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Cloud Kicks recently implemented a Consumer Goods Cloud TPM solution and key account managers (KAMs) are now using the
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the first look at the account plan. After analyzing the account's products and related key performance indicators (KPIs) at the
account, product group, and product levels, the KAM identified the gap between the baseline volumes and the target sales volume.
How should a consultant recommend filling the identified gap without creating incremental volume?

A. Edit and change the adjustment KPIs in the account plan and look at these changes in the account plan view in order to
analyze promotion effectiveness for target volume.
B. Plan the sellable promotions in the TPM system and view the increased volume resulting from the promotions. Analyze
how effective promotions are and whether they are likely to hit the target volume.
C. Anticipate changes to some adjustment KPIs. Adjust the KPIs in a Customer Business Plan and look at these changes in
the account plan view to analyze promotion effectiveness for target volume.

Answer: A

Explanation:
This scenario describes Gap Planning, a critical part of the Account Planning process (Customer Business Plan or CBP). The KAM
has a "Target" (Goal) and a "Baseline" (Forecast). The difference is the "Gap." The constraint in the question is key:"without creating
incremental volume."
* Incremental Volumeis generated byPromotions(Tactics like price cuts or displays). Therefore, Option C (Plan sellable promotions)
is incorrect because that is explicitly about driving incremental volume.
If the KAM needs to close the gapwithoutrunning new promotions, they must adjust theBaselineorBase Forecastassumptions. For
example, they might believe the market will grow organically, or a new product listing will drive steady sales. In Consumer Goods
Cloud TPM, this is done usingAdjustment KPIsdirectly within the Account Plan (CBP) view. By editing these adjustment fields (e.g.,
"Baseline Adjustment" or
"Manual Forecast Override"), the KAM effectively modifies the "Base" volume prediction to match the
"Target," thereby closing the gap in the plan. Option A correctly identifies this direct manipulation of the Account Plan KPIs as the
method to align forecasts without resorting to trade activity.

NEW QUESTION # 34 
Northern Trail Outfitters wants to roll out the Consumer Goods Cloud TPM application to the German market. The local business is
typically running promotions either for the entire Planning Customer or for specific store formats; for example, Hypermarket and
Minimarket of the Planning Customer. Besides being able to determine the Store Format within a promotion, the local business
wants to be able to get a graphical overview of which promotions are running during which timeframe for a certain Store Format of
the Planning Customer.
Which implementation should the TPM consultant recommend?

A. Assign Store Formats as Sub Accounts to the Planning Customer before creating Sub Account promotions by Store
Format and filter as needed for Store Formats in the Trade Calendar.
B. Create Customer Promotions, use a custom Promotion Attribute to specify the Store Format, and build a report outside of
Consumer Goods Cloud TPM to review promotions by Store Format.
C. Create Customer Promotions, use a custom Promotion Attribute to specify the Store Format, and filter in the Trade
Calendar promotions using the new Store Format attribute.

Answer: C

Explanation:
The requirement is twofold: flexible planning (sometimes total customer, sometimes specific format) and graphical visibility (filtering
the calendar).
Option C offers the most efficient design by leveraging Promotion Attributes and the native Trade Calendar filtering capabilities.
Instead of fracturing the account structure or forcing every promotion to be at the "Sub Account" level (which adds significant
maintenance overhead as seen in Option B), the consultant should recommend planning at the main Customer level. To handle the
"Format" distinction, a custom dropdown (Attribute) is added to the Promotion Template labeled "Store Format" (e.g.,
Hypermarket, Minimarket, All).
The crucial feature here is theTrade Calendar'sability to filter based on these attributes. The KAM can open the calendar for the
"German Market" account and apply a quick filter: "Show only Hypermarket promotions." This instantly renders the requested
"graphical overview" of the timeframe overlap for that specific format. This approach avoids the need for external reporting (Option
A) and keeps the user experience seamless within the TPM application, satisfying both the data capture and the visualization
requirements with standard configuration.

