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T4#—RA—E—DT7HA IV MIBELR—FEETLET  UTOHEERNRRSINFET,
Account Overview as of: 11/13/2018 Status Acct#
Fourth Coffee (sample) Active ABSS4G45
Basic Profile Opportunity Summary

Parent Account:
Relationship:
Industry:
Location:
Category:
Website:
Ownership:
Ticker Symbol:

Renton, Tx

http://www.fourthcoffee.com/

Active opportunities by probability  All opportunities by current state

No Data No Data

Amount Prob

Active Opportunities Weighted

Other

Primary Contact

Yvonne McKay (sample)
Title: Purchasing Manager

Location: Redmond, WA
Business Phone: 555-0100
Mobile Phone:
Home Phone:
Fax:

Pager:

Email:

someone_a@example.com

|
Additional Contacts
Yvonne McKay (sample) - Purchasing Manager - (555-0100)

| Total 0

Service Summary

Satisfaction (all closed ca: Stdtus Reason.falltases)

ed
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Question Answer choice

Why is the satisfaction area | v

blank? There are no closed cases
Users are not completing the satisfaction field
The Reporting Service is down
Cases with the problem solved have not been closed

o

Which type of account is LI |V
Eourth Coffee? Active
ou oltee: Parent Account
ifelive~ v~ c ~F
Child Aceount”
1IEfig:
Question Answer choice
Why is the satisfaction area v
plank? #° _ . Ny There are no closed cases
- Users are not completing the satisfaction field
The Reporting Service is down
Cases with the problem solved have not been closed
Which type of account is : ‘ v
Fourth Coffee? A
ou ; Parent Account
Inactive
Child Account
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CompanyBD;IFX BT BN HY FT,
HE-FAZT HoEMN?

A. CompanyBDEFX EEELET,
BEZELIZERRL UM OEXEMERLET,
C.REBELYZAMICLET,

D. CompanyBDiEREEZER L FET,

IEfR: (EfEZERTLET)

Reference:
https://docs.microsoft.com/en-us/dynamics365/sales-professional/create-quotes-sales-
professional
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B, HOIBEENHLE-DOINTEDIDEFNE L BRICKEBAOKEETERLE L,


https://www.jpnshiken.com/q/12596-1138300/

CNT BEFIBAZE TS SERBITEELE,
BN RBEL Y ZERT DRENHY FT,
fRRE  BERBRLYICERLEY,

Y a—TavFBREERLTVWEIN?

A. [EL

B. L\ %

EfR: (EffZzRTLET)
References:

https://docs.microsoft.com/en-us/dynamics365/customer-engagement/developer/convert-
opportunity-quotesales-order-invoice
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% =1t A Dynamics365SalesFFHAL TULVET,

—HDEREOEEZHANELL HY FEA,

ITRTCOBEREODHMAZERT IVENHYFT,

HET-FAZET o EMN?

A GEXZEBIRLTIREL BBEREICHIST R oI X T EICHEREZERLET,

B. I R TOFEREZRFITERL [FEREOHZE]ZHBIRLTEELET,
C.ELXDHEREZHEIRNL BESLEXITELICBREOX v UILZERLTHS ELWLAR
THEREZHBMERLFET,

D. HAXDBFEREZERLTHELFT BB REIANTITOVWTHRYBRLET,
EfE:D(IAVFEHERKT D)

Reference:
https://docs.microsoft.com/en-us/dynamics365/sales-enterprise/create-edit-invoice-sales
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REOHRBATI A —ILFEZERETOILENHYET,
EDRETEETEFIMN?

A. Draft

B. Closed

C. Active

D. Won

Eff: A(QAV L ERKT D)
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SOOI avOERICEEL-RE, EOEMICRACLFITEFRA, TOHBE,. CnoDE
MIELEa—BE@EICRRTINELA,

KEMA—HD—DFAEERLET,

EXRELRENEREEFL, PAZEHLE-VLEEZTVLET,
FRZEHTLAZZEFHEILEBICTIILENHYFT,

RESN-MRE O—ILT7 Yy TOBREETEHLET,

Y )a—C a3 VFBEETERLTHEIMN?

A. [FLy

B. L\ R

EfE:B(OAAV FEHKT D)

Reference:
https://docs.microsoft.com/en-us/dynamics365/sales-enterprise/keep-forecast-data-up-to-date
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BHOBEDMENHOIKENHYFET , ABL— FMIBPFMICEHFINET,
BEENEEICRESNDEIICTILENLHY FT,

FLOVBEABL— I BALI—FICLDOBERINEIN?

A. when a user manually recalculates opportunity

B. when a change is made to a currency field

C. when the calculate rollup field system job for the msdyn_projectteam entity runs
D. when a user opens the opportunity record

EfR: (EREERLET)
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Dynamics365RIE 2 BB L FJ BEEHYEIX t—ILANTDOTUTL—r2#FALTREL
YZEERLET,

BEEF—LDAN—D BEORBLYICINRREINDIEFEZEETHLIICERLET,
RBELYTUIL—FEEETDIRENHYET,

fAIZESINETIN?

A. Microsoft Word template

B. mail merge template

C. template editor

D. Report Wizard

EfE:A(QA U REHKRT D)
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DSAT7VMIRBRYZEELEFT V73472 FMIKYBWMERZREUTELTRBLET,
BHINEREBELYEISATUMIREETHILELAHY ET,

REBILYZEET DICIEAABETIA?EET SIC(E, AEEETEYGEA TS a3 U EERL
F9,
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Question Response

Which action should you perform? Beviie h

Chate Quole

Ceacliatle

= O S

Draft A ﬁ
X Ravised
What i the resulting status for the quote after A Prodes:
you perform the scton? Ope 1
7.
1E fi#:
Question LK Response
Which action should you perform? Ferviie
CIote Quote %"l
LA f
Hedpen Quole

What iz the resulting status for the quote after

i Progress
you perform the acton/ Open
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S#(IPDFRED Y ZBEEITEELFY,

EXBLEEFL [POFICZT YV RAR—RHR 2 U2 BRL-EZ RBELYONBRZBEL-VWEERT
WEYT,

PDFDT YT L— 2 EETIRENHY FET,
TUTL—HMEECTERTILENHYFETM?

