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Question: 1

The required predictive scoring model cannot be created yet.

You need to inform the sales team how many more record types are needed before it can be
configured.

What two actions on lead records are required? Each correct answer presents part of the solution.
Choose two.

A. 40 more leads must be created.

B. 20 more leads must be disqualified.
C. 10 more leads must be qualified.

D. 20 more leads must be qualified.

E. 30 more leads must be disqualified.

Answer: B, D

Explanation:

For Dynamics 365 Sales predictive lead scoring, the model cannot be created unless there is enough
historical lead outcome data in the selected training window. Microsoft’s predictive lead scoring
configuration requirement states that the organization must have at least 40 qualified leads and 40
disqualified leads in the selected training period. The official guidance specifically explains that if the
model is trained with leads from the past three months, the organization needs “at least 40 qualified
and 40 disqualified leads” created and closed during that period.

In the sandbox, AdventureWorks has 30 qualified leads and 20 disqualified leads. However, 10 of the
gualified leads are older than three months, and the business requirement says predictive scoring
must be enabled for leads created within the last three months. Therefore, only 20 qualified leads
are usable for this model. The sandbox currently has 20 usable qualified leads and 20 disqualified
leads. To meet the required threshold of 40 each, the company needs 20 more qualified leads and 20
more disqualified leads. Simply creating 40 new leads is not enough because predictive scoring
requires outcome-classified leads, not merely open or newly created records.

References/topics: Configure predictive lead scoring; lead scoring model training data requirements;
Al-driven lead prioritization in Dynamics 365 Sales.
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Question: 2

You need to allow sellers to view leads disqualified by the Sales Qualification Agent in production.

Which two actions should you perform? Each correct answer presents part of the solution. Choose
two.

A. Upgrade the agent to research and engage mode.

B. Update the EnableRoleBasedSystemViews setting.

C. Update the agent look back period.

D. Assign organization level read on lead table to sellers.

Answer: B, D

Explanation:

The required fix is about visibility and security, not agent operating mode. In the scenario, production
has EnableRoleBasedSystemViews set to true, which restricts system views based on role
configuration. Because the business requirement says all sellers should be able to access disqualified
leads, the role-based system view setting must be updated so sellers can access the view that
exposes leads disqualified by the Sales Qualification Agent.

The second required action is to change Lead table permissions. The customized Salesperson role
currently grants sellers read access only to leads they own. That is too restrictive because leads
disqualified by the Sales Qualification Agent may not be owned by each seller. To let all sellers view
those records, sellers need organization-level Read permission on the Lead table. Option A is wrong
because upgrading the agent to research and engage mode affects how the agent researches and
interacts with leads; it does not solve seller access to disqualified records. Option C is also wrong
because the look-back period controls which historical leads the agent evaluates, not who can view
disqualified leads.

References/topics: Sales Qualification Agent; role-based system views; Dataverse security roles; Lead
table read access; Al-driven lead qualification.

Question: 3

HOTSPOT
You need to configure the AdventureWorks Cycles product catalog.

How should you configure the product catalog? To answer, select the appropriate options in the
answer area.
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Product Catalog components

Requirement Component
Mountaineer range )
Unit group

Product family
Preduct bundle

Opportunity product

Athlete package -
| Product bundle
Product family
Product property

| Product relationship

Metal range i 2
Unit group
Product family
Product property

Product relationship

Answer:

Explanation:

Requirement Component
Mountaineer range  Product family
Athlete package Product bundle

Metal range Product property

The Mountaineer range should be configured as a Product family because it represents a product
classification hierarchy. Dynamics 365 Sales uses product families to organize related products, child
products, and bundles under a parent structure. Microsoft’s product catalog guidance states that
product families can contain child product families, products, and bundles in a hierarchy, which fits
the mountaineer cycle range with economy and premium fitting variations.

The Athlete package should be configured as a Product bundle because it combines multiple sellable
items: a cycle, connected devices, and subscription-based analytics services. A bundle is used when
multiple products are sold together as one commercial package. Dynamics 365 Sales allows products
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to be associated with a bundle, including quantities and required or optional components.

The Metal range should be configured as a Product property because sellers must choose a
configurable attribute—chrome, aluminum, or titanium—when adding the mountaineer cycle to an
opportunity. Product properties define product characteristics such as size, color, or component, and
can be used at run time when adding products to opportunities, quotes, orders, or invoices.

References/topics: Product catalog setup; product families; product bundles; product properties;
opportunity product configuration.

Question: 4

HOTSPOT
You need to configure the required billing for Copilot and agent capabilities.

What should you use for each requirement? To answer, select the appropriate options in the answer
area.

Portals

Requirement Tool

Perform purchase required by CFO. | X
| Azure portal '
| Microsoft 365 admin center

Power Platform admin center

Configure Sandbox billing.

Azure portal
Microsoft 365 admin center

Power Platform admin center

Configure Production billing. =

.AZLIIG poﬁal
Microsoft Agent 365

Microsoft 365 admin center

Answer:

Explanation:
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Requirement Tool

Perform purchase required by CFO Microsoft 365 admin center
Configure Sandbox billing Power Platform admin center
Configure Production billing Microsoft 365 admin center

Why: Production requires reliable Al capacity so sellers are not blocked when prepaid Copilot
capacity is depleted. The correct production setup is pay-as-you-go / billing policy configuration
through the Microsoft 365 admin center. Azure portal is not the best answer here because the
scenario says no Azure subscriptions are available, and Microsoft 365 admin center can be used for
the billing policy workflow. Microsoft Agent 365 is for agent management/governance, not billing
configuration.

Question: 5

You need to configure the new lead qualification experience in Dynamics 365 Sales for field sellers.
What should you configure?

A. Set related record creation to Seller.

B. Enable auto-create records for newly qualified leads.
C. Use the Lead to Opportunity Business Process Flow.
D. Allow Copilot to summarize key info.

E. Set related record creation to Automatic.

Answer: A

Explanation:

The correct configuration is to set related record creation to Seller. The case study states that sales
leadership requires flexibility in how leads are converted: inside sales need automatic opportunity
creation, but field sellers need the option to manually decide whether an opportunity should be
created when a lead is qualified. In the new lead qualification experience, Dynamics 365 Sales lets
administrators control whether account, contact, and opportunity records are created automatically
during lead qualification or whether sellers are prompted to choose which related records to create.
Microsoft’s lead qualification guidance confirms that when automatic creation is not enabled, sellers
are prompted to select which records should be created during qualification.

Option B and option E are wrong for field sellers because automatic creation would remove the
manual decision point required by the case study. Option C is relevant to guiding sellers through
sales stages, but the existing Lead to Opportunity Business Process Flow does not control whether
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related records are automatically created when a lead is qualified. Option D is unrelated because
Copilot summaries help sellers review record information; they do not configure lead conversion
behavior. Therefore, the required configuration for field sellers is Seller-controlled related record
creation.

References/topics: Lead qualification experience; lead-to-opportunity conversion; related account,
contact, and opportunity creation; Dynamics 365 Sales lead management.
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