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¢ Inplement the Dynamics 365 App for Outlook: This section emphasizes the integration of Dynamics 365
FEY 2 1 with Outlook to enhance productivity and streamline sales processes for Dynamics 365 Sales
Professionals.
. ¢ Inplement Dynamics 365 Sales: This section focuses on the essential processes for setting up and
hey 272 managing Dynamics 365 Sales effectively for Dynamics 365 Sales Professionals.
¢ Demonstrate Dynamics 365 Customer Insights Capabilities: This section focuses on leveraging customer
hEY 73 data to drive sales strategies through Dynamics 365 Customer Insights.
¢ Inplement Security and Customizations in Dynamics 365 Sales: This section addresses the implementation
NEy 24 of security measures and customization options within Dynamics 365 Sales for Dynamics 365 Sales
Professionals.
¢ Configure and Customize Dataverse and Model-Driven Apps: This section covers the ability of Dynamics
FEy 25 365 Sales Professionals in the configuration and customization of Dataverse and model-driven apps to
meet business needs.
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HM #39

You are a Dynamics 365 Sales system customizer.

Salespeople report that they cannot search for open and closed opportunities using the search tool in the Quick Find View.
Youneed to configure the search tool to show the open and closed opportunities in the Customize the System area.

Which three actions should you perform in sequence? To answer, move the three appropriate actions from the list of actions to the

answer are a. Arrange the three actions in the correct order.
Aacnons ANSWEL Area

P
FOpen the Main View. E

o
Expand the Opportunity entity.

P i
Delete the filter criteria Status “Equals Openg

@ 7 2
Change the filter criteria to Status "Does Mot Equal Open.”

1
Open the Quick Find View.

Actions Answer Area
! oL
Open the {:-unﬂ '-'?-\.;I"\,':n#'
i .

i
Open the Main View

Expand the Opportunity entity. Diglebe the filter criteria Status “Equals Open

rDQh;_;:e the filter criteria Status "[q“a|5 Open." I Change the filter criteria to Status “Does Not Equal Open

I
“Change the filter criteria to Status "Does Not Equal Open.” I

Open the Quick Find View. ”
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Your organization works with larger customers (accounts) that can have a single holding and then many subsidiaries through different
levels in a parent-child relationship.

The chief commercial officer wants the sales team to start creating different account plans for each individual subsidiary.

You need to create a new custom account plan table so that records can have the same parent-child relationships as the account
records. The relationships must be able to be visualized in a hierarchy.

Which four actions should you perform in sequence before saving and publishing your changes' To answer, move the four
appropriate actions from the list of actions to the answer are a. Arrange the four actions in the correct order.
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Actions

;; Create a N:N sBliSp8lerentia
* hierarchical.

Create a new Card form and select this as the default card

Create a new Quick View form and select this as the default form.

i Create a new account plan table.

Open the advanced Relationship settings.

Create a 1:N self-referential relationsiiprand mark the
relationship as hierarchical
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ii Goto the Hierarchy Settings grid view.

L
Actions Order
.. Create a NN self-referential relationship and mark the relationship as | ii Create a new account plan table |
" hierarchical.
i Create a new Card form and select this as the default card 1« Create a TN self-referential relatibnghigiand mark the
" relationship as hiegacchigh!

“ i Create a new Quick View form and select this as the default form, l

i 9pen the advanced Relationship settings

Create a new account plan table.

i Open the advanced Relationship settings i Go 1o tha Hierarchy Settings grid view |

«« Create a TN self-referential relationship and mark the
** relationship as higrarchical nA° =

--'L
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U

D

Go to the Hierarchy Séttings g 'M W,

i
'

Reference:

Create a |

Self-Referential Relationship and Mark It as Hierarchical:

Establish a self-referential relationship within the Account Plan table where one record can be linked to another within the same
table. Choose a 1 relationship type, where one parent account plan can have multiple subsidiary account plans.

