
O C.

The Amount field will be hidden from the contributing factors section.

Answer

C
Explanation

In Einstein Opportunity Scoring, if a user lacks access to a field (such as the Amount field)
that is used as a contributing factor, that field is omitted from the scoring details that the
user sees. Salesforce respects field-level security settings, so users without permission to
view certain fields will not see those fields in the contributing factors section. Instead, the
scoring model will still display, but without the restricted fields in the breakdown of
contributing factors.

[Reference: Salesforce Einstein Opportunity Scoring, 1]

Questions # 7:

Cloud Kicks (CK) has recently lost several large deals to a competitor. CK management wants
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to start tracking the reasons why opportunities are being lost.

What is the most efficient way for a consultant to meet this requirement?

Options:

O A.

Create a Competitors channel in Slack to share insights and stories.
O B.

Create a new custom object and automation to track competitors.
O C.

Create a new custom field on the Opportunity object.

Answer

C
Explanation

To track the reasons why opportunities are lost, creating a new custom field on the
Opportunity object is the most efficient solution. Here’s why:

Simplicity and Efficiency: A custom field allows users to select predefined reasons
for lost opportunities directly on the Opportunity record, providing a streamlined
method for data entry and reporting.

Data Collection and Reporting: With a dedicated field, CK can easily gather
consistent data on lost reasons and generate reports to identify trends. This helps
management understand why deals are lost and adjust strategies accordingly.

Salesforce Best Practices: Salesforce encourages the use of custom fields to track
critical sales data points, making it easy to capture and analyze specific metrics
related to opportunity outcomes.

[: Salesforce’s documentation on Opportunity Management discusses using custom fields
for enhanced tracking and data collection on opportunities., In summary, creating a new
custom field on the Opportunity object (Option C) provides a straightforward and effective
way for Cloud Kicks to track reasons for lost opportunities., ]

Questions # 8:
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Cloud Kicks has a Public Read Only Opportunity sharing model. A sales rep noticed they can
edit some opportunities associated with accounts they own, but are unable to edit other
opportunities associated with accounts they own.

Which reason explains the sales rep's experience?

Options:

O A.

Some opportunities associated with these accounts are owned by other users.
O B.

Sharing rules for Opportunities are set to a public group for managers.

O C.

The user is a member of an Account Team with Read/Write access on Opportunities.

Answer

C
Explanation

Cloud Kicks has a Public Read Only sharing model for Opportunities. A sales rep can edit
some opportunities associated with accounts they own but cannot edit others.

Account Teams:
Definition: Account Teams allow multiple users to have access to an account
and its related records, such as opportunities, cases, and contacts.
Access Levels: Team members can have varying levels of access (Read Only,
Read/Write) to the account and related records.

Scenario Analysis:
Editable Opportunities: The sales rep can edit opportunities where they are
a member of the Account Team with Read/Write access on Opportunities.

Non-Editable Opportunities: For opportunities where they are not on the
Account Team or have Read Only access, they cannot edit those opportunities,
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even if they own the account.

Why Other Options Are Less Suitable:

Option A: Ownership of the account does not grant edit access to all related
opportunities if the opportunities are owned by other users and sharing settings are
restrictive.

Option B: Sharing rules for managers would not directly impact a sales rep's ability
to edit opportunities unless they are part of that public group, which isn't indicated in
the scenario.

Salesforce Sales Cloud References:

Account Teams Overview: Salesforce Help - Account Teams
Setting Up Account Teams: Salesforce Help - Set Up Account Teams
Opportunity Access via Account Teams: Salesforce Help - Grant Access Using

Account Teams

By being a member of an Account Team with Read/Write access on Opportunities, the
sales rep gains the ability to edit certain opportunities associated with accounts they own.

Questions # 9:

Cloud Kicks (CK) requires its sales associates to record all interactions with prospects within
Salesforce.

Which sales metric should a sales manager at CK use to monitor and reinforce its sales
strategy?

Options:

O A.

Activity Tracking

O B.

Lead Status

o C.
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Event Monitor

Answer

A
Explanation

To monitor and reinforce the sales strategy effectively, Activity Tracking is the most
suitable sales metric. Here's why:

Comprehensive Interaction Logging: Activity Tracking in Salesforce captures
interactions like calls, meetings, emails, and tasks related to each prospect or
customer. This provides a complete view of all touchpoints and helps in assessing
engagement levels.

Sales Strategy Insights: By tracking activities, sales managers can analyze the
frequency and type of interactions sales associates have with prospects. This data is
crucial for ensuring that sales reps are actively engaging with prospects and
following up as needed, directly supporting CK's sales strategy.

Salesforce Best Practices: Salesforce advocates for using Activity Tracking to
provide visibility into team efforts and to help sales managers coach and guide their
teams based on actual interaction data.

[: Salesforce provides guidelines on using Activities and Task Management in Sales Cloud
to monitor engagement and drive sales effectiveness., In summary, Activity Tracking
(Option A) is the most relevant metric for Cloud Kicks to monitor sales interactions and
reinforce its sales strategy effectively., ]

Questions # 10:

Sometimes, Universal Containers sales reps need to create contacts without accounts based
on business processes.

What should the consultant take into consideration?

Options:
O A.
Contacts are private and shared through sharing rules.

