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A Master-Detail Relationship has several defining traits:5

* Roll-up Summaries: This relationship is the only one that allows the Master record to
summarize data (sum, count, min, max) from its Detail records (Option C).

* Object Types: The Master can be either a standard object (like Account) or a custom
object (Option D).

* Ownership and Security: The Detail record inherits its owner from the Master record, and
as such, there is no " Owner " field on the Detail record (Option E). Additionally, the detail
record ' s security and sharing settings are inherited from the master, meaning permissions
are not independent (negating Option B).

Option A is incorrect because an object can only have a maximum of two master-detail
relationships.
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Access to the Service Console and other advanced Service Cloud features (like
Entitlements or Knowledge) requires a specific Feature License called the Service Cloud
User. Even if a user ' s profile has the " Manage Cases " permission, they will not be able
to access the specialized Console app unless the " Service Cloud User " checkbox is
selected on their individual User record. This is a common administrative step when
onboarding new support staff. Permission sets (Option B) grant functional permissions but
cannot grant feature licenses. Assigning a " Platform User License " (Option D) would
actually restrict them, as that license type does not include access to standard CRM
objects like Cases or the Service Console.
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Case Escalation Rules are the dedicated tool for time-based notifications and
reassignments in Service Cloud.

The Platform Administrator can set an escalation rule entry that triggers when a case is "
Older than 2 hours " and meets specific status criteria (e.g., Status = New). The rule can
then be configured to send an Email Notification to a manager or a specific distribution list.
This ensures that management is alerted to potential SLA breaches. Assignment Rules
(Option A) only run when a case is first created. Formula fields (Option C) can calculate
time but cannot send notifications. Omni-Channel Supervisor (Option D) allows for real-
time monitoring but does not provide automated email alerting based on specific time-
elapsed thresholds.
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When an administrator needs to perform a " cleanup " of existing data in bulk, a Schedule-
triggered flow is the most efficient choice. This type of flow can be configured to run once
(or on a recurring schedule) and process all Lead records that meet the " inconsistent "
criteria (e.g., Lead Source equals ' Website ' or ' Online ' )46. The flow can then
automatically update those records to the standard " Web " value. A Record-triggered flow
(Option B) only works on records as they are being created or updated, so it would not fix
historical data unless every record was manually touched Screen flows (Option D) require
manual user interaction for each record. 53Segment-triggered flows (Option A) are used in
Data Cloud marketing conte54xts rather than standard core record cleanup.
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Account Teams are designed specifically for " collaborative selling, " allowing multiple
users to work together on a single Account . By using Account Teams, an administrator
can define specific roles (e.g., Sales Engineer, Support Rep) and grant them varying levels
of access (Read/Write or Read Only) to the Account and its related Opportunities and
Case . To meet the manager ' s requirement of " streamlining " and " automatically adding '
members, the administrator should encourage users to set up Default Account Teams
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. Once a user defines their default team in their personal settings, they can click a single
button to add that entire team to any Account they own . Sharing Rules (Option B) are
typically too broad for this requirement because they apply to all records meeting a criteria,
rather than specific collaborative groups 61 . The Role Hierarchy (Option C) provides
vertical access but doesn 't easily handle the horizontal, project-based access required for
support reps and engineers working on specific accounts 62 . Permission Sets (Option D)
grant functional permissions (what a user can do) but do not grant access to specific data
records in a collaborative way 63 .
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When a report contains many rows where the same Account name appears multiple times
(due to having several opportunities), a simple count of rows will not accurately represent
the number of distinct accounts.

To find the specific number of individual accounts, the Platform Administrator should use
the Unique Count feature on the Account Name or Account ID column in the report builder.
Selecting "Show Unique Count" provides a total at the bottom of the report (and in
summary groupings) that counts each unique value only once, regardless of how many
times it appears in the list. Bucket Columns (Option A) group data into categories46.
Report Filters (Option B) exclude records47. Grouping Rows (Option D) visually organizes
the report by Account but does not inherently provide a single summary number for the
count of distinct accounts in the way that Unique Count does.
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According to Agentforce best practices, action instructions must be highly specific
regarding the action ' s purpose, the expected goal, and the conditions under which it
should be triggered. Option D is the strongest set of instructions because it defines the
Action (Update shipping address), the Goal (Modify address on a record), and a clear
Constraint/Guardrail (Only use when the user explicitly requests it). This prevents the Al
from accidentally triggering a data change based on a vague inquiry. Option B is also good
but more restrictive than necessary unless the business logic specifically forbids updates
during active orders. Option D provides the best balance of context and intent, ensuring
the Large Language Model (LLM) understands the " why " and " when " of the action.
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To meet the requirement of a " review process " that ends with data being sentto an "
external system, " the administrator needs Approval Processes and Outbound Messages.
The Approval Process (Option D) handles the internal workflow, ensuring that the manager
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and director sign off on the expense report. Once the final approval is granted, an "
Approval Action " can be triggered. The administrator should use an Outbound Message
(Option A) as that action. Outbound Messages are designed to send specific record data
(XML via API) to an external URL whenever a record change occurs. This provides a
reliable, declarative way to integrate Salesforce with an HR system. Quick Actions (Option
C) and Email Alerts (Option B) do not support the technical data transfer needed for
external system integration.
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Big Deal Alerts are a specialized, " out-of-the-box " notification feature specifically for the
Opportunity object. This tool allows a Platform Administrator to define a threshold based on
" Amount " and " Probability.

" When an opportunity is created or updated and meets these thresholds (in this case, >
$250k and > 75%), Salesforce automatically sends an email notification to a specified user
or a list of stakeholders. This is the most efficient way to meet the requirement because it
is a native feature designed exactly for high-value deal visibility. While Reports and
Dashboards (Option C) can display this data, they are " pull " mechanisms that require
leadership to actively check them, whereas a Big Deal Alert is a " push " mechanism that
ensures immediate awareness. Guidance for Success (Option A) provides tips within a
sales path, and Similar Opportunities (Option D) helps reps find related deals, but neither
is designed for automated leadership notifications.
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Salesforce does not provide a robust, native "document merge" engine that can handle
complex templates, headers, and advanced formatting out of the box. Therefore, the
standard practice for implementing such a solution is to download a third-party application
from the AppExchange. The AppExchange is the primary marketplace for Salesforce-
integrated solutions, offering popular document generation tools like Conga Composer,
Nintex DocGen, or S-Docs. These tools allow administrators to create professional-grade
documents (like quotes, contracts, and invoices) by merging Salesforce record data into
Word, PDF, or Excel templates. As a Platform Administrator, the process involves
researching the best-fit app for the requirements, installing the package into a Sandbox for
testing, and then deploying it to Production. This approach is highly efficient because it
leverages existing, vetted technology that is specifically designed to handle the
complexities of document generation, saving the organization from trying to build a costly
and difficult-to- maintain custom solution using code or complex automation.
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In Salesforce, a flow must be Active for it to execute in a production environment. When an
administrator builds or updates a flow, it is saved as a new version. Even if the logic is
perfect and passes all debug tests, the flow will not run for end-users unless the
administrator explicitly clicks the " Activate " button. If a flow is intended to create records
but nothing is happening, the first troubleshooting step is always to verify the status in the
Flow Builder or the Flows list in Setup. A flow version that is simply " Saved " but not "
Active " will remain dormant. Option D is unlikely because the Flow Builder usually
prevents saving a record- triggered flow without a trigger defined. Option C ( " Read Only
") is not a state that would prevent a flow from running. Option B (" Flow URL ") only
applies to specific types of screen flows launched via custom links, whereas the question
implies a general failure of the automation to execute.
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To allow users to post snapshots of dashboard components and engage in discussions
about data directly on the dashboard, the Platform Administrator must enable Feed
Tracking for dashboards. In Salesforce, Chatter Feed Tracking allows changes to records
and interactions to be tracked and shared in the Chatter feed. For dashboards specifically,
enabling this feature allows users to " Follow " a dashboard and use the " Post to Feed "
functionality on individual dashboard components. This is highly effective for management
teams who want to call out specific successes or areas of concern by tagging team
members in a post that includes the visual chart. Reporting snapshots (Option A) are used
for historical trend reporting, not social sharing.