Mark this relationship as hierarchical to enable visual representation of the hierarchy. This is essential for tracking parent-subsidiary
structures in a hierarchical view.

Open the Advanced Relationship Settings:

After setting up the hierarchical relationship, go to the Advanced Relationship Settings. This allows you to fine-tune options related to
cascading behavior, which will control how changes in parent records impact related child records.

Go to the Hierarchy Settings Grid View:

Finally, navigate to the Hierarchy Settings to configure the visualization settings for this relationship. The Hierarchy Settings will
enable you to define how the hierarchy is displayed, allowing users to see the parent-child relationships clearly.

Once configured, publish the changes so that users can access the hierarchical view within the system

By following these steps, you will have configured the new custom account plan table with hierarchical visualization, meeting the
requirements to manage and display complex parent-child relationships within your Dynamics 365 system

HE #41

Hotspot Question

You are customizing a workspace in the sales accelerator.

The workspace must display the industry of a company.

Youneed to configure the work item appearance for a company.

Which two settings should you modify? To answer, select the appropriate Ul element in the answer area.
NOTE: Each correct selection is worth one point.



Workspace configuration
Work item aMrLgOSOft X

Customize the way your work items look on your focused view workspace. Learn more Lock customization

Select record type ©

Contacts

Preview Customize © Resst to default

Full name N ° lFuIlName v||*\/| o]

. Job Title . Company name
| Job Title v +

™ Up next activity 00:00 AM/PM
Switch to admin mode e Yes Cancel ‘

™ Up next activity 00:00 AM/PM lCompany Name

Ef#:
Workspace configuration
Work item appearance %
-
Customize the way your work items look on your focused view workspace. Learn more Lock customization (O

Select record type (D

Contacts v
Preview (O Customize ™
Full name 52 ‘ Full Name
. ° Job Title - Company riame
™ Up next activity 00:00 AM/PM l Job Title

™ Up next activity

Switch to admin mode o Yes | Cancel ‘

Explanation:

Box 1: Select record type: Contacts [With the intent to change to Company] Change the record type from Contacts to Company.
Dynamics 365 Sales, Customize the appearance of work itens

In the Select record type list, select the record type you're customizing work itenns for.

Box 2: The Pencil icon

Under the Customize section, use the following options to customize:

To change the icon that appears on a work item, select the pencil icon, and then choose one of the following options:
Record image: A photo of the contact, if one is available

Record initials: The contact's first and last initials

Record type: The icon associated with the record type

Activity type: The icon associated with the current activity on the record

R #42



Your organization is using Dynamics 365 Sales to track its sales pipeline, and you have implemented sales forecasting using the out-
of-the-box sample forecast configuration.

The vice president of sales wants the forecast to categorize lost deals using the more detailed opportunity status code reasons of
"Cancelled" and "Outsold." You need to enable the detailed categorization requested by the vice president of sales.

‘Which two actions should you take? Each answer presents part of a solution. (Choose two.) NOTE: Each correct selection is worth
one point.

A. Add the detailed lost reasons to the opportunity forecast category option set.

B. Add the detailed lost reasons to the msdyn_forecastinstance status code option set.

C. Create a new cloud flow to map opportunity state code to forecast category.

D. Update the field mappings in the Opportunity Forecast Category Mapping Process workflow.

_EE%: A\ D

ETE

To ensure that the sales forecast categorizes lost deals using more detailed reasons like "Cancelled" and "Outsold," you need to
modify how the opportunity status codes are mapped to the forecast categories.

Add the detailed lost reasons to the opportunity forecast category option set This ensures that the system can recognize and
categorize opportunities as "Cancelled" or "Outsold" within the forecast. The forecast category option set must be updated to
accommodate the new lost reasons.

Update the field mappings in the Opportunity Forecast Category Mapping Process workflow This workflow determines how
opportunity status codes map to forecast categories. Updating the field mappings ensures that opportunities with "Cancelled" or
"Outsold" reasons are correctly classified within the forecast.

