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A. when the calculate rollup field system job for the msdyn_projectteam entity runs
B. when a change is made to a currency field

C. when a user manually recalculates opportunity

D. when a user opens the opportunity record
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Element

Type

Creation location

Value

Interactive E.xperience Dashboard
Dashboard

e— B T
if

11:':..."
.

Single stream
Multi stream

Home page
Entity

Stream v
| Single stream
Ir Multi stream _i
Creation location ; | v
| Home page |
Entity

Explanation

Creation location

Reference:

Value

v

Interactive Experience Dashboard
Dashboard

Single stream
Multi stream

Entity




https://docs.microsoft.com/en-us/dynamics365/customerengagement/on-
premises/customize/configure-interactiv
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Action

View the required charts.

Save the dashboard filters.

'Use Visual Faiter

Option
e = S Ad
Select Open-Views
Select Show Visual Filter
Se[ect Show Global F
- inOSﬁ'f

Use Global Filter

Action

View the required charts.

Save the dashboar d ‘fﬂi_‘eras >N

Explanation

Option
LR v
Select QpénVViews
., (SelectShow Visual Filter !

Select Show Global Filter
- —r —_— v
UsewVisual Filter |
Uganlosy et OSOTt




Action

View the required charts.

Select Open Views |

Select Show Visual Filter

Select Show Global Filte

Save the dashboard filters. ) -
Use Visual Filter
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Explanation
Answer Area
'Microsoft
Question Answer Choices
Which area of the current ferm should you use 1o ensure the repon is Related Record Types *
accessible from Advanced Find results?
Which value should you Set to make the réport avadable for Advanced Find Activities v
results?
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Action Answer Area
Open Scheduling from the Customer Service Hub _e ﬂ:
: —GA h,&
Select New s f;ﬁ \ '{&?g{&ﬂ 15
Modify the Closure di%l%é " p-up

Select Business Closures from Settings . i
= Microsoft

Modify the Closure dialog pop-up | | Open Sc

Select Business Closures from Settings Il| Wl ICI'oO SOft




Explanation

Action Answer Area

Open Scheduling from the Customer Service Hub

Select Business Closures from Settings ‘

Modify the Closure dialog pop-up [fifﬁf Elﬁ::i EI

Schedule a new business closureMake sure that you have the required security role or equivalent
permissions.

More information: Manage security roles in service scheduling

* In the Customer Service Hub sitemap, go to Scheduling.

* From the list of entity records, select Settings > Business Closures.

* The Business Closures view is displayed. You can switch between various system views using
the drop-down menu.

* Select any existing record to see additional options in the command bar

* On the command bar, select New to schedule a new business closure.

You can also select New from the business closure grid to create a new business closure record.
Schedule business closure

Schedule a Business Closure X
Specify the name and select the time of the business
closure.

During this closure, resources cannot be scheduled.
However, resources with the ‘Do not observe’ option
selected for "Business Closures’ can be scheduled.
Name
All Day Event Yes
1 9/19/2018 i
Start Time .

12:00 AM ®

9/20/2018 @
End Time

12:00 AM C]
Duration 1day

: —_—
Cancel i Help

A quick create dialogbox is displayed.

* In the Schedule a Business Closure dialog box, type or modify information in the text boxes:

* In the Name box, type a name that describes the purpose of the closure.

The first 12 characters of the name appear on each day of theclosure on the calendar view of the
affected resource's Work Hours.

* If the closure is an all-day event, select the All-Day Event check box. The application
automatically enters the duration of 1 day.

* In the Start Time and End Time boxes, enter the start and end date and time for the closure.



* If you want to enter duration instead of an end time, select the length of the closure in the
Duration box. The application automatically calculates the end time for you.

If you want to enter a specific time period, clear the All Day Event check box. You can then
specify the hours during which your organization will be closed.