Downloading charts (Option B) is a manual file-handling process rather than an integrated
social feature.

Setting the " View Dashboard As " (Option C) determines data visibility but does not control
Chatter functionality.
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Auto-response rules handle the immediate acknowledgment email, but they do not
escalate cases after a time- based condition is met. Salesforce documents describe
escalation rules as the feature that automatically escalates cases when they meet rule
criteria and after the defined elapsed time. In this scenario, the organization needs cases
with Case Reason = Installation to be monitored and then escalated if they remain in New
status after 4 hours. That is exactly the purpose of escalation rules. Salesforce also
documents that case assignment rules determine how cases are routed to users or
queues, while auto-response rules send the acknowledgment communication. In the
platform's order of execution for service rules, assignment rules and auto-response rules
are separate from escalation rules, confirming that escalation is an additional tool rather
than something already covered by the existing setup. Support Processes only control
status values and page behavior, formulas only calculate values, and entitlements manage
service levels and milestones, not this direct timed escalation requirement.
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In the Salesforce architecture, the Username is a globally unique identifier4949. This
means that once a username (e.g., admin@cloudkicks.com) is used in any Salesforce
organization (including production, sandboxes, and developer editions), it cannot be used
again in any other organization worldwide. This often causes confusion because while an
Email Address can be reused across multiple Salesforce users and orgs, the Username
must remain distinct51. If an administrator receives a duplicate username error, it means
the desired username is already taken by a user in another instance of Salesforce.
540ption A is incorrect because usernames must be in email format, but they don 't have
to be a valid functioning email. Option B is incorrect because only the username has this
global uniqueness requirement, not the email address.
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Delegated Administration is a powerful feature that allows a System Administrator to pass
off specific administrative tasks to non-admin users without granting them the full "Modify
All Data" permission.

However, there are strict security boundaries to what a delegated admin can do. One of
the most critical limitations is that delegated administrators cannot modify permission sets.
They are primarily intended to manage users within specific roles, reset passwords, and
manage specific custom objects. While they can assign users to certain profiles that have
been explicitly allowed in the Delegated Administration group configuration, they are not
permitted to manage the broader security architecture of the org, such as Permission Sets
or Field-Level Security (Option B). This ensures that while junior staff can handle day-to-
day user maintenance (like unlocking users, contrary to Option A), they cannot
inadvertently elevate their own permissions or those of others through permission set
manipulation.
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A Bucket Column in a Salesforce report allows a user to group multiple field values into
larger, more meaningful categories (buckets) without needing to create a new custom field
or modify the underlying data.

For instance, if a " Industry " picklist has twenty different values like " Banking,
Insurance, " and " Venture Capital, " a sales rep can create a bucket called " Financial
Services " and place all three values inside it. When the report is run, these records are
displayed under the " Financial Services " header. This is the ideal solution for ad-hoc
reporting needs where the user wants to see data summarized in a way that doesn 't
exactly match the existing picklist structure. Report Filters (Option C) would exclude data
rather than categorizing it. Unique Count (Option B) simply tells you how many distinct
values exist in a column. Charts (Option D) are for visualization. Bucketing is a powerful,
self-service tool for users to reorganize data for analysis.
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When a single object like Campaigns needs to support different " types " of marketing
initiatives that require different fields or picklist values, the correct architectural solution is
to use Record Types and Page Layouts.

By creating distinct record types for " Email, " " Trade Show, " and " Webinar, " the
Platform Administrator can assign a unique Page Layout to each. For example, the Trade
Show layout might include fields for " Booth Number " and " Travel Costs, " while the
Webinar layout might include " Webinar URL " and " Platform Provider. " This ensures that
users only see the fields that are relevant to the specific type of campaign they are
running, improving data quality and the user experience. While adding a custom field
(Option B) would allow for categorization, it wouldn ' t hide irrelevant fields for different
initiatives.

Campaign Hierarchies (Option D) are used for relating parent and child campaigns but do
not manage the specific data entry requirements for different initiative types.
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To " undo " a mistaken import, the administrator must delete the incorrectly created
records. Two standard tools facilitate this:

* Mass Delete Records (Option D): This is a browser-based tool in Setup that allows
administrators to delete up to 250 records at a time (standard) or use criteria to identify and
remove larger sets of records.

It is the quickest way for smaller mistakes.

* Data Loader (Option B): For large-scale errors, the administrator can use the Success file
generated during the original import (which contains the new record IDs) and perform a "
Delete " operation.

The Data Import Wizard (Option C) is for adding or updating data, but it does not have a "
Delete " function.

