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QUESTION 1

HOTSPOT 

You use opportunities in Dynamics 365 Sales. 

Opportunities that were closed as lost frequently come back and are eventually won. 

You need to be able to track these occurrences and have insight into the process. 

What happens during the reopen and close process? To answer, select the appropriate options in the answer area. 

NOTE: Each correct selection is worth one point. 

Hot Area: 

Correct Answer: 

 

 

QUESTION 2



You need to determine how notes and attachments are handled in converted leads. How are they handled? 

A. moved to the account after the lead is qualified 

B. deleted after the lead is qualified 

C. stay with the inactive lead after the opportunity is qualified 

D. automatically moved to the opportunity after the lead is qualified 

Correct Answer: D 

Reference: https://docs.microsoft.com/en-us/dynamics365/sales-enterprise/qualify-lead-convert-opportunity-sales 

 

QUESTION 3

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. Sales Person 

B. Knowledge Manager 

C. System Customizer 

D. CEO - Business Manager 

Correct Answer: D 

 

 

QUESTION 4

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: Recalculate the forecast. 

Does the solution meet the goal? 

A. Yes 

B. No 

Correct Answer: A 

Reference: https://docs.microsoft.com/en-us/dynamics365/sales-enterprise/keep-forecast-data-up-to-date 



 

QUESTION 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, you will NOT be able to return to it. As a result, these questions will not appear in the
review screen. 

You are a Dynamics 365 for Sales system customizer. 

You need to set up LinkedIn Sales Navigator Lead (member profile) on the Lead form. 

Solution: Use Unified Interface apps. 

Does the solution meet the goal? 

A. Yes 

B. No 

Correct Answer: B 

Reference: https://docs.microsoft.com/en-us/dynamics365/customer-engagement/linkedin/add-sales-navigator-controls-
forms 

 

QUESTION 6

HOTSPOT 

You are working a list of leads in Dynamics 365 Sales. 

You have a custom security role that contains the following privileges: 

1. 

create and edit user-level privileges on the lead and note entities 

2. 

business unit-level append, append to, and assign privileges on the lead and note entities 

3. 

organization-level share privileges on the lead and note entities 

You need to perform the following actions on leads: 

1. 

Add notes to leads 



2. 

Assign leads to other users 

How should you manage leads? To answer, select the appropriate options in the answer area. 

NOTE: Each correct selection is worth one point. 

Hot Area: 

Correct Answer:  

 

QUESTION 7

You need to resolve the issue UserA is experiencing. Where should you add UserA? 

A. Team 

B. Field Security Profile 



C. Office 365 group 

D. Business Unit 

Correct Answer: D 

 

 

QUESTION 8

You are implementing Dynamics 365 Sales Insights for a company. 

Sales team members must be able to view information about customers that have made purchases before and who will
most likely purchase products again. 

You need to set up this functionality. 

What should you configure? 

A. Relationship analytics 

B. Customer Insights 

C. Sales accelerator 

D. Power Automate 

Correct Answer: A 

Reference: https://docs.microsoft.com/en-us/dynamics365/ai/sales/relationship-analytics 

 

QUESTION 9

DRAG DROP 

You are configuring Dynamics 365 for Sales. Your organization has a five-stage sales process comprised of leads,
opportunities, client validation, quotes, and orders. 

You need to ensure that salespeople can move through the sales process and view progress. 

Which four 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: 



Correct Answer: 

 

 

QUESTION 10

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

You use business process flows for all Dynamics 365 opportunities. 

Some opportunities are closed before business process flow durations are calculated. 

You need to ensure that business process flow duration values are calculated. 

Solution: When closing an opportunity, use the Close as Won dialog. 

Does the solution meet the goal? 

A. Yes 

B. No 

Correct Answer: B 

 

QUESTION 11

You need to determine the cause of the issue with desktop users and business cards. What is the cause of the issue? 

A. The Al Builder Business Card control needs to be configured for the field on the form. 

B. The field needs to be added to the form. 

C. A business rule needs to be set up to show the field. 

D. The users do not have the appropriate permissions. 

E. Show image on the form is not selected in Form Properties. 

Correct Answer: B 

 

 

QUESTION 12

You use price lists in Dynamics 365 for Sales. Some price lists have expired. 

Users need to be able to continue to manage their opportunities. 

Which option is possible? 

A. Users can add the expired price list to opportunities created prior to the expire date. 

B. Users can add the expired price list to an opportunity but will see a warning. 

C. Opportunities that use the expired price list can continue through their lifecycle. 

D. Opportunities that use the expired price list will display a warning that prices must be replaced. 



Correct Answer: D 
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