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Topic Break Down

Topic No. of Questions

Topic 1, Configure Microsoft Dataverse 15

Topic 2, Configure security settings 18

Topic 3, Configure sales applications 92

Topic 4, Manage sales entities 96

Topic 5, Manage sales solutions 4

Topic 6, Case Study 1 5

Topic 7, Case Study 2 5

Topic 8, Case Study 3 4

Topic 9, Case Study 4 5

Topic 10, Case Study 5 5

Topic 11, Case Study 6 6

Topic 12, Case Study 7 8

Topic 13, Case Study 8 7

Total 270
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QUESTION NO: 1

You are a salesperson using Dynamics 365 Sales.

You qualify a lead that represents a new customer organization and a potential sales deal.

You need to create the related sales records during the lead qualification process.

Which three records can be created when you qualify the lead? Each correct answer presents a complete solution.

NOTE: Each correct selection is worth one point.

A. Account

B. Contact

C. Opportunity

D. Quote

E. Order

ANSWER: A B C 

Explanation:

Account, Contact, and Opportunity can be created when a lead is qualified. Qualification converts the prospect information 
captured on the lead into records that sellers use to manage an established customer relationship and an active sales 
pursuit.

An account represents the customer organization, while a contact represents the individual associated with that organization. 
An opportunity represents the potential revenue-producing deal. Sellers can select which applicable records to create as part 
of qualifying a lead.

Quotes and orders are later-stage sales records. They are not created directly by the standard lead qualification process.

For more information, see Qualify or convert a lead in Dynamics 365 Sales.

QUESTION NO: 2 - (SIMULATION)

SIMULATION

Please wait while the virtual machine loads. Once loaded, you may proceed to the lab section. This may take a few minutes, 
and the wait time will not be deducted from your overall test time.

When the Next button is available, click it to access the lab section. In this section, you will perform a set of tasks in a live 
environment. While most functionality will be available to you as it would be in a live environment, some functionality (e.g., 
copy and paste, ability to navigate to external websites) will not be possible by design.

Scoring is based on the outcome of performing the tasks stated in the lab. In other words, it doesn't matter how you 
accomplish the task, if you successfully perform it, you will earn credit for that task.

Labs are not timed separately, and this exam may have more than one lab that you must complete. You can use as much 
time as you would like to complete each lab. But, you should manage your time appropriately to ensure that you are able to 
complete the lab(s) and all other sections of the exam in the time provided.

Please note that once you submit your work by clicking the Next button within a lab, you will NOT be able to return to the lab.

You gather information from a prospect named Cat Francis to qualify the prospect as a new sales opportunity.

You need to identify the prospect, complete all the required fields, and qualify the prospect in the sales process.

To complete this task, sign in to the Dynamics 365 portal.
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ANSWER: See the explanation for the answer

Explanation:

Answer: Create a new lead for the existing contact Cat Francis, save it, and qualify the lead so that an opportunity is 
created.

1. In Dynamics 365 Sales, open Leads and select New.
2. On the lead form, select Cat Francis in the Existing Contact (or Contact in the Qualify business-process stage) 

lookup.
3. Verify that the contact details populate on the lead. Enter any field marked required that was not populated, such as 

the required Topic, if prompted.
4. Select Save.
5. On the saved lead command bar, select Qualify. Confirm the qualification dialog if it appears, leaving creation of the 

opportunity enabled.

The required end state is that the lead associated with Cat Francis is qualified and a sales opportunity has been created 
from that lead.

QUESTION NO: 3

A company uses Dynamics 365 Sales product catalog functionality.

The company wants sales representatives to add a predefined group of products to an opportunity as a single selection.

You need to configure the group of products.

Which three actions should you perform? Each correct answer presents part of the solution.

NOTE: Each correct selection is worth one point.

A. Create a product and set the product type to Bundle.

B. Add the existing products as bundle products.

C. Publish the bundle.

D. Create a separate product family for each bundle component.

E. Create an opportunity for each product in the bundle.

ANSWER: A B C 

Explanation:

Create a product of type Bundle, add the existing products as bundle products, and publish the bundle. A bundle is a 
product-catalog item that represents a collection of products or services sold together. Sellers can select the bundle on an 
opportunity, quote, order, or invoice rather than adding every component individually.

Bundle products define the included items and their quantities. Publishing makes the configured bundle available for use in 
sales transactions. A product family can organize related products but does not, by itself, create a sellable predefined 
collection. See Create product bundles in Dynamics 365 Sales.

QUESTION NO: 4

An organization uses sales dashboards in Dynamics 365.

