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QUESTION NO: 1

Which of the following objects deliver a default approval process? (3 correct answers)
A. Visit

B. Opportunity

C. Ticket

D. Campaign

E. Appointment

ANSWER:BCD

Explanation:

Opportunity, Ticket, and Campaign deliver standard approval-process capability in SAP Sales Cloud. The delivered approval
framework gives these business objects an approval status and enables organizations to use approval decisions as part of
the object’s business lifecycle. For an opportunity, approval can be used to control progression of commercially significant
sales activity according to company policy. For a ticket, the approval capability supports controlled handling of service-
related business cases where authorization is required before further processing or completion. For a campaign, approval
supports governance of marketing activities by ensuring that the campaign is reviewed and authorized before it is executed
or released in accordance with the configured process. Administrators can maintain the approval process configuration in
Business Configuration, including approval steps, approvers, conditions, and notifications, so that the delivered process
reflects the organization’s responsibilities and thresholds. The availability of a delivered process is important because it
provides the relevant approval-status handling and process integration for these objects without requiring the business object
to be custom-built. See SAP’s SAP Cloud for Customer documentation and the SAP Sales Cloud learning journey for
product guidance on configuration and business-process capabilities.

QUESTION NO: 2

Administrators cannot disable user personalization settings. Determine whether this statement is true or false.
A. True

B. False

ANSWER: B

Explanation:

False is correct. In SAP Sales Cloud (formerly SAP Cloud for Customer), user personalization is governed by administrative
configuration rather than being an unconditional capability that every end user must always have. Administrators can control
whether users are permitted to personalize aspects of the user interface, such as adapting screen layouts and managing
personalized settings. This control supports consistent business processes, governance requirements, and a standardized
user experience where an organization does not want individual Ul changes.

The administrator performs this type of control in the relevant business configuration and user-interface adaptation settings
for the tenant. Consequently, the availability of personalization can be enabled or restricted centrally; it is not a setting that
lies exclusively with each business user. The statement is therefore false because administrators do have the authority to
disable user personalization settings when the organization’s implementation or governance model requires it.

SAP documentation for Sales Cloud configuration and administration is available through the SAP Sales Cloud Help Portal.
SAP’s broader product documentation entry point, including Cloud for Customer materials and release-specific guidance, is
available at SAP Help Portal.

QUESTION NO: 3

- Page 3 of 8


https://vtsimu.com/redirect?url=https%3A%2F%2Fdumpsboss.co
https://vtsimu.com/redirect?url=https%3A%2F%2Fdumpsboss.co%2Fid%2F3655
https://help.sap.com/docs/SAP_CLOUD_FOR_CUSTOMER
https://learning.sap.com/learning-journeys/explore-sap-sales-cloud
https://help.sap.com/docs/SAP_SALES_CLOUD
https://help.sap.com/

Restriction rules can be assigned to work center views within a business role if they're based on which of the following
authorization elements?

A. Access Control
B. Access Context
C. Access Rights

D. Access Restriction

ANSWER: B

Explanation:

Access Context is correct because SAP Sales Cloud uses access contexts as the authorization elements that define the
business-data scope to which a user is entitled. In a business role, administrators can assign restriction rules to work center
views when the underlying business object supports an access context. The restriction rule then specifies the applicable
access scope, such as unrestricted access or access limited according to organizational, employee, team, or territory-related
responsibility, depending on the available context and object configuration.

This arrangement separates the ability to open or use a work center view from the data that can be viewed or maintained
within it. The business role provides the relevant work center and view authorizations, while the access-context-based
restriction rule evaluates the user’s assigned organizational and business relationships to determine the records available at
runtime. This is central to role-based data access in SAP Sales Cloud and enables consistent authorization control across
business objects and user populations.

For SAP guidance on configuring business roles and access restrictions, see the SAP Sales Cloud documentation and
SAP’s SAP Sales Cloud learning resources.

QUESTION NO: 4

What you can use to map the complex organizations structure of a large account in SAP Hybris Cloud for Customer?
A. Organizational Structure

B. Territory Hierarchy

C. Account Hierarchy

D. Product Hierarchy

ANSWER: C

Explanation:

Account Hierarchy is used to represent the complex organizational structure and relationships within a large customer
organization. It lets users model parent and subordinate accounts, such as a global corporate group, regional subsidiaries,
divisions, branches, and individual sites. This provides a consolidated business view while retaining separate account
records for the entities with which sales teams actually work.