B #43

You need to ensure that a user named User1 can assign salespeople to sales territories. The solution must use the principle of least
privilege. To which security role should you assign User1?

A. System customizer

B. Vice president of sales
C. Sales team member
D. Salesperson

IEf#: B

fi .-

* To assign salespeople to sales territories, the user needs permissions to manage territory assignments, which is typically a higher-
level responsibility.

* The Vice president of sales role includes privileges related to managing sales territories, unlike the Sales team member or
Salesperson roles, which are more focused on direct sales tasks.

* The System customizer role does not specifically grant territory management permissions and is more focused on customization
and configuration tasks.

B #44

CertShiken® Microsoft® MB-280D (X EERIFEIX R U > 5 N R W2 HE > T EFED Microsoft® MB-280:REE :A 8% 12 & ¢ -
TwEdT, BpE ¥ bL—=2 /78R 7y 771 —FLTwETHhs., REFLTEL EF-HRBE—F
MOEBEHFS—CRAOBRRA DD £T. bAFEODIDTLS TR 2 Y7y a YO+ EET 3L RNTE
FTHs6. SVELOBHER> CTRSCABELB®ETE £, CertShkenk W I A FD L —=v /&R %
FHT2HEI LN ELIRE > T A o725, CertShken® 7 = 7" T—E O :RERFIFE & RE % BBl K v >

O—LTARBIENTEET. DELEHOTVWERILE2HEIDTHLEIDLEBL LT T L. DA HIR
LTBBLAEWS E 5L £ 7.

MB-280H 7 3& i 0t 15 2 % 3 - httpsv//www.certshiken.conmyMB-280-shiken. htm
o MB-280:RBAfEZ: [ MB-280 H A58 xt 5 R RE4E ¢ MB-280A58 /¥ (1 [ MB-280 % R CX v > m—F»

www.passtestjp [ | CHRE T 3 121 MB-280& EAfEE
o MB-280H AFERE [ MB-280H AEMA# S (| MB-280: Bkt 58 [ [ www.goshiken.com (11 F8HL . w»


https://www.japancert.com/MB-280.html
https://www.certshiken.com/MB-280-shiken.html
https://www.passtest.jp/Microsoft/MB-280-shiken.html
https://www.pdc.edu/?URL=https%253a%252f%252fwww.certshiken.com%252fMB-280-shiken.html

MB-280 (1R L THERTX 7> m—FL T £ & »MB280R B 5k

o NA ARV — b OMB-280ERK 7 > o — F—[E&#-HEK 2 MB-280H RGBS SEE [ R E &
B CfE 2 2w MB-280 (10 3R B4 & 1 = www.mogiexamcom [ 14 1 b THRZEMB-280%h58 7 2%

o MB-280##t € — N [1 MB-280H ZA&:ERR & || MB-2804K & [ & « = www.goshiken.com [ 1% B \> T[] MB-
280 I MEL . RBER 2 EBTK Y Y o— KL T £ & 0MB-2808 3 Z BT

o MB-2804% & & (1 MB-280##t € — I [ MB-280i@& 2 [ ¢ www.xhs1991.com) # 4 T  MB-280
) DERFIRIEAME 2 2 MB-280 H A 38 %t 5 R 42

o MB-280:RBE D e ik | 2 =— 2 K MB-280ERI X 7 > o — FERER | /8 F] % Microsoft Dynamics 365 Customer
Experience AnalystH A<5BR x5 2% & [ [ www.goshiken.com [14 4 T > MB-280 D RF @4 ME 2 3
MB-280%&#% b L —=> 7

o MB-280:RBix} 4 [ MB-2808¢ 5T 52 B i || MB-2804 H R4 [ | [ www.mogiexam.com |4 & [| MB-280
ERBREL T ABERE£ERNTL Yy o— FL TL & WMB-280i& £