NEW QUESTION # 35 



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

Answer: B

Explanation:
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 into the correct annual buckets.

NEW QUESTION # 36 
What is the most critical factor to consider when leading executive level requirements gathering sessions to recommend an
appropriate solution?

A. Prioritizing a user-friendly interface and experience to ensure quick adoption and operational continuity for the sales and
marketing teams
B. Focusing on the business's strategic objectives, such as market expansion and return on investment (ROI), and tailor the
TPM tool's functionality to these goals
C. Ensuring the application incorporates the latest features and adheres to benchmark standards to maintain a competitive
edge

Answer: B

Explanation:
When conducting Discovery sessions, a consultant must tailor their approach to the audience. Executive-level stakeholders (VPs, C-
Suite, Directors) are rarely concerned with the tactical nuances of button placement (User Interface - Option C) or the technical
novelty of features (Benchmarks - Option B) in isolation. Their primary mandate is the financial and strategic health of the
organization.
Therefore, the most critical factor is aligning the TPM solution withStrategic ObjectivesandROI. Executives want to know how the
system will help them grow revenue, improve trade spend efficiency (getting more sales for every dollar spent on promotions), or
expand into new markets.
A consultant must frame the requirements gathering around questions like: "How do you currently measure the profitability of your
trade spend?" or "What are your growth targets for the next fiscal year, and how does your current system hinder them?" By
anchoring the solution recommendation in these strategic goals (Option A), the consultant ensures executive sponsorship. If the
solution is technically perfect but fails to deliver the business insights required for market expansion or margin analysis, it will be
deemed a failure by the executive leadership.

NEW QUESTION # 37 
A client wants to define the funds 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?

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



Answer: A

Explanation:
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" funds). The behavior of a fund-whether it is fixed
or rate-based-is strictly defined by theFund Template.
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" fund value by multiplying the Planned Revenue by the defined percentage, fulfilling the client's requirement.
Options B and C are downstream elements; the fundamental behavior is dictated by the Fund Template.

NEW QUESTION # 38
......

To ensure your 100% satisfaction, AP-205 free demo are available for the certification exam you're going to take before you
purchased. All our AP-205 dumps collection is quite effectively by millions of people that passed AP-205 Real Exam and become
professionals in IT filed. You will never regret choosing our AP-205 test answers as your practice materials because we will show
you the most authoritative study guide.

Reliable AP-205 Braindumps Free: https://www.actual4exams.com/AP-205-valid-dump.html

Salesforce Valid AP-205 Exam Fee To discern what ways are favorable for you to practice and what is essential for exam syllabus,
our experts made great contributions to them, By doing this successful AP-205 Consumer Goods Cloud: Trade Promotion
Management Accredited Professional exam candidates can gain several personal and professional benefits, We know deeply that a
reliable AP-205 exam material is our company's foothold in this competitive market, Salesforce Valid AP-205 Exam Fee You don't
have to worry about not having a dedicated time to learn every day.

Walk through design considerations for a custom Reliable AP-205 Braindumps Free mobile site so you can start serving up a better,
more considered experience toyour mobile users, laying the groundwork for AP-205 a cohesive long-term strategy that provides a
more accessible experience for all.

AP-205 Exam Dumps - Achieve Better Results
Each site corresponds to a regional sales office, To discern what AP-205 Reliable Exam Braindumps ways are favorable for you to
practice and what is essential for exam syllabus, our experts made great contributions to them.

By doing this successful AP-205 Consumer Goods Cloud: Trade Promotion Management Accredited Professional exam candidates
can gain several personal and professional benefits, We know deeply that a reliable AP-205 exam material is our company's
foothold in this competitive market.

You don't have to worry about not having a dedicated time to learn every day, We offer free demos as your experimental tryout
before downloading our real AP-205 exam questions.