In SAP Sales Cloud, an account hierarchy supports understanding ownership and affiliation across related customer
accounts. Users can navigate the hierarchy to identify the overall customer group, see how individual accounts relate to the
parent organization, and use that context in sales activities, account planning, and opportunity management. This is
especially valuable when commercial decisions involve both a headquarters account and multiple legally or operationally
distinct subsidiaries. The hierarchy is therefore an account-master-data relationship model rather than an internal company
structure or a product classification mechanism.

For SAP Sales Cloud product documentation and learning content, see the SAP Sales Cloud documentation and the SAP
Sales Cloud learning journeys.
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QUESTION NO: 5

Administration and configuration functionality is available in the HTML5 Ul. Determine whether this statement is true or false.
A. False

B. True

ANSWER: B

Explanation:

The statement is true. In SAP Sales Cloud (formerly SAP Cloud for Customer), the HTMLS5 user interface provides access to
both business-user functions and the administrative work areas used to maintain and configure the solution. Authorized
users can use the Administrator work center and related views to perform tenant administration activities, while key users
can access the Business Configuration work center and configuration tools. This browser-based Ul was designed to support
the core configuration and administration tasks needed to set up and operate a Sales Cloud tenant, subject to the user’s
assigned business roles and access restrictions. For example, configuration activities can include maintaining organizational
and business settings, adapting screens, managing users and business roles, and monitoring administrative settings.
Availability does not mean that every user automatically has these capabilities; the necessary permissions must be
assigned. SAP documentation for Sales Cloud describes administration and configuration as standard application areas and
identifies the roles and work centers through which authorized users access them. See the SAP Sales Cloud documentation
and SAP’s Sales Cloud learning resources for the applicable administration and configuration concepts.

QUESTION NO: 6

Which of the following data can be maintained in a product master record? (3 correct answers)
A. Product category

B. Unit of measure

C. Product description

D. Opportunity phase

E. Territory assignment

ANSWER: ABC

Explanation:

Product category, unit of measure, and product description are product-master attributes. The product category
classifies products for sales and analytical use. Units of measure define how a product is sold or handled, and product
descriptions provide the business-facing text displayed to users in sales processes.

An opportunity phase belongs to the opportunity sales process, and a territory assignment belongs to territory management.
Neither is maintained as product master data. See the SAP Cloud for Customer documentation for product and sales
master-data guidance.

QUESTION NO: 7

What benefits does SAP Hybris Cloud for Customer provide during the visit planning phase? (2 correct answers)
A. Map-based route planning is supported

B. Customer product lists are shown

C. A calendar view contacting visit details is integrated

D. Current service tickets with high priority are integrated
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ANSWER: AC

Explanation:

During visit planning, SAP Hybris Cloud for Customer (now SAP Sales Cloud) supports field-sales representatives in
organizing customer visits efficiently and preparing practical travel schedules. Map-based route planning is supported
because the visit-planning capabilities use geographic information to visualize planned appointments and help
representatives arrange visits in an efficient route. This gives the user a location-oriented perspective of the day or week and
helps reduce avoidable travel between customer locations.

A calendar view contacting visit details is integrated is also correct; the intended wording is “containing visit details.”
Visit planning is closely integrated with the calendar, enabling representatives to create, review, and manage visits alongside
their scheduled activities. The calendar-based view provides the time-oriented planning context, while the visit record holds
relevant appointment information needed to execute the planned customer interaction. Together, calendar scheduling and
map-based routing support both temporal and geographic planning of field activities. SAP documentation describes visits as
planned customer interactions managed through the solution’s visit and activity capabilities. See the SAP Sales Cloud
documentation and SAP’s SAP Sales Cloud product overview.

QUESTION NO: 8

Which business partner type is created in a Business-to-Customer scenario in SAP Hybris Cloud for Customer?
A. Partner

B. Contact person

C. Account

D. Individual customer

ANSWER: D

Explanation:

In a Business-to-Customer scenario, the customer is a private person rather than an organization. Therefore, SAP Hybris
Cloud for Customer creates an Individual customer business partner. This business-partner type holds person-specific
master data, such as the customer’s name, personal address, communication details, and relevant sales information. It
supports the customer lifecycle for direct consumer relationships, including activities, opportunities, quotes, and service
interactions, without requiring the organizational structure associated with a company customer. In SAP’s customer master-
data model, accounts represent organizations and are used primarily for business-to-business relationships, whereas
individual customers represent natural persons in business-to-consumer processes. The correct classification is important
because it determines the available data fields, relationship handling, and the way the customer is represented in sales and
service processes. SAP describes the distinction between accounts and individual customers in its Sales Cloud
documentation; see the SAP Sales Cloud account-management documentation. Additional product documentation and
learning resources are available from the SAP Cloud for Customer Help Portal.

