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HH #28

A client wants to have an extra colunn to enter a fixed amount in a promotion. The colurmn needs to be added next to the Planned
Fixed Spend calculation. A consultant already created the new key performance indicator (KPI) definition and adjusted the proper
KPI set.

‘Which additional configuration does the consultant need to do to make the column available on the promotion?

e A Assignthe SPC subset to the new KPI definition.
¢ B. Assign the VPC subset to the new KPI definition.
e C. Assign the tactic subset to the new KPI definition.

Ef#: A

TR

In the TPM User Interface, the Promotion P&L is divided into distinct sections known as "Cards" to organize the massive amount of
data. The two primary cards are the Volume Planning Card (VPC) and the Spend Planning Card (SPC).

* VPC (Volume Planning Card):Contains metrics related to quantities, such as Baseline Volume, Uplift Volume, and Total Volume.
* SPC (Spend Planning Card):Contains financial metrics, such as Fixed Fees, Variable Spend, ROI, and Margins.

The requirement is to add a colunmn for a "fixed amount” next to "Planned Fixed Spend." Since "Fixed Spend" is a financial/monetary
metric, it resides within theSpend Planning Card. Creating the KPI definition is only the first step. To make that KPI visible on the
U, it must be assigned to the correctKPI Subset. The KPI Subset effectively acts as a filter or a view controller. If you create a
financial KPI but do not assign it to the SPC Subset(Option B), it will exist in the system but will remain nvisible to the KAM on the
promotion screen. Option A is incorrect because the VPC is for volume, not spend. Option C is incorrect because "tactic subset"
generally refers to the configuration of the tactic list itself, not the financial grid columns.

B #29

A key account manager (KAM) at Cloud Kicks wants to set up Customer Business Plans (CBPs) for a Planning Customer. The
KAM wants to create a CBP for next year.

How should a consultant advise the KAM to set up the CBP?

¢ A. By defining the Date From and number of month
¢ B. By specifying the Business Year
e C. By specifying the Date From and Date Thru

IEf#: B
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Customer Business Plans (CBPs) in Consumer Goods Cloud are the high-level containers used for annual volume and financial
planning, Unlike specific promotions which have granular start and end dates (e.g,, "Jan

1st to Jan 14th"), a Customer Business Plan is structurally designed to cover a standard fiscal or calendar year.

The recommended and standard best practice for setting up a CBP is to link it to aBusiness Year. When configuring the system, the
administrator defines the Calendar and Business Years (e.g,, 2024, 2025) in the master data. When a Key Account Manager
(KAM) creates a new plan, they select the specificYearfrom a dropdown menu rather than manually entering a "Date From' and
"Date Thru." This approach ensures data integrity and alignment with the corporate fiscal calendar. By selecting "Business Year:
2025," the system automatically understands the exact start and end dates based on the master calendar configuration (which might
be Jan 1-Dec 31, or a fiscal offset like Oct 1-Sept 30). This prevents user error, such as a KAM accidentally creating a plan that
runs for 13 months or starts on the wrong day of the week. It also facilitates ""Year-over-Year" reporting, as the system can easily
compare "CBP 2024" vs. "CBP 2025" because they are strictly defined by the Business Year object, ensuring that targets and
baselines are aggregated mto the correct annual buckets.

R #30

A client wants to define the finds available to spend based on the revenue planned for a customer.

Which information does a consultant need to collect from the client to understand if this can be fulfilled with the TPM Funds
functionality?

e A The promotions to which revenue-based finding will apply
e B. The fund templates to which revenue-based funding will apply
e (. The tactic conditions to which revenue-based funding will apply

IEf#: B
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In Trade Promotion Management, funds generally fall into two categories:

* Fixed Funds:A set budget amount (e.g., $10,000) given for a year.

* Rate-Based (or Revenue-Based) Funds:A budget that accrues dynamically as a percentage of sales (e.

g, 5% of Gross Revenue).

The requirement describes aRevenue-Based Fund(often called "Live" or "Accrual” finds). The behavior of a find-whether it is fixed
or rate-based-is strictly defined by theFund Tenplate.

