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Generally speaking, a satisfactory practice material should include the following traits. High quality and accuracy rate with reliable
services from beginning to end. As the most professional group to compile the content according to the newest information, our 120-
1108-2 practice materials contain themall, and in order to generate a concrete transaction between us we take pleasure in making
you a detailed introduction of our 120-1108-2 practice materials. We would like to take this opportunity and offer you a best 120-
1108-2 practice material as our strongest iters as follows. Here are detailed specifications of our product.

Oracle 1z0-1108-2 Exam Syllabus Topics:

Topic Details
¢ Converting Life Cycle: This section evaluates the expertise of Lead Conversion Managers and Sales
Representatives in transitioning prospects into qualified leads and opportunities. It emphasizes techniques
Topic 1 for nurturing leads through personalized engagement strategies and aligning these processes with Oracle
Sales autormation features.
¢ [ ead Generation from Social Prospect to Lead: This domain tests the knowledge of Social Media
Topic 2 Managers and Sales Operations Specialists in transforming social media interactions into actionable leads.

It covers using Oracle Sales tools to track, categorize, and prioritize social leads for efficient conversion.



https://drive.google.com/open?id=1DoOx2UbIemFNM-5O1OcbTZOKjiLUu_Vu
https://www.torrentvce.com/1z0-1108-2-valid-vce-collection.html
https://www.vce4dumps.com/1z0-1108-2-valid-torrent.html

o Sales Play to Key Account Opportunity: This section measures the skills of Key Account Managers and

Account Executives in executing targeted sales strategies to identify and manage key account opportunities.
Topic 3 It focuses on customizing sales approaches, leveraging Oracle Sales analytics for account prioritization, and
aligning sales efforts with customer needs.

¢ Vendor Lead to Channel Opportunity: This section evaluates the expertise of Channel Sales Managers and
Partner Relationship Managers in handling vendor-generated leads and converting them into channel

Topic 4 opportunities. It covers configuring partner portals, tracking channel opportunities, and aligning vendor and

partner workflows.

¢ Quote to Order: This section measures the skills of Order Management Specialists and Sales
Administrators in converting quotes into orders. It emphasizes streamlining the order-to-cash process,

Topic 5
ope ensuring accurate order fulfillment, and managing order workflows efficiently.

e Channel Lead to Vendor Opportunity: This domain tests the knowledge of Partner Account Managers and
Sales Coordinators in converting channel leads into vendor opportunities. It includes collaboration

Topic 6
P workflows, partner performance tracking, and integrating channel activities with vendor sales processes.

¢ [ead Management from Lead to Opportunity: This section measures the skills of Lead Administrators and
Sales Pipeline Managers in managing leads and converting them into opportunities. It includes setting up

Topic 7
ope lead scoring, assigning leads to sales teams, and ensuring seamless handoff from marketing to sales.

e Sales Order to Subscription: This domain tests the knowledge of Subscription Managers and Customer
Success Specialists in transitioning sales orders into subscription models. It covers setting up recurring

Topic 8
ope billing, managing subscription lifecycles, and ensuring ongoing customer satisfaction.

¢ Opportunity to Quote: This section evaluates the expertise of Sales Operations Specialists and Quotation
Specialists in generating quotes from qualified opportunities. It covers configuring quote templates, pricing

Topic 9
ope rules, and integrating quotes with Oracle CPQ tools for streamlined sales processes.

¢ Order to Close Opportunit: This section evaluates the expertise of Sales Closers and Deal Managers in
Topic 10 finalizing sales opportunities and managing orders. It includes configuring approval workflows, tracking
closure metrics, and ensuring seamless handoff'to fulfiliment tears.

¢ Opportunity to Forecast: This domain tests the knowledge of Sales Forecasters and Revenue Analysts in
translating opportunities into accurate sales forecasts. It includes configuring forecasting methods, analyzing

Topic 11
opr pipeline health, and using Oracle Sales tools to predict revenue outcomes effectively.
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We have three versions of our 120-1108-2 certification guide, and they are PDF version, software version and online version. With
the PDF version, you can print our materials onto paper and learn our 120-1108-2 exam braindumps in a more handy way as you
can take notes whenever you want to, and you can mark out whatever you need to review later. With the software version, you are
allowed to mnstall our Oracle Sales Business Process Foundations Associate Rel 2 guide torrent in all computers that operate in
windows system. Besides, the software version can simulate the real test environment, which is favorable for people to better adapt
to the exammnation atmosphere. With the online version, you can study the Oracle Sales Business Process Foundations Associate Rel
2 guide torrent wherever you like, and you still have access to the materials even if there is no internet available on the premise that
you have studied the 120-1108-2 Certification guide online once before.
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NEW QUESTION # 23
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In the Vendor Lead to Channel Opportunity process, which process is performed by vendors?