Weekly Data Export (Option A) is a backup tool and cannot be used to remove existing
data from the system.
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In Salesforce, a many-to-many relationship allows each record of one object to be linked to
multiple records of another object and vice versa. This is achieved by using a Junction
Object. A junction object is a custom object that sits between the two objects you want to
relate. To implement this correctly, the administrator must follow two specific steps: first,
create the custom object to serve as the "junction"; second, create two Master-Detail
relationship fields on that new junction object. One master-detail field points to the first
custom object, and the second points to the other. Because these are master-detail
relationships, the junction record's visibility and deletion behavior are controlled by its
parents. This structure allows for powerful reporting and roll-up summaries on both parent
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objects. Using simple lookup relationships (Option D) would not enforce the strict data
integrity or the specific roll-up capabilities that define a true many-to-many relationship in
the Salesforce architecture.
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During the Lead Conversion process, Salesforce automatically transfers the history and
interaction data associated with the Lead to the newly created Account, Contact, and
Opportunity. This includes all activities, meaning both Open Activities (like upcoming tasks
or events) and Activity History (like past emails or logged calls) are attached to the
resulting records to maintain a complete customer timeline. Campaign history is also
typically associated with the resulting Contact, but the question specifically asks about "
related records " in a broader sense, and the transfer of all activities is a primary
mechanical function of the conversion. Option A is incorrect because custom object
records do not automatically move unless specific custom mapping or code is in place.
Option B is incorrect because the system does not limit the transfer to only open activities.
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A Chatter Stream is a custom feed that users (or administrators) can create to consolidate
updates from multiple sources. You can combine feeds from specific groups, individual
people (like the CEO), and specific records into a single view. This allows users to stay
organized and monitor diverse sets of information in one place without having to navigate
between different groups or records. A Chatter Group (Option A) is for a specific set of
members. A Daily Digest (Option B) is an email summary. A Chatter Feed (Option C) is a
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general term for the individual lists of updates but does not natively allow for the targeted "
multi-source " consolidation that a Stream provides.
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The Mass Transfer Records tool is a built-in Salesforce feature designed specifically for
the scenario of a person leaving the company or changing roles. It allows a Platform
Administrator to select a " From " user and a " To " user and then choose specific record
types to transfer, such as Accounts and Opportunities. A major advantage of this tool is
that it gives the administrator the option to transfer related records (like open opportunities
or cases) and keep existing teams (like Account Teams) intact during the move. While
Data Loader (Option A) or Dataloader.io (Option B) could technically perform a bulk update
of the " Ownerld " field, they require several steps, including exporting data, manipulating
CSYV files, and re-uploading. The Data Import Wizard (Option D) is primarily for creating or
updating records from an external file and does not have a dedicated " transfer " function.
Mass Transfer is the fastest and safest standard way to reassign ownership within the
Setup menu.
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To transition users from a standard " tab-based " application to a Lightning Console app,
the Platform Administrator must use the App Manager in Setup. The App Manager is
where all Lightning apps are created, edited, and assigned to user profiles. Within the App
Manager, the admin can create a new app and select " Console Navigation " as the
navigation style39. Console apps allow users to work on multiple records simultaneously in
a workspace tab-based layout, which is highly effective for productivity in fast-paced
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environments like sales or support40. The Lightning App Builder (Option A) is used to
design the pages within the app, but the app ' s overall structure and navigation style are
defined in the App Manager41. Screen Flow (Option B) and Omni-Channel (Option D) are
specialized tools that can be used within a console but do not create the console app itself.
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A Validation Rule is the correct tool for enforcing conditional data entry requirements.
When a business rule dictates that a field (Lead Source) must be populated only when
another field (Stage) reaches a specific value (Closed Won), a validation rule can evaluate
this logic every time a record is saved. The formula would check if the Stage is " Closed
Won " and simultaneously check if the Lead Source field is blank. If both conditions are
true, the system displays an error message and prevents the user from saving the record.
This ensures

100% data compliance. Dependent picklists (Options A and D) are used to filter available
options in one list based on the selection of another, but they cannot " require " a value to
be present based on a stage change in the same way a validation rule can. Making the
stage " Read Only " (Option B) would prevent users from ever winning a deal. Validation
rules are the standard method for maintaining data quality during critical transitions in the
sales lifecycle.
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While modern tools like Flow Orchestration exist, the standard and most robust way to
handle complex, criteria-based routing for record sign-offs is an Approval Process. An
approval process can handle many different "Approval Steps," and each step can have its
own "Step Entry Criteria." For instance, Step 1 could route to Leader A if the region is
"North," while Step 2 routes to Leader B if the region is "South" and the discount is >20%.
With 30 potential sets of criteria, the administrator can build a comprehensive process that
automatically identifies the correct approver without user intervention. Using an email
button (Option A) or a manual form (Option D) is prone to human error, as the salesperson
might select the wrong leader. A record- triggered flow (Option C) can launch an approval
process, but the complex multi-step routing logic is best managed within the Approval
engine itself to maintain a clear audit trail of who approved what and why.
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When users click the " New Report " button, they are presented with a list of Report Types,
which act as templates determining which objects and fields are available for the report.
Often, an org has many standard report types that are irrelevant or confusing to the
average user. To " limit the kinds of reports " and simplify the user experience, a Platform
Administrator can use the Select Report Types to Hide feature in the Report and
Dashboard Settings. By hiding unnecessary or redundant report types, the admin ensures
that users only see the specific templates that align with company reporting standards.
This reduces the risk of users creating inaccurate reports using the wrong data models.
Report Folder Sharing (Option B) controls who can view or edit existing reports, but it does
not restrict the creation of new ones from specific templates. While creating Custom Report
Types is a way to define what data is available, the specific act of " limiting " the visible list
is handled by the " Hide " functionality.
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In Salesforce, Support Settings is the primary configuration page for determining how the
Service Cloud handles automated case updates. This section allows a Platform
Administrator to define the " Default Case Owner " and the " Automated Case User. " The
Automated Case User is the user listed in the Case History for automated actions, such as
those triggered by assignment rules, escalation rules, or Email-to-Case. If the business
sees an " unexpected " user name in the Created By or Last Modified By fields during
these automated processes, it is usually because this setting is pointing to a specific
administrator or a system user.

By updating the Automated Case User to a dedicated " Integration User, " the admin
ensures that the audit trail clearly distinguishes between manual edits made by staff and
automated updates made by the system.

This provides better clarity for the support team and prevents confusion regarding who is
responsible for specific record changes.
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Agentforce SDR (Sales Development Representative) is an Al agent designed to
autonomously engage with prospects to nurture leads and accelerate the sales pipeline. A
core functionality of this agent is its ability to interact with potential customers by answering
their specific questions about products or services. Crucially, these responses are
grounded in company data, meaning the agent retrieves relevant information from the
Salesforce Knowledge base, product catalogs, or other internal resources to provide
accurate, brand-aligned answers. This ensures that the agent provides high-quality,
trustworthy information without the " hallucinations " common in non-grounded Al. While
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the agent helps in lead qualification and nurturing, its primary value in an ecommerce or
sales support context is providing immediate, context-aware assistance. It is not intended
to replace humans in complex price negotiations (Option B) or serve purely as a coaching
tool (Option C), but rather to act as a front-line digital worker that scales the sales team's
reach by handling information-seeking queries autonomously.
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To make a Screen Flow available to users on a specific record, such as a Case, the
Platform Administrator should add the Flow component to the Lightning Record Page.
Using the Lightning App Builder, the admin can drag the Flow component onto the page
and select the specific " Service Question " flow from the list8888. This allows the flow to
be embedded directly into the workspace where the service reps are already looking at
case details9. While flows can be placed on a Home Page (Option B), that would not
provide the case-specific context needed for the reps10. Page Layouts (Option A) are used
for standard fields and related lists but do not natively host dynamic screen flow
components11. Component Filters (Option D) are used to show or hide the flow based on
certain criteria, but the distribution itself is handled by placing it on the Lightning Page12.