O B.
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Contacts are private and shared through the role hierarchy.
O C.

Contacts are private and only the owner and admin can view them.

Answer

C
Explanation

In Salesforce, when contacts are created without being associated with an account, they
are referred to as "Private Contacts." Private Contacts are visible only to the record owner
and system administrators, and they do not inherit sharing settings from accounts
because they aren’t linked to any. Since these contacts are not associated with accounts,
they remain isolated from standard sharing rules or role hierarchies, emphasizing that
only the owner and admin can view them.

For further details, see: Salesforce Private Contacts.

Questions # 11:

Cloud Kicks wants to assign territories in bulk to Opportunities.

What should the consultant do to meet the requirement?

Options:

O A.

Update Opportunity sales team with territory assignments.
O B.

Schedule auto-assignment rules in the territory model.

O C.

Run the filter-based Opportunity territory assignment.

Answer

C
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Explanation

In Salesforce, territories can be assigned to Opportunities using the filter-based
assignment process. This allows bulk assignment of territories based on specific criteria,
which can be customized to match Opportunities to the most relevant territories. The
filter-based assignment is an efficient approach when working with large volumes of
Opportunities, as it automates the process based on predefined rules, ensuring
consistency and accuracy.

Salesforce documentation on Territory Management details how the filter-based
assignment tool is suitable for scenarios where bulk processing is required, as it can
automatically apply the correct territory to Opportunities based on set filters.

[Reference: Salesforce Territory Management Guide, ]

Questions # 12:

When emails sync by Einstein Activity Capture, how are the emails matched to Sales Cloud
records?

Options:

O A.

Matching Is based on the standard Email field.

O B.

Matching is based on any Email field.

O C.

Matching is based on Full Name and standard Email field.

Answer

A
Explanation

With Einstein Activity Capture, emails are matched to Sales Cloud records based on
the standard Email field. Here's why:

Matching Logic: Einstein Activity Capture uses the email address in the standard
Email field of Lead or Contact records to automatically associate emails with

Page 13 of 44



corresponding records. This ensures that communications are correctly linked to
relevant Sales Cloud data.

Standard Field Matching: By matching on the standard Email field, Salesforce
ensures consistency and accuracy in associating emails with Lead and Contact
records, facilitating better tracking and visibility into customer interactions.

Salesforce Best Practices: Salesforce’s documentation specifies that Einstein
Activity Capture uses the standard Email field for matching, which allows for
reliable and consistent syncing of email interactions.

[: Additional details on Einstein Activity Capture and Email Matching can be found in
Salesforce resources, which outline how emails are matched to Lead and Contact records
based on standard fields., In summary, matching is based on the standard Email field
(Option A) for associating emails with Sales Cloud records when using Einstein Activity
Capture., ]

Questions # 13:

Cloud Kicks (CK) is planning to use Person Accounts to maintain information on its retail
customers. CK likes to track connections among customers to capture household relationships,
referrals, and so on. One customer can have many relationships.

What should a consultant consider when implementing Person Accounts and supporting many
relationships between customers in Salesforce?

Options:

O A.

Use Contact for retail customers and use Accounts to maintain relationships.

O B.

Enable Contacts to Multiple Accounts to create indirect relationship between two or more
Person Accounts.

O C.

Create a custom field to establish relationships and create hierarchies among Person
Accounts.

Answer
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Explanation

When using Person Accounts in Salesforce, the "Contacts to Multiple Accounts” feature
allows for creating connections between Person Accounts, effectively enabling the tracking
of indirect relationships such as household relationships and referrals. This feature
facilitates linking a single contact (or Person Account) to multiple accounts, which can
represent different relationship types. It is particularly suited for Cloud Kicks' need to
capture various types of customer relationships, making it more flexible and scalable for
relationship tracking among retail customers.

Refer to the Salesforce documentation on Contacts to Multiple Accounts for more
information on using this feature with Person Accounts.

Questions # 14:

The sales team at Cloud Kicks needs to track the number of retail locations for each of its
leads. Once the lead is converted, the sales team wants to see the number of retail locations
related to their

customers. The service team also wants to view this information.

What should the consultant do to meet this requirement?

Options:

O A.

Create a custom object related to the Account and Lead objects to store the retail locations.
O B.

Map the custom field from the Lead object to the custom field on the Account object during
lead conversion.

O C.

Add roll-up summary fields to calculate the number of retail locations related to the Account
and Lead objects.

Answer

B
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Explanation

To meet the requirement for Cloud Kicks, where both the sales and service teams need
visibility on the number of retail locations associated with leads and customers, mapping a
custom field from the Lead object to the Account object during lead conversion is the best
solution. This approach ensures that the retail location information is carried over from the
lead to the account once the lead is converted. This aligns with Salesforce's recommended
practice for managing lead conversion and preserving critical data.

Here's how it works:

Custom Field Mapping: In Salesforce, custom fields on the Lead object can be
mapped to custom fields on the Account, Contact, or Opportunity objects. When a
lead is converted, the data in these fields will automatically transfer to the
corresponding custom fields in the resulting records.

Data Consistency Across Objects: By mapping the custom field from Lead to
Account, the sales and service teams will have a consistent view of the retail
locations both during the lead phase and after conversion to a customer account.

