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Salesforce Sales-Cloud-Consultant
QUESTIONS & ANSWERS

Question 1 SINGLE CHOICE

Your organization is implementing Sales Cloud for a 200-person sales team with two distinct sales
models: enterprise account executives who manage large accounts, and SMB representatives who
manage transactional deals. Currently, different regions use different forecasting methodologies. During
the pre-implementation discovery phase, you need to assess what will drive adoption among both groups.
Which of the following should be your primary focus when evaluating the communication and change
management plan?

A. Identifying how each sales model's unique workflow and forecasting approach can be supported in
Salesforce, and communicating how the system will reduce manual work for each group

B. Rolling out the same opportunity process and forecasting methodology to all users to ensure
consistency and simplify training

C. Scheduling all training sessions for the same time so the entire organization understands the system
simultaneously

D. Deferring the communication plan until after the system is live so users experience the new solution
firsthand

Answer: A

Explanation:

The correct answer focuses on understanding different user groups' needs and communicating how Salesforce
will benefit each segment. Adoption is highest when users see value in tools designed for their specific
workflows. By tailoring the communication to show how Opportunity Forecasting and Sales Cloud processes
support enterprise versus SMB sales models, you directly address implementation strategy best practices:
assessing user experience and creating a communication plan that resonates with different stakeholder groups.
This drives post-implementation adoption and success metrics.
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Salesforce Sales-Cloud-Consultant
QUESTIONS & ANSWERS

Question 2 SINGLE CHOICE

A sales organization recently implemented Sales Cloud. Three months post-go-live, you observe that
adoption of the Opportunity module is strong, but adoption of the Leads module is significantly below
target. Sales reps report that the Lead conversion process requires too many manual steps and doesn't
align with how their marketing team hands off leads. What should be your first action to address this
adoption gap?

A. Immediately implement Salesforce Inbox to automatically populate lead data so reps spend less time on
data entry

B. Conduct a detailed assessment of the current lead management process, gather feedback from both
sales and marketing teams, identify specific process friction points, and then recommend process
optimization or configuration changes

C. Require all sales reps to complete additional training on the Leads module to increase their competency

D. Implement a third-party lead scoring application to automate lead prioritization

Answer: B

Explanation:

Post-implementation low adoption requires root cause analysis before jumping to solutions. The correct answer
reflects the proper consulting approach: understand the actual business process, listen to user feedback across
teams, identify the real pain points, and then determine whether the solution is a process change, system
configuration adjustment, or training need. This aligns with implementation strategy principles around
responding to changing business requirements and user feedback.
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Salesforce Sales-Cloud-Consultant
QUESTIONS & ANSWERS

Question 3 SINGLE CHOICE

Your client wants to implement a sales process that tracks opportunities from initial customer contact
through close, and they have identified that their sales team regularly works with 3-5 internal stakeholders
per deal (finance, legal, sales engineering, etc.). Each stakeholder may need different visibility into the
opportunity and must collaborate on deal progression. Which feature set should you recommend to
support this multi-stakeholder collaboration requirement?

A. Create multiple opportunity records for each deal so each stakeholder has their own record they can edit
and own

B. Use the Opportunity record as the central hub with Opportunity Teams to grant specific visibility and
edit access to internal stakeholders, and integrate Slack or Chatter for real-time collaboration

C. Create separate Lead records for each internal stakeholder to track their engagement
D. Implement custom objects for each stakeholder role so data remains siloed and secure

Answer: B

Explanation:

The correct answer demonstrates understanding of the proper Sales Cloud architecture for multi-stakeholder
deals. Opportunity Teams are the standard feature that allows you to add internal team members to an
opportunity record, grant them defined access levels, and track their involvement without creating duplicate
records. Paired with Chatter or Slack integration, this provides the centralized deal view and collaboration space
needed.
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Salesforce Sales-Cloud-Consultant
QUESTIONS & ANSWERS

Question 4 SINGLE CHOICE

A manufacturing company is consolidating three regional sales organizations into Salesforce. Their data
includes 500,000 legacy leads and opportunities spread across three different systems, each with
inconsistent field mappings and data quality. The CIO is concerned about query performance and
reporting accuracy if all legacy data is migrated. How should you approach this data management
challenge?

A. Migrate all 500,000 records as-is to preserve historical data, then conduct a data cleansing project after
go-live

B. Assess data quality and business requirements to determine which records are active and valuable;
migrate only clean, current records; archive historical data separately; and establish data governance
rules for ongoing quality management

C. Migrate only the past 90 days of leads and opportunities to minimize data volume

D. Create a separate Salesforce org for historical data to avoid any performance impact

Answer: B

Explanation:

The correct answer reflects data management best practices that balance historical insight with system
performance and data quality. By assessing which records are truly needed for current business operations,
cleansing and standardizing those before migration, archiving historical data externally, and putting governance
rules in place, you avoid scalability and accuracy issues.
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Salesforce Sales-Cloud-Consultant
QUESTIONS & ANSWERS

Question 5 SINGLE CHOICE

During a discovery workshop, a client describes their current sales process: leads come in from multiple
sources, sales reps manually assess fit and convert leads to opportunities, then opportunities move
through five defined stages before close. The client uses different forecasting categories for enterprise
deals versus small deals. The client also wants sales management to have real-time visibility into pipeline
by product line and region. Which combination of Sales Cloud capabilities should form the foundation of
your recommended solution?

A. Lead and Opportunity objects with custom fields for product line; define opportunity stage values that
reflect the five-stage process; configure role hierarchy for regional visibility; implement two separate price
books for enterprise and small deals

B. Lead and Opportunity objects with standard and custom fields mapped to their business requirements;
define the five-stage opportunity process; use Opportunity Forecasting with multiple forecast categories
to handle different deal types; build dashboards leveraging the role hierarchy to provide real-time pipeline
visibility by product line and region

C. Create custom objects for lead assessment, opportunity assessment, and forecasting to fully customize
the process

D. Implement Sales Engagement to automate lead assessment and forecasting, bypassing the need for a
defined opportunity process

Answer: B

Explanation:

The correct answer uses the native, standard Lead and Opportunity objects, maps the five-stage sales process
to opportunity stages, leverages Opportunity Forecasting with multiple categories to handle different deal types,
and uses dashboards built on the role hierarchy to deliver real-time visibility by product line and region.
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Salesforce Sales-Cloud-Consultant
ANSWER KEY & CORE COMPETENCIES

Quick Answer Key

Question # Exam Domain Correct Answer
Question 1 Change Management & Adoption Strategy Option A
Question 2 Lead Management & Process Optimization Option B
Question 3 Opportunity Teams & Collaboration Option B
Question 4 Data Migration & Quality Governance Option B
Question 5 Sales Process Design & Pipeline Visibility Option B

Exam Summary

This practice exam assesses advanced consulting methodologies in Salesforce Sales Cloud implementation,
encompassing user adoption strategies, data migration governance, team selling models, lead-to-opportunity
pipeline architecture, and forecasting configuration.
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