Valid AP-205 Exam Fee: Consumer Goods Cloud: Trade Promotion Management Accredited Professional - High Pass-Rate
Salesforce Reliable AP-205 Braindumps Free � Search for 【 AP-205 】 and download exam materials for free through
➥ www.prep4away.com � �Test AP-205 Discount Voucher
Consumer Goods Cloud: Trade Promotion Management Accredited Professional brain dumps, AP-205 dumps pdf �
Search for 《 AP-205 》 and obtain a free download on “ www.pdfvce.com ” ☢Valid AP-205 Test Questions
AP-205 Exam Demo � Hot AP-205 Questions � New AP-205 Dumps Files � Immediately open ➠
www.prep4away.com � and search for ▷ AP-205 ◁ to obtain a free download �Best AP-205 Preparation Materials
Latest AP-205 Questions � PDF AP-205 Cram Exam � AP-205 Reliable Exam Answers � Go to website {
www.pdfvce.com } open and search for ➥ AP-205 � to download for free �Pdf AP-205 Format
Valid AP-205 Exam Fee: Consumer Goods Cloud: Trade Promotion Management Accredited Professional - High Pass-Rate
Salesforce Reliable AP-205 Braindumps Free � Download ☀ AP-205 �☀� for free by simply entering ✔
www.troytecdumps.com �✔� website �AP-205 Exam Demo
Latest AP-205 Test Materials � Certification AP-205 Test Answers � AP-205 Latest Examprep � Download �

https://www.testkingpass.com/AP-205-testking-dumps.html
https://www.actual4exams.com/AP-205-valid-dump.html
https://www.actual4exams.com/AP-205-valid-dump.html
https://www.actual4exams.com/AP-205-valid-dump.html
https://www.pdfdumps.com/AP-205-valid-exam.html
https://www.prep4away.com/Salesforce-certification/braindumps.AP-205.ete.file.html
https://www.pdc.edu/?URL=https%253a%252f%252fwww.actual4exams.com%252fAP-205-valid-dump.html
https://www.prep4away.com/Salesforce-certification/braindumps.AP-205.ete.file.html
https://www.northwestu.edu/?URL=https%253a%252f%252fwww.actual4exams.com%252fAP-205-valid-dump.html
https://www.troytecdumps.com/AP-205-troytec-exam-dumps.html
https://bbs.pku.edu.cn/v2/jump-to.php?url=https%253a%252f%252fwww.actual4exams.com%252fAP-205-valid-dump.html


AP-205 � for free by simply searching on ➥ www.pdfvce.com � �AP-205 Exam Demo
100% Pass Quiz Trustable Salesforce - AP-205 - Valid Consumer Goods Cloud: Trade Promotion Management Accredited
Professional Exam Fee � Enter � www.prepawaypdf.com � and search for ➠ AP-205 � to download for free �
�AP-205 Valid Cram Materials
Salesforce Valid AP-205 Exam Fee: Consumer Goods Cloud: Trade Promotion Management Accredited Professional -
Pdfvce 100% Pass For Sure � Go to website � www.pdfvce.com � open and search for � AP-205 � to download for
free �AP-205 New Exam Braindumps
Consumer Goods Cloud AP-205 free valid dumps - Salesforce AP-205 actual pdf exam � Search for [ AP-205 ] and
easily obtain a free download on ➤ www.exam4labs.com � �Latest AP-205 Exam Objectives
Latest AP-205 Exam Objectives � PDF AP-205 Cram Exam � AP-205 Exam Questions Fee � Simply search for
➽ AP-205 � for free download on ▷ www.pdfvce.com ◁ �AP-205 Reliable Exam Answers
Valid AP-205 Exam Fee: Consumer Goods Cloud: Trade Promotion Management Accredited Professional - High Pass-Rate
Salesforce Reliable AP-205 Braindumps Free � Easily obtain ✔ AP-205 �✔� for free download through ✔
www.practicevce.com �✔� �New AP-205 Dumps Files
freestyler.ws, www.stes.tyc.edu.tw, myportal.utt.edu.tt, myportal.utt.edu.tt, myportal.utt.edu.tt, myportal.utt.edu.tt,
myportal.utt.edu.tt, myportal.utt.edu.tt, myportal.utt.edu.tt, myportal.utt.edu.tt, myportal.utt.edu.tt, myportal.utt.edu.tt,
www.stes.tyc.edu.tw, www.stes.tyc.edu.tw, www.stes.tyc.edu.tw, www.stes.tyc.edu.tw, successhackademy.net,
www.stes.tyc.edu.tw, myportal.utt.edu.tt, myportal.utt.edu.tt, myportal.utt.edu.tt, myportal.utt.edu.tt, myportal.utt.edu.tt,
myportal.utt.edu.tt, myportal.utt.edu.tt, myportal.utt.edu.tt, myportal.utt.edu.tt, myportal.utt.edu.tt, Disposable vapes