Therefore, to assess feasibility, the consultant must identify theFund Templates(Option A). They need to knowwhichbuckets of
money the client wants to behave this way. Once identified, the consultant configures these specific templates to "Rate Based" mode
and links them to the appropriate "Source" KPI (e.g., Planned Revenue). This configuration allows the system to automatically
calculate the "Available" find value by multiplying the Planned Revenue by the defined percentage, fulfilling the client's requirement.
Options B and C are downstream elements; the findamental behavior is dictated by the Fund Template.

HM #31
Cloud Kicks is currently struggling to measure the effectiveness of specific promotions.
In which phase of the TPM lifecycle should a consultant focus discovery efforts in order to provide a solution recommendation?

e A Strategic Planning
¢ B. Post Event Analysis

¢ C. Promotion Planning
Ef#: B
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The Trade Promotion Management (TPM) lifecycle is generally cyclical, consisting of Strategic Planning, Promotion
Planning/Execution, and Post-Event Analysis. The specific pain point identified in the scenario is the inability to "measure the
effectiveness" of promotions. This activity falls squarely into the Post-Event Analysis phase.

During Discovery for this phase, a consultant must investigate how the client currently evaluates success. This involves identifying
which Key Performance Indicators (KPIs) are necessary to determine "effectiveness'™ commonly metrics like Return on Investment
(ROI), Uplift Volume, Incremental Revenue, and Trade Spend Efficiency. To provide a recommendation, the consultant needs to
understand what data is currently missing or difficult to access. For exanple, are they lacking actual shipment data from an ERP to
compare against the plan? Do they lack baseline data to calculate the "lift'"?

By focusing discovery on Post-Event Analysis, the consultant can ensure the solution is designed backwards from these
requirenents. Ifthe system is not configured to capture the necessary "Actuals” or if the calculation engine is not set up to compute
"Incremental” values vs. "Base" values, the client will never be able to measure effectiveness. Therefore, while planning is important,
themeasurementproblem is solved by designing robust analytics and feedback loops that characterize the Post-Event Analysis
phasel111.

E R #32

A consumer goods manufacturer wants to track spending against trade promotion tactics, but does not want to manage the creation
of fnd records or the financial transactions between funds.

What should a consultant advise?

e A, The Funds module is optional in TPM so does not need to be implemented.

Create a single fund per sales org with an initial value representing the total amount in the fund at sales org level to act as a
dummy fund record so that Spend Tracking can be used.

The system can prevent overspending but only in relation to the initial loaded values as subsequent transactions will not be
held within the system.

e B. Tracking spend requires implementation of the Fund Management module. Initial find values can be loaded as initial
transactions by dataloading into the appropriate find records. Subsequent transactions do not need to be managed in the
system The system can prevent overspending but only in relation to the initial loaded values as subsequent transactions will
not be held within the system

e C. The Funds module is optional in TPM so does not need to be implemented. Actual spend can still be compared to that
defined in the Spend Planning card (SPC), but not against the initial or subsequent transactions used to define the available
value of funds. The system will not be able to prevent overspending.

EfE: A
A -



In Salesforce Consumer Goods Cloud, the Funds Management module is indeed technically optional, but it is deeply integrated into
the Tactic Spend calculation logic. The system's calculation engine typically requires a

"Source" to attribute spend against, even if the user does not want to do complex checkbook management (deposits, withdrawals,
transfers).

Option A describes the standard workaround for this "Lightweight Funds" requirement.

* The Dummy Fund:By creating a single, high-level fund for the Sales Org, you provide the necessary technical anchor for the
systemto record "Spend." This satisfies the data model requirement that every tactic spend must be associated with a funding
source.

* Spend Tracking'This setup allows the manufacturer to see "Total Planned Spend" accumulating against this dummy bucket.

* Limitations:Since the client refuses to manage transactions (adding money to the find), the system can only check overspending
against theinitialloaded value. It cannot support dynamic accruals or complex validations, but it fulfills the core requirement of
"tracking spend" without the operational overhead of full find managementl.
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