Visibility and Access: Since both the sales and service teams need access to this
data, mapping the field ensures that it remains available and visible on the Account
object, where it can be referenced in account-related activities and service cases.

In this scenario, Option A would require creating a new custom object and building
additional relationships, which may complicate the data model unnecessarily. Option C,
using roll-up summary fields, is not applicable here, as roll-up summaries are typically
used for parent-child relationships on related records and not for field mapping during lead
conversion.

For more information on lead conversion and custom field mapping, refer to Salesforce’s
official documentation on Mapping Custom Lead Fields for Lead Conversion. This
document outlines how custom field mapping functions during lead conversion, allowing
for seamless data transfer to maintain information continuity between lead and account
records.

Questions # 15:

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

What should the consultant do to convert a Lead into a Person Account?
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Options:

O A.

Enable Contact Roles.

O B.

Leave the Company field blank.
O C.

Create an Apex trigger on the Lead object.

Answer

B
Explanation

When Person Accounts are enabled in a Salesforce organization, they allow users to
represent individual customers without the need for an associated company. To convert a
lead into a Person Account, the key step is to leave the "Company" field blank on the lead
record. This signals Salesforce to convert the lead into a Person Account rather than a
Business Account.

Here’s how it works:

Person Account Conversion Criteria: Salesforce uses the presence or absence of
data in the Company field to determine whether to convert a lead into a Business
Account (when Company is populated) or a Person Account (when Company is
blank).

Streamlined Process: Leaving the Company field blank during lead entry ensures
that the lead is treated as an individual, resulting in a Person Account upon
conversion. No additional configurations or custom triggers are needed.

Person Account Use Cases: Person Accounts are especially useful for B2C
scenarios where individual customers do not have a company affiliation, as they
combine Account and Contact functionalities into a single record.

Option A (Enable Contact Roles) and Option C (Create an Apex Trigger) are not
necessary for this task, as Person Account conversion can be handled directly by
Salesforce's standard lead conversion logic. For more details on converting leads to Person
Accounts, refer to Salesforce’s Person Accounts documentation.

l
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Questions # 16:

Cloud Kicks (CK) frequently works with contractors for marketing focus groups. These
contractors change companies often, and CK wants to retain its company history through
Accounts.

What should the consultant recommend?

Options:

O A.

Use a custom object to represent the previous companies.
O B.

Implement the Contacts to Multiple Accounts feature.

O C.

Implement Person Accounts to represent the relationship.

Answer

C
Explanation

The Contacts to Multiple Accounts feature in Salesforce allows a single contact to be
associated with multiple accounts, which is useful for situations where individuals change
companies or have multiple affiliations. For Cloud Kicks, this feature enables tracking of
contractors' historical company associations while maintaining a single contact record for
each individual. This method retains a complete history of each contractor’s company
associations over time, aligning with CK’s need to retain company history.

For more on Contacts to Multiple Accounts, refer to: Contacts to Multiple Accounts
Overview.

Cloud Kicks (CK) frequently works with contractors who change companies often. CK wants
to retain the company history of these contractors through Accounts. To meet this
requirement, the consultant should recommend implementing the Contacts to Multiple
Accounts feature.

Key Points:

Contacts to Multiple Accounts Feature:
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Overview: This feature allows a single contact to be associated with multiple
accounts in Salesforce.

Primary Account: Each contact has a primary account, which is the account
reflected in the Account Name field on the contact's detail page.

Related Accounts: Additional accounts can be associated with the contact via
the Related Accounts list, maintaining a history of previous employers or
associations.

Benefits:
Historical Tracking: CK can track the history of contractors as they move

between different companies, retaining valuable relationship data.

Data Integrity: Eliminates the need for duplicate contact records, ensuring
data remains clean and consistent.

Enhanced Relationships: Provides a complete view of a contact's affiliations,
aiding in marketing and communication efforts.
Why Other Options Are Less Suitable:
Option A: Using a custom object to represent previous companies is unnecessary
and complicates the data model when standard functionality exists.

Option C: Implementing Person Accounts is intended for organizations that deal
with individuals rather than businesses. It merges account and contact fields for B2C
scenarios, which doesn't align with CK's need to track contractors associated with
multiple companies.

Salesforce Sales Cloud References:

Relate a Single Contact to Multiple Accounts: Salesforce Help - Contacts to
Multiple Accounts
Setting Up Contacts to Multiple Accounts: Salesforce Setup Guide

By implementing the Contacts to Multiple Accounts feature, Cloud Kicks can effectively

manage contractors who frequently change companies while preserving their company
history through Accounts.

Questions # 17:
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Management at Universal Containers wants to identify duplicate Leads in its org so marketing
reps can clean them up later.

What should a consultant do to ensure clean leads for the marketing reps?

Options:

O A.

Create a formula field on Lead for duplicates.
O B.

Create a Validation Rule to find duplicates.

O C.

Run a duplicate job with a Matching Rule.

Answer

C
Explanation

To identify duplicate Leads in Salesforce, a duplicate job using a Matching Rule is an
effective approach. Duplicate Jobs leverage pre-defined or custom matching criteria to
identify records that may be duplicates, which can then be reviewed and cleaned up by
marketing reps.