BONUS!!! Download part of Actual4Exams AP-205 dumps for free: https://drive.google.com/open?
id=1ZO3HNgA4_kHFSB5CLXZ16HMiIo_UVodD

https://www.prepawaypdf.com/Salesforce/AP-205-practice-exam-dumps.html
https://seisquare.com/?s=Salesforce%20Valid%20AP-205%20Exam%20Fee:%20Consumer%20Goods%20Cloud:%20Trade%20Promotion%20Management%20Accredited%20Professional%20-%20Pdfvce%20100%25%20Pass%20For%20Sure%20%25f0%259f%2592%25b3%20Go%20to%20website%20%25e2%258f%25a9%20www.pdfvce.com%20%25e2%258f%25aa%20open%20and%20search%20for%20%25e2%258f%25a9%20AP-205%20%25e2%258f%25aa%20to%20download%20for%20free%20%25f0%259f%2593%2592AP-205%20New%20Exam%20Braindumps
https://www.exam4labs.com/AP-205-practice-torrent.html
https://pewetools.de/?s=Latest%20AP-205%20Exam%20Objectives%20%25f0%259f%258c%25bb%20PDF%20AP-205%20Cram%20Exam%20%25f0%259f%25a7%25a7%20AP-205%20Exam%20Questions%20Fee%20%25f0%259f%25a5%25b1%20Simply%20search%20for%20%25e2%259e%25bd%20AP-205%20%25f0%259f%25a2%25aa%20for%20free%20download%20on%20%25e2%2596%25b7%20www.pdfvce.com%20%25e2%2597%2581%20%25f0%259f%2598%2589AP-205%20Reliable%20Exam%20Answers
https://www.practicevce.com/Salesforce/AP-205-practice-exam-dumps.html
http://freestyler.ws/user/636776/debpisarek
http://www.stes.tyc.edu.tw/xoops/modules/profile/userinfo.php?uid=3820250
https://myportal.utt.edu.tt/ICS/icsfs/176bc03c-e933-487c-9769-af663a75d1b9.pdf?target=c75cca37-00b0-4a65-9a98-cf29dc6cfd68
https://myportal.utt.edu.tt/ICS/icsfs/18e8fd86-01e6-4b31-9363-8332ddd2c3a4.pdf?target=39236f28-16cb-4d9c-8f36-813a9ebe9430
https://myportal.utt.edu.tt/ICS/icsfs/31964bae-0bda-4d7e-8ce6-01465d286400.pdf?target=f5c907f0-ea3b-4377-bf6b-f017049827d7
https://myportal.utt.edu.tt/ICS/icsfs/37a83f59-30ee-40c4-bedb-9a3125c35336.pdf?target=9d59f5f0-dd68-437c-8a52-9391ce37f972
https://myportal.utt.edu.tt/ICS/icsfs/3c212c9f-f896-4c5c-8604-1d3d26838417.pdf?target=98700d6f-52d6-427b-9164-2e6ddd0fed5d
https://myportal.utt.edu.tt/ICS/icsfs/523e2742-8468-4f99-a473-49651517b0f3.pdf?target=44a1bdb9-e74c-4e27-a5b8-05477e3b51f7
https://myportal.utt.edu.tt/ICS/icsfs/bbd07354-61f2-4710-8a70-a16afb7c7269.pdf?target=09b673e8-0043-4d8c-b503-1aaa6b38c9da
