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Topic Break Down

Topic No. of Questions
Topic 1, Lead and Opportunity Management | 15
Topic 2, Sales Planning and Forecasting 6
Topic 3, Product and Price Management 1
Topic 4, Territory Management 6
Topic 5, Organizational Management 7
Topic 6, Visit Planning and Execution 5
Topic 7, Sales Contracts 2
Topic 8, User Management 13
Topic 9, Activity Management 7
Topic 10, Quotations and Sales Orders 14
Topic 11, Master Data Management 16
Topic 12, Analytics and Reporting 1
Topic 13, Integration 19
Topic 14, Mix Questions 6
Total 138
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QUESTION NO: 1

You want sales representatives to collect structured customer feedback during a visit. Which feature do you use?
A. Surveys

B. Product lists

C. Sales targets

D. Account hierarchies

ANSWER: A

Explanation:

Surveys are used to collect structured responses from customers during a visit. A survey can contain predefined questions,
answer options, and response formats that guide the sales representative through the required data collection.

Survey responses can be recorded as part of visit execution, enabling the organization to capture consistent customer
information for follow-up, analysis, and account management. SAP Sales Cloud documentation is available in the SAP Sales
Cloud Help Portal.

QUESTION NO: 2

Which business objects can be created when a qualified lead is converted? Note: There are 3 correct Answers to this
question.

A. Account

B. Contact

C. Opportunity
D. Sales contract

E. Territory hierarchy

ANSWER: ABC

Explanation:

Lead conversion supports the transition from an initial prospect record to active sales processing. An account can be
created when the prospect company does not yet exist in SAP Sales Cloud. A contact can be created to represent the
person associated with the lead. An opportunity can be created so that the sales team can pursue the identified sales
potential through the opportunity-management process.

This conversion process retains the relevant lead context while allowing the resulting account, contact, and opportunity
records to be processed through their respective business processes. See the SAP Sales Cloud Help Portal for lead-
management documentation.

QUESTION NO: 3

Which value is used to calculate the expected revenue of an opportunity?
A. Probability
B. Forecast category

C. Account classification
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D. Sales unit

ANSWER: A

Explanation:

Probability is used together with the opportunity’s total value to calculate expected revenue. The probability represents the
estimated likelihood that the opportunity will be won. For example, an opportunity with a total value of 10,000 and a
probability of 50 percent has an expected revenue of 5,000.

Sales phases can be configured with probability values so that expected revenue is updated consistently as an opportunity
progresses through the sales cycle. SAP Sales Cloud opportunity-management information is available in the SAP Sales
Cloud Help Portal.

QUESTION NO: 4

Which of the following results are possible for the external Available-to-Promise (ATP) check in sales quotes? There are 3
correct answers to this question.

A. No confirmation

B. External procurement

C. Binding confirmation

D. Full delivery on requested date

E. Late delivery or insufficient quantity

ANSWER: AD E

Explanation:

An external Available-to-Promise check in a sales quote evaluates the requested product quantity and requested delivery
date against availability information supplied by the connected external system. No confirmation is a possible result when
the external system cannot commit any quantity for the requested item. Full delivery on requested date is returned when
the complete requested quantity can be committed for the customer’s requested date. Late delivery or insufficient
quantity represents a constrained confirmation: availability exists, but either the requested quantity cannot be fully
committed or the requested date cannot be met. These outcomes allow the sales representative to determine whether the
quote can be offered as requested or whether delivery expectations need to be discussed with the customer. The ATP result
is therefore a sales-quote availability outcome that is based on the external check response and is presented as a
confirmation situation for the requested item and schedule. SAP Sales Cloud documentation and learning resources
describe availability processing as part of the sales process and integration with external systems. See the SAP Sales Cloud
documentation and SAP Learning: Sales Cloud.

QUESTION NO: 5

During sales order sim-ulation, what are the possible pricing statuses that can be returned? Note: There are 2 correct
Answers to this question.

A. Calculated successfully
B. Calculation rejected
C. Not calculated

D. Calculation simulated

ANSWER: AC
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Explanation:

The applicable pricing statuses returned by sales-order simulation are Calculated successfully and Not calculated. A
successful calculation status means that the simulation pricing process has determined the relevant prices and associated
pricing results for the simulated order data. The returned values can then be used by the consuming process to present
expected commercial results before an actual sales order is created.

Not calculated represents the alternative status in which no pricing result is available from the simulation. This status is
important because a sales-order simulation response must distinguish between a completed pricing determination and a
case where pricing was not performed, allowing the calling application or user to handle the result appropriately. SAP Sales
Cloud sales processes use pricing as a core element in determining commercial data for sales documents, while simulations
enable this information to be evaluated without committing a business transaction. SAP documentation for Sales Cloud
resources and its APls is available through the SAP Sales Cloud documentation and the SAP Business Accelerator Hub.

QUESTION NO: 6

Which of the following activities can you perform with the SAP add-in for Microsoft Excel? There are 2 correct answers to this
question.

