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EAE #160

When a lead is created, Cloud Kicks wants to implement rules to assign the lead to the appropriate user. The new record should
have the assignee's default record type.

‘Which approach should the consultant recommend to meet the requirement most efficiently?

¢ A. Match the record type of assignee in the User settings.
¢ B. Use Lead settings to set the record type of the assignee.
e C. Create a flow to update the lead record type of the assignee.

HE: A

EE #1061

The sales team at Cloud Kicks needs to track the number of retail locations for each of'its leads. Once the lead is converted, the
sales team wants to see the number of retail locations related to their customers. The service team also wants to view this
mformation.

‘What should the consultant do to meet this requirement?

¢ A Create a customobject related to the Account and Lead objects to store the retail locations.
¢ B. Map the custom field from the Lead object to the custom field on the Account object during lead conversion.
¢ C. Add roll-up summary fields to calculate the number of retail locations related to the Account and Lead objects.

e B

MH.

To meet the requirement for Cloud Kicks, where both the sales and service teans need visibility on the number of retail locations
associated with leads and customers, mapping a custom field from the Lead object to the Account object during lead conversion is
the best solution. This approach ensures that the retail location information is carried over from the lead to the account once the lead
is converted. This aligns with Salesforce's recommended practice for managing lead conversion and preserving critical data.

Here's how it works:

* Custom Field Mapping; In Salesforce, custom fields on the Lead object can be mapped to custom fields on the Account, Contact,
or Opportunity objects. When a lead is converted, the data in these fields will automatically transfer to the corresponding custom
fields in the resulting records.

* Data Consistency Across Objects: By mapping the custom field from Lead to Account, the sales and service teanms will have a
consistent view of the retail locations both during the lead phase and after conversion to a customer account.

* Visibility and Access: Since both the sales and service teams need access to this data, mapping the field ensures that it remains
available and visible on the Account object, where it can be referenced in account-related activities and service cases.

In this scenario, Option A would require creating a new custom object and building additional relationships, which may complicate
the data model unnecessarily. Option C, using roll-up summary fields, is not applicable here, as roll-up summaries are typically used
for parent-child relationships on related records and not for field mapping during lead conversion.

For more information on lead conversion and custom field mapping, refer to Salesforce's official documentation on Mapping Custom
Lead Fields for Lead Conversion. This document outlines how custom field mapping functions during lead conversion, allowing for
seamless data transfer to maintain information continuity between lead and account records.

EE #162

As part of a Sales Territories implementation, Cloud Kicks wants the user to manually search for a territory in an active territory
model and assign it to opportunities.

‘Which approach should the consultant recommend to meet this requirement?

e A. Update the profile with the Manage Territory permission.
e B. Use default Sales Territories to assign any active territory to the opportunity.
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¢ (. Enable sharing access to the Account to assign any active territory to opportunities.
HeE: B

Y.

To allow users to manually search for and assign territories to opportunities, updating the profile with the Manage Territory
permission is necessary. Here's why:

* Permission Requirements: The Manage Territory permission allows users to access and assign territories within active territory
models. This enables themto search for and manually assign the correct territory to opportunities.

* Manual Territory Assignment: Granting this permission allows the user to interact with the territory management features directly
and assign territories as required.

* Salesforce Best Practices: Salesforce recommends using profile and permission set adjustments to control access to territory
management features, ensuring users have appropriate permissions to perform their tasks.

* References: Salesforce's Territory Management documentation details permissions needed for territory assignments and how to
configure them.

In summary, updating the profile with the Manage Territory permission (Option C) enables users to manually search and assign
territories within an active territory model.

HE #163
The sales team at Cloud Kicks has been late meeting project deadlines and missed multiple meetings.
‘What should the consultant recommend to the project manager?

e A. Confirm that the statement of work (SOW) Is realistic.
¢ B. Revisit the communication plan and set up more frequent check-ins.
¢ C. Bring additional resources from the consulting firm to the project.

H¥e: B

MH.

Ifthe sales team has been missing deadlines and meetings, it may indicate a need to revisit the communication plan and establish
more frequent check-ins. Regular check-ins help keep the team aligned, address any challenges promptly, and reinforce
accountability. A well-defined communication plan ensures that everyone stays informed about project status and expectations,
which is essential for mantaining momentum and meeting deadlines.

For best practices on project communication, refer to: Salesforce Project Management Communication.

EAE #164

Cloud Kicks wants to enable sales reps to view an individual team member's split percentage when the split percentage is less than
100% of the revenue amount.

Which attribution method should the consultant recommend?

e A. Opportunity Percentage Split
¢ B. Opportunity Amount Split
¢ C. Opportunity Overlay Split

HE: A

LR

The Opportunity Percentage Split feature is the best fit for Cloud Kicks when they need to allocate credit among sales team
members based on each person's contribution. This method enables flexible splitting of opportunity revenue, which is particularly
useful when percentages do not total 100%. It provides visibility into individual contributions, allowing Cloud Kicks to attribute
revenue accurately across team members

EE #165
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