A. Microsoft Excel

B. LR— k

C. Microsoft Word

D.PDFrFFa A2+

Eff:C(AAV LEREKRT D)

Reference:
https://docs.microsoft.com/en-us/dynamics365/sales-professional/create-quote-pdf-sales-
professional
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RFQEL/ATFr— FERET AIRENHY FT,

Fry—rEEDESICHERT ABLENHY FIMN?EET SHICE, BIEEHETEY G T3>
ZERLFET,

I DEREERENIRS O FOBENHY £9,
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Chart requirement
Type of chart

Horizontal Category Axis label

Microsoft

Won data series value

Lost data series value

Configuration

Column
Pie
Funnel

Actual Close Date
Status
Created on

Est. Close Date

Actual Revenue
Est. Revenue
Predictive Score
Goal target

Actual Revenue
Est. Revenue
Predictive Score
Goal target



Chart requirement
Type of chart

Horizontal Category Axis label

i

» ‘Created on

i Tl
s

Won data series va_l_pg'_;"-ﬁ..'-"'

- "

Lost data series value

Configuration
m Microsott

Column

Ple
Funnel

a9

W
o=y

Actual Close Date
Status

Est. Close Date

Actual Revenue |
st. Revenue

Predictive Score

Goal target

Actual Revenue

st. Revenue
Predictive Score
Goal target
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BREBEITEHIZ ILSYRESEVIIZPLUVRRI Y= TLA TV O EHERT D0
EhHYET,

HEEEMETENEN?EET SHICIE, BEBEETHEYN LA T2 a3 VEERLET,
T WVEREEZNRETNARS D FOMEESIHY FT,

Requirement

Ensure that the finance manager performs the credit
screening.

Ensure that the finance manager has the latest version

of the unfavorable screening phone script.

Ensure that playbooks can be initiated from all RFQs.

Ensure proper tracking for all tasks associated with

playbooks.

IEf

7]

2

Add a Task activity to the playboo

Configuration

k.

Add the credit screening to the playbook.
Add the finance manager as the publisher of the playbook.
Add a custom activity for Perform Credit Check and add it to the playbook.

Add the script to thé phone call activity.

Add a phone script to the playbook t%ate.

Add the phone script to the Task activity,

Micmsoﬁ

Associate the playbook with the Lead entity only.

| Associate the playbook with the Opportunity entity only.

Associate the playbook with the Lead and Opportunity entities.
Associate the playbook with the Quote entity.

Set Track Progress to No.
Set Track Progress to Yes.

Set the estimated duration of the playbook template.
Set the estimated duration of the activity.



Requirement Configuration
Ensure that the finance manager performs the credit

screening.

ladd a Task activity to the playbook.

Add the credit screeming 1o the playbook
Add the finance manager as the pubilisher of the playbook
Add a custom activity for Perform Credit Check and add it to the playbook

Ensure that the finance manager has the latest version

of the unfavorable screening phone script. Add the script to thieé phone call activity.

| Add a phone script to the playbook template,
Add the phone senipt to the Task activity.

Ensure that playbooks can be initiated from all RFQs.
Associate the playbook with the Lead entity only.
te the playbook with the O

Ensure proper tracking for all tasks associated with
playbooks.

Reference:
https://docs.microsoft.com/en-us/dynamics365/sales-enterprise/enforce-best-practices-playbooks
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Dynamics 365SalesTH /A2 OJ#H/ELTVET,
HEHAOQJTROTAE—aVERETIDLELHYET,

XIREBEFNEE CEBAWNZECE FYTRIREBHTELLTET,

V=S DML, BEENE . 6/3V Y T—AOWITNEBATINIKL>TERYET,
X107 —RADREBRF E CHBAWNECE, SHI210%EI5| L HYET,
TOE—SaVvEBRETILENHYET,

EDHEEZEBR T IDELHY FITI?ZZRDICIE BULGHEZELVWVEHICFS VI LE
ER

BHEEX 1BERT S BHEFERTSIZEL Fo-<{FALGNWI LB TEES OV
TUOVERTTDIZIE DEN—FRAEATRSI VI TN RV B—ILTEILENHDLEE
nHYET,

F B OLBEREZRZNIRA O FOMMENHY FT,

Features | Answer Area

[Unit group Requirement Feature
| : :
exm = Receive free chips with a sodaspurthase.

| Discount list P 4

L

| Product family Purchase a case of soda.

L

|Product bundle A’ Li

| Purthaseﬁof %% | [

EfiE:



Features

Unit group

'Discount list

Product family

Product bundle I |
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Answer Area

Requirement

Receive free chips with a'soda purchase.

Purchase a case of soda.

; “Purchase 10 cases of soda.

&1 1=1EDynamics365NEEE T,
=23 Yy TFPVRAVRNTTI2aVvh—FRERETILENHYFT,
DFUATEICEDT OO IVA—FREENITIBLELAHYEFIN?ZRDICIE BEULTY
DAVHA—FREELWOHUAICKRS YT LET &7V avh—FRIE 1EERTSZEE,
BHEFERTIDCEL FoKFERALAEWIELTEFET AT UVERTITBHICIE, HF
N—FRA TR VITEN RV B—ILTEILELNHDIBENHYET,

I WERIIENRENIRAS > FOBEELHY T,

Feature

Product bundle

Unit group

Discount list

Action cards Answer Area
. 4
Base Scenario Action card
Email from Microsoft Exchange Upcoming meeting reminder Action card
Email engagement An email is opened Action card
Today
1Efig:
Action cards Answer Area
Base Scenario Action card

Email from Microsoft Exchange

Email engagement

Today

References:

Upcoming meeting remipder

An email is opened

Email from Microsoft Exchange

Email engagement

https://community.dynamics.com/crm/b/crmpowerobjects/archive/2018/12/31/enable-and-

configurerelationship-assistant
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Dynamics 365 for Sales itz A L F£9, —HDMETRDOENIARS TN TLNET,
A—H—(L B EHEEEETEILENHYET,

EDF TS a UM TRETT M ?