* To save this business closure, select OK.
https://docs.microsoft.com/en-us/dynamics365/customer-service/set-when-business-closed-csh
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Explanation

References:

https://docs.microsoft.com/en-us/dynamics365/customer-engagement/linkedin/add-sales-
navigator-controlsforms
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Explanation

References:
https://docs.microsoft.com/en-us/dynamics365/customer-engagement/developer/security-
dev/use-recordbased-se
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Percent Marhup - Currend Cost
Percent Mangin = Current Cost

Eerrmal Margn - Standard Cost
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Explanation
Answer Area
Ticket price Method
Ahemn Percent Markup — Current Cost
Mon-alumini Percent Margin - Current Cost
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Pick items and ship order

I_Mtlo_ri -_ MI cr OSOft | Answer Area

| Create a new order for the customer | Gom
e = "______'_—', e“*

| Add customer address and shipping
| information

T\ ®
| Create a new customer acgﬁn Dynamics @ @

| 365 for Sales

' Add products from inventory for the sale

365 for Sales

v —_—_—_—_ ]

i Create a new order for the customer Create a new ordern mji?lm

o .

e e e e e o o e e T o e

-
| Add customer address and shipping
i information i

Lo T P . P .

s P -—= s T e - e
F:_reate a new customer account in Dynamics | Add customer address and shipping
| 365 for Sales information

L e,

hhdd products from inventory for the sale | Pick items and ship order
I
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Explanation

| Create a new customer account in Dynamics
| 365 for Sales

Create a new order for the customes ",

iff

e
S W
¥

Add products ﬁumﬂlgp(i;:it;ir.\;r for the sale
=?“??l.u’li¢.ru5u£_]..'_:ﬂf'-_":

Add lE!.@'.ﬁ}lﬁ!F;ddﬂ!SS and shipping
information

Pick items and ship order

Reference:

https://docs.microsoft.com/en-us/dynamics365/sales-enterprise/create-edit-order-sales#create-
an-order
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Explanation

The school'sathletic director needs a fiscal year report that includes specific formatting based on
a defined template. The report must contain a chart that displays the type of ticket purchaser
(alumni, non-alumni, and student).
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Actions Answer Arca

Open the Quick Find View i ¥ C -
vVt '
Open the Main View ;

Expand the Opportunity entity.

Defete the fiter cntenia Status Equals Open

Change the filter crivedia to Status Does Not Equal Open
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components Answer Area
Products Price Lists Entry description Component
Descount Lists Unit Groups Drink fiavors list Component
Four or more cases Component
v L _L':‘an_1b|n_..|_-!|qp ?! Navors Component
Vi IC \"’"-l'“t;'i'r L Component

Component

Drink flvors ligs | Wi Groves

| Descount Lists

Four or mone caies
Combination of Ravoes Detcowmnt Lttt

Orse can Products

Explanation
Components Answer Area
Products Price Lists Entry description oo
Discount Lists Unit Groups ; # i %S Brink flavors list Unit Groups
Four or more cases Discount Lists
Combination of flavors Discount Lists
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Scenario Configuration

. i I
Tickets dashboard ; v

Permissions

View on dashboard
Dashboard type
Chart type.

Age groups chart L4 l v

Bl Chart type

m Microsoft Dashboard type
Series

Field in view

Groups of tickets chart | ] Vv

Field to view
Dashboard type
Series

Chart type

MIC ros thAnswer Area

Scenario Action card

Upcormng meetin n‘u@e!i:al; from Microsoft Exchange

n\‘e

emall is opened Email engagement

Explanation



Scenario Configuration

Tickets dashboard

Permissions

View on dashboard
Dashboard type
Chart type

Age groups chart

Charttype.. . ]
Dashbodd Bype | C 1O SRl
Serles

Fiald in view

Groups of tickets chart

Field to view
Dashboard type
Series

Chart type
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Topic 3, group of theatersCase Study
This is a case studyCase studies are not timed separately. You can use as much exam time as
you would like tocomplete each case. However, there may be additional case studies and
sections on this exam. You must manage your time to ensure that you are able to complete all
questions included on this exam in the time provided.
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To answer the questions included in a case study, you will need to reference information that is
provided in the case study. Case studies might contain exhibits and other resources that provide
more information about the scenario that is described in the case study. Each question is
independentof the other questions in this case study.
At the end of this case study, a review screen will appear. This screen allows you to review your
answers and to make changes before you move to the next section of the exam. After you begin
a newsection, you cannot return to this section.
To start the case study
To display the first question in this case study, click the button. Use the buttons in the left pane to
explore the content of the case study before you answer the questions. Clickingthese buttons
displays information such as business requirements, existing environment, and problem
statements. If the case study has anAll Informationtab, note that the information displayed is
identical to the information displayed on the subsequent tabs. When you are ready to answer a
question, click the button to return to the question.
Background
A company owns a group of theaters that stage live performances. Tickets to shows are sold by
individual representatives by using a mobile app.
Each theater has a manager. The managers rotate between theaters every six months.
The company plans to implement Dynamics 365 Sales.
Current environment
The company uses the following pricing structure for tickets:

Quantity tickets per show Pricing per ticket

Fewer than 10 %50.00
+

sE'l-l re Bl fewer than 10 percent off iicket poc
| Mare than 26 13 percent off ticket pnce

Representatives create Microsoft Word documents to use as invoices. Pricing for tickets is often
inconsistent.