o MB-280H A&FEFRE (1 MB-280& K &4 [ MB-28018 % [ 4 w MB-280 (1% R TX v > a—F (
www.goshiken.com ) THRZE ¥ 3 72 1F MB-2804 3 I E &

o MB-280158 75 [ MB-280:8 % 7 X 1 v »3— [ MB-280i@ 24 [1 URL [ www.goshiken.com | % 2
E—L CHI&. = MB280 1ZBEL CEMTKX Y>> o—FL T2 S LMB20HAEEE KA

o MB-280H AEZE [1 MB-280H A 3E#8 52 [ MB-280H A zE AR 4 [1 [ www.goshiken.com (14 4 2 T
MB-280 [IfjE4E % Mkl T f & 5 MB-280H A RE St 4

o B0 WM IE- R A MB-280KI KX 7 > o — FAB-FEH 3 2 MB-280 A AFER 55 #E () [ MB-280
D& B{RLTKX v > v — F[ www.xhs1991.com | THRE T 3 72 13 MB-280 H A58 i+ x4 3%

¢ chiveacademy.com, www.stes.tyc.edu.tw, www.stes.tyc.edu.tw, www.stes.tyc.edu.tw, www.springvalelearning,com,
hashnode.com, 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, myportalutt.edu.tt, myportal.utt.edu.tt, myportal.utt.edu.tt,
study.stcs.edu.np, courses.nikhilashtewale.com, Disposable vapes

20264 CertShiken® £ $MB-280 PDFX > 7' & & 'MB-280: 8t = > ¥ > O kI HLH: httpsv/drive.google.com/open?
id=18UNPFGQxv_5dCE2cD3EzD8¢HOAMrOuU