A 1—HF—FHRINOMIEREFRICEMTEETA, EENRTENET,

B. fiRIN DMK EERT 2ERICIT MKEBERZ IBDENHDE VNS EEARTEINE

£l
C. 1—H—[& AVHRAUVNSANER SN -ERICEDHARMS N ERREEMTES
kR

D. HIRUNDERKRZFERT SHRE, FA T VL EZBELTHRIETEET,
IEfE: (EfEZRTLEYT)
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H 71 1=1&Dynamics365Sales A L TS EXIELETT,
BRICHRB A T A TLEEMT HARENHY FT,
CORRITEAIfFZIRETIMN?

A 1=y FEEBRLET,

B. flit&RZEMLET,

C.EmAZEMLET,

D. R&EZHEELET,

EfE:B(AAV FEHEKT D)

Reference:
https://docs.microsoft.com/en-us/dynamics365/sales-professional/add-products-opportunity-sp
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INYTY—=A—HA—X Ny T)—F12F L 24F8DT—ATRFTLF-NWEEZTULET,
A—HN—PESFEITFELHEEZRFTTEELIIC, A=Y ML —TZERETIRENHYET,
N EERT E2LENHY FTH?

A BEE1=vy bk

B. RIE B {1

C.734<a=vt

D.R—Xaz=wvy b
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IEfE: (EfEZRRLET)
Reference:
https://docs.microsoft.com/en-us/dynamics365/sales-professional/create-unit-group-add-units
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HBOEERBEEFL EDRR1IZY FOEKELI—RIZTIVERATEET,

EEBLEN EDRRIZY MIERTAITATOEDRRIZ Y FOEKELI—RIZT Y
TRATEDLIICTAIMENHY T, EFBLBL BBEROMOLI—FICTTIEXTELR
WEIICTEIREAHY FT,

ContaCtTLU T A TAIZCEDT I ERALARNLEFEY L TERELAHYEFTM?

A 1—H—

B. i

CH: REIRRaA=v

D.ERrR1=vw k

Ef:C(QA U LEHKT D)

Reference:

https://docs.microsoft.com/en-us/power-platform/admin/security-roles-privileges
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Dynamics365t— /L RAIREBEZEELE T,

La—FERIIL—ILEFERLT AEGETRTOTI T4 ETAHABEEMICY —FIZEBREIND
LT EIRENHYFT,

)— RICEBRTEDIDDTITAETAIXENTT D, TAhENDERIEITEELMBRAREFRTL
F9,

I WERIIZENRETNIRA > FOMIENHY FT

A WRBILTIOTA4ET«

H—EREE

. B

A=

BARY

IEfE: (EfEERTLET)
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Answer Arca

VIS OS
Requirement Action
Ensure naulo TéeSponse S &nt Configure 2 record creatson and update rule
Corfhgure a busness process flow
Create a lead Specify auto-response sethngs
Spaafy conditions for record creation.
v
1E fiZ:
Answer Arca
leg irement Action
Ensure 8nauto response is sent IC onfigure a record creatwon and cpdate rule
L3S NOw

=
o
S
o
s
-
o
5
0 5
-
-
-
=
bl |

Create a lead

6 10 -f et & LeThin
Siondzans farrecard Sreatinn
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FCOBEME RLCYFUAZRTTS—EQEMO—FHTYT, ) —XOEEMICIE, BRS
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ELWMERRENHDGENHY FIH MOERME Y FMIFELWMERRENGEWNGELNHY F
ER

BRICEA-ZE. TOBMICRSZLETEFRA, TOHRRE. CAoDEMIILE A —EEIC
RERSNFEA,

£$t(EDynamics365Sales#FEA L TWVET,

HLOWERIR—DO v —ITFRFa AV MEEETAODOT LA TV I EERLET,
BILATYIICHAERITONTWSTRTDTITAETAZRBTDILIITURTLEZERK
TEBLENHYZET,

fi# iR Power Automate 7 O—#E LT 7V T4 ET s ZEBBLFET,

Y-S a3 FBEEEERLTOEIMN?

A. [FLy

B. LMV R

IEf#: (EfEERTLET)

Activity tracking is enabled in the Playbook template.

Reference:
https://docs.microsoft.com/en-us/dynamics365/sales-enterprise/track-playbook-activities
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£1t(%  Dynamics 365 for SalesZ#{ERAL TLVET,
FLOWRBEZERL RBICERTEESITET,
BRDITRTDTA TLERBLYICRRT OBENHYFT,
HEzFMETEHEREN?

ARBIVTAT4DaATY FN—DS[RIOMBIZRIRLET
B. Opportunity L5 4 T4 DAY KNA—W S [EHE|ZEBIRLET
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C. Opportunity T 7 14 71 Q[LEHRABRDEMZEERLET
D. REZAMILLET
Ef:A(QAV LERKRT D)
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FCOBEME RLCYFTUAZRTTSH5—EQERMO—FHTY, ) —XDOEEMICIE, BES
NE-BEZERTAAHMEOHIAHEOYV) 2a— a3 UREFATOET, —HOERtEY FIZ
FEHDOELWVERRAIHIEHELHNIL, ELVVERRALGTWNEELHY FET,
BREICEZAT-&.  TOEMICRSEIETEEFRHA, . TORE, CAoDERIILE 2 —E@mIZK
TENFEHA,

Dynamics 365N R THOBRICED KRR TALR70—%#FHALET,
ESRRXTOER70—0HEMANHESNDHIZ, WS OHODEEMNEALGhFET,
ESRRTOELRT7O0—HBOEITEIN TS L ZHETIVLELHY T,

fRREK EIERALDEZTX b ELTHALAIFA 7RI EFERALET,

VI )a—2aVIEBBEEERLTOVETN?