Ticket sales are often lost because customers go to other shows.

Requirements

Business cards

* The business card of every group sales customer must be scanned and the image saved with
the contact record.

* A customer's business card must be scanned even if the customer has been to the theater
before.

* Business cards must show up on all contact forms.

Salespeople

* Each salesperson needs to sell a certain amount of tickets per month.

* The number of tickets each salesperson sells must be totaled only at the end of the month,
before the monthly meeting between the salesperson and their manager.

* Salespeople must not be able to check the quantity sold in the system daily.

Opportunities



* The name of the sales manager must be added to opportunity records when sales
representatives close opportunities.

* Opportunities that are lost must include the reasons other show and not interested.

* Some of the opportunities who order alarge quantity of tickets every week want quotes quickly
on various quantities. They want it broken down as follows:

*Price breakout by ticket

*Quantity discount amount

*Original ticket price

Orders

* Customers who buy a large quantity oftickets to a show must always get a quote first.

* Orders must always be created from the Quote record when it is a large purchase.

* Customers who buy a smaller quantity of tickets that do not have quotes must have an invoice
sent to them.

Data Analysis

* Analyze email messages that pertain to ticket sales of the shows.

* Analyze relationships to help with potential sales of friends and coworkers for potential ticket
buyers.

* Analyze accounts and assess the account representative's relationship with thecustomer to
gauge the level of communication.

Visuals

A Tickets dashboard for all cashiers must be created that contains the following bar Charts:

* all the tickets sold for each show

* all the tickets available for each show

* accounts that have purchased groups of 10 or more tickets

* purchased tickets by age groups

Shows

* Representatives must track which shows customers go to when they do not purchase the tickets
to their shows. This information must be entered in the records.

* Every time apotential large sale is lost, the representative needs to ask the customer which
show ticket was purchased instead of their show.

* Shows at other theaters must be updated on a monthly basis.

* Quantity discounts and bulk purchase for different shows mustbe consistent.

Issues

* The Tickets dashboard has eight sections. The dashboard includes a line chart that displays
data about age groups. The dashboard also has a chart that group ticket sales. The chart shows
10 or more tickets sold but is missing accounts that purchased more than 20 tickets.

* Cashiers report that they cannot see two specific area of the Tickets dashboard. Salespeople
report that they can see all areas of the dashboard.

* Representative 1 is unable to scan business cards.

* Some users do not see the business cards when using their desktop machines, but they see
them from their tablets and mobile phones.



* There are no business card images in the system.

* Duplicate contacts are being created with business card scans.
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Dynamics 365 forSales##ERALEFY , A—F—(X A —ILT FLRX BEES A EIZEBAIIT:

AAVMEFEALTY—FZRELET,

A—H—F TO—NIBRREFERALI-EEICR/ONIBRERICALBVERELTVET,

A—H—MNJ—KZRDF5h3ELS5(2 Dynamics365% R T 2NENH Y £T,

fZEETILENHYEFITN?EETHICIE BEEGETEUGA TS a3 VEERLET,
T I OBEREENRENIRAS D FOfEENHY T,

Requirement Lption
Configure the columns to include in the 3 : v
search. ILODkup view
'Quick Find view
L
Include notes in the search. v
noat . _ _ r. Categorized Search
VILICTOS ' Relevance Search
1F f#:
Requirement re thmn
Configure the columns to include in the v
search. Lookup view |
Quick Find view : |
Include notes in the search.

Categorized Search

lRe_Iex_raﬁcE Search 1|

Explanation




Requirement Option

Configure the columns to include in the o |V
search. kookup view

Quick Find view

Include notes in the search. | AN icrac '_!_h
Categorized Search
Relevance Search

References:
https://docs.microsoft.com/en-us/dynamics365/customer-engagement/basics/relevance-search-
results
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FCOBEME RLCYSFTUAZRTTSH5—EQEMO—FHTYT, OV —XDELEMICIE, BRS
N-BEFZERT SAEMEOHIIMEOEBRENEENTVET, —BOEBEBEY MIITEHD
ELWERENHDIBENHY FIH MOEBEMEY MIFELWVERENGEWNGEELHY F
7,