You need to configure a single dashboard that includes the following data:

 both complex key performance indicators that are derived from external data and custom visuals  real-time data on sales 
performance that is based on Dynamics 365 data Which three actions should you perform? Each correct answer presents 
part of the solution.
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NOTE: Each correct selection is worth one point.

A. Add the external data as virtual entities in Dynamics 365 and use it for the dashboard visualizations.

B. Create all visuals in a Microsoft Power BI dashboard. Embed the dashboard in Dynamics 365.

C. Create tiles and a dashboard in Microsoft Power BI.

D. Create charts with required data in Dynamics 365.

E. Combine Microsoft Power BI and standard charts on a standard dashboard in Dynamics 365.

ANSWER: A B E 

Explanation:

Adding the external data as virtual entities in Dynamics 365 and using it for dashboard visualizations makes externally held 
information available through Dataverse without requiring that data to be copied into Dynamics 365. Virtual tables provide an 
integration approach for presenting external data as tables in the Dataverse environment, supporting the unified sales-
dashboard scenario.

Creating all visuals in a Microsoft Power BI dashboard and embedding the dashboard in Dynamics 365 provides the required 
support for sophisticated KPI calculations and custom visuals. Power BI is designed for richer analytical modeling and 
visualization than native Dynamics 365 charts, while its Dynamics 365 integration lets users consume the resulting 
dashboard in their sales workspace.

Combining Microsoft Power BI and standard charts on a standard dashboard in Dynamics 365 produces a single user-facing 
dashboard. The Power BI content supplies the external-data KPIs and custom visual experience, while native Dynamics 365 
charts can display current sales data directly from the Dynamics 365 tables. This approach keeps operational sales insights 
alongside advanced analytics in one dashboard experience. See Create virtual tables in Dataverse and Add a Power BI 
dashboard to an app.

QUESTION NO: 5

Note: This question is part of a series of questions that present the same scenario. Each question in the series contains a 
unique solution that might meet the stated goals. Some question sets might have more than one correct solution, while 
others might not have a correct solution.

After you answer a question in this section, you will NOT be able to return to it. As a result, these questions will not appear in 
the review screen.

You are configuring Dynamics 365 Sales for a US-based company as follows:

 Utah to California is the West territory

 Illinois to Colorado is the Central territory.  Maine to Indiana is the East territory.

The company wants the territories set up as follows:

 Salespersons 1 and 2 sell in the West territory.

 Salespersons 5 and 6 sell in the Central territory.

 Salespersons 3 and 4 sell in the East territory.

 Postal code for each state used as the location.

You need to set up the territories.

Solution:

 Create the West territory, add the manager.

 Add members for each territory and save.
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 Repeat for the Central and East territories.  Add connections to each territory.

Does the solution meet the goal?

A. Yes

B. No

ANSWER: B 

Explanation:

No is correct because creating territory records, assigning a manager, and adding the specified salespeople establishes 
territory membership only; it does not configure geographic coverage based on state postal codes. Dynamics 365 Sales 
territories are organizational records used to group sellers and can have a manager and members. The standard territory 
setup does not provide a postal-code mapping mechanism in which state ZIP/postal codes are defined as locations for a 
territory. Connections are relationship records and do not establish the required postal-code-to-territory assignment. 
Therefore, although the proposed steps can create the three groups of salespeople, they do not satisfy the stated 
requirement to use each state’s postal code as the territory location. Meeting that geographic requirement requires an 
additional design, such as using address/postal-code data with an appropriate assignment process, automation, or custom 
configuration to associate applicable customer records with the intended territory. Microsoft’s territory setup guidance 
describes creating territories and assigning managers and members, while connection records are documented separately 
as relationship links between records. See Set up sales territories and Connections and relationships in Dataverse.

QUESTION NO: 6

A company has three business units. User privileges are set to ensure that users can see only records owned by their own 
business unit.

If a contact is needed for all business units, one contact record must be created for each business unit. A contact is 
considered a duplicate if the First Name, Last Name, Email or Preferred Phone, and Business Unit fields match.

You must ensure that duplicate records are not created for contacts.

You need to create the duplicate detection rules.

Which two filters should you configure? Each correct answer is part of the complete solution.

NOTE: Each correct selection is worth one point.

A. First Name and Last Name and Email

B. First Name and Last Name and Preferred Phone

C. First Name and Last Name and Email and Business Unit

D. First Name and Last Name and Preferred Phone and Business Unit

E. First Name and Last Name and Owner

ANSWER: C D 

Explanation:

The correct filters are First Name and Last Name and Email and Business Unit and First Name and Last Name and 
Preferred Phone and Business Unit. The stated duplicate definition requires the same first name, last name, and business 
unit, together with a match on either email address or preferred phone. Because duplicate-detection rule criteria are 
combined as matching conditions, the required “email or preferred phone” logic must be represented by two separate rules: 
one rule for the email-based match and another for the phone-based match.