A. LWV Z

B. &L

IEfE: (EfEERTLET)
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Dynamics365ME SR RA AR 7 O0—TCEKXEFFALET,

TOERZEICEDEINEREE REBEBEENSVDDTI T4 TITHESF-OMNTDOVWTOREESH
UERHA,

CORBEREBEL BROMAEIN BN TESIELI—EFYy—FE2ERTHIRENHY FT,
ED3DDTI L avEIBEBICETTILENHYFEIN?RETHICIX BULETHVaVET
a3 D) A M LEIZEEICEE L  ELWMNEFTEREE LET,

Actions Answer Area

Create a view of the business process flow entity
and include duration and Active Stage Started On

Add the owner field from the opportunity to the

view @
Add the daration.and activeStage started on the

view of the opportunity ‘ @

Create a chart on the business process flow entity
and add the new view to include the needed fields

©O

Create a new of the opportunity entity and include
the owner field

Create a chart on the opportunity entity and use
the new view to include the necessary fields

1E fiz:


https://www.jpnshiken.com/q/12596-1138320/
https://www.jpnshiken.com/q/12596-1138321/

Answer Area

Create a view of the business process flow
entity and nclude duration and Active Stage
Started On

Create a chart on'the oppontunity entity and use
the new view Woiinclude the necessary fields

Add the owner field from the opportunity to the
view

1 - Create a view of the business process flow entity and include duration and Active Stage
Started On

2 - Create a chart on the opportunity entity and use the new view to include the necessary fields
3 - Add the owner field from the opportunity to the view

B Ri: 25

MHBEETRICSML BHO)—-FERHELET,
HOFED)— FHARBICBAZHELTLET,
EREZERTDIVLENHY T,
EDERBETHERELZERTETIN?

A J—F

B. =%

C.;EZX

D. 514

EfE: (EfEZzRTLET)
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Dynamics 365 forSalesZ & L TWVE T #BMICIX V—F BR V547> LRI, RiEED
Y EXTHERINISEBORTEIOCANHY 7,

EERELENRTE IO R EEDTES KRR EHERTELLIICTIVLELNHY FT,
EDADDT UL avEIRBICETTIMBENHYFEFIMN?RETSHICIE BULGETIavET
923 D) A MHLEEEHICEESIL ELVWEFTEREELET,
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Actions Answer Area

Select Customize the System

Select Web Resources

Create a dialog @

b
Create a process flow = ¥

©

Select Customizations

Select Processes

1Efig:

Answer Area

Select Customize the systemn

Select Customizations

Select Processes

Create a process flow

1 - Select Customize the system
2 - Select Customizations

3 - Select Processes

4 - Create a process flow

Eﬁ:ﬁ: 27

TFALFYITALIA—DFv— b EERT HRENHY FT,
DIz o EN?

A XBICEBAE v—07vT I—PUEFERALEY, YHOTLEEEFERALET,
B.F7v 24 T7%XeE LTHERLET, YBADOERE

C.XEDF47 v bRAA TEFEALFET, YBIICOR FERITRY—DU2FERAT S

D. XehIZEISIlEEZFERLET, YBHOIIL—TOF 7y b HEFERALET,

EfR: (EffZzRTLET)

The school's athletic 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).

Eﬁ:ﬁ: 28
7% 1=1EDynamics 365 for SalesNEEE T,
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BEEF—LHIEEHRZEZR DT LONRETY,
BEEF—LIELORKITIN—TEZRDOFOITCTILENHYET,
fAIZESIRETIMN?

A. BERSA

B. &/ L

C.8#mI7I!—

D. GBI IL—T

EfE:A (DA LEHREKT D)

References:
https://docs.microsoft.com/en-us/dynamics365/customer-engagement/sales-enterprise/define-
relatedproducts-increase-chances-sales
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EEALEI BRFEOESREERAL A2RKVAMOHFLVEGZEML T BRETETT ILE
AHYFT HRE)RMIFREMELNHY FI , EXELEZL HRICHTIROMELTHREL
Y,
)R MDETATLOLIZ Y FHT-Y DKL 0.00TT,
"BEOHMTAVO—MET I+ MEERZFERALTEY 22y FHEYDMBIEHAELL HY
FEA,
DE-IIRRETT I IRDENHYFET,
HETFAETEIREN?EET BHICIE, BEBETEUNGA T a U EERLET,
F B OLBEREZRZNIRA D FOMMENHY FT,

Requirement Action

Add a price per unit to products. v

Activate the preduct.

Add a price listtothe praduct, _ . _ .
Add.a price list to the opportanity.
Make the product a write-in product.

Caorrect prices for productlines. v

Revise the product.

Activate the product.

Add a price list to the product.

Add a price list to the opportunity.
IEfiZ:
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Requirement Action

Add a price per unit to products. v

Activate the product.
Add a price listto the product.

Add.aprice list to the opportunity.

Make the product a write-in product.

Correct prices for product lines. v

Revise the product.
Activate the product.

[Add 3 price NSt to.1he preduct.

Add 2 price list tothe epportunity.

Reference:
https://docs.microsoft.com/en-us/dynamics365/sales-enterprise/create-price-lists-price-list-items-
define-pricing-products
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Reference:
https://docs.microsoft.com/en-us/dynamics365/customerengagement/on-premises/basics/add-
phone-call-task-email-appointment-activity-case-record
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A. Marketing Professional

B. Sales Person

C. Delegate

D. CEO - Business Manager

IEfE: (EfEERTLET)

References:
https://docs.microsoft.com/en-us/dynamics365/customer-engagement/admin/set-up-sales-
territories-organize-business-markets-geographical-area
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MiBroso

Configure a relationship definition.

Select the top of the hierarchy.

Configuration

account,
opportunity

“Contact

product

customer name

main event record
parent opportunity field
opportunity entity

Configuration

Configure a relationship definition.

Select the top of the hierarchy.

Reference:

account
opportunity
contact
product

customer name
main event record
parent opportunity field

https://docs.microsoft.com/en-us/dynamics365/sales-enterprise/configure-forecast-using-custom-

rollup-entity
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Opportunity: Opporunity Est. Close Date
Ultrabooks 2017-04-23
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Opportunity Sales Process \?}
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F I WERIEZENTNIRS > FOBELAHY T,
You need to see time spent in the Qualify stage. What b2
should you do? Create a SSRS report.
Create a FetchXML report. L
Add a custom field to store the l|me
Add a datasstep to store the time.
You need to return to the Develop stage and makea hd

change. What happens to the process flow?

The Propose stagiﬂtm acti and the Develop sta f ecomes active.