CDEVDIVOBEMICAZELZRIE, TOBEMICRAZLETEFHA, ZTOHRE. CN6NDE
BIZLEa—BE@EICRTINERA,

K(EZEH SR ET HEEDDynamics365SalesERD & 5 IR L TULVET,

*AAMBAYN TAI=ZTFETEBENELTY,

MY/ A hbaRS RETIEPRETT,

AL WD SA T4 T FHINETEREBHIE T,

FHIE RDESIZTY M) —ZRET D EZTZLEATLET,

CEEELE L2 TIRFEL TLET,

e IR MBS LGIXh RMIE TIRFGE L TULVET,

CEEELEILAIHEEHIE TIRFTEL TLET,

MERTE LTHEASNLIEMNDEESS,

TIYVRI)—ZBTETILENHY FTHRE

TEHIE EFERR L IR —P vy —ZFBMLTRELET,
HRELUVROBEHTRYBRLET,

*EHIHD A N —FBMLET,

*[BEE|EZBIRL UY—RTY M) —FEMLET,

Y)a—I a3 VIFEBEEERLTOLETN?

A. [T

B. LMMVZR

EfE: (EEEETLET)
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£4t(%  Dynamics 365 for SalesZ#ER L TLVET,
HLLWREZERL REBEICERZEEMITET,
BRDIRTDTATLERBLYICRTT HIBELNHYET,
BT I AETEREMN?

A. Opportunity T 7 1 7 14 D[LERAFROEM ZZIRLET
B.REIVTFAT4DAXY KN—MS[REOIMEB]IEZERLET
C. Opportunity L7 4 T4 DAY KN—MS[BHE|ZERLET
D. REZEMELLET

IFfE: (EfgZRTLET)
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TORI—=EA N2y TEEHT IRENHYFET,

EDHBHZEFERT IVENHYEIAN?RET DI, BEFEHTEN G T a3 vEERLE
El

T WEREZNRTNIRS D FOMEELIHY FT,

Territories %rﬁi ok ~ ~F+
METosoft

Number of territories to set up v

~SN oo

Add Salesperson1 and Salesperson2 v

Each salesperson should be added to a single territory
They should be added to all territories _
A special territory should be created, and they should be added to it

e frerosoftt
Information Action

Price lists

Competitor list Export the list to a file

Explanation


https://www.jpnshiken.com/q/9485-1029256/

Territories Configuration

Number of territories to set up v

~ o N B

Add Salespersonl and Salesperson2 v

Each salesperson should be added to a single territory
They should be added to all territories
A special territory should be created, and they should be added to it

Reference:
https://docs.microsoft.com/en-us/power-platform/admin/set-up-sales-territories-organize-
business-markets-geogr
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B 1= 1L D Dynamics3658RFE EEETY,

HBE Heah2 0 TCHREERTETIFEFXHY FHA,

HENERXXFI VY IICLLBERICFRATELGS LG OTWS I LZHRETILENHY FT,
BRI ZET HZ2REN?

A H@mZHIBRLEY

B. 2H1ZHwmET S

C.EMmZEEY D

FEfE:C(AAV FEHEKT D)

Reference:
https://docs.microsoft.com/en-us/dynamics365/sales-enterprise/retire-product
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&7 1=1&, Dynamics 365Sales#EA L TWSEBREENDE—ILRAIR—D v —TT,
BmhEIOJ&RETILENHYET,

EDADDT UL a v EIRBICETIAILENHYFIN?REITHICE BINGETILavEwT
203 D) AL EEEHICESL ELWVEFTEELEFY,

Actions Answer area

®©
00
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Dynamics 365 for SalesZ#{#A L TR TELIVTLVET,

BENSHICERET AL EE REESZIRETILENHYFET, BEHKRIE REESIHIRT E
HERMELTLET,

REESZREDORIICERIT OILENHYFET,

DE=IIRZzT o EH?