Matching Rules and Duplicate Jobs: Matching Rules define how duplicate records
are identified based on specific field criteria. A duplicate job uses these rules to scan
records and generate a report of potential duplicates.

Supporting Data Quality: This process is efficient for identifying duplicates on a
large scale, which can then be reviewed and merged as necessary by marketing
reps.

Option A (formula field) and Option B (validation rule) are not designed for detecting
duplicates. For more information, refer to the Salesforce Duplicate Management
documentation.

Questions # 18:
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Cloud Kicks sales reps want to see all of the details on their current opportunities with a
minimal amount of navigation or clicks to cycle through them.

Which functionality should the consultant recommend?

Options:

O A.

Develop a new Sales Console app including opportunities.

O B.

Select the Split View option from the My Opportunities list view.
O C.

Create a dashboard with reports on My Opportunities.

Answer

B
Explanation

To allow sales reps to view all details of their current opportunities with minimal
navigation, the consultant should recommend using the Split View option in Salesforce.
Key Points:

Split View Feature: Split View enables users to see a list of records alongside the

details of a selected record on the same screen. This allows for quick navigation
between records without excessive clicking.

Efficiency in Navigation: Sales reps can click through the list of opportunities on
the left pane, and the details of each selected opportunity will display on the right
pane. This reduces the need to open each record in a new tab or window.

Minimal Clicks: With Split View, reps can cycle through their opportunities
seamlessly, enhancing productivity and saving time.

Salesforce Sales Cloud References:

Using Split View: Salesforce Help - Work with List Views Using Split View

Benefits of Split View: Split View is designed to help users process lists of records
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more efficiently by reducing navigation steps and keeping context while reviewing
multiple records.

By selecting the Split View option from the My Opportunities list view, sales reps at Cloud
Kicks can efficiently access all the details of their current opportunities with minimal
navigation or clicks.

Questions # 19:

Cloud Kicks has configured Account Teams and is ready to live in production.

How should the consultant migrate the Account Team Members records to production?

Options:

O A.

Distribute them with packages.
O B.

Migrate them via Data Loader,
O C.

Deploy them with change sets.

Answer

B
Explanation

To transfer Account Team Member records to production, Data Loader is the
recommended tool. Unlike change sets or packages, Data Loader is suited for migrating
specific data records, such as Account Team Members, while maintaining detailed
relationships and permissions. It offers flexibility and control over data migration, ensuring
that team structures are accurately reflected in the live environment

Questions # 20:
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Cloud Kicks wants to measure the adoption of its Sales Cloud rollout.

Which key performance indicator (KPI) should the consultant recommend?

Options:

O A.

Number of Opportunities Closed Lost In the last month
O B.

Number of User logins in the last month

O C.

Number of Community Contacts added In the last year

Answer

A
Explanation

To measure the adoption of Sales Cloud, tracking user logins over the last month provides
a direct indicator of how actively users are engaging with the platform. High login
numbers typically correlate with increased adoption, as they reflect user engagement with
Sales Cloud tools and features.

User Login as a KPI for Adoption: Salesforce adoption is often gauged through
user login metrics, as they show how frequently users access the system, which is a
basic indicator of engagement and utilization.

Supporting Adoption Goals: Monitoring login frequency helps identify areas where
further training or support may be needed to improve adoption rates.

Option A (Opportunities Closed Lost) and Option C (Community Contacts) do not directly
measure Sales Cloud adoption. For more insight into adoption metrics, see Salesforce’s
recommendations on Salesforce Adoption Metrics, which includes login frequency as a
core measure.

Questions # 21:

Northern Trail Outfitters launched Salesforce for its EMEA subsidiary 3 months ago and wants
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to gain insight into usage.

Which option should a consultant recommend to meet this requirement?

Options:

O A.

Create and subscribe to a custom report of active users by role.
O B.

Install the Salesforce Adoption Dashboard from AppExchange.
O C.

Analyze the Setup Audit Trail to determine the number of logins per day.

Answer

B
Explanation

For organizations like Northern Trail Outfitters looking to gain insight into user adoption,
the Salesforce Adoption Dashboard from the AppExchange provides a comprehensive and
customizable solution. This dashboard offers key metrics, such as login frequency, feature
usage, and data quality indicators, allowing stakeholders to monitor and analyze how
users are interacting with Salesforce.

The dashboard offers visual insights into adoption trends and user behavior across
different roles and regions, enabling administrators to identify areas where additional
training or support might be needed. By tracking usage metrics, Northern Trail Outfitters
can proactively address any challenges in user adoption and ensure that users are
effectively leveraging Salesforce for their daily operations.

[References: Salesforce AppExchange offers various adoption dashboards that are pre-
configured for tracking key metrics, making it easier for organizations to assess and
enhance user engagement with the platform., ]

Questions # 22:

Universal Containers has implemented a lead qualification process that uses a lead scoring
formula. Upon review, many of the converted leads with the highest scores had little interest
in making a

purchase.
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Which modification to the current lead qualification process should a consultant recommend?

Options:

O A.

Include a measure for the number of marketing touches.
O B.

Increase points for actions that Indicate Intent.

O C.

Evaluate each record against the target marketing persona.