Including Business Unit is essential because the business requirement explicitly permits a separate contact record for each 
business unit. The same person’s name and contact details can therefore legitimately occur in more than one business unit; 
duplicate detection should identify the record only when the matching values occur within the same business unit. Including 
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both First Name and Last Name further ensures that the comparison follows the defined identification criteria rather than 
relying on a contact method alone.

Microsoft documents that duplicate-detection rules use selected table columns as match criteria and can be created for 
records such as contacts. Configure and publish both rules before using duplicate detection during record creation or 
updates. See Set up duplicate detection rules and Detect duplicate data.

QUESTION NO: 7

You manage Dynamics 365 environments for client organizations.

A client suspects they are losing business. The client must be able to capture reasons each time an opportunity is lost.

You need to configure Dynamics 365 to ensure that you can capture the required information.

Which field should you configure?

A. Opportunity status reason

B. Opportunity close status

C. Opportunity status

D. Opportunity close status reason

ANSWER: A 

Explanation:

Opportunity status reason is the field to configure because it lets an organization define the business-specific outcomes 
associated with an opportunity’s status. For opportunities that are closed as lost, administrators can add or revise status-
reason values to record meaningful loss categories, such as pricing, competitor selection, lack of budget, changed 
requirements, or timing. Sellers select the applicable value when they close an opportunity, creating consistent, structured 
data instead of relying on unstructured notes.

These values are especially useful for reporting and analysis: the client can group lost opportunities by reason, identify 
recurring patterns, and use the findings to improve sales strategy, qualification, pricing, or competitive positioning. In 
Dataverse, the Status Reason column is associated with the record’s state and can be customized with additional choices 
appropriate to the organization’s business process. Microsoft documents that status reason choices can be edited and 
managed for tables, and Dynamics 365 Sales uses opportunity close processes to record the outcome of an opportunity. 
See Define status reason transitions and Close opportunities.

QUESTION NO: 8

A company uses special pricing for bulk purchases of products.

A sales team member cannot create pricing lists for preferred customers.

You need to set up a discount price list.

What are three possible security roles that can be used? Each correct answer presents a complete solution.

NOTE: Each correct selection is worth one point.

A. Sales Team Member

B. Vice President of Sales

C. Sales Manager

D. CEO-Business Manager
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E. President of Sales 

ANSWER: B C D 

Explanation:

Creating a discount price list requires security privileges for the Price List table, including the ability to create and manage 
price lists and their associated price list items. The built-in Vice President of Sales, Sales Manager, and CEO-Business 
Manager roles provide the required level of access for pricing administration. These roles are designed for users who 
oversee sales operations, manage commercial policies, or administer business processes, and therefore can create price 
lists for preferred customers and define discounted pricing for bulk purchases.

In Dynamics 365 Sales, a price list is the mechanism that defines how products are priced for a particular customer segment, 
territory, or sales scenario. After creating the price list, an authorized user adds price list items and specifies the pricing 
method and discount details required by the organization. Assigning one of these roles enables the responsible user to 
maintain this pricing information while supporting the organization’s pricing controls. For implementation guidance, see 
Create price lists and price list items in Dynamics 365 Sales and Security roles and privileges in Dynamics 365 Sales.

QUESTION NO: 9

An organization attends a tradeshow and identifies several leads.

One specific lead wants to make a purchase in the next week.

You need to create an invoice.

At which stage can you create the invoice?

A. Lead

B. Order

C. Opportunity

D. Quote

ANSWER: B 

Explanation:

Order is the appropriate stage for creating the invoice. In the standard Dynamics 365 Sales sales-process flow, a lead is 
qualified into an opportunity, an opportunity can be developed into a quote, and an accepted quote is converted to an order. 
The order represents the customer’s confirmed commitment to purchase the offered products or services. Creating the 
invoice at this point records the amount that is due for the committed sale and supports the subsequent fulfillment and 
payment processes.

Dynamics 365 Sales treats orders and invoices as related sales records. After the organization has identified the items, 
quantities, prices, customer, and other commercial details on the order, a seller can create an invoice from that order. This 
helps preserve the agreed sales information in the billing document and provides a consistent record of the transaction. For 
a lead that expects to buy soon, the sales team should progress the record through qualification and the sales process until 
the sale is represented as an order, then generate the invoice. See Microsoft’s guidance on creating and managing orders 
and creating and managing invoices.