A%h897%ADM-201-JPNREEE (X JPNTest.comizfit =41, ADM-201-JPNERER ICEHE T 5
CEITRISIIBLEFT ! JPNTest.comld 5 &=#TADM-201-JPNGRERERESR 1Rt L &=

9, JPNTest.com ADM-201-JPNZHERfERES (T S EHSnFE L1z, & 2 TADM-201-
JPNEIREEDTA I VD VEFITANES , &RFRDT7 V&

A . https://www.jpntest.com/shiken/ADM-201-JPN-mondaishu 153f, 3 0 %75 « A /1

vy bk R4 EISIa— F: JPNshiken|

Eﬁ:ﬁ: 32
Ursa Major Solar Tl& AT FZEBBDOELERITICEXRFHZFRIO BN SFE S5
FTHRELTWET,


https://www.jpnshiken.com/q/69064-6479821/
https://www.jpntest.com/shiken/ADM-201-JPN-mondaishu

REPEERFDIEEEE, YR— bRIED-O EXRHEEINHRERET ILENHY F
T, TV P IA—LEBELCORBEELEDLSICRRIANETLLIMN?

A REBERICELETRANDERHMZHAELFET,

B. HELENEXRBZFBMTHRETESLIICLET,
C.EZAL—VOBHEXRHEZEZRELET,

D. 34 LV—2T2&8I21 Yy FOEXRRMEZERLET,

Eff:D(QAA U FEREKRT D)

Salesforce allows for the creation of multiple Business Hours records to support global
teams working in different time zones. To solve the requirement for Ursa Major Solar, the
Platform Administrator should create two distinct sets of business hours: one for " Pacific
Support" (9 AM - 5 PM PT) and one for " Eastern Support" (9 AM -5 PM ET). This is
essential because Business Hours are used by the system to calculate escalation rules
and milestones correctly. For example, an escalation rule for an Eastern-based case
1should start counting at 9 AM ET, not 9 AM PT. Adjusting the current record to "
accommodate " both (Option A) would result in a 12-hour window that doesn ' t accurately
reflect either team ' s true availability. Users cannot manually set their own business hours
(Option B) in a way that affects system automation. Creating one set per time zone
ensures that the support team ' s performance metrics and automated routing are accurate
and localized.
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In Salesforce, dashboards can be configured to run as a specific user, known as the
Running User. This user's security settings determine which data is visible to anyone
viewing the dashboard. To allow users with restricted record access (due to a Private
sharing model) to see company-wide totals, the Platform Administrator should set the
dashboard to "Run as a specified user" who has "View All" permissions or is high enough
in the role hierarchy to see all records. This creates a "Static Dashboard.”" While the
viewers cannot click into individual records they don't own, they can see the summarized
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totals and charts for the entire organization. Using a Dynamic Dashboard or filtering by role
(Option B) would still respect individual sharing and hide data. Changing folder settings
(Option D) only affects who can open the dashboard, not the data displayed within it.
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When an Al agent like Agentforce transfers a conversation to a human support
representative, the goal is a " warm handoff " where the rep can see exactly what the
customer and the Al discussed. If reps are complaining about a lack of context, the most
common administrative cause is that the Conversation History component (or Agent
History component) has not been added to the Case Lightning Record Page. Without this
component on their page layout, the rep sees the newly assigned case but cannot see the
transcript of the preceding chat session. To resolve this, the Platform Administrator should
use the Lightning App Builder to add the relevant history component to the Case page
used by the support team. Option D is less likely if escalation is working but context is
missing. Option A would prevent users from using Agentforce features but wouldn ' t
specifically hide the transcript of a finished Al interaction. Ensuring the Ul includes the
conversation history is critical for maintaining high customer satisfaction during handoffs.
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Flow Builder is the standard and most versatile tool for performing automated data
maintenance, including the deletion of records. A " Schedule-Triggered Flow " can be
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configured to run at specific intervals (e.g., daily at midnight) to find records that meet
certain criteria-such as Leads that have been " Unqualified " for over a year-and use the "
Delete Records " element to remove them from the system. While the " Mass Delete
Records " tool (Option C) exists in the Setup menu, it is a manual administrative tool and
cannot be scheduled or fully automated based on complex field-level logic. Automation
Studio (Option B) is a Marketing Cloud tool, not a core Salesforce platform feature for
record management. Flow Orchestration (Option D) is used for complex, multi-user
business processes rather than simple data cleanup tasks. Therefore, for recurring,
criteria- based record deletion, Flow Builder is the recommended solution.
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When an administrator needs to extract a specific subset of records (e.g., Opportunities
filtered by stage and date) with specific fields, the Data Loader is the most appropriate
tool . Data Loader is a client application that allows for bulk operations, including " Export "
and " Export All " 43. It allows the administrator to write a SOQL (Salesforce Object Query
Language) query or use the built-in query builder to apply filters, such as StageName ="
Closed Won ' and CloseDate = LAST_90_ DAYS44. The Data Import Wizard (Option B) is
primarily used for importing data and has very limited export capabilities, usually confined
to simple CSV samples45454545. The Data Export Service (Option D), also known as "
Weekly Export, " is designed for full backup purposes; it exports the entire database into
zip files and does not allow for specific filtering of records or fields for a quick ad-hoc
report . Data Cloud (Option C) is a large-scale data platform and is overkill for a simple file
export task47. Thus, for targeted, field-specific exports of 90 days of data, Data Loader is
the standard choice .
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Profiles in Salesforce serve as the foundation for what a user can " do " with records,
specifically defining Object-Level Security (Create, Read, Edit, Delete permissions). The
standard Marketing User profile typically does not include full " Edit " access to the
Opportunity object by default, as marketing roles are traditionally focused on Leads and
Campaigns. To fulfill the requirement of allowing marketers to maintain campaign
relationships on Opportunities, the administrator must ensure the profile has the necessary
object permissions.

If the organization is using a custom profile based on the Marketing User template, the
admin should edit the object permissions directly on that profile to include " Read " and "
Edit " for Opportunities. This allows the marketers to view the records and update the "
Primary Campaign Source " field. While a Permission Set could also grant this access, the
question implies the admin is currently configuring the profile itself.

Adjusting the profile ' s object permissions is the direct way to align the user ' s capabilities
with the business ' s functional requirements.
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The Data Import Wizard is the ideal tool for importing a relatively small number of records
(up to 50,000) when those records involve standard objects like Accounts and Contacts
simultaneously. One of the unique strengths of the Data Import Wizard is its ability to
handle " Account and Contact " imports in a single pass, automatically linking the contacts
to the correct accounts based on name or site. Because the volume in this request is only
300 records, the Data Import Wizard provides a simple, browser-based interface that
includes built-in duplicate checking, which is highly beneficial for maintaining data quality.
While the Data Loader (Option D) and Dataloader.io (Option A) can also handle 300
records, they are typically reserved for much larger datasets (up to 5 million records) or
more complex objects. The " Wizard " is the most user-friendly and efficient choice for this
specific sales rep request.
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In Salesforce, there are different types of sharing: Managed Sharing (Role Hierarchy,
Sharing Rules) and Manual Sharing. A critical behavior of the platform is that when a user
is deactivated, all their Manual Shares (records shared with them by other users using the
" Share " button) are automatically and permanently deleted from the system. Even if the
user record is reactivated later, those manual shares do not return.

