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QUESTION NO: 1

Cloud Kicks
NEEF—LFBEEICHERTS O, ZXEZHNATVIEIC) —ROT|AMKREIZRZED L
AR HYWET,

OAVHILE NI AZHERINETL&SH?

A. ') — REMEETE T Salesforce ENAMIL T7T)OEBREBMICLET,

B. Salesforce ENAI 77VRBEHTU —RZZB]RIT D H0I7O0—-/N)L
To>arveEkERLET,

C. Salesforce E/NA I 77UEHTI — REZHRTSI(ZIE. AppExchange
NYT—2%A4AAR—=ILLET,

Answer: B

Explanation:

Creating a Global Action specifically for lead conversion enables sales reps to convert leads
directly from the Salesforce mobile app. This approach provides a seamless experience that
leverages native Salesforce functionality, without the need for additional installations or
configurations. By setting up a Global Action, the consultant ensures that lead conversion is
accessible on the go, which is ideal for Cloud Kicks' traveling sales team.

While enabling conversions in Lead Conversion settings provides configuration options, it
does not by itself create mobile access. AppExchange solutions are useful but often
introduce additional overhead and are unnecessary when native Salesforce functionality
meets the requirement.

Salesforce Documentation References:

* Salesforce Mobile App Global Actions

* Lead Conversion on Mobile

QUESTION NO: 2

BADEZEVCITRHICA TR NN ERTIHLEN HIHRFGEBEATIN?

A F—=T2BERFTOT AT R I—HF =LK > THEENTVWSR L EERLET,

B. BT —LZBMICL, FIEENF—L XON—THBDZHAELET,
CHARIAREN-DEIRA T 2EHRICEMLET,

Answer: B

Explanation:

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
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team member (Option B) before enabling Opportunity Splits.

QUESTION NO: 3

Universal Containers ® & %¥Zf&K (k. Closed Won
EX—DVENLEIXNTOBFXROEEN FRIVEERVWIEZRELTVET, k. HEX
RiAAFICEDEL< E% 10,000

RILOFENFUETT, PRIF. EXESECMAEOISVRAAZZBEEEDIRLSICKRSD
TVWERT,

EHZRETESICO IR NGEDRSBT I AV ZHRINETLLESA?

A FTEH 10,000 RILZEBRZHERF. V- REBBFICEAR7OELAZEALET,
B.U—RFET7A—IREZBBHRRBT A —ILRIEXYTLET,
CU—RFET7A—IIREBROBHRESE T —ILRICIXYTLET,

Answer: C

Explanation:

To help the sales team at Universal Containers prioritize high-value prospects, mapping the
Lead Budget field to the Opportunity Amount field during lead conversion is the most effective
solution. This ensures that budget information gathered on the lead is directly available on
the Opportunity, enabling sales reps to quickly assess potential revenue and prioritize
accordingly.

* Data Transfer on Conversion: By mapping the Budget field from the Lead to the
Opportunity's Amount field, sales reps can immediately see if the opportunity meets the
$10,000 threshold, streamlining their prioritization process.

* Field Mapping During Lead Conversion: Salesforce allows custom field mapping from Lead
to Opportunity, ensuring that critical data, such as budget, is retained and accessible during
and after conversion.

Option A (approval process) could add unnecessary steps, and Option B (mapping to an
Opportunity Revenue field) is incorrect since "Revenue" is not a standard Opportunity field.
This method aligns with best practices for field mapping as detailed in Salesforce's Guide on
Custom Lead Field Mapping.

QUESTION NO: 4

Cloud Kicks DEXNZ—2v—lF, HAXRZR LT D LOOEHREEDLHIC, BE
Sales Cloud ZEHAL T2 250 ADREEE DT 1 AAH/INU—
S—FTAVUEBEEITDICEZAVTILRMIRERLEL L,
COEBBREMRNICERTRLOIC, OAVHIILEVNIEENR—DY—ILEQORSBTT
O—FZ2#HERINETLLSIH?

A.
TXNTOREEBIC, TATFTRIA—RNYIZAVHILEZMIEFA-ITEETD &
SKELET,

B. IXTDOREBICTVIT—NZHEEL, FLEITRZZEENDVANEZEERET,
C.EHDREBELR>TTA—RNVIZEBEEET,

Answer: B

Explanation:

For gathering feedback efficiently from a large group of users (250 employees), sending a
survey is the recommended approach. Here's why:
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* Scalability and Efficiency: A survey can quickly reach all employees and provide a
structured way to collect a wide range of input without needing to organize a large-scale
meeting. Surveys can include various question types to capture qualitative and quantitative
data, making it easier to analyze responses.

* Encouraging Participation: Surveys allow employees to provide feedback at their
convenience and tend to be less intrusive than group meetings, which may be challenging to
coordinate for a large number of users.