QUESTION NO: 10 - (HOTSPOT)

HOTSPOT

You need to set up goals for the salespeople.

How should you set up the configurations? To answer, select the appropriate options in the answer area.
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NOTE: Each correct selection is worth one point.

Hot Area:

ANSWER:

Explanation:

Individual goals assigned to salespeople should be configured as Child goals. A child goal represents an individual 
contributor’s measurable target, such as revenue, number of opportunities, calls, or another sales metric for a defined fiscal 
period. This structure supports the standard Dynamics 365 Sales goal hierarchy, where individual salesperson results can be 
organized and, when needed, rolled up into higher-level goals for a manager, territory, or sales team. The child goal is 
therefore the appropriate goal type for each salesperson’s own performance target.

The goal calculation should be set to System. With system calculation, Dynamics 365 Sales uses the goal’s rollup queries to 
automatically calculate the actual and in-progress values. For example, a rollup query can evaluate qualifying opportunities 
or closed revenue associated with the salesperson and update progress toward the target. This keeps goal progress based 
on the underlying sales data rather than requiring users to enter or recalculate values themselves. System calculation is 
particularly appropriate for operational sales goals that should reflect current records and pipeline activity consistently.

Using child goals with system calculation provides a scalable way to track each salesperson’s attainment while retaining the 
ability to consolidate performance through a goal hierarchy. For additional information about goal records, rollup queries, 
goal metrics, and hierarchy-based tracking in Dynamics 365 Sales, see Microsoft’s Goals overview documentation and the 
Configure goals documentation.

QUESTION NO: 11 - (DRAG DROP)
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DRAG DROP

You manage a Dynamics 365 Sales environment for an organization.

You need to edit the display name of a business process flow.

Which three actions should you perform in sequence? To answer, move the appropriate actions from the list of actions to the 
answer area and arrange them in the correct order.

Select and Place:

ANSWER:

Explanation:

To change a business process flow’s display name, begin by navigating to Processes in the Dynamics 365 customization 
area. This location contains the organization’s process records, including business process flows, workflows, dialogs, and 
other process definitions. Opening the Processes list provides access to the definition that controls the flow’s name and 
configuration.

Next, select the required Business Process Flow from the list. Selecting the flow opens its designer and properties, 
ensuring that the name change is applied to the intended process definition rather than to a record that happens to use the 
flow. The process definition is the appropriate component to edit because its name is the display name shown to users 
where that business process flow is available.

Finally, edit the Process name. The process name property is used as the flow’s display name. After changing the name, 
the administrator should save the process and, where required by the environment and the flow’s state, activate it or ensure 
the updated process is available for use. Microsoft’s documentation on creating and managing business process flows 
describes selecting a process from the Processes area and modifying its properties in the process designer. See Create a 
business process flow in Dynamics 365 for the process-management workflow.

QUESTION NO: 12

You configure server-side synchronization for Dynamics 365 Sales users.

A salesperson's mailbox must be enabled to synchronize email with Dynamics 365.

Which two actions should you perform? Each correct answer presents part of the solution.

NOTE: Each correct selection is worth one point.

A. Approve the mailbox.
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B. Test and enable the mailbox.

C. Create a queue for the salesperson.

D. Assign the salesperson to a sales territory.

E. Activate a business process flow for the mailbox.

ANSWER: A B 

Explanation:

The mailbox must be approved and then tested and enabled. Mailbox approval authorizes Dynamics 365 to use the 
mailbox for synchronization. Testing and enabling validates the configuration and activates the mailbox for incoming and 
outgoing email synchronization.

Creating a queue or assigning a sales territory does not configure a user's mailbox for server-side synchronization. See Set 
up server-side synchronization of email, appointments, contacts, and tasks.

QUESTION NO: 13

You manage a Dynamics 365 environment. A user named User1 begins work on an opportunity.

User1 asks a user named User2 to assist with the opportunity while she is on vacation.

You need to ensure that User2 can access the opportunity and that User1 retains ownership of the opportunity.

What should you do?

A. Assign the record to User2.

B. Grant User2 the stakeholder role.

C. Add User2 to the Owner team.

D. Add User2 to an Access team.

ANSWER: D 

Explanation:

Add User2 to an Access team. Access teams are designed to grant record-level collaboration access without changing the 
record’s owner. An access team can be associated with an opportunity through an access team template that specifies the 
permissions its members receive, such as Read, Write, Append, Append To, or Share. After User2 is added to the access 
team for this opportunity, User2 can work with the record according to the permissions defined in the template, while User1 
remains the owner throughout her vacation.