A J4—ILFRA TEBEBHESNO10ERICERLFET

B.BHES LI v I REINFIZHL LET
C.HIAVIADRESZAXFIZTHLLET

D. TL 74 v I ARENGARYERTHASI EEHRLET
FfZ:B(a AV LEHEKT D)

Explanation

References:
https://docs.microsoft.com/en-us/dynamics365/customer-engagement/admin/change-auto-
number-prefixcontract case-article-quote-order-invoice-campaign-category-knowledge-articles
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Dynamics365 TDHEIZ T O/NRT 4 ZHDEGEZFEALET,

A0 CHERETEMLTUOET,

FLLWITONRT s DLy bFEFERALTCRHEZERT IDLELHYFET,

ED3IDOERKAZ AT AVR—RY FZIEBICBRT SRENHYFITH?EEZT HICIE, &Y
BaVR—R2 bZ2aVR—F 2 rOUR O SEZEHICEEL ELWVEFTEELET,
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Explanation
Argwer Area
ot Bundle

; ]

O @
©
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Dynamics365t— /LR ZEE L FT, EEENBEENM T 5 TLVSHSalesTerritoryA& LS B RITD
BRSEHE N H Y T,

SalesTerritoyB& LS ZHID =21 — Xt —)LF Y b —Z¥EK L SalesTerritoryAY R —S v —%
SalesTerritoryBIZEIY ZTEHLENHY ET,

EDADDT UL a3V EIEBICETTILENHYEFIMN?RETHICIX BULETHVaVET
923 D) A ML EEEHICESHL ELVEFTEELET,

I EBEDERBEOEHDIEFNAELWVTT ERLEZELLVEXOWLWITANIH LTI LD Y
ZRITRYET,
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Actions
Create & new sales termitory
Associate the manager from SalesTermtoryA

Replace the manager from SalesTerritoryA with another manager

Change the name of SalesTerritoryA to SalesTerritoryB.

Add members.

1E fiz:
Explanation

Actions ) Answer Area
} Replace the manager from SalesTerritoryA with another manager.

Create a new sales termtory.

Add members.
Change the name of SalesTerritoryA to SalesTerritoryB

Associate the manager from SalesTerntoryA
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B, HABRENHLEDINEEDIDEFNEL BRICKEBAOKSEZERLEL,
CNT BRERIBAZETI SEREATEELS,

BN RIED Y ZERT DRENHY FTT,

FRRE BERBLYICERLET,

Y)a—o a3 VFBEREERLTOEIMN?

A. [FL

B. L VR

IEf#: (EffZzRnLET)
Explanation

References:

https://docs.microsoft.com/en-us/dynamics365/customer-engagement/developer/convert-
opportunity-quotesales-

B 34

UserATHE L TWSMEZMRRT OIBLENHY FT,
UserAZ ECITEMT 2ELAHY FTIM?

A EDRRA=v
B.74—)LFEFaUT4TBT7M)

C.F¥F—AL

D. Office365% JL— 7

IEfF: (EffZRTLET)
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RIRDFATHEOTERET PRENHYET,

AEAOTEEDIEFTERET IRLENHYEFIMN?EZ DI BTG VR—RV FEELL
AXMEICFZI VI LET  FavR—U MI 1EFERT AL EREFERAT S LD,
FOKEFEALGWI ELTEFT AT UVYERTI DI DEIN—ERA VEITEFS Y
T450N RO 0-LTHBENHIGEENHYET,

I VEREERENIRS O FOBENHY F£9,

Components Answer Area
> . Create Order Component
Discount list
First Component
Product family ¢ .
: Second Component
Unit groups B
J ® Third Component
Price lists
Microsot Component
1E fi%:
Components Answer Area
Create Order
First
Second
Third
Fourth
Explanation
Create Order Component
First Discount list
Second - Unit groups
Third Product family
Fourth MM\ jcryisflists

Reference:



https://docs.microsoft.com/en-us/dynamics365/sales-enterprise/set-up-product-catalog-
walkthrough
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=%t 1EDynamics365 forSalesZ{# A L TLVET,
LUALSRADOITERELTVWSBHICEDWT FAREGT) E— LAY R— FERZERST
WENHYFET,

RTO1—VEEDLSICHEBRTIVLENHY FIM?BETLHICIE BEEHETEUGA T
DavEERLET,

I OERIEENRENIRS > FOffifELRHY F9,

Item Value
Schedule type v
Holiday
Recurrence
Option \ 4
(Number of davs |
iOwner
1EfiE: ) o
Item Value
Schedule type : ! 1B
| |Holiday | ]
Recurrence __
Option v
Number of days: ]
Owner _

Explanation



Item Value

Schedule type __ - v
Holiday " \ic rosoT
Recurrence

Option

Number of days
Owner
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Dynamics365IRIEZ B L F I R EZEALFT EREDEENMEREINET,
HREECITATORREZR DT ILELAHYFET,

fAIZEESRETTMN?

