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B #46

Northern Trail Outfitters needs to complete analysis on promotion metrics to ensure the success of the promotions currently being
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run.
‘What should a consultant do to get an accurate, immediate view of promotions?

¢ A. Export promotion data directly from the Promotion object.
¢ B. Utilize a third-party AppExchange tool to run analysis.
¢ (. Create real-time reporting (RTR) and add dimensions.

Ef#: C

fiR e«

In the context of Salesforce TPM, Real-Time Reporting (RTR) is a specialized capability designed specifically to address the need
for immediate, in-context visibility into promotion performance.

Trade Promotion data is complex; it involves time-phased grids (weekly/daily), different metrics (Volume, Spend, Revenue), and
dynamic calculations (Writeback). Standard Salesforce reports sometimes struggle to present this multi-dimensional "P&L" view
effectively or instantaneously during the planning and execution flow. Exporting data (Option C) is a manual, static process that
becomes obsolete the moment it is done, failing the "immediate view" requirement.

RTR allows users (like Key Account Managers) to view aggregated Key Performance Indicators (KPIs) directly within the
application interface without waiting for overnight batch processing or data warehousing synchronization. By configuring RTR and
adding the necessary dimensions (e.g., Product, Time, Tactic), the consultant empowers the user to see exactly how the promotion is
tracking against its targetsright now. This immediate feedback loop is crucial for "in-flight" adjustments to ensure promotion
success4444.

B #47
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?

¢ A. Promotion Planning
¢ B. Strategic Planning
e C. Post Event Analysis

EfE: C

L2

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 example, 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.

HH #48
What is the recommended way to create fixed finds in Consumer Goods Cloud TPM?

e A. Skip the optional find template creation step, and directly nput fixed finds.
¢ B. Create a fund template first, and then use the template to create funds.
e C. Create find templates only for complex funds; otherwise, create fixed finds without utilizing templates.

EM: B
b

In Consumer Goods Cloud TPM, Templates are the foundational architectural element for creating executable records, including
Funds, Promotions, and Tactics. You cannot create a valid Fund record without it being based on a Fund Tenplate. The template



defines the rules, anchors (e.g., Customer, Org), and characteristics of the fund. Therefore, the recommended and mandatory
workflow is to configure the Fund Template first, and then instantiate the specific Fixed Funds using that template.

HH #49

Cloud Kicks is currently utilizing Consumer Goods Cloud TPM and wants to understand if it can use mass copy promotions now for
the next few years in a single click.

‘Which limitation should the company keep in mind for mass copying promotions from the Trade Calendar view?

e A They are possible for a maximum 18-month timeframe.
¢ B. They are possible with a custom date and timeframe for 18 months out-of-the-box.
e C. They are possible for only a 12-month timeframe.

Ef#: A

A -

The Mass Copy functionality in the Trade Calendar is a powerful productivity feature that allows Key Account Managers to
duplicate successful promotion plans from one year to the next. However, to ensure system performance and stability, Salesforce
imposes specific governor limits on this operation.

Duplicating promotions is not a simple record copy; it involves cloning the header, all associated tactics, product splits, and
potentially re-calculating initial baseline values for the new dates. Ifa user were to attempt to copy promotions 5 years into the future
in a single action, the calculation load would be immense.

According to the product documentation and best practices for Consumer Goods Cloud TPM, the standard limitation for the Mass
Copy window is18 months. This means a user can select a source range and copy it to a target range, provided the target dates do
not extend beyond 18 months into the future. This constraint balances usability (allowing for full next-year planning plus a buffer) with
the technical constraints of the Processing Service, preventing timeouts and ensuring that the copied data remains manageable and
accurate.

HM #50

Northern Trail Outfitters (NTO) is utilizing Consumer Goods Cloud TPM to manage their promotional activities. NTO needs to
handle promotions at retailers that are indirectly managed through distributors.

What is the recommended approach within Consumer Goods Cloud TPM to design the master data that will properly reflect the
relationship between the retailer and the distributor?

e A Create a custom junction object to manually track the interactions between retailers and distributors, allowing for custom
fields and records to be maintained for reporting purposes.

e B. Use the standard Accounts object to represent both retailers and distributors, adding custom lookup fields to establish and
describe the indirect management relationship.

¢ C. Leverage the Customer Relationships object to model the connections between retailers and distributors, facilitating the
representation of indirect sales channels within the platform.

IEf#: B

R

In Salesforce Consumer Goods Cloud, the Account object is the core entity for the Trade Org Hierarchy. Best practice design
principles dictate that both direct customers (Distributors/Wholesalers) and indirect customers (Retailers/Outlets) should be modeled
as Accounts.

To represent the "Indirect" relationship-where a Manufacturer sells to a Distributor, who then sells to a Retailer-you should not
overcomplicate the data model with custom junction objects unless absolutely necessary for many-to-many complexities that cannot
be handled otherwise. For standard indirect management in TPM, the recommended approach is to use theStandard Accounts
objectfor both parties and utilizecustom lookup fieldson the Retailer account to point to the Distributor.

This "Wholesaler" or "Distributor” lookup field allows the system to aggregate volume or plan promotions that target the Retailer
while acknowledging the fulfiliment path through the Distributor. This design keeps the architecture aligned with the Salesforce core
data model and ensures compatibility with the TPM calculation engines (Processing Services), which are optimized to traverse
standard Account hierarchies and attributes. Using a custom junction object (Option A) would likely require significant custom
development to make the TPM engine "see" the relationship for volume roll-ups, whereas Account lookups are native and easily
queryable2222.
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