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¢ Extend and Enhance Dynamics 365 Sales Capabilities: For Dynamics 365 Sales Professionals, this section
FEw 21 evaluates the ability to extend Dynamics 365 Sales finctionality and integrate it with other applications
using Power Platform tools.
¢ Configure and Customize Dataverse and Model-Driven Apps: This section covers the ability of Dynamics
FEY 22 365 Sales Professionals in the configuration and customization of Dataverse and model-driven apps to
meet business needs.
¢ Demonstrate Dynamics 365 Customer Insights Capabilities: This section focuses on leveraging customer
hEY 73 data to drive sales strategies through Dynamics 365 Customer Insights.
e Implement the Dynamics 365 App for Outlook: This section emphasizes the integration of Dynamics 365
NEY 2 4 with Outlook to enhance productivity and streamline sales processes for Dynamics 365 Sales
Professionals.
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Youneed to create a Trend chart.

Which two types of columns can you add to the Trend chart? Each correct answer presents a complete solution. (Choose two.)
NOTE: Each correct selection is worth one point.

A. Rollup
B. Calculated

C. Sinple
D. Hierarchy related

Eﬁ: A\ B

A :

Only Roll up and Calculated type colummns have the checkbox option for "Show in Trend Chart", for other types of columns (e.g.
Quota column which has Simple type) this checkbox option is hidden as shown below:

Note:

Enhanced configuration is available for the Trend chart and Flow chart within Microsoft Dynamics 365 Sales Insights.

Enable Trend chart using the "Show in Trend Chart" checkbox setting;

The Trend chart is now available as a part of the Predictive forecasting feature.

You need to select/deselect the "Show in Trend Chart" checkbox at the time of configuring the specific column inside the forecast
configuration.

Navigate to App settings > under Forecast configurations > Open the appropriate "Forecast configuration” record > navigate to the
"Layout" step > under the appropriate colummn (e.g. Won column) > click on the setting icon as highlighted below:
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Only Roll up and Calculated type columns have the checkbox option for "Show in Trend Chart", for other types of colunns (e.g.
Quota colunn which has Simple type) this checkbox option is hidden as shown below:
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Aad or remove columns or change order using drag and crop

Cancel

Column Properties

Name

Quota

Type )

Data type

Currency

Description

nter a destEpten

gy

Microsoft

Unique name

| e | IR
Reference:
https//www.inogic.com/blog/2022/10/enhanced-trend-and- flow-chart-m-sales- forecasting-within-dynamics-
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R #78
The remote sales workforce of your organization has been using the integrated Teams chat to collaborate internally. To save time,

you indicate to the sales leader that suggested contacts can be displayed when a seller starts a new connected chat.

The sales leader asked you to configure the ability to use suggested contacts.

Which three users can you use as a rule for suggesting contacts? Each correct answer presents a complete solution. Choose three.
NOTE: Each correct selection is worth one point.

A. The Last Modified By of the initiating record.

B. The Record Owner of the mitiating record.

C. The Record Owner of your linked business unit.
D. The Created By of the mitiating record.



¢ E. The systemuser who updated a timeline activity on the mitiating record.
e F. The user assigned as your manager on your system user record.

IEf#: B. D. F

fEERA -

* Manager on System User Record:

* Suggested contacts in Teams can include users directly linked to the individual starting the chat.

The manager assigned on the user's system record can be a suggested contact, as this is a common relationship that suggests
frequent commumication.

* Record Owner of the Initiating Record:

* The owner of the record being discussed or acted upon is also likely to be a suggested contact.

This is because the owner has primary responsibility for the record and would commonly need to be consulted or informed about
actions related to it.

* Created By of the Initiating Record:

* Ifthe user is the Created By for a record, they are associated with its initial setup or creation. As a result, they may be suggested
when actions on that record are taken since they are familliar with its origins.

Reference: Microsoft Documentation - Configure Suggested Contacts for Dynamics 365 and Teans These selections align with the
rules typically used for suggesting contacts in integrated Teans chats, ensuring relevant parties are automatically suggested based on
record associations and user relationships.

HE#79

Case Study 1 - Contoso Ltd

Background nformation

Contoso Ltd. has started a new division that provides janitorial services to businesses.

The sales tearrs for this division are using a dedicated instance of Dynamics 365 Sales.

Contoso Ltd.'s sellers are becoming accustomed to Copilot in Sales and Sales Insights features.

They have identified several desired enhancemments.

System configuration

The base currency for all opportunities in the systemis US dollars (USD). The administrator has NOT enabled installed premium
Sales Insights features. All users have Premium licenses.