Answer

B
Explanation

When leads with high scores do not convert as expected, it suggests that the scoring
model may not effectively measure purchase intent. Adjusting the lead scoring formula to
assign higher points for actions that indicate strong intent (such as downloading a
whitepaper or requesting a demo) can improve the accuracy of the scoring process,
ensuring that highly interested leads are prioritized.

Including a measure of marketing touches or evaluating against personas could also help,
but increasing points for high-intent actions directly addresses the issue of prioritizing
leads based on purchase readiness.

Salesforce Documentation References:

Lead Scoring Best Practices

Improving Lead Qualification

Questions # 23:

Cloud Kicks uses an external Enterprise Resource Planning (ERP) application to process its
orders. The ERP application needs to receive data about opportunities when the opportunity
closes.
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Which solution should the consultant recommend?

Options:

O A.

External Relationship with custom object
O B.

Salesforce Connect

O C.

Outbound Message with record-triggered flow

Answer

C
Explanation

To integrate Salesforce with an external ERP application for sending opportunity data
when it closes, an Outbound Message triggered by a flow is an efficient solution. This
approach allows Salesforce to automatically send data to the ERP system when certain
criteria are met, such as when an Opportunity reaches a "Closed-Won" stage. Using an
Outbound Message provides a secure and real-time way to push data out of Salesforce to
external systems, minimizing the need for manual data entry and reducing latency.
Salesforce Connect is useful for real-time integration with external databases for
read/write operations but is more suited for ongoing data synchronization rather than
event-driven updates

Questions # 24:

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?

Options:
O A.

Clear the custom field values on Lead records.
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O B.
Omit the custom field from the Scoring Model.
O C.

Remove the custom field from Lead page layouts.

Answer

B
Explanation

Einstein Lead Scoring in Salesforce allows admins to customize scoring models by
including or excluding specific fields that contribute to the scoring algorithm. To ensure
that a particular custom field on the Lead object is excluded from the scoring model, the
consultant should omit the field from the Scoring Model configuration. This ensures that
Einstein Lead Scoring will not consider that field when generating lead scores, which aligns
with the sales director’s request to exclude it from the scoring criteria.

For more details on configuring Einstein Lead Scoring models, you can refer to the
Salesforce documentation: Einstein Lead Scoring Setup.

Questions # 25:

Universal Containers is using Collaborative Forecasts and wants to show sales reps their
individual numbers for opportunities they are predicted to win based on amounts for all
forecast categories

over the next quarter.

What should a consultant recommend to meet this requirement?

Options:

O A.

Use a formula field based on the forecast category.
O B.

Add the Forecast Summary component to the page.

O C.
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Enable Cumulative Forecast Rollups.

Answer

A
Explanation

Universal Containers uses Collaborative Forecasts and wants sales reps to see their
individual numbers for opportunities they are predicted to win based on amounts for all
forecast categories over the next quarter.

Cumulative Forecast Rollups:
Definition: This feature allows the forecast amounts to include values from
multiple forecast categories, providing a comprehensive view.

Configuration: When enabled, it sums up amounts from selected forecast
categories such as Pipeline, Best Case, Commit, and Closed.

Benefits for Sales Reps:
Comprehensive View: Reps can see total potential sales, helping them

understand their expected performance.

Predictive Insights: Provides a better estimation of what they are predicted
to win.

Implementation Steps:

Navigate to Setup > Forecasts Settings.
Enable Cumulative Forecast Rollups and select the appropriate forecast
categories to include.
Why Other Options Are Less Effective:
Option A: Using a formula field may not capture dynamic forecast data across
categories and time frames effectively.

Option B: Adding the Forecast Summary component provides a snapshot but may
not offer the cumulative view desired.
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Salesforce Sales Cloud References:

Collaborative Forecasts Overview: Salesforce Help - Collaborative Forecasts
Enable Cumulative Forecast Rollups: Salesforce Help - Set Up Forecast Rollups
Forecast Categories Explained: Understanding forecast categories is essential for

accurate forecasting.

By enabling Cumulative Forecast Rollups, Universal Containers can provide its sales reps
with a complete picture of their predicted wins over the next quarter, based on all relevant
forecast categories.

Questions # 26:

Cloud Kicks (CK) operates in multiple countries and wants to track historical exchange rates.
The consultant at CK has implemented dated exchange rates by using Advanced Currency
Management.

How is the converted currency amount calculation on opportunities determined?

Options:

O A.

The close date only when the opportunity stage is closed

O B.

The date the opportunity stage is closed regardless of the close date
O C.

The close date regardless of the opportunity stage

Answer

C
Explanation

When using Advanced Currency Management with dated exchange rates, the converted
currency amount is determined based on the opportunity’s close date,
regardless of the opportunity stage. Here’s why:
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Currency Conversion Based on Close Date: Advanced Currency Management
applies the exchange rate effective on the opportunity’s close date, which means
that the conversion is tied specifically to this date and does not depend on the
opportunity’s stage.

Accurate Historical Currency Data: This setup ensures that historical exchange
rates accurately reflect the currency rate as of the close date, providing precise
financial reporting.

Salesforce Documentation: Salesforce outlines that Advanced Currency
Management uses the close date for converting amounts on opportunities to account
for dated exchange rates, providing consistency across all transactions.

In summary, the close date regardless of the opportunity stage (Option C)
determines the converted currency amount when Advanced Currency Management is
enabled.