Because the organization uses a " Private " model and does not use criteria-based sharing
rules, the user' s previous access likely relied on manual sharing or their previous position
in the hierarchy. While activating the record and adding them back to teams provides new
access, the historical " one-off " shares are gone.

Options A and B are unlikely to be the cause of a total loss of visibility. Option D is
incorrect because permission sets control what a user can do, not which specific records
they can see in a private sharing model.

Eﬁ:ﬁ: 40

EEF LT BHENEDEBEIZHIDN, T LTZDEBTRHOEETOLRAATZE
BRLTLWSDONZRET HDICEF LTVWET  EXF—LMNEZXTO RO EZICL
200N, ZLTADNBELGONERRICIBETE DL IICTHICF, TF73Y b IT+—LE
BEFEDKIGHREZREITANESTLLIN?

A LR—FrEXYDaR—F

B. E#IR5E/ N\ R

C.EYITA—ILTZ—Fh

D. JRFEa—

EfE: (EfEZRRLET)

The Opportunity Sales Path (or simply Path) is a visual representation of the stages in a
sales process. It is the best tool for this requirement because it not only shows the current
stage prominently at the top of the record but also allows administrators to define Key
Fields and Guidance for Success for every stage. This guidance can include specific steps,
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tips, and links to company resources that explain exactly what a rep needs to do to move
the deal to the next phase. Reports (Option A), List Views (Option D), and Big Deal Alerts
(Option C) provide data and notifications but do not offer the contextual, stage-by-stage
guidance that the Path provides.
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The Activity Timeline is a standard Lightning component that displays open tasks,
upcoming events, and past activities (like logged calls or sent emails) in a chronological
view. If this timeline is missing from an Account page, it is usually because the component
has been removed from the Lightning Record Page layout.

To fix this, the Platform Administrator should open the Account record in the Lightning App
Builder. From the list of standard components on the left, the admin must drag the
Activities component onto the page canvas-typically in the right-hand column or a
dedicated tab. Once the page is saved and activated, the timeline will be visible to users.
Visibility of the timeline is a layout configuration, not a specific " Edit access

" permission (Option B). Running a report (Option C) might confirm if data exists, but it won
't fix the Ul issue. There is no " button " for the Activity Timeline in the Object Manager
(Option D); it is managed strictly as a component within the App Builder.
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A Master-Detail Relationship is a tight coupling between two objects that provides several
unique functionalities:
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* Master Object Types:The master can be either a standard object (like Account) or a
custom object (Option B).

* Roll-up Summaries:This relationship type is the only one that natively supports Roll-up
Summary fields, allowing the master record to calculate counts, sums, or averages of fields
on the detail records (Option C).

* Ownership and Security: The detail record inherits its owner and its security/sharing
settings from the master record. Consequently, there is no "Owner" field on a detail record;
it is always owned by the owner of the master (Option D).

Option A is incorrect because detail records cannot have independent permissions. Option
E is incorrect because an object can only have a maximum of two master-detail
relationships. This relationship is ideal for parent-child scenarios where the child's
existence is entirely dependent on the parent.
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Salesforce Critical Updates (now often called Release Updates) can significantly change
the behavior of the platform, potentially impacting custom code, integrations, or existing
automation. The best practice for any Platform Administrator is to activate and test the
update in a Sandbox environment first. This allows the administrator to identify and resolve
any breaking changes without disrupting the live business operations in Production. Only
after the update has been thoroughly vetted and all necessary adjustments have been
made should the update be activated in the Production environment. Allowing an update to
" auto-activate " (Options A and D) is risky because it removes the administrator ' s control
over the timing and testing of the change. Activating directly in Production (Option B)
bypasses the essential quality assurance steps that are fundamental to professional org
management.
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The fundamental way to control which records enter an Approval Process is by defining
Entry Criteria.

During the setup of an approval process, the administrator specifies field-level conditions
(e.g., Amount >

50,000 AND Stage = Closed Won) that a record must meet to be eligible for approval. If a
user attempts to submit a record that does not meet these criteria, Salesforce will display
an error message and prevent the process from starting. This ensures that the finance or
management teams are only notified of deals that actually require their sign-off. While a
Screen Flow (Option C) could be used to launch the process, the entry criteria within the
approval process itself act as the ultimate "gatekeeper" for the automation. Validation rules
(Option D) prevent bad data but do not route records for approval. Dynamic Forms (Option
B) can show or hide the "Submit for Approval" button, but they do not enforce the
underlying business logic of the process itself.
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For any business process that needs to run at a specific time interval (in this case, " once a
week " ), a Scheduled flow is the standard tool. A scheduled flow allows the Platform
Administrator to define a frequency (Daily, Weekly, or Once) and a start time57. The flow
can then query all relevant Account records and perform the logic of counting open cases
and updating the parent record autonomously58. Record- triggered flows (Option B) are
inappropriate here because the count needs to happen on a schedule rather than being
triggered by an individual record edit59. Autolaunched flows (Option C) must be called by
another process, such as a button or Apex, and do not have their own timing
mechanism60. " Automation event triggered flow " (Option D) is not a standard type of flow
used for recurring batch processing
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When the Organization-Wide Default (OWD) for an object is set to Private, users can only
see records they own or those shared with them. While the Role Hierarchy automatically
grants " upward " visibility (managers see what subordinates own), it does not naturally
allow for " lateral " visibility or visibility across different branches of the hierarchy. To solve
this, a Platform Administrator should use Sharing Rules. Sharing Rules allow the admin to
create exceptions to the Private OWD based on record ownership or specific criteria.

For example, the admin can create an " Owner-based Sharing Rule " that shares all
records owned by the " East Coast Sales " role with the VP of Sales (or a Public Group the
VP belongs to). This provides a scalable way to grant the necessary visibility for reporting
without making the data public to the entire company.

Sharing Rules are a core security feature that ensures the right people have access to the
right data while maintaining the principle of least privilege.
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In the Salesforce Lightning Experience, the buttons and actions that appear in the header
(Highlights Panel) of a record are controlled by the Salesforce Mobile and Lightning
Experience Actions section of the Page Layout. If a specific action like " Log a Call " is
missing, it is usually because it has not been dragged into this specific section in the Page
Layout editor. While standard actions sometimes appear in the Activity component (Option
A), they are explicitly configured for the header via the Page Layout. There is no specific

" Log a Call permission " (Options C and D) that would hide only that button; if a user has
permission to create Tasks, they generally have the ability to use the Log a Call feature if it
is present on the layout.
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To organize related marketing initiatives and simplify reporting, Salesforce utilizes
Campaign Hierarchies. A hierarchy allows an administrator to link multiple campaigns
together using the "Parent Campaign" field. In this scenario, the admin should create a
"Parent" campaign to represent the entire networking series and then create individual
"Child" campaigns for each monthly event. This structure provides two major benefits: it
allows the sales rep to see the specific performance (ROI, members, responses) of a
single monthly event, and it uses "Hierarchy Total" fields to automatically roll up all those
metrics to the parent level. This provides a holistic view of the entire series' success
without requiring complex manual calculations. Using the same name for campaigns
(Option A) leads to data confusion, and while member statuses (Option B) are useful, they
do not provide the structural "series vs. month" reporting required here. Campaign
Hierarchy is the standard architectural approach for multi-touch or recurring marketing
efforts.
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When building prompt templates within the Prompt Builder, the most direct way to inject
specific record data into the Al ' s instructions is through Merge Fields. Much like an email
template or a mail merge, merge fields allow the administrator to reference specific fields
from the object in context-in this case, the Case object.