Contoso Ltd. uses Exchange Online for email.

Only three default insights cards are turned on:

1. Close date coming soon

2. Meeting today

3. Upcoming meeting

The system administrator has set the following days before notifying me value for the Close date coming soon card to 21 days.
Contoso Ltd. has also just set up Dynamics 365 Customer Insights

- Journeys for marketing automation. No segments or customer journeys have been defined yet.

Dynamics 365 Sales and Customer Insights - Journeys both share the same instance of Microsoft Dataverse.

Copilot in Dynamics 365 Sales settings
The following screenshots show the configured fields for opportunity settings summaries and recent changes in Copilot.
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Contoso Ltd. Personnel

Business development managers




Contoso Ltd. has 30 business development managers (BDMs) across its sales teams. Each BDM is responsible for selling janitorial
services to new and existing clients. All BDMs are assigned the sales manager security role in Dynamics 365 Sales.

Any BDM can own an opportunity, even if a different BDM owns the client account record. Any other BDMs assigned to work on
the opportunity will be included in the opportunity record's sales team. Opportunity records owned by a BDM will never include any
additional client stakeholders other than the named contact for the opportunity.

The BDMs have been told to document all client communications in Dynamics 365, but they frequently exchange emails with client
contacts through Microsoft Exchange WITHOUT tracking them in Dynamics 365.

Digital sales team

Contoso Ltd. has a digital sales team that conprises 10 junior sales resources who focus on lead qualification and conversion to
opportunities. Members of this team are assigned a single custom security role named Digital seller that is a copy of the standard
Salesperson role. View audit history and view audit summary permissions are disabled.

The team currently receives leads from an online form on Contoso Ltd.'s website. Many online lead submissions end up being
duplicates, and the team manually reconciles the duplicates by comparing last name, email address, and phone number for all
submitted leads.

Clients

Client tiers

Clients are grouped into tiers based on annual revenue as calculated in a system outside Dynamics 365 Sales. Clients receive
different levels of ongoing service and support based on their tier assignment.

Annual revenue values for accounts and corresponding tier values are written to Dynamics 365 through a nightly batch process.
Client tier values are only updated when they change, and tier value will always be blank for accounts with no calculated annual
revenue.

The tier structure is:

Tier A -- annual revenue greater than or equal to $10,000,000 USD

Tier B -- annual revenue greater than $5,000,000 USD and less than $10,000,000 USD Tier C -- annual revenue greater than $0
USD and less than or equal to $5,000,000 USD The tier label is stored in a custom text field named Client tier (contoso_clienttier)
that contains only a single letter or is blank.

Northwind Traders account

There are three BDMs who frequently work together on large opportunities.

BDM1 is the account owner for Northwind Traders, a multinational client.

- BDMI owns all Northwind Traders opportunities with estimated revenue greater than or equal to

$1,000,000. BMD2 and BDM3 are assisting BDM1 with several opportunities for Northwind Traders in different cities.

- BDM3 owns all other Northwind Traders opportunities. BDM3 is NOT a sales team member for any of the opportunities BDM1
OWnS.

- BDM2 is a sales team member for all Northwind Traders opportunities.

Client Contact] is the primary contact for the Northwind Traders' account. There are two other client contacts with whom the
Northwind account team regularly engages - Client Contact2 and Client Contact3.

BDMI1 and Northwind Traders account

BDMI1 has been on vacation for two weeks. During vacation, BDM1 did NOT log into Dynamics

365, and BDM2 made the following updates to several open Northwind Traders opportunities.

Updated field Opportunities _[When the updates were made
New York City office, London office,
Toronto office

Estimated close date Two days before BDM1's return

Forecast category Mexico City office Five days before BDM1's return
Proposed solution Seattle office Nine days Before\BDWII e tOm

BMD2 also scheduled an internal meeting with BMDI for the day they return to discuss a request from the primary contact for the
account. The meeting has the "London office” opportunity as its regarding value.

Desired enhancements

The global sales lead requests the following enhancements:

1. A "Welcome" email should be sent to the primary contact for an account when the account first enters any client tier. This email
should only be sent to the primary contact once.

2. Account owners should receive immediate notifications in the assistant in Dynamics 365 Sales when accounts change tiers. The
notifications should include the account name and current tier.

3. A "Getting started" email should be sent to the main contact associated with an opportunity when the opportunity status is set to
"Won."

1. The email should include a link to a custom onboarding form where the contact can supply information required to start the
janitorial services for a given location.