Questions # 27:

Northern Trail Outfitters published detailed activity measures for its sales teams 6 months
ago. The VP of sales has noticed that the number of sales activities reps have logged has
increased to meet the new standards, but the actual number of booking activities remains low.
The VP suspects that sales reps misunderstand the activity measures process.

What should the consultant recommend?

Options:

O A.

Deploy Sales Engagement and use Cadences.
O B.

Train the reps on targeted interactions.

O C.

Reevaluate Opportunity stages.

Answer
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Explanation

Since the VP of Sales at Northern Trail Outfitters has observed an increase in logged
activities but low booking numbers, it’s likely that sales reps need guidance on how to
engage in more meaningful and targeted interactions. Training on targeted interactions
can help reps understand which types of activities contribute to booking success, ensuring
they are not just meeting activity quotas but also driving meaningful results.

Improving Understanding of Sales Activities: By training reps on targeted
interactions, they can better identify high-value activities that lead to conversions
and bookings, as opposed to simply logging activities for compliance.

Aligning Activities with Outcomes: This approach helps reps focus on quality
over quantity, enabling them to connect with prospects in ways that are more likely
to result in bookings.

Option A (Sales Engagement and Cadences) would be useful for structured outreach but

does not address the need for understanding specific types of interactions, and Option C

(reevaluating Opportunity stages) is unrelated to activity measures. For guidance on sales
training strategies, refer to Salesforce’s Sales Enablement resources.

Questions # 28:

Cloud Kicks (CK) has customers who are often involved with more than one company. CK
wants to track these contacts on associated accounts without creating duplicate Contact
records.

What should a consultant consider when enabling the Set Up Contacts to Multiple Accounts
feature?

Options:

O A.

Create a junction object to link Accounts and Contacts.

O B.

Designate a default account as the Contact's primary account.

O C.

Add account relationships from the Contact record.
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Answer

B
Explanation

When enabling the Contacts to Multiple Accounts feature, Salesforce requires a primary
account designation for each Contact. This primary account is typically the one with which
the Contact has the closest or most significant relationship. The feature then allows the
Contact to be associated with multiple additional accounts without creating duplicate
Contact records, maintaining a clear record hierarchy and relationship view.

[Reference: Salesforce Contacts to Multiple Accounts, ]

Questions # 29:

A consultant is preparing to release an updated version of a sales process they have been
working on for an existing Sales Cloud client.

Which action should the consultant take first to ensure a smooth rollout for the sales team?

Options:
O A.

Conduct a series of informational sessions with the sales team to explain the benefits of the
new sales process and address common questions in an online FAQ.

O B.

Implement a program to incentivize users and publicly reward early adopters to motivate
others and create a sense of competition within the sales team.

O C.

Create a plan for implementation, drive awareness with the sales team, design training and
coaching programs, update and document workflows, and measure success.

Answer

C
Explanation

To ensure a smooth rollout of an updated sales process, Salesforce best practices
recommend a structured approach that includes planning, awareness, training, and
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continuous measurement. This option emphasizes a comprehensive strategy that covers
all aspects necessary for successful change management. Starting with a detailed
implementation plan, followed by creating awareness, designing relevant training and
coaching programs, updating workflows, and establishing metrics for success, this
approach addresses the holistic needs of the sales team. It helps in minimizing resistance
to change and ensures the new process is effectively adopted.

More details can be found in Salesforce's Change Management Documentation for
implementation best practices.

Questions # 30:

Universal Containers (UC) notices a large increase in leads created overnight which exceed
the daily limits. Upon examination, the leads appear to

be created by bots. UC uses a standard Web-to-Lead form without safeguards in place to limit
spam on forms.

What should the consultant recommend as the first line of defense before republishing the
form?

Options:

O A.

Use a custom Web-to-Lead alternative with built-in protection.

O B.

Use an AppExchange package with custom Web-to-Lead handling.
O C.

Select Require reCAPTCHA Verification in Web-to-Lead settings.

Answer

C
Explanation

The first line of defense against spam bots in Web-to-Lead forms is enabling reCAPTCHA.
Salesforce provides a built-in option for reCAPTCHA verification, which helps prevent
automated submissions by requiring users to complete a reCAPTCHA challenge before
submitting the form. This is a quick and effective solution for reducing spam without the
need for custom coding or third-party solutions.
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‘ [Reference: Salesforce Web-to-Lead with reCAPTCHA, ] ’

Questions # 31:

Cloud Kicks currently supports three business lines within a single Salesforce instance:
Running, Athleisure, and Celebrity Co- Branded. The VP of Athleisure controls a large budget
and is often

able to re-prioritize business stories and 'shadow projects' into releases ahead of other groups.

This topic comes up frequently and often derails the monthly project management meeting.
This limits the amount of time available to cover other critical topics.

Which strategy should the consultant recommend to address these issues?

Options:
O A.

Create a weekly all-hands call, including business and technology resources, to review
direction and priority of development.

O B.

Propose a monthly executive steering committee to manage budget, handle direction
guestions, and ensure development capacity is split equitably.

O C.

Divide the development team into three units/tracks to support each line of business
Independently.

