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Question: 1   

Inline editing updates the field when 

A. The field is saved/updated 

B. When the record is saved/updated 

C. When the return key is pressed 

D. None of the above 

Answer: A 

Explanation: 

The correct answer is A: The field is saved/updated. 

Inline editing in Salesforce allows users to directly modify fields on a record's detail page without having to switch to 
edit mode. This feature streamlines data entry and updates, enhancing user efficiency. A key characteristic of inline 
editing is that the changes are saved as soon as the user clicks out of the field or moves to another field. This 
behavior contrasts sharply with the traditional "edit" mode, where changes are only persisted upon explicitly saving 
the entire record. 

Therefore, option B, "When the record is saved/updated," is incorrect because inline editing bypasses the need for a 
separate record saving action. The update is performed on the specific field, rather than the entire record 
simultaneously. Similarly, option C, "When the return key is pressed," is usually not the trigger. While pressing Enter 
might sometimes trigger a save depending on configuration or browser behaviour, it's not the standard mechanism. 
The dominant save action is when focus leaves the field. Inline edits are specifically designed for immediate 
application and do not necessitate such explicit save signals like the Return key. 

Consequently, option D, "None of the above," is also inaccurate. Inline editing in Salesforce leverages the platform's 
architecture for quick updates, relying on immediate actions related to field focus. It directly saves the updated field as 
soon as the edit is complete in that field. The underlying technology allows for single-field saves without requiring a 
save operation for the whole record. 

In summary, the defining feature of inline editing is the instantaneous saving of field updates, making option A the only 
correct and representative response. This design promotes faster workflow and reduces the need for users to 
remember to save changes manually, leading to a more user-friendly experience. 

Further Reading: 

Salesforce Help: Inline Editing: https://help.salesforce.com/s/articleView?id=sf.inline_editing.htm&type=5 

Question: 2   

If a company opts to use Custom Fiscal Years, they cannot use the standard forecasting option. 

A. True 

B. False 

Answer: A 

Explanation: 

The statement is True because Salesforce's standard forecasting functionality is tightly coupled with the standard 
Gregorian calendar and fiscal year configurations. When a company chooses to implement Custom Fiscal Years, they 
are essentially defining their fiscal periods using a structure that deviates from the 
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standard Gregorian calendar (e.g., a 4-4-5 calendar or a fiscal year starting in a month other than January). The 
standard forecasting feature relies on the assumption that fiscal years align with the Gregorian calendar, enabling it to 
automatically calculate forecasts based on quarters, months, and other standard time periods. 

Custom Fiscal Years break this implicit assumption. The standard forecasting engine cannot correctly interpret or 

calculate forecasts when presented with custom fiscal periods since it cannot map its calculations to the non-standard 
configuration. Using Custom Fiscal Years changes the underlying structure upon which standard forecasting is built. 
Therefore, when implementing custom configurations, businesses will need to use either collaborative forecasting or 

build custom forecasting solutions using Apex, Visualforce, or Lightning components to align with the custom year 
structure. Standard reports and dashboards built around standard fiscal periods would also become inaccurate, 

necessitating modifications for reporting.https://help.salesforce.com/s/articleView? 

id=sf.forecasts3_setup_custom_fiscal_years.htm&type=5https://help.salesforce.com/s/articleView? 
id=sf.fiscal_years_about.htm&type=5 

Question: 3   

Which of the following are not standard objects? 

A. Opportunities 

B. Solutions 

C. Job Applicants 

D. Accounts 

E. Campaigns 

Answer: C 

Explanation: 

The correct answer is C. Job Applicants are not standard objects in Salesforce. Standard objects are pre-built database 
tables included in the Salesforce platform designed to store common business data. 

Opportunities, Accounts, and Campaigns are core components of Salesforce's sales functionality. 

Opportunities track potential deals, Accounts represent organizations or individuals, and Campaigns manage 
marketing efforts. Solutions are part of Salesforce's service cloud, used to address customer inquiries. These objects 
are integral to core sales and service processes and come ready-made. 

Job Applicants, however, typically represent a process specific to an organization's hiring procedures. While Salesforce 
provides functionality that can be used to track applicants, the standard installation does not include a "Job Applicants" 
object. To manage such data, organizations would typically use a custom object, which is a user-defined data structure 

created to meet specific business needs beyond the scope of standard objects. Custom objects allow organizations to 
store data that is unique to their business processes and are vital to extending Salesforce functionality. In this instance, 

a custom "Job Applicant" object and related fields would have to be configured. 