The Propose stage?ﬂi\ams a mes active.
The Propose stag@@mains active and evelop stage ecomes revised.
IE fi:
You need to see time spent in the Qualify stage. What b
should you do? Create a SSRS report.
Create a FetchXML report.
Add a custom field to store the time.
Add a data step fo store the time.
You need to return to the Develop stage and make a b

?
change. What happens to the process flow? The Propose stage becomes inactive afid il

The Propose stage remains active and the& 3 3 b
The Propose stage remains active and Hﬁgﬁ velop stage becnmes révised.
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Type .
Existing email :‘ IVI Icrosm YJ

_ v

Track the email from Advanced Find
Set the regarding field on the email from Dynamics 365 App for Outlook

New email - : v
Add an email from Lead Timeline
Insert a Lead email template




Type Action
Existing email

Track the email from Advanced Find 1
et the regarding field on the email from Dynamics 365 App for Outlook I

New email v
Add an email from Lead Timeline
Ilnsert a Lead email template ]
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A User2ZE2%F—LIZEMLET,
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Note: There are several versions of this questions with two different correct answers. The other
possible correct answer is:

Share the record with User2.

Other incorrect answers you may see in the exam include the following:

Grant User2 the security role

Instruct User2 to follow the record

Add User2 to the Sales team
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Activity tracking is enabled in the Playbook template.

Reference:
https://docs.microsoft.com/en-us/dynamics365/sales-enterprise/track-playbook-activities

B 41

Dynamics 365SalesDffit& &k 7 1 T LZEFH L TLET,
FHTANTHIRLENHY FT, WIERT 1 T LOE RO,
EDMBREALEEZERTILENHY FIH?

AN—tEU =07y THEDIR+

B. BR%

C.VUXLDEIE

EfR: (EffZzRTLET)

Percent Margin - Standard Cost
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Reference:
https://docs.microsoft.com/en-us/dynamics365/sales-enterprise/retire-product
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Reference:
https://docs.microsoft.com/en-us/dynamics365/sales-enterprise/close-opportunity-won-lost-sales
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This is a case study Case studies are not timed separately. You can use as much exam time as
you would like to complete 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.

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
independent of 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 new section, you cannot return to this section.

To start the case study

To display the first question in this case study, click the Next button. Use the buttons in the left
pane to explore the content of the case study before you answer the questions. Clicking these
buttons displays information such as business requirements, existing environment, and problem
statements. If the case study has an All Information tab, 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 Question 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:

Quiantity tickets per show | ] Pricing per ticket
| Fewer than 10 | $50.00 - i
l 11 or more bul fewer than . ."I"-'n'-!".-hn:l:::-q

viare than 26 15 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.
Topic 2, Bellows College
Sales team
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Bellows College has inside phone sales representatives and regional sales representatives that
are assigned to specific sales territories. inside phones sales representatives primarily handle
individual cash or credit card ticket sales- Regional sales representatives primarily handle group
and private box sales. Phone inquiries for group and private box sales are entered into the
system and assigned to the appropriate regional representative.

Dynamics 365

Bellows College has purchased Microsoft Dynamics 365 Sales to help manage their ticket sales.
You are hired to configure the system to meet the college s needs.

The college has identified the following requirements for the new system:

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

* Calculate sales margins based on base ticket prices with discounts for group and alumni sales.
* Maximize private box sales.

* Provide visibility into all potential and pending sales.

* Track and report follow up activities performed by all sales representatives.

Current processes

Ticket sales

Ticket sales are completed and displayed based on the college s fiscal year which begins July 1
and ends June 30.

Ticket sales tor existing customers will be entered as new opportunities for tracking and reporting
purposes. To facilitate timely follow-up (end sales representative accountability), a phone can
activity will be auto-generated every time a new opportunity is created.

Ticket sales feu new customers will be entered in the solution as leads. Leads will have the
following statuses: Open Qualified, and Disqualified. Status values cannot be customized. Status
reasons can be customized.

Ticket prices

The standard ticket price for all sporting events is 550. Non-alumni whet purchases are priced
based on the standard rate. Alumni ticket purchases ate priced at the current cost. This season
the current cost is $35 per ticket. All sports are priced on a markup, except for football. Football is
priced based on a hard profit. The college has the following markup and margin policies for the
three categories of ticket purchasers:

Purchaser

Markup

Margin

Alumini

10 percent

5 percent

Student

0 percent

0 percent

MNon-alumim

0 percent

12 percent

Ticket package discounts are available for group purchases. The following table shows pricing:

# of Tickets for Group Discount price/ticket
Alumm $33
Alumni = 20 $31
Alumni > 20 B0 .. 'y
Non-alumni 301" Ey TR0
Non-alamime - 20 45
—Non-alumni > 20 43




Private box seats

Because of the limited number of private box seats, private box seats sell out quickly. These
seats are offered to current renters first then alumni. Remaining box seat tickets are made
available to others from year to year. The dean of the college has expressed the desire to
personally call the CEOs or primary decision makers of groups to thank them for renewing their
private box rentals.

Private box sales for existing customers win be entered as opportunities and converted to orders
when finalized. Private box and group sales for new customers will be entered as leads and will
follow a standardized sales process. To support reporting, pending new customer sales will go
through a verification process using the stages New, Pending Approval. Approved.
Requirements

Accounting

Budgets and taxes must be tracked over an annual accounting period. The name of the
accounting period must be displayed based upon the July 1 date. The accounting period must
support abbreviations and must be divisible into four quarters.

Invoices must Include:

* Price List Products: Products tied to a price list

* Non-catalog Products: Existing products not part of the product catalog

* Opportunity Products: Products from a previously created opportunity

* Product prices on the invoice can be changed at the salespersons discretion.

System configuration

The system must be set up as follows:

* Individual cash and credit cards sales will be entered as orders in the system.

* New opportunities will automatically generate a required phone call activity for the assigned
sales representative to be completed within 5 days. Valid outcomes of the call will be set to
Connected. Left Message, and Wrong Number when closed.

* Non-renewals of private box rentals should be designated with the following outcomes for
tracking and reporting purposes: Not interested. Budget cuts, No Longer in business. Other. It
Other is chosen, the sales representative must provide additional information in the provided text
box.