Answer

A
Explanation

The recurring issue faced by Cloud Kicks involves a power imbalance and frequent re-
prioritization by the VP of Athleisure, which disrupts project management meetings and
limits time for other priorities. Establishing a monthly executive steering committee can
address these issues effectively.

Here’s why this is the best approach:

Balanced Oversight and Governance: An executive steering committee brings together
key decision-makers to review priorities, manage budget allocations, and ensure all
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business lines are fairly represented in development planning. This provides a formal
structure to manage competing interests.

Equitable Development Allocation: By involving multiple executives, the steering
committee can objectively assess and allocate resources among business lines, helping to
prevent one group from overshadowing others. This will help maintain balanced focus and
avoid over-prioritizing certain projects.

Strategic Decision-Making: With a recurring monthly meeting, the committee can focus on
big-picture decisions, reducing the likelihood of frequent, ad hoc project adjustments that
derail meetings and detract from strategic discussions.

Option A (weekly all-hands call) may be too frequent and is not ideal for executive
decision-making. Option C (dividing the development team) could lead to resource
inefficiencies and reduce flexibility. The steering committee approach is a standard
Salesforce-recommended best practice for managing cross-functional priorities and
balancing strategic initiatives. For more on governance best practices, refer to
Salesforce's guide on Governance Frameworks.

Questions # 32:

Universal Containers is planning to migrate two million account records and 10 million contact
records from its existing legacy CRM application to Sales Cloud.

Which solution should the consultant recommend?

Options:

O A.
Third-party tool
O B.

Data Loader

O C.

Data Import Wizard

Answer

A
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Explanation

For migrating large volumes of data, such as two million accounts and ten million
contacts, a third-party tool is recommended. Here’s why:

Scalability and Performance: Third-party ETL (Extract, Transform, Load) tools are
optimized for handling large data migrations and can better manage the
complexities and scale of Cloud Kicks' data migration requirements than standard
Salesforce tools.

Data Quality and Transformation: These tools provide advanced capabilities for
data cleansing, deduplication, and transformation, ensuring high data quality during
migration.

Salesforce Best Practices: For large data sets, Salesforce advises using ETL tools
that are specifically built to handle bulk data operations, as they offer better error
handling, logging, and performance for large-scale migrations.

[: Salesforce documentation on Data Migration Best Practices outlines the benefits of using
ETL tools for significant data migrations and recommends exploring AppExchange for
compatible solutions., In summary, a third-party tool (Option A) is the best solution for
migrating extensive data volumes efficiently and reliably., ]

Questions # 33:

Cloud Kicks wants to enable sales reps to view an individual team member's split percentage
when the split percentage is less than 100% of the revenue amount.

Which attribution method should the consultant recommend?

Options:

O A.

Opportunity Percentage Split
O B.

Opportunity Amount Split

O C.

Opportunity Overlay Split
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Answer

A
Explanation

The Opportunity Percentage Split feature is the best fit for Cloud Kicks when they need to
allocate credit among sales team members based on each person’s contribution. This
method enables flexible splitting of opportunity revenue, which is particularly useful when
percentages do not total 100%. It provides visibility into individual contributions, allowing
Cloud Kicks to attribute revenue accurately across team members

Questions # 34:

The VP of sales at Cloud Kicks wants to provide options to sales reps for changing account or
contract details for a created order.

Which condition should the consultant consider to meet this requirement?

Options:

O A.

The order must be associated with an active contract.
O B.

The order associated with the account is in draft status.
O C.

The currency associated with the order can be different from the contract.

Answer

B
Explanation

In Salesforce, orders must be in "Draft" status to allow any changes to account or contract
details. Once an order is activated, editing options for associated account or contract
information become restricted. If the order is still in draft status, sales reps have the
flexibility to update these details as needed.

An active contract or different currency on an order does not inherently restrict the ability
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to edit account or contract details as long as the order is in draft status. Once the order is
activated, however, modifications to account and contract information are limited.

Salesforce Documentation References:

Manage Orders and Order Statuses

Order Management Guidelines

Questions # 35:

Universal Containers (UC) is going to kick off a Sales Cloud implementation project next
month. In preparation for discovery workshops with the business stakeholders, the project
manager has

asked for a list of key topics the team wants to ask the client about prior to the workshop.

Which topics will help the team get to know UC better?

Options:

O A.

Goals, values, Initiatives, strategies, and obstacles

O B.

Specific, measurable, achievable, relevant, and time-bound
O C.

Budget, authority, need, and time

Answer

A
Explanation

During the preparation phase for a Sales Cloud implementation project, understanding
Universal Containers' goals, values, initiatives, strategies, and obstacles is essential for
aligning Salesforce solutions with business needs. These topics help the consulting team
to understand the organization's overarching priorities, challenges, and long-term
objectives.
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Understanding Business Context: By discussing goals and values, the team gains
insight into what drives UC’s business. This context helps in designing solutions that
align with the company's mission and key objectives.

Assessing Current and Future Strategies: Learning about ongoing initiatives
and strategies provides clarity on what UC is currently focused on and what they aim
to achieve. Identifying obstacles helps in foreseeing potential challenges in
implementation.

Option B (specific, measurable, achievable, relevant, and time-bound) pertains to goal-
setting frameworks, and Option C (budget, authority, need, and time) is specific to sales
qualification rather than discovery workshops for understanding an organization's
business context. For guidance on preparing for discovery workshops, refer to Salesforce's
Discovery Process Best Practices.