* Data Analysis and Reporting: Using a survey tool enables the consultant to analyze and
categorize responses, identifying trends or common themes in the feedback. This helps in
prioritizing changes based on the collective input.

* References: Salesforce offers survey capabilities that can be utilized directly within Sales
Cloud or through integrated tools available on the AppExchange, making it easy to manage
responses and view insights directly in Salesforce.

In summary, sending a survey (Option B) is the most practical and efficient approach to
gathering input from a large group of employees, allowing the consultant to collect
comprehensive feedback that can inform strategies for improving Sales Cloud adoption.

QUESTION NO: 5

Universal Containers (UC)

. REOEBEO-NEZFE OBEOT AV NCEENFTSNLERKEEEEILTVET
o COEKEF, UCICEREFNZHBEL LEEFREORETEH)ET, UC

. MADTHI NOEBEZEHFLEVEEZITVET,
BEHEBLEIEHICOAV IR N REIXNEFEMNENEY V1 —-23 2 FATTH?
A ERELIO-RIEFHLLVSRBT7 1 — )L RZERLET,

B. kFEMEGETHINIEETAIHL VERELD—RZEKLET,
CEBROTHIY M OEREBEZEMIILET,

Answer: C

Explanation:

The most efficient way to track a single contact across multiple accounts, such as an
executive associated with both a business and a nonprofit, is by enabling the Contact to
Multiple Accounts feature. This functionality allows a contact to have a primary relationship
with one account while also maintaining indirect relationships with other accounts. For
example, the contact could be directly related to their primary business account while also
being connected to a nonprofit account as an indirect relationship. This avoids the need for
duplicate records and ensures that interactions across all related accounts are tracked within
a single contact record

QUESTION NO: 6

Cloud Kicks Tld, IXTOEXELHEICHRTTEREZRETILEN HBYVET,
OAVHLENRENVY VI3 ZREINETL&SH?
AT—ZAVR—KN D4 —REFEALET,
B.EYRNTPYTASFRUIA—RZFMILET,
C7O77AINCEIDA—REZE)YTET,

Answer: B

Explanation:
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To set sales quotas for sales reps, Salesforce provides a feature called Forecast Quotas. By
enabling Forecast Quotas from Setup, organizations can define and manage sales quotas for
individual sales reps, teams, or territories within the Salesforce Forecasts feature. This allows
sales managers to set goals and track sales performance against these quotas.

* Setting Up Forecast Quotas: Once enabled, quotas can be managed from the Forecasts
tab, where managers can set monthly or quarterly targets for reps based on their sales
expectations.

* Visibility and Tracking: The quota information integrates directly with the Forecasts feature,
providing visibility for reps and managers to monitor progress and performance.

Option A (Data Import Wizard) is primarily for importing data, not for setting quotas. Option C
(assigning quota by profile) is not how quotas are assigned in Salesforce; they are set per
user or role. For more details, refer to the Salesforce Forecast Quotas documentation.

QUESTION NO: 7

Cloud Kicks Tl&, —#BDERETEZZHOMEIKICEERTILENHY KT,
COEH#EBLETEOICOAVHILRNGEDY ) 1—2a 0 ZHRBINETLLOIN?
A BBOTHIY M OEREBEZEALET,

B. 5| %E0EE|IEEXREOA—INEE)VANZFEALET,
C.ERRICEBRODANAZRLTHIVRNSRT 41— )LRZEMLET,

Answer: A

Explanation:

To associate contacts with multiple accounts, using the Contact to Multiple Accounts feature
is the ideal solution. Here's why:

* Built-In Feature: Salesforce provides the Contact to Multiple Accounts feature as a standard
capability, allowing a single contact to be associated with multiple accounts without needing
custom fields or objects.

* Relationship Management: This feature allows users to specify the role of the contact in
relation to each account, which helps Cloud Kicks manage complex relationships across
various accounts.

* Salesforce Best Practices: Salesforce recommends utilizing standard features like Contact
to Multiple Accounts to avoid unnecessary customization and ensure compatibility with
Salesforce updates.

* References: Salesforce documentation on Contact to Multiple Accounts details the setup
and use of this feature to support relationship management.

In summary, using the Contact to Multiple Accounts feature (Option A) is the recommended
approach for associating contacts with multiple accounts.

QUESTION NO: 8

Universal Containers

NEXBLHERG, BEFLERAABTOERANEXEBYENf ZELLEEFX—)IZ2VWDOHE
WiEAZIBEL, TORISIGEREICTZTAO—T YT TEDRELSICLEVEZATVERT

EREBETEOICOAYILEZNEEDY =)L ZHEITXETLLOIN?
A. Salesforce FE L 1
B. Bt hiEFX—)L
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CTIOTAETAXEYTFv

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.

