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HM #119
Universal Containers (UC) is going to kick offa Sales Cloud implementation project next month. In preparation for discovery

workshops with the business stakeholders, the project manager has asked for a list of key topics the team wants to ask the client

about prior to the workshop.
‘Which topics will help the team get to know UC better?

¢ A. Budget, authority, need, and time
¢ B. Specific, measurable, achievable, relevant, and time-bound
¢ C. Goals, values, Initiatives, strategies, and obstacles

Ef#: C

fE R
During the preparation phase for a Sales Cloud implementation project, understanding Universal Containers' goals, values, initiatives,


https://www.goshiken.com/Salesforce/Sales-Con-201-mondaishu.html
https://www.mogiexam.com/Sales-Con-201-exam.html
https://www.it-passports.com/Sales-Con-201.html
https://www.shikenpass.com/Sales-Con-201-shiken.html

strategies, and obstacles is essential for aligning Salesforce solutions with business needs. These topics help the consulting team to
understand the organization's overarching priorities, challenges, and long-term objectives.

* Understanding Business Context: By discussing goals and values, the team gains insight into what drives UC's business. This
context helps in designing solutions that align with the company's mission and key objectives.

* Assessing Current and Future Strategjes: Learning about ongoing initiatives and strategies provides clarity on what UC is currently
focused on and what they aim to achieve. Identifying obstacles helps in foreseeing potential challenges in implementation.

Option B (specific, measurable, achievable, relevant, and time-bound) pertains to goal-setting frameworks, and Option C (budget,
authority, need, and time) is specific to sales qualification rather than discovery workshops for understanding an organization's
business context. For guidance on preparing for discovery workshops, refer to Salesforce's Discovery Process Best Practices.

H #120

Sales reps at Universal Containers receive leads that are generated from various channels. Lead quality varies greatly. Sales
managers want the sales reps to focus on the leads most likely to result in a sale.

‘What should the consultant recommend to meet this requirement?

e A Create list views to filter on each lead source.
¢ B. Inplenment a lead scoring strategy.
e C. Implement lead assignment rules.

Ef#: B

A -

A lead scoring strategy helps prioritize leads based on their likelihood of conversion, allowing sales reps to focus on high-quality
leads that are more likely to result in sales. Salesforce provides tools such as Einstein Lead Scoring, which can automate this process
using Al to analyze lead attributes and behaviors, giving each lead a score that reflects its quality. This strategy supports sales
managers' goals of improving focus and efficiency in handling leads from various sources.

H #121

A custom lead qualification process was implemented at Universal Containers over a year ago. The process has been underutilized
by sales reps. A consultant suggested that the reason why adoption of the process by sales reps is poor is due to a lack of executive
sponsorship.

Why is executive sponsor nvolvement so important for success?

¢ A. Executive sponsors ensure there Is a workable solution.
¢ B. Executive sponsors support the system after launch.
e C. Executive sponsors are champions of the project.

IEfE: C

L2

Executive sponsorship is critical to the success of a project because these leaders champion the project and drive adoption within
the organization. An executive sponsor advocates for the mitiative, communicates its importance, and supports change management
efforts. Their mvolvement helps align the project with strategic objectives, ensures necessary resources, and reinforces the value of
the new process or system to the sales team, which can significantly improve user adoption.

For more on the importance of executive sponsorship, refer to: Salesforce Change Management Strategies.

HR #122

A consultant is preparing to release an updated version of a sales process they have been working on for an existing Sales Cloud
client.

Which action should the consultant take first to ensure a smooth rollout for the sales team?

e A. Conduct a series of informational sessions with the sales team to explain the benefits of the new sales process and address
common questions in an online FAQ.

e B. Implement a program to incentivize users and publicly reward early adopters to motivate others and create a sense of
competition within the sales team.

e (. Create a plan for implementation, drive awareness with the sales team, design training and coaching programns, update and
document workflows, and measure success.



Ef: C
L

To ensure a smooth rollout of an updated sales process, Salesforce best practices recommend a structured approach that includes
planning, awareness, training, and continuous measurement. This option emphasizes a comprehensive strategy that covers all aspects
necessary for successful change management. Starting with a detailed implementation plan, followed by creating awareness,
designing relevant training and coaching programs, updating workflows, and establishing metrics for success, this approach
addresses the holistic needs of the sales team. It helps in mnimizing resistance to change and ensures the new process is effectively
adopted.

More details can be found in Salesforce's Change Management Documentation for implementation best practices.

HM #123

The admin at Universal Containers has been getting complaints from sales reps about duplicate leads within Sales Cloud. The admin
has already set up a Matching Rule for Leads.

‘What should the consultant recommend to resolve the issue?

¢ A. Confirmthe standard Lead Matching Rule is deactivated.
¢ B. Change the criteria for the standard Lead Matching Rule.
¢ (. Confirmthe custom Lead Matching Rule is activated.

EfE: C

A -

When dealing with duplicate leads, even if a standard Matching Rule is in place, it may not be sufficient if specific custom criteria are
needed for identifying duplicates. In Salesforce, it's possible to create custom Matching Rules that use criteria tailored to the
business's unique data requirements. Activating a custom Lead Matching Rule ensures that leads are matched based on those
specific attributes, which can be more effective at identifying duplicates than the standard rule alone. The consultant should verify that
the custom rule is active so it can be used to enforce lead uniqueness.

For details on Matching Rules, see Salesforce's documentation on Setting Up Matching Rules.

B #124
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