Questions # 36:

Universal Containers has been using Sales Cloud for the last 5 years to manage leads,
accounts, contacts, and opportunities.

The SVP of sales recently attended a conference and learned about Sales Cloud Einstein
features. The SVP is very interested in Einstein Lead Scoring and Einstein Deal Insights. The
SVP hired a consultant to create an implementation immediately.

Which step should the consultant take first?

Options:

O A.

Run the Einstein Readiness Assessor in a sandbox.
O B.

Enable Einstein Activity Capture In a developer org.
O C.

Enable both Einstein features In production.

Answer
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Explanation

Before implementing Einstein features such as Einstein Lead Scoring and Einstein Deal
Insights, it is essential to run the Einstein Readiness Assessor. This tool evaluates the
Salesforce org’s data to determine whether it meets the requirements for these Einstein
features, ensuring that they will provide accurate and actionable insights.

Assessing Data Readiness: The Einstein Readiness Assessor checks if the data
quality and quantity are sufficient for Einstein’s Al-driven insights, which is crucial for
accurate scoring and predictions.

Informed Implementation Planning: Running the readiness assessment in a
sandbox allows the consultant to understand any adjustments needed before
enabling the features in production.

Option B (enabling Einstein Activity Capture in a developer org) and Option C (enabling
both features in production) should be done only after confirming readiness. For more
information, see the Einstein Readiness Assessor documentation.

Questions # 37:

Which prerequisite should the consultant consider before enabling Opportunity Splits?

Options:

O A.

Ensure open opportunities are owned by active users,
O B.

Enable Opportunity Teams and confirm the owner is a team member.
O C.

Add customized split types to opportunities.

Answer

B
Explanation
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Before enabling Opportunity Splits, it is necessary to enable Opportunity Teams and
confirm that the opportunity owner is a team member. Here’s why:

Requirement for Opportunity Splits: Opportunity Splits rely on Opportunity
Teams to allocate credit across team members. Therefore, enabling Opportunity
Teams is a prerequisite, ensuring that splits can be assigned to team members who
contribute to the opportunity.

Ownership and Team Membership: The opportunity owner must be part of the
Opportunity Team to ensure that they can be assigned a split and manage team
member contributions accurately.

Salesforce Best Practices: Salesforce documentation on Opportunity Splits
specifies that Opportunity Teams must be set up and members confirmed for split
management to be operational.

In summary, the consultant should enable Opportunity Teams and confirm the
owner is a team member (Option B) before enabling Opportunity Splits.

Questions # 38:

Cloud Kicks (CK) has been losing market share to competitors over the past year. CK
management is planning next year's budget and has allocated more money for in-person
meetings with its existing partners because CK thinks it will reduce churn.

Which option should a consultant recommend that CK use to track the spending increase for
onsite visits?

Options:

O A.

Report on opportunities with and without onsite activities.

O B.

Report on the activity type that corresponds to an onsite visit.

O C.

Report on accounts with and without onsite activities.
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Answer

A
Explanation

To effectively track spending on onsite visits, creating a report on the activity type
that corresponds to an onsite visit is the most suitable approach. Here’s why:

Activity Type Reporting: By tracking specific activity types, such as onsite visits,
Cloud Kicks can directly correlate these activities with expenditure on in-person
meetings. Salesforce allows for detailed activity tracking, where you can create
custom activity types to classify and report on various interaction types.

Detailed Insights: This type of report will give management a clear view of how
frequently onsite visits occur and how they correlate with customer engagement and
churn reduction. It can also help analyze the ROI on these activities by comparing
pre- and post-onsite visit engagement levels.

Salesforce Best Practices: Salesforce recommends tracking and categorizing
activities for more accurate reporting on customer interactions, which aids in
strategic decision-making and spending allocation.

[: For more information, Salesforce documentation on Activity Management provides
insights on how to track and report on specific activity types., In summary, reporting on
the activity type that corresponds to an onsite visit (Option B) is the recommended way
for Cloud Kicks to monitor spending and the impact of onsite meetings on customer
retention., ]

Questions # 39:

Cloud Kicks (CK) has acquired a competitor that also uses Sales Cloud. They have many of the
same customers and prospects. The CEO of CK

wants the consultant to work with senior managers to document use cases and determine a
project plan for everyone who will be on the CK org.

Which action should the consultant recommend?

Options:
O A.
Hold a kickoff meeting with the CK stakeholders.

O B.
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Conduct discovery sessions and document existing business practices for each company.

o C.

Export the data from the competitor's system and merge it into Ck’s org.

Answer

C
Explanation

When merging two organizations, it is critical to understand and document the existing
business practices of each entity. Conducting discovery sessions with senior managers
helps identify differences, overlaps, and potential integration points between the
companies' processes. This step provides a comprehensive view of each organization’s
needs and lays the foundation for creating a cohesive project plan that aligns with both
companies' goals.

Salesforce recommends discovery sessions as a best practice during mergers and
acquisitions, as they facilitate thorough understanding and ensure that the integrated
solution meets the combined organization’s requirements.

[Reference: Salesforce Mergers and Acquisitions Best Practices, 1]
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