This approach is particularly appropriate when access is needed for a specific record and a limited period, rather than as a 
broad security-role change. Access teams do not have security roles and are not record owners; instead, the platform grants 
their members access to the particular record through sharing. The required opportunity permissions must be included in the 
applicable access team template, and User2 must have the necessary underlying table privileges to use the granted access. 
Microsoft describes access teams as a way to share records with an automatically created team and manage membership 
for that record. See Manage access teams and record sharing and Security roles and privileges.

QUESTION NO: 14

You are creating orders from quotes in Dynamics 365.

In some circumstances, customers no longer require an order. In other circumstances, your company delivers the order.

You need to ensure that closed orders use existing functionality to reflect the circumstances.
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Which two methods of closing an order are available out of the box? Each correct answer presents a complete solution.

NOTE: Each correct selection is worth one point.

A. Cancel

B. Activate

C. Accept

D. Fulfill

ANSWER: A D 

Explanation:

Dynamics 365 Sales provides two out-of-the-box ways to close an order, allowing the order outcome to accurately reflect the 
business event. Cancel is used when the customer no longer wants the order or when the order will not be completed. This 
closes the order with a canceled status, preserving the order history and ensuring that users can distinguish an order that 
was abandoned from one that was completed.

Fulfill is used when the organization has delivered the ordered products or services. Fulfilling an order closes it as 
completed and records the fulfillment date, providing an accurate sales and operational record. These actions are available 
from the order record after it has been submitted, and both result in a closed order with the appropriate status reason. Using 
the built-in closing actions supports consistent reporting, audit history, and downstream business processes without requiring 
custom status-management logic.

For Microsoft guidance on creating, submitting, fulfilling, and canceling sales orders, see Create or edit an order in Dynamics 
365 Sales and Close an order in Dynamics 365 Sales.

QUESTION NO: 15 - (HOTSPOT)

HOTSPOT

A salesperson has an active quote for a customer.

The customer wants to add one product to the quote and remove one product from the quote.

You need to make the changes.

What should you do? To answer, select the appropriate options in the answer area.

NOTE: Each correct selection is worth one point.

Hot Area:
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ANSWER:

Explanation:

An active quote is treated as a controlled sales document in Dynamics 365 Sales. Before changing the quote-product lines, 
the salesperson should use the revision process. Revising the quote makes it editable again so the salesperson can 
maintain the quote details and product lines. In this scenario, that editable revision state is where the new product is added 
and the existing product is removed. After the product list reflects the customer’s requested changes, the quote should be 
reactivated so it can continue through the normal sales process as an active quote.

Accordingly, the correct action for both requested changes is “Revise the quote, update the products, and reactivate the 
quote.” This is the complete operational sequence: initiate a revision, update the quote products during the editable stage, 
then activate the revised quote. It preserves the intended quote lifecycle while ensuring that the active customer-facing quote 
includes the updated set of products.

Microsoft documents quote management as part of the sales process, including activating quotes and working with quote 
products. See Create or edit a quote in Dynamics 365 Sales and Manage quotes, orders, and invoices. These lifecycle 
controls help ensure that modifications are made through an editable quote revision rather than directly changing the active 
quote record.
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QUESTION NO: 16

You need to implement the time study.

What should you create?

A. business rule

B. insight cards with Sales Insights

C. custom activity type

D. new data step in the business process flow

ANSWER: C 

Explanation:

A custom activity type is the appropriate way to implement a time study because a time study represents work performed 
over time and should be tracked as an activity in Dynamics 365. Activities are designed to record interactions and work 
items, and they can be associated with records such as accounts, contacts, leads, and opportunities. Creating a custom 
activity entity gives the organization a dedicated record type for capturing time-study-specific information, such as the related 
customer or sales record, date and duration, employee, observations, and outcome.

As an activity, the time study can participate in the platform’s activity management capabilities, including timelines, 
ownership, status/state tracking, security, auditing where configured, and relationships to other business records. It can also 
be surfaced in views, dashboards, and reporting so users and managers can review the time studies in context. Microsoft 
documents that activities are records representing communications or tasks performed by users and that custom activity 
entities can be created when the built-in activity types do not meet a business requirement. See Activity entities in Dataverse 
and Create and edit tables in Dataverse.

QUESTION NO: 17

You are a Dynamics 365 administrator for a dental office.

You need to create a process in Sales Hub to ensure that team members perform the following actions:

 Call patients to remind them about upcoming appointments.  Update patient contact information.

What should you create?