A BEMRE

B. 714 v UBRER

C. 5ELRE

D. 7EINT-RE

IEf#: (EfEZRTLET)
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FCOBEREI RLOFVAFRRTH5—EOERO—ETT, D) —XDZEMICIE, BBES
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HYFET,

DLV aVOBERMICEZE LRI, ZOEBERBICESAZLETEFERA, TOHE. ChoDE
BIXLEa—BE@EIZKRTINERA,

H 711z 1EDynamics36St—ILA L A T LEEBE T,

EBEXF—LIE BFRFERI—FI—ZEFEATLHILSIEELET,

AV FO—IUHARAREICHRAFRETHES L EZHRTIVENHYFT,

fi#iRK JavaScriptZ|ENICL Ry T7y T IOy h—E8/EULET,

Y )a—Ta FEETERLTOWETMN?

A LV Z

B. (&L

Ef#E: (EfEZRTLET)
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SHOEHEZF/ETICIE . F7y FREOHEL—BEHZEHILENHYFET,
fAIZERT DRENHYFETN?

A. a Microsoft Flow workflow

B. a playbook

C. a Lifecycle Services (LCS) package

Ef#: (EfEZRTLET)

Explanation

Enforce repeatable steps to promote and increase efficiency and consistency for ticket sales
across all sports and venues.

Reference:
https://docs.microsoft.com/en-us/dynamics365/sales-enterprise/enforce-best-practices-playbooks
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Dynamics 365 for Salesz{£fA L T TEILVTLVET,

BEENSHICERET AL EEF REESZIRETOAVLENHYFET, BEHKRIE REEBSIHRT E
HERELTULET,

REBRSZREDODRESICEBT ILENHYFET,

HE-FAZT H2EMN?

A BEFESTILIA v I REIXFICHL LET

B.BHES LI v I RE2NFITHL LET

CHIAVIADRSIZAXFIZHEL LET

D. L 74 vy ARERENGHARMYBERTHA L EHALET

Ef:A (DA LEHEKT D)

Reference:
https://docs.microsoft.com/en-us/dynamics365/customer-engagement/admin/change-auto-
number-prefix-contrac
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RBESNERELYDIS—ORERERET ILENHYET,
IS—HIRETIDELHETIAN?
ARBLYTUIL—FEITIVT4TE—FTY,
B.REHLYIET7TV T4 THRETY,

C. =[Em7 U 741 JIKETT,

D. RIEH Y ILHIBRShFE L 1=,

Eff:B (242 KT B)
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ERECEREBNT ILELNHY ET,
EDFTLavEERTILEAHYFI N EET DS BEFEETHEY LA T3 V&R
RLET,

I ODBIRIZEFAFRIRS O FOMMENAHY T,

Scenario Option
Add a product from an opportunity. 1 4
Existing Product
Write-In Product
Get Products
Add a product from a price list. S\ v

%kisting Pro

t .
Write-In ancT Microsoft

Get Products
Add a product that does not exist inthe e v
product catalog. Existing Product

Write-In Product

Get Products

Scenario Option

Add a product from an opportunity.

Existing Product

i \°
| T’!F“;'I

Add a product thd‘{' does not exist in the
product catalog.

Explanation



Scenario Microso F@ptlon
Add a product from an opportunity. v
'Existing Product '
Write-In Product
Get Products 1 % : s
Add a product from a price list. v
Cxisting Product R A TN
Write-In Product
Get Products
Add a product that does not exist in the <, v
product catalog. Existing Product
Write-In Product
Get Products

Eﬁ:ﬂ: 43
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EDT7HVLaVERTITHIDLELAHYEFITN?RIET BICIE RBEETEYGA T a0 %R

RLFET,

T WEREEZNRTNARS D FOMEESIHY £,

Requirement

Add the products to the opportunity.

k Vo

Select F}g qp

1E fiz:

L

Ppportunlty

Action

v
[Add both proce lists to the opportunity andadd the products from both PriceListA and PricelistB

Add the products from PriceListA, change to PricelistB, and add the remaining products

Add the products to thé opportunity and specify PricelistA or PriceListB on the product

v

Each product is recalculated using the current list price both PriceListA and PricelistB
The estimated revenue is recalculated according to the prices currently displayed on the product
line items grid

he products on the active price list in the opportunity are recalculated according to current list
price




Kequirement Action

Add the products to the opportunity. v

Ac!_d the p_ro_du_ctg from PricelListA, c—ila}g_e;o_Prfcgl.l;tE and add tﬁe_re_m;m_:n_g Ero_dt;ct_s I
Add the products o the opportunify and specity PriceListA or PricelistB on the product ~