Here are a few authoritative links for further research: 

Salesforce Standard Objects:https://help.salesforce.com/s/articleView? 

id=sf.schema_reference.htm&type=5  
Salesforce Custom Objects:https://help.salesforce.com/s/articleView? 
id=sf.creating_a_custom_object.htm&type=5 
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Question: 4   

Which of the following are part of the Service Cloud offering? 

A. Opportunities 

B. Knowledge 

C. Entitlements 

D. Campaigns 

E. Quotes 

Answer: BC 

Explanation: 

The correct answer highlights features specifically tailored to customer service operations within 
Salesforce's Service Cloud. 

B. Knowledge: Salesforce Knowledge is a core component of Service Cloud. It's a comprehensive knowledge 
management system designed to store and organize articles, FAQs, and other helpful resources, enabling agents to 
quickly find solutions to customer issues, and allowing customers self-service via a customer portal. 

This significantly reduces resolution times and improves customer satisfaction, a central tenet of Service Cloud. 

C. Entitlements: Entitlements are critical for defining the level of support a customer is entitled to. They allow 
companies to define service level agreements (SLAs), track support usage, and manage customer service based on 
specific contracts or agreements. These entitlements directly relate to providing consistent and guaranteed service, a 
primary function of Service Cloud. 

Justification for excluding other options: 

A. Opportunities: Opportunities are primarily associated with the Sales Cloud, representing potential sales deals and 
tracking their progress. While service interactions might lead to opportunities (e.g., upselling during a support call), 
they are not inherently part of the core Service Cloud functionality. 

D. Campaigns: Campaigns are marketing tools used to engage with potential customers, manage marketing initiatives, 
and track their effectiveness. Campaigns are a Sales Cloud functionality. 

E. Quotes: Quotes are used to provide pricing information to potential customers and are closely tied to the sales 
process. While service operations might sometimes involve generating quotes for repairs or upgrades, it is a Sales cloud 
functionality. 

In essence, Service Cloud focuses on customer support, case management, and knowledge sharing. Options B and C 
directly contribute to efficient and effective service delivery, while options A, D, and E relate to sales or marketing 
functionalities. 

Authoritative Links: 

Salesforce Service Cloud:https://www.salesforce.com/solutions/service-cloud/overview/  
Salesforce Knowledge:https://help.salesforce.com/s/articleView?id=sf.knowledge_overview.htm&type=5 
Salesforce Entitlements:https://help.salesforce.com/s/articleView?id=sf.entitlements_about.htm&type=5 

Question: 5   

Locale settings control how users view date formats, time formats and number formats. 

A. True 
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B. False 

Answer: A 

Explanation: 

The statement is true. Locale settings in Salesforce directly govern how users perceive and interact with data formats, 
specifically date formats, time formats, and number formats. This customization is critical for tailoring the Salesforce 
experience to individual users' geographic locations and cultural preferences. 

Salesforce uses the locale settings to determine how these data points are displayed to the user, ensuring consistency 

with local conventions. For example, a user in the United States might see dates formatted as MM/DD/YYYY, while a 

user in Europe might see them as DD/MM/YYYY. Similarly, time formats can be configured for 12-hour or 24-hour 

clocks, and number formats can use commas or periods as decimal separators depending on the locale. This 

localization makes the platform more user-friendly and reduces the potential for misinterpretation of data. Salesforce 

Administrators are responsible for setting default locale settings for the organization and allowing users to 

personalize these settings within their profile, providing a balance between organizational standards and individual 

preferences. Properly configured locale settings enhance data accuracy and improve overall user satisfaction by 

presenting information in a format that is familiar and easily understood. This directly impacts data entry, reporting, 

and other critical business processes that rely on accurate and consistent data representation. 

https://help.salesforce.com/s/articleView?id=sf.admin_supported_locales.htm&type=5 

https://help.salesforce.com/s/articleView?id=sf.setting_your_language_locale_and_currency.htm&type=5 

Question: 6   

If the company locale is set to US English, all users will have a default locale of US English and this cannot be changed. 

A. True 

B. False 

Answer: B 

Explanation: 

Here's a detailed justification for why the statement "If the company locale is set to US English, all users will have a 
default locale of US English and this cannot be changed" is false: 

Salesforce utilizes a hierarchical structure to determine a user's locale settings. The organization-wide locale acts as a 
default setting. However, individual users can override this default. This flexibility is essential for global organizations 
with employees in different geographic locations who require their interface, date formats, number formats, and 
currency to reflect their local standards. 

The Salesforce platform empowers administrators and users with configurable locale settings. Administrators define 
the company's default locale, but individual user profiles can be customized. Within their personal settings, a user can 
select a locale that differs from the organization's default. This allows for personalized experiences regarding date and 
time formats, number separators, currency symbols, and other regional-specific settings. This localized experience 
significantly enhances user adoption and productivity. 