A. a task flow

B. a business rule

C. a calendar

D. an on-demand workflow

ANSWER: A 

Explanation:

A task flow is the appropriate process type because it presents users with a guided, ordered set of tasks to complete during 
routine work. In this case, the flow can direct a team member to call the patient with an appointment reminder and then 
update the patient’s contact details. Task flows are designed to standardize repeatable activities, helping users consistently 
complete the required actions rather than relying on memory or informal procedures. They can be configured with stages 
and steps that make the next required activity clear, which is particularly useful for a dental office’s appointment-preparation 
process.

In Dynamics 365, process guidance is used to help users follow consistent business procedures across records and 
activities. A task-oriented flow is suited to a sequence of user-performed actions, including communicating with a customer 
and maintaining related record information. Microsoft’s documentation on business process automation and process flows 
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provides background on using guided processes to drive consistent user actions: Create a business process flow and 
Business process flow overview.

QUESTION NO: 18

A company uses Dynamics 365 Sales to manage account opportunities.

Sales managers need to view the total actual revenue from won opportunities for each account.

The total must be maintained automatically as related opportunities are closed.

What should you create?

A. A calculated column

B. A rollup column

C. A business rule

D. An autonumber column

ANSWER: B 

Explanation:

Create a rollup column on the Account table. A rollup column aggregates values from related records, such as the Actual 
Revenue values of opportunity records related to an account. The rollup definition can include filters so that only 
opportunities with a Won status are included in the calculation.

A calculated column evaluates values from the current row and related parent rows, but it does not aggregate values from 
multiple related child rows. A business rule can set or validate values but does not provide the required aggregation 
capability.

For more information, see Define rollup columns in Power Apps.

QUESTION NO: 19

Sales representatives at an organization have access to the contact records in their business unit.

You need to ensure that sales representatives can access contact records in all business units that are subordinate to their 
business unit. Sales representatives must not have access to other records in the organization.

Which access level should you assign to the Contact entity?

A. User

B. Organization

C. Parent: Child Business Unit

D. Business Unit

ANSWER: C 

Explanation:

The correct access level is Parent: Child Business Unit. In Dynamics 365 security roles, access levels define the record 
scope to which a user’s privilege applies. This level grants access to records owned within the user’s own business unit and 
within every business unit beneath it in the business-unit hierarchy. Therefore, a sales representative can work with Contact 
records for their business unit as well as Contacts held by subordinate business units.
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This scope directly meets the stated requirement while preserving the organization’s security boundary. Access is inherited 
down the hierarchy only; it does not extend to peer business units, parent business units, or unrelated branches. The 
applicable privilege must be configured on the Contact table in the sales representatives’ security role for the required 
actions, such as Read and, where necessary, Write.

Microsoft documents Parent: Child Business Unit as the access-depth setting that applies to the user’s business unit and its 
subordinate business units. See Security roles and privileges and Dataverse security concepts.

QUESTION NO: 20

You are an administrator for Dynamics 365 for Sales.

You need to ensure that a user can install and configure the Social Selling Assistant.

Which two actions should you perform? Each correct answer presents part of the solution.

NOTE: Each correct selection is worth one point.

A. Grant the user the sales manager role

B. Assign the user a license for Microsoft Dynamics 365 (online) or Microsoft Social Engagement

C. Assign the user a license for both Microsoft Dynamics 365 (online) and Microsoft Social Engagement

D. Grant the user the system administrator or system customizer role

ANSWER: C D 

Explanation:

Installing and configuring Social Selling Assistant requires both the appropriate service licensing and sufficient Dynamics 365 
security privileges. The user must be assigned a license for both Microsoft Dynamics 365 (online) and Microsoft Social 
Engagement. Dynamics 365 provides access to the sales environment and related records, while Social Engagement 
supplies the social listening and social-content capabilities used by the assistant. Both services are therefore required for the 
user to use this integration.

The user must also have either the System Administrator or System Customizer security role. These roles provide the 
customization and administrative permissions needed to install the Social Selling Assistant solution and configure its settings 
in the Dynamics 365 organization. This includes managing solution components and the organization-level configuration 
required to connect and enable the feature. Assigning the necessary licenses together with one of these elevated security 
roles ensures the user can complete both installation and configuration tasks. Microsoft’s historical deployment guidance for 
this feature is available in Install and configure Social Selling Assistant. For general context on managing security roles in 
Dynamics 365, see Security roles and privileges.

QUESTION NO: 21

Note: This question is part of a series of questions that present the same scenario. Each question in the series contains a 
unique solution. Determine whether the solution meets the stated goals. Some question sets might have more than one 
correct solution, while others might not have a correct solution.