For example, an administrator might use {!$Input:Case.Subject} or {!
$Input:Case.Description} within the prompt template. When the agent runs, it replaces
these placeholders with the actual data from the specific case record being viewed. This
ensures that the Al has the " grounding " information it needs to generate an accurate and
relevant summary. While Flows (Option A) can be used for more complex data retrieval,
Merge Fields are the standard, low-code tool for simple record-to-prompt data population.
Agent Instructions (Option C) provide the " how-to " logic for the Al but do not themselves
represent the dynamic data points from the Salesforce database.
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To manage a structured, multi-step sign-off requirement like the one described by the
finance team, the Approval Process is the standard and most effective tool. An approval
process allows an administrator to define a sequence of "Approval Steps." In this scenario,
Step 1 would be configured to route the request to the Seller's Manager. Only after the
manager approves does the record move to Step 2, which would be configured to route the
request to the specific Finance Team member. This ensures the "manager first" logic is
strictly enforced. Approval processes also provide a native "Approval History" related list,
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which serves as a vital audit trail for the finance team to verify that all necessary signatures
were obtained before the deal was finalized. Using a screen flow (Option A) or quick
actions (Option C) would lack the built-in locking mechanism and formal status tracking
that the Approval engine provides. A Lightning Web Component (Option B) would require
significant custom coding for a process that is easily handled by standard "click-not- code"
configuration.
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The Data Import Wizard is the most efficient and user-friendly tool for importing a relatively
small number of records (up to 50,000) when those records involve standard objects like
Accounts and Contacts simultaneously. A key advantage of this tool is its built-in capability
to handle " Account and Contact " imports in a single pass, which includes automatic
matching to prevent duplicates based on name or email.

For a volume of 300 records, the browser-based wizard is much faster to set up than the
Data Loader, as it does not require a separate installation or complex CSV mapping for
simple standard objects. While the Data Loader (Option D) and Dataloader.io (Option C)
can handle this volume, they are typically preferred for much larger datasets (up to 5
million records) or more complex custom objects. The " Wizard " provides a guided
experience that is ideal for sales reps or administrators performing routine data entry tasks.
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In the context of Agentforce Al, grounding and data security are paramount. Salesforce Al
agents, including Employee Agents, respect the existing security model of the Salesforce
organization1. This means that the most effective way to prevent an agent from accessing
or disclosing sensitive information, such as a CEQO ' s private health plan, is to leverage
Field-Level Security (FLS) and user permissions2. When an agent " grounds

" its response, it only considers data that the running user (or the agent ' s service user)
has the permission to view3. If the CEO ' s health records are stored in fields or records
that are restricted via FLS or Sharing Settings from the profiles or permission sets used by
the agent ' s context, the agent will simply not " see " that data during its retrieval phase4.
While modifying instructions and guardrails (Option C) provides an additional layer of
safety, it is not as foolproof as the underlying security architecture5. Training the agent
(Option D) is not a standard configuration step for preventing specific record access in a
production environment6. Therefore, maintaining a robust security model is the critical
prerequisite for ensuring that Al agents provide accurate and safe responses without
leaking confidential business information.
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Case Assignment Rules are the standard Salesforce tool for automatically routing cases to
specific users or queues based on record criteria. A single assignment rule can contain
multiple "Rule Entries" processed in a specific order. To meet this requirement, the
Platform Administrator would create a rule with two entries: one that checks if the
Account's "Level" field equals "Platinum" and routes it to the Priority Support Queue, and
another that checks if the level is "Silver" or "Gold" and routes it to the Regular Support
Queue. This automation happens the moment the case is created, ensuring that high-value
customers receive immediate attention from the appropriate team. Escalation Rules
(Option A) are used to move a case after it has been sitting for a period of time, not for
initial routing. Workflow Rules (Option D) are a legacy tool that cannot natively assign
cases to queues in the same direct manner as Assignment Rules.
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Creating effective Agentforce prompts requires a focus on clarity and simplicity to ensure
the Large Language Model (LLM) follows instructions accurately. According to Salesforce
best practices, administrators should use natural, easy-to-understand language and
provide clear, concise instructions1919. This approach helps the Al accurately reason
through the task without becoming confused by overly complex or nested logic (Option A).
While technical accuracy is important, relying heavily on jargon or abbreviations (Option B)
can sometimes lead to unexpected results if the LLM interprets those terms differently in
various contextsFurthermore, providing high-level theoretical concepts (Option C) often
results in vague or " creative

" answers that may not be helpful for technical troubleshooting, which requires specific and
actionable steps22. Using direct instructions like " Summarize the issue in three bullet
points " is more effective than broad guidelines.
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The most efficient and descriptive way to troubleshoot a flow is to use the native Debug
feature within the Flow Builder. This tool allows the Platform Administrator to " run " the
flow in a safe environment, simulating the creation or update of a record. As the flow
executes, the Debugger provides a step-by-step panel showing exactly how variables were
assigned, which paths were taken in " Decision " elements, and whether any " Update " or
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" Create " elements failed. It explicitly highlights where an error occurred and provides a
detailed error message. While general Debug Logs (Option D) can capture flow
information, they are much harder to read and require setting specific trace flags. The
Setup Audit Trail (Option A) only shows configuration changes, not runtime errors. Email
logs (Option B) are only useful if the flow is failing to send an email. The Flow Debugger is
the primary tool for administrators to refine logic and fix issues before activating
automation.
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The requirement to have a record " signed off " by a specific individual (the CFO) based on
a dollar threshold is a classic use case for an Approval Process . While the " Submit for
Approval " button (Option A) allows a user to manually start the process, the prompt
specifies that the process should happen " automatically " 50.

To achieve this automation, the Platform Administrator should use Flow Builder to trigger
the approval process . A Record-Triggered Flow can be set to run when an Opportunity is
created or updated and meets the criteria (Amount > $100,000) . The flow would then use
the " Submit for Approval " action to launch the record into the predefined approval process
without requiring the sales rep to click a button . Einstein Next Best Action (Option B) is a
recommendation tool, not a workflow enforcement tool54. Apex Triggers (Option C) could
perform this task, but Salesforce best practices recommend using " clicks not code " (Flow)
whenever possible for such requirements . Using Flow to launch an Approval Process
provides the necessary automation, routing, and audit trail the CFO requires
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To " predict upcoming revenue " and " benchmark performance, " Salesforce provides the
Collaborative Forecasting feature.

* Forecasting (Option B): This tool allows managers to see their pipeline summarized by
time period (quarters) and category. It provides a real-time view of what the team expects
to close.