QUESTION NO: 9

Cloud Kicks (CK) &, X—7T T 120 7x#—hHA
TN—T0LOIHEEEFELHBECEBLTVET., ChoNFEEERIHECQUHZEE
IBz%. CKIE Accounts ZBU T2 DBEBRZREFLIEZVEEZATVET,
OAVHLE NI AZHERINETL&SH?

ANARLAATSIONZFEALT, LRETOSHERLET,

B. EBENSERODT AV MNOKEZERELET,
CHREZERILHICAATHINEZEELET,

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:

* 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.
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* 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.

QUESTION NO: 10
FLWZOSIO9RNOFYOFT

E—F42U0T, AR NETOP IV MNEEFTETHERATZBERONEZRABLE
a-o

SMECTOSIIRNODRBERFEDRISBEDH EERTDLOIRDET,

VBB N ENHBEZEAL TVWEITH?

A FHFAF4L D3>

B. %R
CF¥LZTL—327T
Answer: B

Explanation:

During the Discovery phase, consultants gather information to understand the client's
requirements, challenges, and goals. By asking participants to define what project success
looks like, the consultant is conducting discovery to establish clear objectives and align the
implementation with the client's expectations.

This approach helps ensure that the solution will meet the client's needs and supports setting
measurable goals for the project.

Design Direction and Challenge Framing are useful strategies, but they occur after the
Discovery phase, once the initial understanding of goals and challenges is established.
Salesforce Documentation References:

* Salesforce Discovery Process

* Consulting Engagement Phases

QUESTION NO: 11
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Northern Trail Outfitters

DRFEEIEOHICEK, ZHOEBRBREZF DEONfN HVET, EXEBELERF. Chs0ERK
EAEVWCEDRSICEHELTVRS A ZHEL., MEBEZEMRLLEVEZEATVET,
COEHZBEITEOICOAVHILE NI EDHEREZHRINETL &SH?

A. EigFEE

B. EDTHVY M DELEE

C. B DXE

Answer: A

Explanation:

The Contact Hierarchy feature in Salesforce Sales Cloud allows users to view and
understand the relationships and reporting structures among contacts within the same
account. This feature provides a visual representation of the hierarchy, enabling sales reps to
quickly see how contacts are connected and who reports to whom within large accounts. This
is particularly useful for large organizations where multiple contacts need to be managed, as
it provides insight into key decision-makers and influencers in the account structure.

For more information, refer to the Salesforce documentation on Contact Hierarchy.

QUESTION NO: 12

Cloud Kicks (CK) EDRRE 7 I —AHF#ETLEL L.

CKix. #iLLEDXXA

TOEANEDRS ICHETIHN ZBRENICHEREIZHFEEZROTVET, CK
O7OCAREMT, BBOAT A RFBETT,
CORLARIOELI—ZREITZLEHICOAHILE NEAZERTEIHENF HYVETH?
ANJVI—ARNU—=LIYT

B. AIZN—HI)I7OtAK:E

C. BT

Answer: B

Explanation:

After the Discovery phase, Cloud Kicks (CK) wants a visual representation of how the new
complex business processes will work, requiring multiple slides. The consultant should create
a diagram using Universal Process Notation (UPN).

Key Points:

* Universal Process Notation (UPN): UPN is a simple, user-friendly way to map business
processes. It provides a standardized method to document complex processes in a clear and
understandable format.

* Visual Representation: UPN uses simple flowcharts and diagrams to represent processes,
making it easier for stakeholders to visualize and understand complex workflows.

* Scalability: UPN is suitable for representing both high-level overviews and detailed process
steps, accommodating the complexity and multiple slides required by CK.

* Communication Tool: By presenting the processes in UPN, the consultant can effectively
communicate how the new processes will function within the organization.

Why Other Options Are Less Suitable:

* A. Value Stream Map: This method focuses on analyzing and improving the flow of
materials and information required to bring a product or service to a consumer. It is more
suited for process improvement rather than providing an overall visual representation of new
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processes.
* C. Capability Model: A Capability Model provides a high-level view of what an organization
does (its capabilities), not how processes work. It is less suitable for showing detailed or
complex processes.

Salesforce Sales Cloud References:

* Business Process Mapping: While Salesforce does not prescribe a specific notation for
process mapping, it emphasizes the importance of clear and effective communication of
business processes during implementation.

* Process Visualization Tools: Salesforce partners and consultants often use various process
mapping techniques, including UPN, to document and communicate business processes.

* Change Management: Effective documentation of processes is critical for user adoption and
change management, as outlined in Salesforce's Change Management Best Practices.

By creating diagrams using Universal Process Notation, the consultant can provide CK with a
visual, comprehensive, and understandable representation of the new complex business
processes.