After you answer a question in this section, you will NOT be able to return to it. As a result, these questions will not appear in 
the review screen.

You configure forecasts for a clothing manufacturer.

A salesperson updates an opportunity and wants to refresh the forecast.

You need to show the salesperson how to refresh the forecast.

Proposed solution: Update the Opportunity Forecast Category Mapping process.

Does the solution meet the goal?
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A. Yes

B. No

ANSWER: B 

Explanation:

No is correct. Opportunity Forecast Category Mapping is an administrator configuration that associates opportunity forecast 
categories, such as Pipeline, Best case, Committed, and Omitted, with the forecast categories used by a forecast. Its 
purpose is to determine how opportunity values are classified and rolled up into forecast buckets. Updating that mapping 
does not provide a salesperson with a way to refresh the data displayed in an existing forecast after changing an opportunity.

Forecast users refresh forecast information from the forecast experience by using the available refresh action; this requests 
updated forecast data based on the latest underlying records and the forecast configuration. Depending on the 
organization’s forecast setup and data-refresh behavior, forecast data can also be updated by the platform’s scheduled 
processing. Therefore, category mapping is not the operational process a salesperson should use to see the effect of an 
opportunity update in the forecast. Microsoft documents forecast refresh behavior and the user experience in its forecast 
data guidance and forecast documentation: Keep forecast data up to date and Configure a forecast.

QUESTION NO: 22

You are a Dynamics 365 Sales administrator for a company. All sales representatives at the company have smart phones.

You need to recommend a solution that allows sales representatives to take photos of the opportunity notes and use the 
photo as input for new opportunities in Dynamics 365.

Which two options will achieve the goal? Each correct answer presents a complete solution.

NOTE: Each correct answer is worth one point.

A. AI Builder with Dynamics 365 for phones

B. Canvas App with a flow button

C. AI Builder with Power Automate instant flow

D. Dynamics 365 for phones only

ANSWER: B C 

Explanation:

Canvas App with a flow button is a complete mobile-oriented solution because a canvas app can use the device camera 
to capture an image of handwritten or printed opportunity notes. The app can then pass that image to a Power Automate 
flow. The flow can process the image, extract relevant values, and create a Dataverse opportunity record for use in 
Dynamics 365 Sales. Canvas apps are designed for touch-based mobile scenarios and provide controls for capturing 
pictures directly from a phone.

AI Builder with Power Automate instant flow is also a complete solution. An instant flow can be initiated by a sales 
representative from a mobile device and accept a photo as input. AI Builder document or text-processing capabilities can 
analyze the submitted image and return recognized content. Subsequent actions in the same flow can map that content to 
fields and create a new opportunity in Dataverse. This approach provides a low-code process that combines image capture, 
AI-based extraction, and record creation. Microsoft documents using camera controls in canvas apps at Camera control in 
Power Apps and using AI Builder models in Power Automate at Use AI Builder in Power Automate.

QUESTION NO: 23

You are a system customizer in Dynamics 365 Sales.

You need to set up product families.
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Which option is available?

A. Create a maximum of 10 child product families.

B. Set a product bundle as a parent of a product family.

C. Add the product to only one product family.

D. Set one product as a parent to another product.

ANSWER: C 

Explanation:

“Add the product to only one product family.” is correct because Dynamics 365 Sales uses the product family hierarchy to 
organize the product catalog, and each product, bundle, or product family has a single parent relationship within that 
hierarchy. Assigning a product to one product family establishes where it appears in the catalog structure and determines the 
family context used for organizing related offerings. If a product needs to be placed under a different family, a customizer can 
change its parent product family rather than assigning the same product record to multiple families simultaneously. This 
maintains a clear, consistent hierarchy and avoids ambiguous catalog placement. Product families can be used to group 
similar products and can themselves be arranged hierarchically, but the parent assignment for an individual product is 
singular. Microsoft’s guidance for changing a product’s parent confirms that a product can be moved to another product 
family through its Parent field. See Change a product’s parent in Dynamics 365 Sales and Product family, product, and 
bundle relationships.

QUESTION NO: 24 - (DRAG DROP)

DRAG DROP You need to choose which product’s solution fits the analysis needed.

Which solutions should you use? To answer, drag the appropriate solutions to the correct analyses. Each solution may be 
used once, more than once, or not at all. You may need to drag the split bar between panes or scroll to view content.

NOTE: Each correct selection is worth one point.