* Opportunity Stages (Option D): Forecasting relies directly on the Opportunity Stage. Each
stage is mapped to a " Forecast Category " (e.g., Pipeline, Best Case, Commit, Closed).
By accurately defining these stages and their associated probabilities, the Platform
Administrator ensures that the forecast reflects a realistic revenue prediction.

Sales Quotes (Option A) are for generating customer-facing documents. List Views (Option
C) are for managing individual records but do not provide the multi-quarter aggregation
and benchmarking capabilities required by the sales director.
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To provide a single dashboard that allows users to "drill down" or toggle between different
data subsets, the administrator should add Dashboard Filters. A dashboard filter allows the
manager or agent to select a value (e.g., "Origin = Phone" or "Status = New"), and all
components on the dashboard will instantly refresh to show only the data matching that
criteria. Salesforce allows up to three filters per dashboard, which perfectly accommodates
the request for origin, status, and owner. While a Bucket Column (Option D) can group
data within a report, it does not provide the interactive "drill down" capability on the
dashboard itself. Widgets (Option B) are the components themselves, and Combination
Charts (Option C) display multiple data sets in one visual but do not offer filtering
functionality.
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When relating two objects where the child records must persist even if the parent record is
deleted, a Lookup Relationship is the correct choice18. In this scenario, the Shipment
object should have a lookup field pointing to the Account. Unlike a Master-Detail
relationship (Option B), which automatically deletes child records (cascade delete) when
the master is deleted, a Lookup relationship allows the child record to remain in the
system, either by clearing the lookup field or simply leaving it as is. Option A and D are
architecturally incorrect because the relationship field is always created on the " child " or "
many " side of the relationship (Shipments) to point to the " parent " (Account). Using a
Lookup relationship ensures data retention for historical shipment tracking while still
allowing the shipment items to be visible via a related list on the Account page.
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Changing a field type is a significant configuration change that can have downstream
impacts. When converting from Text to Picklist, a Platform Administrator must be aware of
two critical consequences:

* List View Deletion:Any list views that use that specific custom field as a filter will be
automatically deleted or the filter will be removed. This happens because the filter logic for
a text field (which uses operators like "contains") is fundamentally different from a picklist
(which uses "equals").

* Automation Impact: Assignment rules, escalation rules, and validation rules that
reference the field may be disabled or function incorrectly. Because these automations rely
on specific text strings, changing the field to a picklist requires the administrator to
manually review and update the logic to ensure it aligns with the new picklist values.
Option A is incorrect because Salesforce does not automatically update code references.
Option C is incorrect because data loss can still occur if existing text values do not exactly
match the new picklist entries.
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Omni-Channel is a comprehensive service tool designed to route work items (like Cases,
Leads, or custom objects) to the most available and qualified support agents in real-time.
Unlike Case Assignment Rules, which are often static and require administrative
intervention to update complex logic, Omni-Channel allows for more dynamic management
through the use of Queues and Presence Statuses. By using Omni-Channel, a support
manager or "Supervisor" can monitor agent workloads and adjust capacity or move people
between service channels without needing to modify the underlying system configuration
or involve the Platform Administrator. It supports various routing models, such as "Least
Active" or "Most Available," ensuring that work is distributed fairly and efficiently. This
flexibility is vital for growing organizations that need to scale their support operations
quickly while maintaining high service levels. Furthermore, it provides the business with the
autonomy to manage its workforce effectively, as managers can see who is logged in and
what they are working on, allowing for immediate adjustments to handle spikes in case
volume.
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When a single picklist field needs to show different values to different users or for different
business contexts, Record Types are the configuration point. While the master list of all
possible values is defined in "Fields and Relationships" (Option D) or a "Global Value

Set" (Option C), the Record Type determines which of those values are "available" for a
specific type of record. For example, a "Wholesale" record type might show different
discount levels than a "Retail" record type. If users are seeing inconsistent or incorrect
options, the Platform Administrator must go to the specific Record Type settings for the
Opportunity object, find the picklist in question, and move values between the "Available"
and "Selected" columns. This provides a tailored user experience and prevents users from
selecting values that do not apply to the specific type of record they are managing.
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Grounding is the process by which an Al agent retrieves and uses specific, trusted data to
ensure its responses are accurate and relevant 41 . During this process, Salesforce 's
Einstein Trust Layer performs several critical checks, including identifying Prompt Injection
risks 424242 . Prompt injection refers to attempts by a user to " trick " the Al into ignoring
its instructions or revealing sensitive data by entering malicious commands into the chat
interface 43 . By checking for these risks during the grounding phase, the agent can
ensure that the instructions it uses to generate a response remain secure and aligned with
company policies 44 . While the agent respects field security, " Encrypted fields " (Option
C) are handled at the data access layer rather than as part of the linguistic grounding
check 45 . Standard Agentforce agents do not browse the open web for verification (Option
D) as they are intended to remain grounded strictly in the company ' s verified internal data
46 .
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In Salesforce Lightning Dashboards, Text Widgets allow administrators to add descriptive
text, titles, and custom narratives directly alongside data visualizations. This is a key
feature for " telling a compelling data story " because it allows the admin to provide
context, explain the significance of certain charts, or provide instructions and motivational
messages to the team. By adding text widgets, a dashboard moves from being a collection
of raw charts to a guided analytical experience. The Highlights Panel (Option C) is a
feature of Record Pages, not Dashboards. Assigning tasks (Option B) or sending mass
emails (Option D) are communication methods but do not enhance the visual or narrative
quality of the dashboard itself. Text widgets empower administrators to highlight trends and
call out specific goals, making the data more actionable and easier to interpret for the sales
reps.

Eﬁ:ﬁ: 65

CloudKicks D 75w 7+ —LEBBEIL )V —FICHhRZLFERJX FEEBZHRELTL
FIH, U— FORGIFAGBFICIRSIETEEZFICTOEENRRINEFRA, CNOLDES
BEICANTBHICIE BEFIED2 DDFIEEETT I2HELAHYEITM?

A BEEL—ILZFERLTERY X MDEZEFHLET,

B. Ef{EICHRILBIRVR N T4 —ILFEERLET,

C.U—FREDBERYRF T4 —ILFEEREIZTYTLET,

D.U—F ATz FTEIRVRAF J4—ILFERAICEELET,

IEfE: (EfEZRRLET)

2

When a Lead is converted into an Account, Contact, and Opportunity, standard fields are
mapped automatically. However, custom fields require manual configuration to ensure
d3ata flows through the conversion process. First, the Platform Administrator must create a
corresponding custom picklist field on the Contact object (Option B) with the same values
as the Lead field. Second, the administrator must go to the Lead Object Manager, select
"Fields & Relationships," and click Map Lead Fields (Option C). Here, the admin explicitly
maps the Lead custom picklist to the newly created Contact custom picklist. Without this
mapping, the data will be lost during conversion. Validation rules (Option A) and making
the field required (Option D) ensure data exists on the Lead but do not facilitate the
transfer of that data to the Contact.