Tickets

The ticket manager must be able to create discounts for volume purchases of tickets for either
groups or bundles of games.

The ticket manager must be able to calculate the best margins for ticket sales. They need to
calculate prices as percentage of costs.

Reporting

The school's athletic director needs a fiscal yea' 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).

All tales reporting must be completed by using Dynamics 365 foe Sales. Bellows College has
purchased the online version o' the Sales Content Pack for Power Bl to allow for visualizations



and the creation of dashboards 'or ticket sales. The sales team needs to use a secured
connection to access the Bellows College Power Bi dashboard.
Sales team members need the following report types to meet reporting needs:

| Drders Provides a view of tickeLorders and fine items
Provides a custom sefiof fo crsplay discounts
Diseounts by Numbser af Employess prosaded tusrfLﬂM number of employess within
2 custgmgPigrgdnization
| PRedlices & report hosted by a thisd party of current
o gl _ (b standings
o o | Provides images of team logos and fonts. This
S Peport b FEBOMT Aevel Changes

ability 10 Create ProotTables for motshe
embers when connected 1o a network

| Mobile Salesperson 3@3‘ Mic r

Problem Statements

The sales manager is concerned with the tack of sates from one of the sales representatives in
comparison to the other sales representatives- The legacy system does not provide enough data
to allow the manage* to give proper feedback or guidance.

The sales manager has received emails from a potential private box customer named Contoso.
Ltd. confirming that they have not had any contact from any sales representative even though
they are ready to purchase group tickets.
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Scenario

An existing customer is not renewing v

their private box rental. Opportunity Other

Order = Non Interested
Phone Call Activily Wrong Number
Email Activity Connected

You need to complete the follow-up
for a group sale inquiry following a Opportunity Other

call from an existing customer. Order Non Interested
Phone Call Activity Wrong Number
Email Activity Connected




Scenario

An existing customer is not renewing

their private box rental.

You need to complete the follow-up
for a group sale inquiry following a

Entity

[Opportunity

Status reason

Order =
Phone Call Activity

Email Activity

Other

Non Interested

Wrong Number
Connected

Opportunity

Other

call from an existing customer. Order

e _||Phone Call Activity_
B A

Non Interested
Wrong Number
Connected
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References:

https://docs.microsoft.com/en-us/dynamics365/customer-engagement/linkedin/add-sales-
navigator-controlsforms
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Filter types Answer Arca
Timeframe filter Visual filter S e
Vi i 1
Global filter ew accounts based on case pnority Filter type
View accounts created in the last three months Filter type
Microsoft View accounts by Created On dates Filter type
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Territories Configuration
Number of territories to set up } v
4
5
6 -— e
7
Add Salespersonl and Salesperson2 \ o v
Each salesperson should be addedtoa sm‘gle terrltory P
They should be added to all territories ,a Yo r
A special territory should be created, and ﬁ\éy sﬁc‘;tﬂd bg‘ acfd"!eff{o 1t
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Territories Configuration

Number of territories to set up v

4

5

6

7

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-geographical-area
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References:

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

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

Add custom views using Versium

Predict solution

m— L - e W

Authenticate Versium Predict

Install Versium Predict from the © @

Dynamics 365 Administration Center % @
Install Versium Predict from
Microsoft AppSource !

Add custom views using web
resources

1E fiz:

= = AaTT

Answer “rea - ooY

Install Versium Predict from Microsoft
AppSource

Authenticate Versium Predict

Add custom wview using web resources

1 - Install Versium Predict from Microsoft AppSource
2 - Authenticate Versium Predict
3 - Add custom view using web resources
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Report type Option

Orders ' v

SQL Server Reporting Services
Fetch-based Reporting Services

Discounts by Number of v
Employees

SQL Server Reporting Services
Fetch-based Reporting Services

IEf%:
Report type Option
Orders v
SQL Server Reporting Services
Fetch-based Reporting Services
Discounts by Number of v
Emplogess . ¥ SQL Server Reporting Services
etch-based Reporting Services I
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References:


https://www.jpnshiken.com/q/12596-1138353/

https://docs.microsoft.com/en-us/dynamics365/customer-engagement/sales-enterprise/create-
product-family
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Reference:
https://docs.microsoft.com/en-us/dynamics365/sales-enterprise/set-up-product-catalog-
walkthrough

Topic 4, Contoso Ltd.

Current environment

Sales

Customers who have operations in more than one country are managed by the sales team within
the country from which a request originated. However, it is difficult to get information about sales
for these customers.

Each salesperson manually creates customer quotes using Microsoft Word and Excel templates.
This causes pricing inconsistencies, which is affecting profitability.

Customers who have total sales over $1,5M per year receive special Preferred Customer
discount pricing on products and services.

Costs, pricing, and product availability vary greatly by country.

Sales teams

Each office has a dedicated sales team. Sales are managed by a global team in countries without
a sales office.

Each sales team has a projected revenue target that is tied to the factory capacity in their country,
except for the global team. The global team's projected revenue target is derived using a
percentage of their actual sales from the previous year.

Each sales team maintains a spreadsheet in which they record customer requests for quotes
(RFQs). The spreadsheets are stored on a network drive.

Sales team revenue targets are set yearly based on manufacturing capacities at each plant.
Individual sales targets are based on product lines by quarter.

Current RFQ process

The company defines the following process for processing RFQs:


https://www.jpnshiken.com/q/12596-1138354/

Enter RFQ into Management Create quote by

— _ ——=+<{ OK toPioceed? ~— te — i
the RFQ log reviews RFQ using Microsoft
worksheet 1= Bxcektemplate

RFQ received

|

b
Update RFQ log
with status and

reason for not
proceeding

Requirements

General setup

Standard functionality must be used when possible.

All open RFQs must be imported into the solution.

All information must be accessible to the entire executive management team.

Country-specific sales information must be accessible only to sales representatives assigned to
those teams.

Sales and quote processes must be standardized across all sales divisions.

Sales territories must be set up for each country as well as for a global territory.

The global team will take over the management of RFQs for customers who have operations in
more than one region.

Due to regulatory considerations, the solution must be able to limit the kinds of products that can
be sold by region.