A. Insert SAP Cloud for Customer reports into Microsoft Excel spreadsheet
B. Upload Microsoft Excel workbooks to SAP Cloud for Customer
C. Share SAP Cloud for Customer report data using Object Linking and Embedding (OLE)

D. Publish Microsoft Excel workbooks to Microsoft Sharepoint from SAP Cloud for Customer

ANSWER: AB

Explanation:

The SAP add-in for Microsoft Excel integrates SAP Cloud for Customer reporting and business-data functions into an Excel
workbook. It enables users to insert SAP Cloud for Customer reports into a spreadsheet, so report content can be viewed,
refreshed, analyzed, and further worked with using familiar Excel capabilities. This supports offline-style analysis while
preserving a connection to the underlying SAP Cloud for Customer reporting context.

The add-in also supports uploading Microsoft Excel workbooks to SAP Cloud for Customer. This is used in data-
management scenarios in which users maintain supported business data in an Excel-based template or workbook and
transfer the resulting data back to the SAP Cloud for Customer tenant. The add-in therefore provides both report
consumption in Excel and controlled Excel-to-cloud upload functionality, rather than merely being an export-only mechanism.

SAP documentation for Cloud for Customer and its Excel integration can be located through the SAP Cloud for Customer
Help Portal. SAP’s documentation search also provides material specifically for the SAP Cloud for Customer Microsoft Excel
add-in.

QUESTION NO: 7

You need to change the settings for the lead aging notification. What do you have to do? Please choose the correct answer.
A. Use the business configuration work center to modify the number of days of the notification expiration.

B. Use the Sales work center to trigger the time of the notification.

C. Use the Application and User Management work center to assign users to the notification.

D. Use the Administrator work center to set up priorities for the notification.

ANSWER: A

Explanation:
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Use the business configuration work center to modify the number of days of the notification expiration. Lead-aging behavior
is controlled through business configuration because it is an organization-level process setting rather than an action
maintained in an individual lead. In the relevant lead-aging configuration activity, an administrator can maintain the aging-
related time thresholds that govern when the system treats leads as approaching expiration and generates the associated
notification. This central configuration ensures that the notification timing is applied consistently to all leads that meet the
defined criteria. Business Configuration is the intended area for adapting scoped and fine-tuned SAP Sales Cloud business-
process settings, including settings that influence automated background behavior and user notifications. Appropriate
authorization to access and change business configuration is required, and changes should be tested against the
organization’s lead follow-up process so that users receive notifications early enough to act before leads expire. SAP’s Sales
Cloud product documentation and learning resources describe the configuration-based approach to adapting sales-process
behavior: SAP Help Portal: SAP Sales Cloud documentation and SAP Learning: SAP Sales Cloud.

QUESTION NO: 8

You have selected the Override Territory field on the Accounts overview page. What effect does this have on the territory
determination? Please choose the correct answer.

A. It removes the account from the territory realignment calculation.
B. It removes only accounts with multiple territories from the territory realignment run.
C. It aligns the account territory determination with the territory realignment run.

D. It remove the employee from the territory realignment calculation.

ANSWER: A

Explanation:

Selecting Override Territory on an account prevents that account from being included in territory realignment calculations.
The setting is intended for cases where the account’s territory assignment must remain under manual control rather than
being recalculated from the configured territory determination rules. As a result, a realignment run does not automatically
change the account’s territory assignment while the override is active. This provides a controlled exception mechanism for
business situations such as strategic accounts, special ownership agreements, or assignments that cannot be represented
by the standard territory rules. Territory realignment is normally used to apply organizational or rule changes consistently
across relevant account assignments; overriding the territory preserves the explicitly maintained assignment for that
particular account. SAP Sales Cloud territory management and account-assignment capabilities are documented in the SAP
Help Portal at SAP Sales Cloud documentation. Additional product guidance and learning content is available through SAP
Learning: Sales Cloud.

QUESTION NO: 9

Your customer is reorganizing their sales organization. All opportunities need to be updated with the new sales organization
units. Which tool do you use to perform this mass update? There are 2 correct answers to this question.

A. Data Workbench
B. Data Migration Tool
C. Jobs Mass Data Run Object (MDRO) Jobs

D. XML File Input

ANSWER: AB

Explanation:

Data Workbench is appropriate because it supports high-volume data operations in SAP Sales Cloud. An administrator can
export the relevant opportunity records, populate the revised sales-organization-unit assignments in the import file, and
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import the records to apply the organizational reassignment at scale. This approach provides a controlled, file-based method
for maintaining a large existing opportunity population, including validation and processing feedback.

Data Migration Tool is also suitable for a structured bulk-load scenario. It provides migration templates and processing
capabilities for business data, enabling organizational assignment data to be prepared and loaded consistently as part of a
controlled migration or reorganization activity. For a sales reorganization, it helps ensure the opportunity data is transformed
into the required template structure and processed in a repeatable manner rather than being changed record by record.

Both tools are therefore designed for volume-oriented data handling and are suitable when the same organizational-data
adjustment must be applied across many opportunity records. SAP Sales Cloud documentation and learning resources
describe the available data migration and data-management capabilities at SAP Sales Cloud Help Portal and SAP Learning:
SAP Sales Cloud.