https://myportal.utt.edu.tt/ICS/icsfs/bf68c2dd-d278-4e47-b73a-1046003a4698.pdf?target=9b866f56-baf7-4446-a092-4d9f39fb06d9
https://myportal.utt.edu.tt/ICS/icsfs/d53e81a9-8023-4ea1-8079-fca0a97ade7c.pdf?target=b7185636-3580-40ad-af0d-dc996698b2fc
https://myportal.utt.edu.tt/ICS/icsfs/f3658f87-3f1a-45bb-baba-730a9662a0d3.pdf?target=67b343be-34f7-47a7-8666-e5f46eedd83e
http://www.stes.tyc.edu.tw/xoops/modules/profile/userinfo.php?uid=3918648
http://www.stes.tyc.edu.tw/xoops/modules/profile/userinfo.php?uid=3919262
http://www.stes.tyc.edu.tw/xoops/modules/profile/userinfo.php?uid=3919048
http://www.stes.tyc.edu.tw/xoops/modules/profile/userinfo.php?uid=3918595
https://successhackademy.net/profile/pauljoh829
http://www.stes.tyc.edu.tw/xoops/modules/profile/userinfo.php?uid=3918432
https://myportal.utt.edu.tt/ICS/icsfs/0dbbb980-d886-4613-938f-e9d583e47d39.pdf?target=f0d46dfb-ed1a-49fb-a8f2-b36375739a95
https://myportal.utt.edu.tt/ICS/icsfs/2a971d15-3c4a-4437-8ff9-2714472f0dcf.pdf?target=76b8768f-8f0c-4de1-8868-23b6e2f135d1
https://myportal.utt.edu.tt/ICS/icsfs/47c1ff62-878a-44ef-bac5-5931c9f0c437.pdf?target=06cec75d-14c7-4b61-bf53-2d7985436dd7
https://myportal.utt.edu.tt/ICS/icsfs/69955250-aa4b-460c-8772-29ac9743769b.pdf?target=d3e58d69-b1c2-4b39-9e27-aaf6ba6becc8
https://myportal.utt.edu.tt/ICS/icsfs/808e05dc-e559-4803-b793-328a399ce971.pdf?target=65af83bd-69d1-4574-a312-c7e45e935a0b
https://myportal.utt.edu.tt/ICS/icsfs/a00e6dd0-45b7-4fb2-a2bc-f7d907d9f6db.pdf?target=6521fe00-d16b-488a-9394-628447563381
https://myportal.utt.edu.tt/ICS/icsfs/a2c5ddad-f1a2-4df4-b09c-a4341f98fa6c.pdf?target=eed6b44c-4223-4540-ba30-a7cd92355ab8
https://myportal.utt.edu.tt/ICS/icsfs/d204bb5a-01ca-405c-8131-06499e8e46ae.pdf?target=a8f937d6-3fa1-4e84-bb9a-919836ff720e
https://myportal.utt.edu.tt/ICS/icsfs/db159efd-f359-46fe-aaaf-108c9cb4d3e8.pdf?target=1e879174-3ab4-454b-b628-fa1fdd7c474f
https://myportal.utt.edu.tt/ICS/icsfs/e2bc4cc6-df3b-4a62-8823-685bac5b18ff.pdf?target=34ec0d92-1512-41b4-a040-0c8d6ab96cb1
https://frvape.com
https://drive.google.com/open?id=1ZO3HNgA4_kHFSB5CLXZ16HMiIo_UVodD