Eﬁ:ﬁ: 66


https://www.jpnshiken.com/q/69064-6479854/
https://www.jpnshiken.com/q/69064-6479855/

Northern Trail Outfitters(ZI& 4 DDA T—LZ#HFDOE DR RAEHKAITE 8DDRAT—T%
BON— b —EEATO2O0ELLIBRFTTAEANHYET , L6000 TOERE,
R=ULATIOREERVRMNDEDF T a v ELRYEST, ChoDBEREH-T 1=
OIZ, TV b IT+r—LEBBEFIEDLSLRELTOLENHYETM?

A BRIA TORBRI) A MEZFIHT 2T FESFLER—DLATIH

B. BDEELICLO— R TERFITO LR EZHET S
C.A—H—NIEHLGHRTERAT—VEREANLTNS Z L ZHRT HREIL—IL

D. DL I— KA TLERFETOREHIRT 5D LRATIL—T

EfE:B(AAV FEHKT D)

To manage different business requirements for a single object like Opportunities,
Salesforce utilizes a combination of Record Types and Sales Processes. A Sales Process
is a specific feature for the Opportunity object that allows an administrator to select which
"Stage" picklist values are visible. In this scenario, the admin would create one Sales
Process for "Business" (4 stages) and another for "Partner" (8 stages). Once these
processes are defined, they are linked to Record Types. Record Types are the engine that
allows different users to see different Page Layouts and picklist options based on the
"type" of record they are creating. This architecture ensures that users working on Partner
deals are guided through the appropriate eight stages and see the relevant fields on their
layout, while Business users have a streamlined four-stage experience. This separation is
critical for maintaining data integrity and ensuring that the reporting for each pipeline is
accurate. It prevents confusion by only showing users the options that are relevant to the
specific context of the deal they are managing.
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The administrator's goal is togain a better understandingof current data quality and record
completeness issues in Accounts and Opportunities. Creating reports (or dashboards) that
highlight blank or missing key fields-using filters like "Field equals (blank)" or formula fields
to flag incompleteness-directly assesses the existing data by showing which records lack
required information.
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* Why B is correct: Salesforce Trailhead modules on data quality emphasize using reports
and dashboards (e.g., Account, Contact & Opportunity Data Quality Dashboard) to identify
missing fields and measure completeness before implementing fixes.

* Why not the others:

* A: Exploring AppExchange apps is useful for advanced or ongoing solutions but skips the
initial assessment step.

* C: Subscribing reps to reports helps with awareness but doesn't provide the admin with
an overview of data quality.

* D: Making fields required prevents future issues but doesn't reveal current missing data
or outdated records.

This approach aligns with Salesforce best practices: assess data quality first through
reporting, then enforce improvements.
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When a specific user encounters an error that an administrator cannot replicate, the most
effective troubleshooting technique is to " Login as " that user. This feature, which must be
enabled in the organization

' s login policies, allows the administrator to see exactly what the user sees and experience
the system through their specific profile, role, and sharing permissions22. This is vital for
identifying issues related to Validation Rules, Field-Level Security, or Record-Triggered
Flows that might only trigger under specific user contexts.

Logging in as a system administrator (Option A) is ineffective because administrators often
bypass certain restrictions that apply to standard users4. Asking for a password (Option D)
is a major security violation and is never required in Salesforce5. By using the " Login as "
feature, the admin can pinpoint whether the error is caused by the user ' s data input or a
specific permission conflict assigned to their profile.
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To ensure data integrity and guide sales reps through a structured process, a Platform
Administrator should use a combination of tools. Opportunity Path (Option C) provides a
visual representation of the stages and allows the admin to highlight " Key Fields " and "
Guidance for Success " for each stage, making it clear what information is needed to
progress. To enforce the entry of that data, Validation Rules (Option D) are used to prevent
a user from moving to the next stage if specific fields are blank (e.g.,
AND(IsChanged(StageName), IsBlank(Discovery Notes__c))). Additionally, marking fields
as required on the Page Layout (Option A) ensures that the most fundamental data points
are always captured. While Flow (Option B) can perform many tasks, it is not the primary
way to mark fields as " required " in the Ul. " Guided Selling " (Option E) is a specific term
often associated with Salesforce CPQ rather than standard Opportunity management.
Using Path, Validation Rules, and Page Layout requirements provides a robust framework
for managing the sales lifecycle effectively.
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In Salesforce, access to reports and dashboards is determined by the folder in which they
are stored. If a dashboard is in a shared folder, anyone with access to that folder can view
it. To "temporarily remove" a specific dashboard from public view without affecting the rest
of the folder's contents, the Platform Administrator should edit the dashboard's properties
and move it to a private dashboards folder (such as "My Private Dashboards"). Once
moved, only the administrator (and those with high-level "View All Data" permissions) can
see it while the changes are being made. Removing view access to the shared folder
(Option A) would hide all dashboards in that folder, which is not the goal. Permission sets
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(Option C) control functional access (the ability to create or edit dashboards) but not
individual record/dashboard visibility.

Private groups (Option D) are for Chatter collaboration, not for managing dashboard folder
security.
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When a user needs to be temporarily prevented from logging in-but their records, role, and
historical data need to remain intact-the best practice is to Freeze the user. Freezing an
account stops the user from accessing the system immediately without " Deactivating "
them. Deactivation can be problematic if the user is a " running user " for dashboards or is
part of active hierarchy logic that might break if the account is disabled. Freezing is a
simple " one-click " action on the user record. Reassigning the license (Option A) would
require deactivating the user first. Changing login hours (Option B) or IP addresses (Option
D) at the profile level would impact all users assigned to that profile, not just the individual
manager on leave. Freezing provides a targeted and temporary solution for managing
individual user access.
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To automate the update of related records (Opportunity Products) based on a change to a
parent record (the Opportunity), Flow Builder is the most powerful and app7ropriate tool.
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Specifically, a "Record-Triggered Flow" can be configured to fire whenever an Opportunity
is updated to the "Closed Won" stage. The flow can then use a "Get Records" element to
find all Opportunity Product records associated with that specific Opportunity and an
"Update Records" element to apply the discount value from the parent to each line item.
Formula Fields are insufficient here because they are "read-only" and cannot physically
push data into other records for permanent storage. Approval Processes manage status
changes but are not designed for bulk child- record updates. Flow Builder provides the
logic necessary to handle this "one-to-many" update scenario, significantly reducing
manual data entry for sales reps and ensuring that the financial data on the products
accurately reflects the agreed-upon deal terms.
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Opportunity Update Reminders is a specific, automated feature in Salesforce designed
exactly for this purpose. When enabled, it allows managers to automatically send an email
to their direct reports with a list of their open opportunities. The email serves as a prompt
for the reps to review their deals and ensure close dates, amounts, and stages are current.
This is more effective than a general Scheduled Report (Option D) because it is a purpose-
built notification system that can be configured by the manager. Big Deal Alerts (Option C)
are for high-value deal notifications, not general pipeline hygiene. Similar Opportunities
(Option A) helps with sales strategy but does not encourage record updates.
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