RFQ management

New RFQs must be entered initially into the system as Leads until they are reviewed.

The default forecast categories must be used.

Standardized quote formats and product pricing must be enforced across all sales offices.

All tasks and follow-up activities with customers to close RFQs must be associated directly with
the RFQs.

Credit and reference checks

All new customers must undergo credit and reference checks before estimates are created for
any RFQs. This information will be recorded in a new custom field called Credit Check that has a
Yes/No value.

The finance manager must be assigned the credit and reference review when an RFQ is ready for
review.

If a customer's credit and reference review is unfavorable, the finance manager must follow up
with the customer and the sales representative by phone.

The customer's credit report must be added to the RFQ as a permanent record and for audit
purposes.

The solution must provide both a sample script that the finance manager can use as well as a
checklist of how to perform the check.

Reporting



The sales manager dashboard must show the following data:

Projected revenue and profitability per country by month and fiscal year.

Projected and current product sales per country by month and fiscal year.

RFQ Won/Loss revenue comparison by fiscal quarter.

RFQ status by sales representative within their territory.

RFQs that are awaiting management approval and how long they have been waiting.

Sales lost to competitors month over month.

Managers must also be able to track how long an RFQ has been awaiting credit and reference
checks, and how many RFQs have had unfavorable results from credit or reference checks.
Issues

PreferredCustomerA, who has factories in Germany, the UK, and Canada, reports that their sales
representatives give different pricing and discounts to customers depending on the country in
which the RFQ is initiated.

Several RFQs that have passed management review but failed standard credit checks have been
issued quotes. To prevent this, credit checks must now be done before the management approval
meeting.

Several imported RFQs contain quotes for discontinued products. Updated quotes with current
product offers need to be sent to customers.

CompanyB needs pricing for harnesses for their plants in Germany, the UK, and Argentina.
CompanyC received a quote for harnesses for their US home office. They need the products for
their Canadian plant.

CompanyD wants sales orders and shipments sent directly to VendorZ, who manufactures
several subassemblies for them. VendorZ also builds components for other customers as well as
for Contoso, Ltd.

The chief financial officer (CFO) is concerned about the amount of work that the new credit and
reference checks will create. Therefore, a time-study needs to be initiated for that work to see
whether an additional person needs to be hired.
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Requirement

1clude projected revenue by factory capacity.

1clude current revenue targets.

aQrt

1clude both high confidence and won opportunities.

1E fiz:

Action

Set the hierarchical entity to Territory.
Set the rollup entity to Product.
Set the goal metric to Revenue.
Set the hierarchical entity to Product.

Upload guota 'data for each territory.

Create a goal metric.

Create a goal target for revenue.

Upload a goal target from an Excel template.

Create a calculated column and add it to the column layout.
Add the Committed and Won values to the column layout.
Create a rollup column and add it to the column layout.
Add a calculated value to the Opportunities Forecast view.

Requirement

Include projected revenue by factory capacity.

Include current revenue targets.

Iinclude both high confidence and wgh ﬂ'pp_o"rtunities‘

Action

| Set the hierarchical entity tenTetritory. |

Set the rollup entity toRgoduct.
Set the goal metrigsto Revenue.
Set the hierarchidal gntity to Product.

w

|Ugoa3quota data for each temtory ]
ate a goal metric. ] ~rr——— = -

2% VR B 5 8 & g  F 2 u N

, Create a goal target for revenue A .
Upload a goal target from an Exce template

Create a calculated column and add it to the column layout.
Add the Committed and Won values to the column layout.
Create a rollup column and add It to the column |ay0ut.

Add a calculated value to the Opportunities Forecast view.

Reference:

https://docs.microsoft.com/en-us/dynamics365/sales-enterprise/capture-forecast-category-

opportunity

https://rocketcrm.co.uk/sales-forecasting-dynamics-365-new-feature/
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Scenario

Add notes Lo leads

Astign keads to other users

Leads owred by people in your DusinBis Lt only
Leacs owned by you onfy
Leady oarad by Seand morour srpanisason

:mﬂ owned by your butneds wnit and 1 chad Butinets wnits only
Leads owned by people 1 your Buineds wnit oody
Leads owned by M0yone @ FOUT CIQaNCIton

Reference:

https://docs.microsoft.com/en-us/power-platform/admin/security-roles-privileges
https://dynamics-chronicles.com/article/deep-dive-security-roles-dynamics-365
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Configuration

Goal calculation

Goal type

Scope

System (,
Manual-Recalculate as needed
‘Business entity

chid
M licrasoft




Configuration Scope

Goal calculation v
|§ys§em ﬁ
anual Recalculate as neede
Business entity
Goal type v
Child
arent
- | Microsoft
Reference:

https://docs.microsoft.com/en-us/dynamics365/sales-enterprise/goals-overview
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Irtfn-rﬂltmn to display

Personal information Top Card
icebreakers
Gat Introduced
Related Leads

Company mutual connections Top Card
icebieakers

Getlintroduled
Felated Leads

Company potential leads Top Card
o i icebreakers

Gat Introduced
Related Leads

Highlights and activities for a person Top Card
Icebreakers
Gat Introduced
Redated Leads




Information to dbpliy M 1 € roFort section to use

Personal information Top Card
icebreakers

Get introduced

Company mutual connections

Get Introduced
Related Leads

Compan tential leads
Py icebreakers

Get introgduced

Redated Leads

Highlights and activities for a person

icebreakers
Get Introduced
Related Leads
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Action Answer Area
Add Activities.

Add a stage.

Add steps to stage.

com

Microsoft

Activate processes. 4

Add Playbook tempiat

Publish the solution,

Choose App Settings @

Choose Business process Flow.