QUESTION NO: 9

Which features can be used when designing a report in SAP Hybris Cloud for Customer? (2 correct answers)
A. Chart views

B. Table views

C. Communication arrangements

D. Territory alignment rules

ANSWER: AB
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Explanation:

Chart views and table views can be used when designing reports. A table view presents report data in rows and columns,
while a chart view provides a graphical representation of selected key figures and characteristics. Both views help users
analyze business information according to the reporting requirement.

Report design is based on the available data source, selected fields, key figures, and filters. Communication arrangements
and territory alignment rules are not report-layout features. See the SAP Cloud for Customer documentation for embedded
analytics and reporting guidance.

QUESTION NO: 10

Your customer is reorganizing their sales organization. All opportunities need to be updated with the new sales organization
units.

Which tool do you use to perform this mass update? (2 correct answers)
A. Jobs Mass Data Run Object (MDRO) Jobs

B. XML File Input

C. Data Migration Tool

D. Data Workbench

ANSWER: C D

Explanation:

Data Migration Tool and Data Workbench are appropriate tools for updating opportunity organizational-assignment data in
bulk during a sales-organization reorganization. The Data Migration Tool supports structured loading of business data using
predefined migration templates. It can be used to prepare a file containing the affected opportunities and their new
organizational-unit values, validate the data, and execute the migration run. This provides a controlled approach when
organizational changes affect a substantial population of records.

Data Workbench is also designed for high-volume data operations. Administrators can export the relevant opportunity
records, revise the organizational-unit fields in the downloaded data, and import the updated file back into SAP Sales Cloud.
Its import capabilities support mass maintenance without users having to open and change each opportunity individually. In
both cases, the existing opportunity identifiers are essential so the load updates the intended records and preserves the
business context of each opportunity.

For SAP guidance on migration and mass-data capabilities, see the SAP Sales Cloud documentation and the SAP Sales
Cloud learning resources.

QUESTION NO: 11

You integrated Microsoft Outlook with SAP Hybris Cloud for Customer. Which of the following activities can you perform after
the integration? (2 correct answers)

A. Synchronize and exchange appointments
B. Create and access contacts
C. Synchronize and exchange leads

D. Create opportunities

ANSWER: AB

Explanation:
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After Microsoft Outlook is integrated with SAP Hybris Cloud for Customer, groupware synchronization supports the exchange
of calendar and contact information between the two applications. Therefore, users can Synchronize and exchange
appointments, allowing appointment data maintained in Outlook and SAP Hybris Cloud for Customer to remain available
across the connected environments. This supports sales users who schedule customer meetings in Outlook while needing
those activities to be visible in the cloud solution.

Users can also Create and access contacts. Contact synchronization makes relevant business-contact data available to
users in Outlook and SAP Hybris Cloud for Customer, helping them work with customer information in their usual email and
calendaring client while retaining the data for cloud-based sales processes. The integration is designed to provide this
connected groupware experience, including synchronized appointments and contacts, rather than requiring users to
manually duplicate such information. SAP’s product documentation for SAP Cloud for Customer is available through the SAP
Help Portal. For background on Outlook’s calendar and people/contact capabilities, see Microsoft Outlook Support.

QUESTION NO: 12

Which of the following configuration options can you use to restrict Lead conversion actions?
A. Sources

B. Qualifications

C. Status

D. Reasons

ANSWER: B

Explanation:

Qualifications is the configuration option used to restrict lead conversion actions in SAP Sales Cloud. Lead qualifications
represent the business assessment of a lead’s readiness or suitability for further sales processing. During scoping and fine-
tuning, the administrator can define the qualification values that are relevant to the organization and control which
qualification states permit a user to convert a lead into a follow-up document, such as an opportunity, account, or contact.
This ensures that conversion is governed by the organization’s sales methodology rather than being available for every lead
immediately.

Using qualifications for this control supports consistent lead management: sales users first evaluate the lead according to
defined qualification criteria, and conversion becomes available only when the lead has reached an approved level of
maturity. It also helps preserve data quality by preventing premature creation of downstream sales objects for leads that
have not been sufficiently assessed. SAP Sales Cloud lead management includes qualification as part of the lead’s sales-
process information and conversion workflow. For SAP product documentation and learning resources on lead management
and configuration, see SAP Cloud for Customer Help Portal and SAP Learning: SAP Sales Cloud.
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