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B #19

Northern Trail Outfitters (NTO) currently use Sales Cloud to track deals and now wants to use channel sales to distribute and tell
products through resellers (partners). As part of the channel strategy. NTO will be implementing a Partner Community for resellers
to register deals or generate quotes. NTO needs to establish metrics to measure each reseller's performance based on the reseller's
activities within the Partner Community. NTO wants to focus on leading metrics as opposed to lagging metrics to get early feedback
on how the portal is being used by partners.

Which three leading metrics should a SolutionArchitect recommend to help NTO measure each reseller's goals through the Partner
Community?

Choose 3 answers

A. Logins into Partner Community
B. Number of quotes generated
C. Opportunity win rates

D. Opportunities generated

E. Product types sold

IEf@#: A. B. D

AR :

The best three leading metrics to help NTO measure each reseller's goals through the Partner Commumity are logins into Partner
Community, number of quotes generated, and opportunities generated. These metrics will give NTO early feedback on how
theportal is being used by their partners and will provide insight into their success in using the Partner Commumity. Product types sold
and opportunity win rates are lagging metrics and may not provide timely feedback on the success of the Partner Community.

* Leading metrics are indicators that show what's happening and can have real-time impact on your bottom line12.

* Lagging metrics are indicators that show the outcome of what happened in a previous time period12.

* Leading metrics are useful for predicting future performance and making adjustments, while lagging metrics are useful for evaluating
past performance and setting goals34.

To measure each reseller's performance in Northern Trail Outfitters' Partner Community effectively, focusing on leading metrics such
as opportunities generated, number of quotes generated, and logins into the Partner Commumity provides early indicators of
engagement and potential sales success. These metrics offer insights into the resellers' active participation and their potential impact
on sales, allowing NTO to identify trends and address issues proactively. Leading metrics, unlike lagging metrics, provide real-time
data that can inform strategic decisions and adjustments in the channel sales strategy, aligning with best practices for performance
measurement and partner management in Salesforce communities.

H #20

Universal Containers (UC) is about to complete the first phase of its digital transformation with its new Lead to Invoice process that
incorporates several clouds like Sales Cloud, Service Cloud, Revenue Cloud, Experience Cloud, and MuleSoft. UC is now creating
a Center of Excellence and focusing on a purely Agile methodology for working on new releases. UC wants to understand some of
the considerations around release planning,

What are two recommendations a Solution Architect should make to ensure UC's releases to production work within its release
schedule and there are no delays in future releases?

Choose 2 answers

A. Fix the scope of the sprint during release planning regardless of how long it takes.

B. Utilize the last sprint to include functionality that was missed from previous sprints.

C. Use the last sprint of the release to stabilize it and eliminate identified issues.

D. Create a regular sprint cadence across the different teams to demonstrate new functionality.

Eﬁ: C\ D

A -

For UC's digital transformation and adoption of Agile methodology, ensuring smooth and timely releases is crucial. The
recommended practices are:

* B. Create a regular sprint cadence across the different teans to demonstrate new functionality.

Establishing a consistent rhythm for sprints helps align team efforts, ensures regular progress reviews, and facilitates the integration of
new features. It fosters collaboration and keeps the project on track.

* C. Use the last sprint of the release to stabilize it and eliminate identified issues. Dedicating the final sprint to stabilization and issue



resolution is a best practice in Agile methodologies. It allows the team to focus on quality assurance, performance testing, and user
feedback, ensuring that the release is robust and meets user expectations.

Salesforce and Agile methodology guides, such as those found on Salesforce Trailhead and in Agile development literature,
emphasize the importance of regular cadences and stabilization phases for successful project delivery and continuous improvement.

HE#21

Northern Trail Outfitters (NTO) is in the middle of the buildout of Marketing Cloud Account Engagement and Sales Cloud. NTO
has multiple business units, and each business unit has different access to lead and contactrecords. NTO wants to see how marketing
data Sharing Rules are working across different business units to ensure that different business units can only see lead or contact
records for their business unit.

‘What should a Solution Architect demo to the Marketing team to show that the different business units are connected correctly?

e A It's not possible to have sandboxes with Marketing Cloud Account Engagement, and the Solution Architect will need
todemo this with a Salesforce Sandbox fixed to a live Marketing Cloud Account Engagement environment.