Select Recalculate on an opportunity. v
:_Each product is recalculated using the current list price both PriceListA and PricelistB
The estimated revenue is recalculated according to the prices currently displayed on the product

fioBjtemsgrid _ MBS N A ~emem~bd
The products on the active price listiin the oppartunity.are retalculated according to current ||5t|
8
lprice I
Explanation
Add the products to the opportunity. v
Add both proce lists to the opportunity and add the products from both PricelistA and PriceListB
Add the products from PricelistA, change to PricalistB, and add the remaining products
Add the products to the opportunity and specify PriceListA or PricelistB on the product
Select Recalculate on an opportunity. v
:Each product is recalculated using the current list price both PricelistA and PricelistB
The estimated revenue is recalculated according to the prices currently displayed on the produc
' % ﬁ, line_items grid
h active price list in the opportunity are recalculated according to current list
price
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ROT—REECE—DI Y1 R—FEERTIDHENHY ET,

AT — 2R OoNSEM G TERETMER L AR FILED A TILOEA

* Dynamics 3657 — R [CE DK RFEEED I 7ILE A LT—43,

ED3DDTI L 3aVvERTTIVENHYEIT N ? TN ENDOEREETY ) 12— 30D—8%
RLTULET,

EENEFNROELVERICITNARS > FOMMIELHY 9,

A. Dynamics 365 TIERT— 2 & FERA LTI S 7R LET,

B. Microsoft Power BITZ A JLEF L aR— REERLET,

C. Microsoft Power BIZ & 2 R— R TIRTOE L2 7ILE4ERM L EFF, Dynamics 365124
vaR— RKZEHAHBFET,

D. Dynamics 365M1E# 4 v L 1 7R— K TMicrosoft Power BI& 124 F ¥ — 2B EHEET,
E. SV 88T —%4 ZDynamics 365DRE LT+ T4 ELTEML Ty iakh— FORREIZER

LFET,
Ef#: CDE (T AV hEHKET D)
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EEEI BELOBRNIERETEDLSITMERZRLTVAAZHB TELTAREGY FE
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Y)a—La3vERETLILENHYFET,

EDV) 21— a3 EaRETIDENHYEITMN?

AJL—230 yTF7ORE UL

. LinkedlnE— LR+ EHS—4 —

. Microsoft PowerBIFf M Dynamics365 forSalesa > 7 2V /\v ¥
t—ILRA YA+

N=Tx YT TIORAD L

Eff:D(QAA U FEREKRT D)

mpom
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Dynamics365t—I/LRIRIEZBE LT,

ERELENER TN ERHTOLEE BEEIR— Vv —IBF AN ZEETILELDHY
7,

EDIDDT7 UL a EIREBICETIAILENHYEIN?EETHICE BINGETILavET
903 )R M oEZFEHICESHL ELWVEFTEREELET,

Actions
Open System jobs
Open Settingy

Cpen Data Management.

Configure Automatc Record Creabon and Update Rules.

Open Business Management

Explanation
Cpen Data Manasgement 1| | Open Seti n;.s. "
Open Butinets. Mansgermarnt 2 | Open Stem ); { -

mg i scivtatic Record Creation and Update e

AXIHIEMB-210JERER [LJPNTest.comigfit S MB-210JFHERICER T H C LITKRICILBF
9 ! JPNTest.com(d 5 &= FTMB-210J5A BRI RESE 12 L £ 9, JPNTest.com MB-210J5 B& 5
BEFLIEHEINFL-, CCTMB210JEEEDTA I VOV EFICANETT , &R


https://www.jpnshiken.com/q/9485-1029275/

DT YR https://www.jpntest.com/shiken/MB-210J-mondaishu 876f, 3 0%r 4« A h ™~

k. #5817 E513— F: JPNshiken)

BHi: 47

H1ET=1EDynamics365%FRA L TS EXRBLETT BEEIODEREEZ=RIT.V—FEZEEHL
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VEZEIRLET,

T WEREEZNRTNARS Y FOMEELIHY FT,

Question

You want to convert a phone call. To which
type of entity can you convert the call?

You qualify a lead. For which'entity is a
record created?

1E fiZ:
auestion

fou want to convert a phone call. To which
ype of entity can you convert the call?

You qualify a lead. For which entityis\a
record created?

Explanation
Question

You want to convert a phone call. To which
type of entity can you convert the call?

You qualify a lead. For which entity is a
record created?