QUESTION NO: 10

You need to assign one contact to multiple accounts. How do you create this contact in SAP Hybris Cloud for Customer?
Please choose the correct answer.

A. You create different contacts for each account.
B. You merge both accounts and create the contact record for that account.
C. You create the contact master record only and add it to the account hierarchy.

D. You create the contact for the first account and add the same contact to the second account.

ANSWER: D

Explanation:

You create the contact for the first account and add the same contact to the second account. In SAP Sales Cloud, a contact
is maintained as a single business-partner master record and can be associated with more than one account. This supports
real business scenarios in which the same individual works with, represents, or has responsibilities across multiple customer
organizations. The contact is initially created in the context of one account, after which an additional account relationship can
be maintained for that existing contact rather than creating a duplicate person record. Maintaining one master record is
important because the contact’s personal and communication data, such as name, telephone number, and email address,
remains centrally managed and consistent. Account-specific information and the relationship to each customer can still be
maintained through the respective account assignments. This approach also helps prevent duplicate contacts and enables
users to view the person’s relevant account relationships when working with sales, service, and customer data. SAP’s Sales
Cloud documentation describes business partners, including accounts and contacts, as master data that can be related to
one another; see the SAP Sales Cloud Help Portal and SAP’s Sales Cloud implementation learning journey.

QUESTION NO: 11

Which action triggers the credit limit determination in SAP Hybris Cloud for Customer? Please choose the correct answer.
A. Request External Pricing

B. Release to ERP

C. Initiate Transfer

D. Calculate Pricing

ANSWER: A

Explanation:

Request External Pricing is the action that triggers credit limit determination in SAP Hybris Cloud for Customer (now SAP
Sales Cloud) when the solution is integrated with an external SAP back-end system for pricing and credit processing. The
action sends the relevant sales-document data, such as the account, products, quantities, values, and organizational
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information, to the external system. That back-end system can then perform the configured credit-limit check and return the
resulting pricing and credit-related information to the cloud sales document. This design allows SAP Sales Cloud to use the
established credit-management rules, credit exposure, and credit limits maintained in the connected ERP or SAP S/4HANA
landscape rather than attempting to determine those values independently. The credit determination is therefore part of the
external pricing request process and depends on the integration and credit-management configuration being active for the
relevant sales process. SAP’s product documentation is available through the SAP Sales Cloud documentation portal, and
SAP’s overview of cloud sales capabilities and integration context is available at SAP Sales Cloud.

QUESTION NO: 12

What are some of the features that SAP Sales Cloud provides during the Visit Planning phase? Note: There are 2 correct
Answers to this question.

A. Notifications for visit plan approval
B. Status of tasks completed during the visit
C. A calendar view containing visit details

D. Map-based route planning

ANSWER: C D

Explanation:

SAP Sales Cloud Visit Planning supports sales representatives in organizing customer visits before the actual field activity
occurs. A calendar view containing visit details is a planning capability because it provides a time-based overview of
scheduled and planned visits. From this view, users can review essential visit information and manage their visit schedule,
helping them coordinate appointments, customer interactions, and related preparation work efficiently.

Map-based route planning is also part of visit planning. The map capability visualizes the locations associated with visits
and supports route-oriented planning, enabling representatives to arrange visits in a practical geographic sequence. This
reduces unnecessary travel and helps make the best use of available selling time when several customer locations must be
covered.

Together, the calendar and map capabilities support the core purpose of the planning phase: deciding when visits should
take place and how customer locations should be approached before the representative begins visit execution. SAP
describes visit management as supporting the planning and execution of customer visits, including calendar- and map-
oriented planning functions. See the SAP Sales Cloud documentation at SAP Sales Cloud Help Portal and the SAP learning
content for SAP Sales Cloud.

QUESTION NO: 13

You want to standardize the rules of system access for all sales managers in your company in SAP Sales Cloud. Which
feature will you use to achieve this?

A. Access context
B. Access restrictions
C. Business roles

D. Business users

ANSWER: C

Explanation:

Business roles are used to standardize system access for a group of users who perform the same job, such as sales
managers. A business role bundles the access settings that define what its assigned users can do in SAP Sales Cloud. This
includes work-center and view access, permissions for business objects and actions, and the relevant access restrictions
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that control the scope of business data available to those users. By assigning the same business role to every sales
manager, an administrator applies a consistent, centrally maintained set of authorization rules instead of configuring access
separately for each individual user. This also supports efficient administration: when the responsibilities or required access of
sales managers change, the role can be adjusted and the revised settings apply consistently to users assigned to it. SAP’s
Sales Cloud security model therefore uses business roles as the reusable authorization template, while user records are the
identities to which those templates are assigned. For SAP Sales Cloud learning material covering user and access
management concepts, see SAP Learning: Explore SAP Sales Cloud. SAP also describes roles as a core mechanism for
assigning authorizations in its cloud identity and access-management guidance: SAP Help Portal: Role Collections.
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