¢ B. Create a dynamic list m multiple business units with the same rules, and show the total leads and contacts m the list per
business unit.

e C. Send test emails from Marketing CloudAccount Engagement to the same Tist of leads and contacts to show each lead or
contact receiving emails from the various business units.

e D. Create a report in 626 Marketing Analytics to show the different business units and the total leads and contacts in each
business unit.

Ef#: B

A -

To demonstrate that different business units can only see lead or contact records for their business unit, a Solution Architect can
create a dynamic list that applies the same rules to multiple business units. The dynamic fist will show the total leads and contacts in
the list for each business unit, demonstrating that the data sharing rules are working correctly.

To demonstrate that Marketing Cloud Account Engagement (formerly Pardot) is correctly connected with Sales Cloud across
different business units, creating dynamic lists with identical criteria in each business unit and comparing the total leads and contacts
can effectively showcase proper segmentation and access control.

This approach allows the Solution Architect to visually represent how marketing data and activities are appropriately partitioned and
managed across the business units, ensuring that leads and contacts are only accessible by the relevant teans, in line with
Salesforce's best practices for managing data in multi-business unit environments.

B #22

Universal Containers (UC) wants to implement a Salesforce multi-cloud solution that includes CPQ, B2B Commerce, and Sales
Cloud. UC wants to use as much of Salesforce's core capabilities as possible for its cart- to-quote customer journey. The order
fulfillment process is managed separately in a third-party ERP.

Which two considerations should a Solution Architect keep in mind when thinking about data flows?

Choose 2 answers

A. Product and Pricing are set up with CPQ as the source of record.

B. The source for the data feed to ERP is the CPQ Order object.

C. All data pomnts on products should be mapped and replicated between CPQ and B2B Commerce.
D. Cart and Order record owners are mapped to Quote and Quote Line record owners.

EfE: A. B

AR :

When considering data flows for the integration of CPQ, B2B Commerce, and Sales Cloud with an external ERP for order
fulfiliment, the Solution Architect should keep in mind:

* A. Product and Pricing are set up with CPQ as the source of record. This ensures that the CPQ system manages all product and
pricing data, which is essential for maintaining accurate and consistent information across platforms.

* B. The source for the data feed to ERP is the CPQ Order object. Once the quote is finalized in CPQ and an order is created, that
data should flow nto the ERP for fulfillment, maintaining data integrity and process continuity.

These considerations are in line with Salesforce best practices for managing data across multiple systens, ensuring that each system
utilizes its strengths and maintains data consistency.



B #23

A Solution Architect was asked by AC Computers to provide solution recommendations for a rebate enroliment and management
solution on Salesforce. The primary goal and requirement is to easily launch rebate programs for partners that an administrator can
implement and manage in Salesforce. AC Computers currently uses Sales Cloud, Salesforce CPQ, and Experience Cloud to expose
opportunity and quote information to partners.

Based on the business requirements, which solution should the Solution Architect recommend?

¢ A Implement B2B Commerce on Lightning Experience to track rebates and expose the data in the Experience Cloud site.

¢ B. Implement a custom solution to track rebates, accruals, and actuals and expose the data in the Experience Cloud site.

e C. Implement Salesforce Service Contracts with lineitens to track rebate accruals and expose the data in the Experience
Cloud site.

e D. Implement Salesforce Rebate Management Module and expose the data in the Experience Cloud site.

Ef#: D

A -

This solution can help AC Computers easily launch rebate programs for partners that an administrator can implement and manage in
Salesforce. Rebate Management is a new module that integrates out-of-the-box into any Salesforce product and gives all employees
and channel partners visibility into rebate prograns2. It also automates, scales and leverages Al-driven insights for better and faster
decisions1. Rebate Management can be exposed in the Experience Cloud site using custom components or standard objects4.
https7//www.salesforce.conyproducts/manufacturing-cloud/rebate-management/ Salesforce Rebate Management is a managed
package that enables companies to create, manage, and track rebates in Salesforce. With this solution, admmistrators can easily set
up and manage rebate prograns, track accruals and actuals, and generate detailed reports. Exposing the data in the Experience
Cloud site will allow partners to view and track their rebate status, frther enhancing the rebate management process.

Reference: Salesforce Help - Salesforce Rebate Management Overview.
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