Record created

Case
kead

fContact
I Case

.
v
]

Hecora createad

ﬂﬁi&jimﬁ;:i
[Cadey
Lead
l"Eanfé—cTﬁT )
lCase
Record created

TOSOTtT

Case

Lead

Contact
Case

RZERC

<

<
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Dynamics 365Sales#RE L TWET, 7O DI R —T v —IL 3DODEMH TN TOEEEY
BEEBLTVWET,

M EICHIEERET IDELAHY T, HEMEIBETHY EREZIF—Tr—FH-oTWL5
LERHYET,

BRFEIERIE HHSE RICHSEIZRTTI2RELHY FT,
JO)ADELEBRETILENHYET,

EDNBREEFERATILELNHY EFITH?RSTHICIE EEEECTEYGA T a3 oERIRLE
9,

F I ODBREIFNAFRIRAS Y FOMEENHY T,

Requirement -I

Determine the number of temtonies. ‘oY téfntte 2P LulfTer
Tewd terraones and two sub-termggiiés
One terrlory and three tub-temiBnes

One Ler TEory ang four sul-Terrmonds

One territory and ene sullisteiMory: Flonda and lackiomalle
One sub-terntory: Bckitrille

Determine how many termitones i which the Jacksonwille Two terrdones Borida dnd jacksonville

salespeople should be members. Cre terrdor,- Floreta

One tRrradly and zero sub-termtones: Flonda

@RS teftisory and three sub-termonies: Flonda, Jacksomnlie, Mami, and Tampa
Determine how many ternitonies the Flonda sales manager ESOr tmmones: flonda, Jackicnvlle, Muami and Tampa

should manage, Z&0 termonies and thiee sub-temtories: Jackson Miam: and Tampa

Detierimiines the numiber of temtonas. Font iemicnes b TetD tub-Tbmise
T EeTEOTIL B Dt Skt

i
L On tarpiiney gnd thse hﬁ*ﬁﬁ]
ot DHTEORY 20 four ful-TW i

Ef t_I__HFE'E" .l_l-g ol oy Flordiy gmd Lasivoesalle
S subeterritony:
Determine how many teritones in which the Jacksomlle 170 Tty S Tatkomviie
salespecipde shousd be mambers. O Bt
a0 teen sebenitored Flogda q_‘
by gnd thee: sob-terrmones: Fonda, Icisonvillz, Mgmd, and Tampa
mim I;.-J‘MT“NTGI :ciw_rvﬂfhh;- J; U?p: _____

Sulb-biermnries. Jckion Misml and Tampa

Determine how marry temmitones £51 o
]
Explanation

Dirnerrmane the rasminer of LEFRGoRes T Berrifory #nd, eee Hiks-hertonse

wder e Fa many Srrntoree a whech e ARG lé e sk vEraThory Rechuoamiie
alerpopils thanbd he masmian

D ev sy Pads STary SETISCES T Florda Laked mransges (e Ty ded TR i Ters dores, Floasla, Lachogrmelie, bigrs, arut T oo
oM manage
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ITRTOBEEDFERELFAT IRENDHYFET,
EDRBEFESIANETIN?EETSHICE, MBEBETHEILGA T a vEBIRLET,



I OWEREZENRTNARS D FOMMESIHY FT,

Products Answer Area
Price List Product Option Product
Existing product roduct
Non-catalog Product : P
b ite-in product -
Opportunity Product ) Wiite-in produc product
' Get product product

Microsoft

Answer Area - M igr@g@ft

Option » &7 Product

Existing prédlict’

Wufem product

= Get product

Explanation
Option Product
Existing product Price List Product
Write-in product Non-catalog Product
Get product : w(ﬂog%r{!gtﬁiﬂmduct
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CNT BREIBAZETI DERATEELE,
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References:
https://docs.microsoft.com/en-us/dynamics365/customer-engagement/developer/convert-
opportunity-quotesales-
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Requirement Setting
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|| User |

Manager
Created By

None

Explanation

Requirement Setting

Hierarchical route

Ohimer
User
Contact
Manager

Permissions - User Lockup field

User
Manager
Created By

Mone

Reference:
https://docs.microsoft.com/en-us/dynamics365/sales-enterprise/select-template-forecast
https://docs.microsoft.com/en-us/dynamics365/sales-enterprise/provide-permissions-forecast
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Modity the Close Opportunity form, B WV MahOSOTT Modification
Maodify the Opportunity entity and Opportunity Close entity fieids Add sales manager Mo
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Madify the Leads entity form.

Modify the Opportunity entity field,
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