Denying users the ability to modify their locale would create inconsistencies in data entry and reporting, hindering 
the benefits of a unified CRM system. Consider a global company with subsidiaries in France and Japan. While the 
corporate office might use US English as its default, French and Japanese users need their own respective locales to 
accurately input and interpret data related to their regions. 
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The capability to override the organization-wide locale is a fundamental feature of Salesforce's  
internationalization and localization strategy. This enables efficient usage of Salesforce by diverse user groups 
distributed worldwide. Locale customization ensures the data is meaningful and consistent within a specific regional 
context, therefore supporting more accurate analysis and reporting. 

For further clarification, refer to the official Salesforce documentation on Locale Settings: 

Salesforce Help: Set Your Language, Locale, and Currency  
Trailhead: Internationalization 

Question: 7   

If your company's fiscal year follows the Gregorian calendar, you must use Custom Fiscal Years. 

A. True 

B. False 

Answer: B 

Explanation: 

The statement is false. Standard fiscal years in Salesforce are designed to align with the Gregorian calendar (January to 
December). Custom fiscal years are only necessary when a company's fiscal year doesn't conform to the Gregorian 
calendar. If a company's fiscal year starts on a date other than January 1st or has a custom period structure (e.g., 4-4-5 
calendar), then Custom Fiscal Years become essential. 

Standard fiscal years offer simplicity and ease of use, automatically calculating quarterly and yearly data based on 
the calendar year. Custom fiscal years, on the other hand, involve a more intricate setup, requiring you to define the 
start date and period structure manually. 

The reason for needing Custom Fiscal Years when the Gregorian calendar is not followed stems from the way Salesforce 
calculates and displays data related to time periods. Salesforce inherently expects a standard calendar year. If the fiscal 
year deviates, built-in reports, dashboards, and forecast calculations would be inaccurate if Custom Fiscal Years are not 
enabled and configured appropriately. So if your company is using the standard Gregorian calendar, the built-in 
standard fiscal year settings are sufficient and appropriate. 

For more in-depth information, refer to Salesforce's official documentation on fiscal years: 

Fiscal Year Settings: Salesforce Help 

Question: 8   

In order to enable multi-currency feature in Salesforce, you must 

A. Contact Salesforce.com 

B. Check the Enable Multi-currency checkbox in your Chatter profile 

C. Operate your business in at least two different countries 

D. You cannot enable this feature once you've implemented Salesforce. 

Answer: B 

Explanation: 

The correct answer is A. Contact Salesforce.com. 
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Here's why: 

Enabling the Multi-Currency feature in Salesforce is a significant organizational change impacting data storage, 
reporting, and calculations. It's not a simple checkbox setting available to every user or even a standard 
administrator. It requires explicit activation by Salesforce Support because of its potential to permanently alter 
the organization's setup. 

Multi-currency is a feature that lets you record amounts in different currencies. This is important for businesses that 
operate internationally and need to track revenue and expenses in various currencies. Enabling it requires Salesforce to 
update the organization's configuration behind the scenes. Once enabled, it cannot be disabled, hence the need for a 
formal request and acknowledgement of this irreversible change. 

This activation ensures the platform is correctly configured to handle the complexities associated with multiple 
currencies. This involves setting a corporate currency as the base and managing conversion rates. 

Options B, C, and D are incorrect. The Chatter profile has nothing to do with currency settings. Operating in multiple 
countries is the reason you might need multi-currency, but doesn't activate the feature. Lastly, it is possible to enable 
it after implementation, but only by contacting Salesforce. 

Therefore, the only method to activate the feature is to contact Salesforce Support directly who will assess the 
request and enable the feature on the backend. 

Authoritative Links: 

Salesforce Help - Enable Multiple Currencies: https://help.salesforce.com/s/articleView? 
id=sf.admin_enable_multiple_currencies.htm&type=5 

Question: 9   

Which feature effectively allows you to "lock" the converted amount on closed opportunities? 

A. Locale 

B. Company Profile 

C. Multi-currency 

D. Advanced Currency Management 

E. None of the above 

Answer: D 

Explanation: 

The correct answer is D. Advanced Currency Management, because this feature in Salesforce enables the ability to 

maintain historical exchange rates and lock the converted currency amount on closed Opportunities. Locking the 

converted amount is crucial because currency exchange rates fluctuate. Without this feature, the converted amount on a 

closed Opportunity could change if the exchange rate changes, skewing historical reports and financial data. Standard 

currency management only offers a single conversion rate for all time, which is not suitable for accurate historical 

reporting. Multi-currency, while essential for dealing with different currencies, doesn't inherently lock converted 

amounts. The Company Profile stores organizational information but is irrelevant to currency management. Locales 

determine formatting for dates, numbers, and currency display but don't affect the conversion rate itself. Advanced 

Currency Management lets  
administrators define dated exchange rates, ensuring the correct conversion rate is applied based on the Opportunity's 

close date, thus effectively locking the converted amount and preserving data integrity for reporting purposes. This 

feature mitigates the risk of data discrepancies caused by currency fluctuations after an Opportunity is closed. 