QUESTION NO: 13

Universal Containers

B, FYYTERETIEDILT—RESMLTHY ., A—TVBERERDEDTHIY
NOEHRENRTTVWBAZIBELEVEEZEZATVET,
COLR—PNZERTRDEHIZOAVHIILEZD NEFAZHRINETL & S5H?
A.LR=—NDRAFvT7T>avh

B.A—ILT7Y7THIV—HNEEEhEL L

COOR74INE—

Answer: C

Explanation:

To identify accounts with open opportunities that are missing contacts, using a cross filter in
Salesforce reports is the most effective approach. Cross filters allow for filtering records
based on related objects, such as showing Accounts with open Opportunities that lack
associated Contacts. This method provides a clear and actionable report that highlights data
gaps directly relevant to Universal Containers' analysis needs, enabling them to address
these gaps more efficiently

QUESTION NO: 14

Universal Containers (UC) l&., &REICERE iz)— KA1

HOHRZEZ TABICEML VWD EICRFEEL

BREOHER., TOU—RE

RY NMCE > TERENDAREEN BV ET, UC

&, 774 —LLEDANLZFIRTZDHDLZEWNEZHEU T (C. EED Web-to-Lead
7#—LZFEALET,

72 —ALZBREITIHEIC, AVHILEZNIE—OFHRE L THZHEBINETLLS
H?

A REMENBIAENEZND AR L Web-to-Lead DREFEEFERALE T,

B. h AZ LA Web-to-!) — R % g & = AppExchange NV T —2 ZFERALE T,

C. Web-to-Lead XE T reCAPTCHA REIZ BRI 2 %2 BIRL £,
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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.

QUESTION NO: 15

Cloud Kicks

NEXELHER, FPROTET—>232XJVY VTHREOEROFMEZ T NTHRL L
WEEZTVET,

AVHIILENEEDHBEZHRINETL &S5H?
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B. "#A0E#K., VAMELI—AS "T9EE1—, #7232 &BRLET,

C. "My Opportunitiesy ICB8TALR—FhEZEECHA Y 1R—REZERLET,

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 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.

QUESTION NO: 16

Cloud Kicks (CK) BHEBIL—ILZRELEVWEEZTVERT,
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EYRNOEEZBEZIHLVLLIO-—RICOABEBRAENE T,

Answer: A

Explanation:

In Salesforce, sharing rules are used to extend access to records beyond the default access
levels established by organization-wide defaults (OWDs). These rules allow administrators to
define which groups of users (e.

g., roles, public groups, territories) need additional access, such as Read/Write permissions,
to records they do not own. Importantly, sharing rules cannot restrict access below the level
set by OWDs; they only provide additional access. Thus, for Cloud Kicks, implementing
sharing rules means expanding access where needed to facilitate collaboration and ensure
that the right users have appropriate visibility into records like Accounts, Opportunities, or
other objects based on their role requirements

QUESTION NO: 17

Cloud Kicks (CK) (&, Sales Cloud
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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.

QUESTION NO: 18

Universal Containers (&, 8% 5 £/, Sales Cloud

ZEALTU—R, THOUKN, BEigE, BHREEBELTEELL,
EEHEHOSVPEHE, h>7 7LV AICHEL., Sales Cloud Einstein
DHBEIC DWTEUVEL £, SVP I&. Einstein Lead Scoring & Einstein Deal Insights
ICHEBICHEHKRZRF >TVET, SVP

., I<SICEREZTOILEOHICOAOHILEZNZEVEL L
OAVHILEZVNEETEODRATY TEZREENETLLSH?

A. Y2 RRY 2 AT Einstein Readiness Assessor ZZ£1TL X 9,

B. MR EMEM T Einstein FBF ¥ 7 F vy Z2HVCLET,

C. ABRETWA D Einstein #eEx2BRICLET,

Answer: A
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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.

QUESTION NO: 19

Cloud Kicks D E¥#BHEI#tRE. EEF— LN Salesforce
ENALNTTIVEEALTERAVERTIBDEZLEATVET,

BEET—LE.

J— R, Eifk, BREFREICHEETEET,

OVHIILRV NG EETF—ALAICEOHEDFERAZHRINETLLSH?
A.AX—KTO>a>

B. Lightning €/N1J)L AV R—F> K

CTAVIABRA VT ITAETAFYTF ¥

Answer: A

Explanation:

Smart Actions streamline data entry and common tasks in the Salesforce mobile app,
allowing users to quickly create and edit records such as leads, contacts, and opportunities.
These actions provide a simplified and intuitive interface tailored for mobile use, enhancing
productivity and usability for the sales team. By utilizing Smart Actions, Cloud Kicks' sales
team can efficiently manage their tasks on the go without needing to navigate complex forms
or screens.
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