2. Ifthe contact does NOT click any links in the email, a follow-up email should be sent.

4. All emails between BDMs and client contacts should be available for relationship analytics KPIs. Emails sent by other users



outside of Dynamics 365 should NOT be included in the KPIs.

The digital sales team lead requests the following enhancements:

1. The ability for team members to use Copilot to summarize changes to lead records.

2. Replace the current online form used by their team to capture new leads. The new form should automatically handle duplicates
using the rules the team currently applies manually.

Drag and Drop Question

You need to configure a new Customer Insights - Journeys form to satisfy the digital sales team lead's request.

Which five required actions should you perform in sequence? To answer, move the five appropriate actions from the list of actions to
the answer area.

Arrange the five actions in the correct order.

Answer Area

Actions Order
Set the form duplicate records strategy to the 1
audience default strategy. i
Set the form duplicate records strategy to the 5
custom form matching strategy. )
Set the form target audience to contacts. 3,

Set the form target audience to leads. a.

[ ]
Baie- G FOSOTL 5

Select a form template.

Create a custom matching strategy.

Publish the form.

Ef#:
fiE 2



Answer Area

Actions Order

Set the form duplicate records strategy to the

. 1. |Create a new form.
audience default strategy. #

2. | Select a form template.

Set the form target audience to contacts. 3. | Set the form target audience to leads.

Set the form duplicate records strategy to the
custom form matching strategy.

5. | Publish the form.

Create a custom matching strategy.

Explanation:

Create a new form: The first step is to establish a new form for collecting lead information.

Select a form template: Choosing an appropriate template ensures that the form aligns with the desired layout and functionality.

Set the form target audience to leads: This action defines who the form is intended for, ensuring that it collects information from the
right audience.

Set the form duplicate records strategy to the custom form matching strategy: This step is crucial for handling duplicates effectively,
as specified by the digital sales team.

Publish the form: Finally, publishing the form makes it live and accessible for use in lead generation.

HMA #80

You are running Dynamics 365 Sales for a pharmaceutical company. The hospitals are set up as accounts. The nurses are set up as
contacts under each hospital name.

A nurse works for HospitalA and HospitalB part time. You add the murse as a contact for HospitalA. You realize you can add the
nurse as a contact to only one hospital.

You need to ensure that the nurse is associated with both hospitals in the system.

‘What should you do?

¢ A Create business units for HospitalA and HospitalB. Open the contact record for the nurse and assign it to a user in
HospitalB.

¢ B. Open the contact record for the nurse and create a connection to HospitalB.

e C. Create an access team that has the nurse as owner. Open the HospitalA account record and assign it to the new team
account. Repeat this process for HospitalB.

¢ D. Open the HospitalB record and assign the nurse to a task activity.

Ef#: B

fEE L

In Dynamics 365 Sales, a Contact can only have one parent Account by default. Since the nurse works for both HospitalA and
HospitalB, you need to associate the nurse with the second hospital without changing the primary account. The best way to achieve
this is by creating a connection between the nurse's contact record and HospitalB.

Connections in Dataverse allow you to relate records without changing ownership or structure.



You can define a connection role, such as "Works for," to indicate the nurse's relationship with HospitalB while maintaining the
existing link with HospitalA.

HM #81

HOTSPOT

You are creating a business process flow named " Onboard new pet " to support onboarding of new clients for a pet care business.
A partially completed business process flow is shown in the following exhibit.

Use the drop-down menus to select the answer choice that completes each statement based on the information presented in the
exhibit.

NOTE: Each correct selection is worth one point.

ANswer Area

To enable the business process flow to pass validation, you b A
should ensure that the column used to-evaluate the condition is added to the preceding stage.
the falseiSide of the condition is connected to a stage.
thetages on each side of the condition are on different tables.
After the flow has been updated to pass validation, when a user v
starts creating a new pet record, the user will see ’ W jone stage.
ol twWa stages.
b X three stages.
Answer Area
To enable the business process flow to pass validation, you v
should ensure that the column used to evaluate the condition is added to the preceding stage.
the false side of the condition is connected to a stage. I
the stages on each side of the condition are on different tables.
After the flow has been updated to pass validation, when a user Y
starts creating a new pet recordgthemser will see pnesiages.. - ot e e
W 7 fiw=stages. 1
Lo irre stages.
Explanation:
AnNswer Area
To enable the business process flow to pass validation, you J £ 1 i
should ensure that the column uSed'to evaluate the condition is added to the preceding stage.
the false side of the condition is connected to a stage.
the stages on each side of the condition are on different tables.
After the flow has been updated to pass validation, when @ user ¥
starts creating a new pet record, the user will see |one stage.
two stages.

three stages.
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