Answer Area

Choose Business process Flow

Add a stage

Add steps to stage

1 - Choose Business process Flow
2 - Add a stage
3 - Add steps to stage

AHI7EMB-210J[EEE [LJPNTest.comizfit St MB-210JFHERICEKR T H Z LITHICILBF
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Sotnario
A @ ot roem am oppeTLmy ?h@l
A Prodcts
RN - N .
G we B Microsoft  lomsess
1IEfig:

Option

Add a product from an opportumnty. Bastang Product
Wnie-in Product

Add a product from a priceilist Wile-in Proguct
G Procdiucti

Exritang Procuct
Add a progduct that does not exst in the
product catalog.
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Requirement Technology or feature

Install and configure additional required v
software. Social engagement
Dynamics 365 Al for Sales

Ensure that Social Assistant ean be used ‘ v
on a dashboard Relationship Ass@nt

Search topics | M i C rOSOf :




Requirement Technology or feature

Install and configure additional required v

software. | Social engagement

[Dvnamics 365 Al for Sales

Ensure that Social Assistant can be used v
on a dashboard | Relationship Assistant

A V() S [Search topics
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Element Value
Type v
Interactive Experiénce Dashboard
Dashboard
Stream N v

Single stream
Multi stream

Creation location v

Home page
Entity




Element Value

Type v
Interactive Experience Dashboard
| Dashboard
Stream v
Single stream >OT
Multi stream I
Creation location v

Home page
[Home pag
|Entit*,r

Reference:
https://docs.microsoft.com/en-us/dynamics365/customerengagement/on-
premises/customize/configure-interactive-experience-dashboards
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agctoh/]icrosoft

Answer Area

Open Scheduling from the Customer Service Hub

Select New

Modify the Closure dialog pop-up

Select Business Closures from Settings

1F fiZ:

Action

Select Business Closures from

Select New
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Issue

The administrative assistant is unable to edit a quote.

You are unable to send a quofe.

Micra

1E fiz:

Solution

Activate the quote.

Convert the guote to an order.

Email the guote to the administrative assistant.
| Assign the quote to the administrative assistant.

v

Save the quote.

Activate the quote.

the-quote as won.
Conkeltithe quote to an order.




Issue Solution

The administrative assistant is unable to edit a quote.

Activate the quote:

Convertthe quote to an order.

Email the-quote to the administrative assistant.
Assign the quote to the administrative assistant.

You are unable to send a quote. v

Save the quote.
Activate the quote.
Mark the quote as won.

Co
WU ﬂ Q 'ﬁ” 5 @] Convert the quote to an order.

Reference:
https://docs.microsoft.com/en-us/dynamics365/sales-enterprise/create-edit-quote-sales
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Records and Components Answer Area

units

products

price lists
product families
price list items
discount lists

unit groups

Micras




Answﬁ Afedcrosoft

unit groups

units

products

price list items

price lists

1 - unit groups

2 - units

3 - products

4 - price list items
5 - price lists
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Products ~ Answer Area

Price List Product Option

Existing product
—. Mon-catalog Product

DM mm S p ﬂ| Write-in product

Get product

1E fiZ:
Products Answer Area
Price List Product Option Praduet
Existi oduct
Mon-catalog Product : Iﬁam Price List Product
® 1
Opportunity Product @ Wiite-in product Mon-catalog Product
L ]
Get product Opportunity Product
-
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Topic 3, group of theaters

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 a large 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 of tickets 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 the customer 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 a potential 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 must be 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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Entity Number of Steps per Stage

Lead
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Quote
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The total number of stages here would be 50 which is more than the maximum limit of 30.
Reference:

https://docs.microsoft.com/en-us/dynamics365/customerengagement/on-
premises/customize/business-process-flows-overview?view=op-9-1

Eﬁ:ﬁ: 71


https://www.jpnshiken.com/q/12596-1138368/

TR by TaA—H—LAROBMBEDEREZHEET 2BENHY ET,
MREDERIEF T AN ?

A 7+—LOTONRT 4 T[74A—LIZCEBEFRRTTBHMNERINATLEEA,

B. 74— I)LFZIJ+—LIZENMTE2LENHYET,

C. 1—H—IZILBEU LRI HY T A,

D. 7+ —L®D7 «—J)LFIZABuildergfla> FO—LERET I2HENHY FT,
E. 74— I)LRZERTTDEDICEDRRAIL—ILERET IDHELHYET,

IEfE: (EfgERmLET)

B 72

SHDEF| YR FEERLET,

ADERBEEF BRZRIHTLHEEFITROMEICERLET,

*ERELEICE, BRLAERARROEGIEIRTEINEFRA,

* Salesperson2ld Bl TIE%H < . 54 VEEHERINSE5 1 2EELET,
FSIABEYEAINTWD I EZHRETIVENHY FT,
HEIAETEIREN?EETHICIE BYLETI a3 HFELVEEICRFS YT LEST &
FTOLavE NEFERT A EL BEHEFERTSI LD Fo{FRALGNWIELTEET,
AVTUYERTTBICIE DEN—ERA VBT RSYITTEN RO —ILTE2BLELRHD

BaErHbYFET,

I WOEBRIZENRENIRS > FOEELAHY £,

AcTiOns ANswer Area

Update system settings. ‘ Issue Action

oo oo, | :Li):éc?i:!r;t does not appear on the oppoftunity

Update the price list item. »| Discountis,applied incorrectly.

F .

Update the opportunity product.

EfiZ:
Actions Answer Area

Update system settings. @ ¥ 1 [ Issue Action
Update the opportunity. :?::T:::: does not appear on.the opportunity  (Update the price list item.
Update the price list item. Discount:is applied incorrectly. CRCR SSRGS
Update the opportunity product.

Reference:
https://docs.microsoft.com/en-us/dynamics365/sales-enterprise/set-up-discount-list
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References:
https://docs.microsoft.com/en-us/dynamics365/customer-engagement/admin/using-word-
templates-dynamics-365
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Scenario Option

Add a product from an opportunity.

Existing Product
Write-In Product
Get Products

Add a product from a price list.

Existing Product
Write-In Product
Get Products

SOT

0
Add a |:mt:!~d‘°w ct ?h)ét oes hot exist in the

product catalog. Existing Product
Write-In Product

Get Products

IE fiZ:
Scenario Option

Mi ﬁrm@m

Add a product from an opportun

Existing Product
Write-In Product

Get Products

Add a product from a price list.

Existing Proddict

Write-In Product
Get Products

Add a product that does not exist in the

product catalog. Existing Product

Write-In Product

Get Products
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To support reporting, pending new customer sales will go through a verification process using the
stages New, Pending Approval, Approved.
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