Select and Place:

ANSWER:
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Explanation:

Sales Insights divides its functionality between the included Free Sales Insights capabilities and the expanded Advanced 
Sales Insights capabilities. The correct mapping reflects the type of information that each analysis requirement needs. Email-
message analysis is handled by the email-focused insight capability included with Free Sales Insights. This provides sellers 
with useful engagement information for messages, helping them understand and act on email communication in their normal 
sales work. Microsoft describes Sales Insights and its included capabilities in the Sales Insights overview.

Analysis of a relationship between accounts can be supported whether the organization uses Free Sales Insights or 
Advanced Sales Insights. The requirement is about understanding the account relationship rather than using the advanced 
analysis of the ongoing interactions between a seller and customer. Therefore, the solution placement correctly allows either 
Sales Insights offering for that account-relationship need.

Analysis of communication between a customer and a representative belongs to Advanced Sales Insights. Advanced 
functionality supports richer relationship-oriented analysis using the interaction history between the sales team and 
customers. That analysis can use sales activities and communication signals to help a seller understand relationship 
strength and engagement. Microsoft’s documentation on relationship analytics explains how relationship data is used to 
provide actionable insight into customer interactions. This makes Advanced Sales Insights the appropriate solution for 
communication analysis between the customer and the representative. The completed placements therefore correctly 
associate email messages with Free Sales Insights, account relationships with either offering, and customer-representative 
communications with Advanced Sales Insights.

QUESTION NO: 25

You work for a company using Dynamics 365 for Sales.

When customers call the company, they must provide their quote number. Customers report that quote numbers are too 
long.

You need to shorten quote numbers to the minimum possible length.

What should you do?

A. Reduce the auto number prefix to one character

B. Reduce the auto number prefix to two characters

C. Reduce the suffix length to four characters

D. Ensure that the prefix setting is read-only

ANSWER: A 

Explanation:

Reduce the auto number prefix to one character. Quote numbers use an automatically generated identifier that includes a 
configurable prefix followed by the system-generated number. Dynamics 365 allows the prefix for quote auto-numbering to 
be set from one through three characters. Therefore, setting the prefix to one character uses the smallest supported prefix 
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and reduces the visible quote number as far as this setting permits. This is appropriate when callers need to communicate 
quote identifiers verbally, because it removes unnecessary fixed characters without changing the uniqueness and sequential 
generation behavior of the quote number itself.

The change is made in the organization’s auto-numbering settings for sales records. Administrators should select a short, 
recognizable single-character prefix that fits the organization’s naming convention, and should consider the impact on staff 
who search for or recognize existing quote identifiers. Microsoft documents the supported configuration of auto-number 
prefixes, including quote numbers, in Change auto-number prefixes. For broader information about number generation 
capabilities in Dataverse, see Autonumber columns.

QUESTION NO: 26

A company uses Dynamics 365 Sales goals to measure sales performance.

Sales managers need each salesperson's actual revenue from won opportunities to be calculated automatically and 
compared with an assigned revenue target.

You need to configure the goal calculation.

Which two components should you create? Each correct answer presents part of the solution.

NOTE: Each correct selection is worth one point.

A. Goal metric

B. Rollup query

C. Duplicate detection rule

D. Interactive dashboard

E. Connection role

ANSWER: A B 

Explanation:

A goal metric defines how the goal is measured, including the target and actual values. A rollup query defines the records 
and conditions used to calculate the actual value, such as won opportunities owned by a salesperson during the relevant 
period.

The goal record uses the selected metric and rollup query to compare the assigned target with the calculated actual revenue. 
A dashboard can display the resulting data but does not perform the goal calculation. See Set up goals in Dynamics 365 
Sales.

QUESTION NO: 27

You manage a Dynamics 365 Sales environment.

You create a duplicate detection rule to identify contacts that have the same email address.

You need to ensure that users are warned when they create or update a duplicate contact record.

Which two actions should you perform? Each correct answer presents part of the solution.

NOTE: Each correct selection is worth one point.

A. Publish the duplicate detection rule.

B. Enable duplicate detection during record creation or update.

C. Create a personal view that filters contacts by email address.
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D. Enable auditing for the Contact table.

E. Set the Email column to an autonumber column.

ANSWER: A B 

Explanation:

You must publish the duplicate detection rule. A duplicate detection rule is not used by the system until it is published. 
Publishing makes the rule available for duplicate detection jobs and real-time duplicate checks.

You must also enable duplicate detection during record creation or update in the system settings. This setting enables 
the duplicate warning experience when users save new or updated records that match an active duplicate detection rule.

Creating a personal view does not activate a duplicate detection rule. Auditing records changes to a table, but it does not 
compare records for duplicate values.

For more information, see Set up duplicate detection rules to keep data clean.
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