A. Assign Leads
B. Qualify Leads
C. Convert Leads
D. Accept Leads

Answer: A

Explanation:

In the Vendor Lead to Channel Opportunity process, vendors initiate the workflow. "Assign Leads" (C) is the vendor's role,
distributing leads to partners for pursuit. "Qualify Leads" (A) and "Convert Leads" (B) are partner responsibilities post-assignment.
"Accept Leads" (D) is also a partner action, not the vendor's. The corrected answer (Acts: 3) reflects Oracle's vendor-to-channel
handoff process.

NEW QUESTION # 24
Gina has accepted a lead and conducted a series of interviews with the customer. Based on the interviews, she has concluded that
this lead is not worth pursumng. Which action will Gina take now?

A. Escalate the lead
B. Transfer the lead
C. Retire the lead
D. Convert the lead
E. Reject the lead

Answer: C

Explanation:

In Oracle CX Sales, a lead deemed unworthy after qualification is "Retired" (D), removing it from active pursuit while retaining it for
records. "Reject the lead" (B) is less common termnology in Oracle, typically used pre-acceptance. "Transfer the lead" (A) reassigns
it, not applicable here. "Escalate the lead" (C) seeks review, unnecessary for a dead-end lead. "Convert the lead" (E) is for qualified
leads. The answer (Ans: 4) aligns with Oracle's lead disposition process.

NEW QUESTION # 25
Which four key factors are used for service provision?

A. Product Installation Date

B. Subscription Activation Date
C. Subscription Cancellation Date
D. Opportunity Close Date

E. Warranty Start Date

F. Quote Close Date

G. Product Shipment Date

Answer: A,B,E,G

Explanation:

Service provision in Oracle CX Sales ties to post-sale triggers. "Warranty Start Date" (B) mitiates warranty services. "Subscription
Activation Date" (C) begins subscription services. "Product Installation Date" (E) marks installation service needs. "Product
Shipment Date" (F) triggers delivery-related services. "Opportunity Close Date" (A) and "Quote Close Date" (D) are sales-focused,
not service-specific. "Subscription Cancellation Date" (G) ends services, not provisions them. The answer (Acts: 2-3-5-6) aligns
with Oracle's service triggers.

NEW QUESTION # 26
Based on which four factors can the quoting application apply discounts on the quote?

e A. Total Revenue of Quote
e B. Customer Identity



e C. Product Specified
e D. Customer Location
¢ E. Quantity of Product (Volume Discount)

Answer: A.B,C.E

Explanation:

In Oracle CX Sales, the quoting application applies discounts based on predefined rules. "Customer Identity” (A) allows discounts
tailored to specific accounts (e.g., key accounts or loyal customers). "Total Revenue of Quote" (B) enables discounts based on the
overall value of the deal, encouraging larger purchases. "Product Specified" (D) allows product-specific promotions or discounts.
"Quantity of Product (Volume Discount)" (E) is a common factor, incentivizing bulk purchases. "Customer Location" (C) might
influence pricing but is less commonly a direct factor for discounts unless tied to regional promotions, which isn't standard in the
quoting process. The answer (RDS: 1-2-4-5) reflects Oracle's flexible discount configuration.

NEW QUESTION # 27
As part of the Research and Engage Prospects stage, which option best defines social listening?

A. Monitoring social media for buyer digital body language, buying cues, and requests for recommendations
B. Generating product hype by paying influencers on social media sites

C. Monitoring websites for unfavorable opinions of a conpany's products

D. Responding to customer complaints through direct responses on social media websites

Answer: A

Explanation:

Social listening in Oracle CX Sales involves proactively tracking social media for insights into prospect behavior. "Monitoring social
media for buyer digital body language, buying cues, and recommendations” (D) best defines this, as it focuses on identifying purchase
intent and engagement opportunities. "Monitoring websites for opinions" (A) is narrower, "responding to complaints” (B) is reactive,
and "paying influencers" (C) is a marketing tactic, not listening, Answer (Ans: 4) aligns with Oracle's prospect engagement strategy.

NEW QUESTION # 28

The 21 century is the information century. Information and cyber technology represents advanced productivity, and its rapid
development and wide application have given a strong impetus to economic and social development and the progress of human
civilization (120-1108-2 exam materials). They are also transforming people's lives and the mode of operation of human society in a
profound way. So you really should not be limited to traditional paper-based 120-1108-2 Test Torrent in the 21 country especially
when you are preparing for an exam, our company can provide the best electronic 120-1108-2 exam torrent for you in this website.
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