https://www.mogiexam.com/MB-280-exam.html
https://www.northwestu.edu/?URL=https%253a%252f%252fwww.certshiken.com%252fMB-280-shiken.html
https://www.xhs1991.com/MB-280.html
https://bbs.pku.edu.cn/v2/jump-to.php?url=https%253a%252f%252fwww.certshiken.com%252fMB-280-shiken.html
https://www.mogiexam.com/MB-280-exam.html
https://relaisjazz.be/?s=MB-280%25e6%2597%25a5%25e6%259c%25ac%25e8%25aa%259e%25e8%25aa%258d%25e5%25ae%259a+%25f0%259f%25a4%25b9+MB-280%25e5%2585%25a8%25e7%259c%259f%25e5%2595%258f%25e9%25a1%258c%25e9%259b%2586+%25f0%259f%258d%259c+MB-280%25e9%2581%258e%25e5%258e%25bb%25e5%2595%258f+%25e2%2598%25a2+%25e2%259e%25a0+MB-280+%25f0%259f%25a0%25b0%25e3%2582%2592%25e7%2584%25a1%25e6%2596%2599%25e3%2581%25a7%25e3%2583%2580%25e3%2582%25a6%25e3%2583%25b3%25e3%2583%25ad%25e3%2583%25bc%25e3%2583%2589%25ef%25bc%2588+www.goshiken.com+%25ef%25bc%2589%25e3%2581%25a7%25e6%25a4%259c%25e7%25b4%25a2%25e3%2581%2599%25e3%2582%258b%25e3%2581%25a0%25e3%2581%2591MB-280%25e5%25bf%2585%25e6%25ae%25ba%25e5%2595%258f%25e9%25a1%258c%25e9%259b%2586
https://www.goshiken.com/Microsoft/MB-280-mondaishu.html
http://titkalmarlaszlomatematikaverseny.hu/?s=MB-280%25e6%2597%25a5%25e6%259c%25ac%25e8%25aa%259e%25e8%25aa%258d%25e5%25ae%259a+%25e2%259a%2593+MB-280%25e6%2597%25a5%25e6%259c%25ac%25e8%25aa%259e%25e8%25aa%258d%25e5%25ae%259a+%25f0%259f%25a7%258d+MB-280%25e6%2597%25a5%25e6%259c%25ac%25e8%25aa%259e%25e8%25a7%25a3%25e8%25aa%25ac%25e9%259b%2586+%25f0%259f%258d%25ba+%25e2%25ae%2586+www.goshiken.com+%25e2%25ae%2584%25e3%2582%25b5%25e3%2582%25a4%25e3%2583%2588%25e3%2581%25ab%25e3%2581%25a6%25e2%258f%25a9+MB-280+%25e2%258f%25aa%25e5%2595%258f%25e9%25a1%258c%25e9%259b%2586%25e3%2582%2592%25e7%2584%25a1%25e6%2596%2599%25e3%2581%25a7%25e4%25bd%25bf%25e3%2581%258a%25e3%2581%2586MB-280%25e6%2597%25a5%25e6%259c%25ac%25e8%25aa%259e%25e8%25a7%25a3%25e8%25aa%25ac%25e9%259b%2586
https://www.xhs1991.com/MB-280.html
https://ehiveacademy.com/profile/markeva881
http://www.stes.tyc.edu.tw/xoops/modules/profile/userinfo.php?uid=3855596
http://www.stes.tyc.edu.tw/xoops/modules/profile/userinfo.php?uid=3855767
http://www.stes.tyc.edu.tw/xoops/modules/profile/userinfo.php?uid=3855443
https://www.springvalelearning.com/profile/edreed713
https://hashnode.com/@bakubaevaaiman
http://www.stes.tyc.edu.tw/xoops/modules/profile/userinfo.php?uid=3856099
https://myportal.utt.edu.tt/ICS/icsfs/11ab3b8c-e257-4f75-b36c-6f34bcfe24e5.pdf?target=40a031cd-3199-481b-9174-91288fe12180
https://myportal.utt.edu.tt/ICS/icsfs/14930f97-2293-45b7-94d0-7b94696769be.pdf?target=c1224764-1ec5-4c1c-bf5c-4ab2c98acf7b
https://myportal.utt.edu.tt/ICS/icsfs/468de594-0b90-42e8-9fd8-f8df649a86f1.pdf?target=3973e0e7-d750-431e-b912-74e072d511d3
https://myportal.utt.edu.tt/ICS/icsfs/87c6534b-6551-4e45-9b62-a877ee0be7aa.pdf?target=a20bd440-0047-4b34-9c6e-f03224ce714b
https://myportal.utt.edu.tt/ICS/icsfs/8e2c159e-1f7e-4522-92cf-6e5d0b661956.pdf?target=b18b3322-2cf6-42c9-bd40-a2d92b68942a
https://myportal.utt.edu.tt/ICS/icsfs/a170f2c6-48cd-4f27-9045-bec525a52810.pdf?target=12148b06-abba-4202-962e-578cc897317f
https://myportal.utt.edu.tt/ICS/icsfs/c202f5ff-274e-4f20-8577-ddd0b785033d.pdf?target=bf4ae93a-c97a-4627-9883-abbd3dba6978
https://myportal.utt.edu.tt/ICS/icsfs/c34e7057-2881-43a3-8e47-5b51f0640436.pdf?target=f0464ab3-9536-4a58-85fb-d789dcc82dac
https://myportal.utt.edu.tt/ICS/icsfs/ce983493-3d19-4d0b-af1a-2e10388aed67.pdf?target=fdec4e25-3bce-4bd9-a2ac-1f555fe37d17
https://myportal.utt.edu.tt/ICS/icsfs/ff713fcd-7220-4618-af56-c49388e75890.pdf?target=8b01e4d9-534c-4ad6-bb3e-938782ae31de
https://study.stcs.edu.np/profile/emmarob160
https://courses.nikhilashtewale.com/profile/samstar287
https://frvape.com
https://drive.google.com/open?id=18UNPFGQxv_5dCE2cD3EzjD8eH0AMr0uU

