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BE#15

Northern Trail Outfitters needs to complete analysis on promotion metrics to ensure the success of the promotions currently being
run,

‘What should a consultant do to get an accurate, immediate view of promotions?

e A Create real-time reporting (RTR) and add dimensions.
e B. Export promotion data directly firom the Promotion object.
e C. Utilize a third-party AppExchange tool to run analysis.

HE: A

EE#16

Northern Trail Outfitters (NTO) is utilizing Consumer Goods Cloud TPM to manage their promotional activities. NTO needs to
handle promotions at retailers that are indirectly managed through distributors.

What is the recommended approach within Consumer Goods Cloud TPM to design the master data that will properly reflect the
relationship between the retailer and the distributor?

e A Create a custom junction object to manually track the interactions between retailers and distributors, allowing for custom
fields and records to be maintained for reporting purposes.

e B. Leverage the Customer Relationships object to model the connections between retailers and distributors, facilitating the
representation of indirect sales channels within the platform.

e (. Use the standard Accounts object to represent both retailers and distributors, adding custom lookup fields to establish and
describe the indirect management relationship.

He: C

Y.

In Salesforce Consumer Goods Cloud, the Account object is the core entity for the Trade Org Hierarchy. Best practice design
principles dictate that both direct customers (Distributors/Wholesalers) and indirect custormers (Retailers/Outlets) should be modeled
as Accounts.

To represent the "Indirect" relationship-where a Manufacturer sells to a Distributor, who then sells to a Retailer-you should not
overcomplicate the data model with custom junction objects unless absolutely necessary for many-to-many complexities that cannot
be handled otherwise. For standard indirect management in TPM, the recommended approach is to use theStandard Accounts
objectfor both parties and utilizecustom lookup fieldson the Retailer account to point to the Distributor.

This "Wholesaler" or "Distributor" lookup field allows the system to aggregate volume or plan promotions that target the Retailer
while acknowledging the fulfillment path through the Distributor. This design keeps the architecture aligned with the Salesforce core
data model and ensures compatibility with the TPM calculation engines (Processing Services), which are optimized to traverse
standard Account hierarchies and attributes. Using a custom junction object (Option A) would likely require significant custom
development to make the TPM engine "see" the relationship for volume roll-ups, whereas Account lookups are native and easily
queryable2222.

AE#17

A client asks a consultant what will be the total value of Baseline key performance indicator (KPT) for Product A in a promotion that
is valid from December 1 through December 15. The client and consultant are aware of what was sent from the external system that
manages baselines and sends it to the Consumer Goods Cloud application. They observe that all weeks for the year where the
promotion was created had a baseline of

70 for Product A. The consultant knows the application follows standard calendar weeks and there is no weekday share profile

configured.
What is the total value of the baseline for the promotion period?

e AO
e B.1
e C.2
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HE: A

Y.

This question tests the understanding of Time Aggregation and Day Weighting logic within the TPM calculation engine.

Here are the variables:

* Promotion Duration:December 1 to December 15 =15 Days.

* Baseline Input:70 units per week.

* Weekday Share Profile:None configured.

In Consumer Goods Cloud TPM, if no specific "Weekday Share Profile" (or "Day Weighting") is applied, the system defaults to a
linear, even distribution of volurme across the week.

* Calculate Daily Average:A standard week has 7 days. If'the weekly baseline is 70, the daily baseline is $70 / 7 = 10$ units per
day.

* Calculate Promotion Total:.The promotion runs for 15 days.

* Caleulation: $15 \text{ days} \times 10 \text{ units/day} = 150 \text{ units}$.

Ifthe system had used a specific profile (e.g,, "High Weekend Sales"), the math would differ based on how many
Saturdays/Sundays fell within the Dec 1-15 window. However, with "no weekday share profile," the linear calculation applies.
Option B (140) would imply exactly two weeks (14 days), but the period is 15 days.

Option A (100) is incorrect. Thus, 150is the correct calculated baseline volume.

HAE #18
Cloud Kicks is currently struggling to measure the effectiveness of specific promotions.
In which phase of the TPM lifecycle should a consultant focus discovery efforts in order to provide a solution recommendation?

e A Strategic Planning
¢ B. Post Event Analysis
e C. Pronotion Planning

He: B

MH.

The Trade Promotion Management (TPM) lifecycle is generally cyclical, consisting of Strategic Planning, Promotion
Planning/Execution, and Post-Event Analysis. The specific pain point identified in the scenario is the inability to "measure the
effectiveness” of promotions. This activity falls squarely into the Post-Event Analysis phase.

During Discovery for this phase, a consultant must investigate how the client currently evaluates success. This involves identifying
which Key Performance Indicators (KPIs) are necessary to determine "effectiveness'™ commonly metrics like Return on Investment
(ROI), Uplift Volume, Incremental Revenue, and Trade Spend Efficiency. To provide a recommendation, the consultant needs to
understand what data is currently missing or difficult to access. For example, are they lacking actual shipment data from an ERP to
compare against the plan? Do they lack baseline data to calculate the "lift'"?

By focusing discovery on Post-Event Analysis, the consultant can ensure the solution is designed backwards from these
requirenents. Ifthe system is not configured to capture the necessary "Actuals” or if the calculation engine is not set up to compute
"Incremental" values vs. "Base" values, the client will never be able to measure effectiveness. Therefore, while planning is important,
themeasurementproblem is solved by designing robust analytics and feedback loops that characterize the Post-Event Analysis
phasel111.

BEE#19

When implementing Consumer Goods Cloud TPM, it is essential to ensure seamless integration with existing third-party systens for
comprehensive finctionality.

Which set of systems should a consultant discuss with the custormer to ascertain compatibility and data synchronization with TPM?

e A. Customer Relationship Management (CRM), Supply Chain Management (SCM), and Human Resource Management
(HRM) systens to ingest customer sales data, supply chain operations data, and employee performance metrics

e B. Pomt of Sale (POS) systems, Content Management Systems (CMS), and Digital Asset Management (DAM) systens to
process retail transactions, digital content, and enterprise assets

e C. Enterprise Resource Planning (ERP), Master Data Management (MDM), Product Information Management (PIM),
Demand Planning, Data Warehouses, and Data Lakes to integrate master data, baseline volume forecasts, and shipment data

He: C

M.



A robust TPM implementation relies heavily on data that originates outside of Salesforce. The set of systens listed in Option A
represents the critical "backbone" integrations required for Trade Promotion Management:

* ERP (Enterprise Resource Planning):This is the source of truth for "Actuals." To settle claims and analyze promotion performance,
TPM needs shipment and invoice data, which lives in the ERP.

* MDM (Master Data Management) / PIM (Product Information Management):.TPM requires a clean, hierarchical structure of
Products and Customers. Synching this master data ensures that the

"Product A" planned in Salesforce matches the "Product A" shipped by the warehouse.

* Demand Planning'TPM is often theinputto demand planning (providing the promotional lift), but it also consumes theBaseline
Forecast(what would sell with no promotion) from Demand Planning tools to calculate accurate ROI.

While POS data (Option B) is useful for Retail Execution (checking shelf prices), it is less critical for the Trade Planningaspect
compared to shipment data. Similarly, HRM (Option C) is generally irrelevant to trade promotion calculations. Therefore, Option A
covers the essential data flow: Master Data (MDM/PIM) -> Baseline (Demand Planning) -> Execution/Actuals (ERP)3333.
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