Activating Advanced Currency Management lets admins create and manage dated exchange rates. Dated exchange rates 

are a critical feature. When an Opportunity is closed, the 
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converted amount will reflect the exchange rate at that time, regardless of future fluctuations. Using the dated exchange 
rates provided through Advanced Currency Management guarantees that the converted currency fields within the 
Opportunity will remain consistent over time, crucial for financial reporting and analysis. This mechanism safeguards 
the accuracy and reliability of financial data, making Advanced Currency Management the proper choice. 

Authoritative Links: 

Salesforce Help: https://help.salesforce.com/s/articleView? 

id=sf.admin_enable_advanced_currency_management.htm&type=5  
Trailhead:  
https://trailhead.salesforce.com/content/learn/modules/business_administration_specialist/manage-data-security 
(While not directly ACM, this is the relevant certification module) 

Question: 10   

User interface settings are global settings and apply to all users of an org. 

A. True 

B. False 

Answer: A 

Explanation: 

The statement that user interface settings are global settings and apply to all users in a Salesforce org is true. 

Salesforce's user interface settings, configured in Setup under "User Interface," control aspects of the platform's 
presentation and behavior visible to users. These settings govern elements like the density of the interface (Compact or 
Comfortable), the display of related lists, inline editing, hover details, calendar settings, and the enablement of features 
like printable list views. They fundamentally define how users interact with Salesforce data and applications. 

While individual users can customize some elements of their own Salesforce experience (e.g., the theme, timezone, 
locale, and personal related list display), the core UI settings are administered at the organizational level and enforced 

for all users. This is to maintain a consistent user experience, simplify administration, and enforce organizational 
standards for data visibility and accessibility. Global UI settings ensure everyone sees the same foundational framework, 

simplifying training and support and ensuring compliance with data governance policies. Allowing complete user 
customization would lead to inconsistency, making collaboration difficult and hindering data integrity. 

The purpose of this global configuration is to ensure a uniform and predictable user experience across the 
organization, reducing confusion and streamlining training. While certain settings may appear to be customizable at 
the user level, many of the foundational aspects of the UI are governed by these global settings, affecting all users 
equally. This ensures that the organization's standards for data representation, interaction, and functionality are 
maintained. 

For example, if the "Enable Hover Details" option is disabled globally, no user, regardless of their profile or permissions, 
will see hover details when they mouse over links to records. Similarly, the "Enable Printable List Views" affects all list 
views organization-wide. This consistent experience facilitates knowledge sharing and minimizes discrepancies in how 
users interpret and interact with data. Furthermore, global settings provide a centralized location for administrators to 
manage and enforce UI standards.Therefore, the administrator controls the global settings of the user interface across 
the Salesforce instance. 
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Authoritative links: 

Salesforce Help: https://help.salesforce.com/s/articleView?id=sf.admin_user_interface.htm&type=5 

Question: 11   

Which of the following are true about List Views? 

A. Save list views for future use. 

B. Specify which groups of users have access to the list view. 

C. Print list views. 

D. Follow records and view related Chatter posts. 

E. Export List View data to Excel 

F. All of the above 

Answer: ABC 

Explanation: 

The provided answer, "ABC," is partially correct regarding List Views in Salesforce. Let's break down why and clarify the 
functionalities. 

A. Save list views for future use: This is absolutely true. One of the primary functions of list views is to save specific 

filter criteria and column arrangements so users can quickly access frequently needed subsets of records.B. Specify 

which groups of users have access to the list view: This is also correct. List views can be private (only accessible to 

the creator), shared with specific user groups, or public (available to all users). This access control ensures data 

visibility aligns with organizational roles and responsibilities.C. Print list views: Salesforce indeed provides the 

functionality to print list views. This can be useful for generating physical reports or sharing data in a hard copy 

format.D. Follow records and view related Chatter posts: This statement is generally incorrect within the context of 

list view functionality itself. While you can access records from a list view and then follow them on their individual 

record pages, the list view itself doesn't directly show Chatter feeds or facilitate following records. The following occurs 

at the record level, not the list view level.E. Export List View data to Excel: While not a direct function available in the 

standard list view settings within Salesforce Lightning, you can export data into Excel through various other methods 

such as using report feature and exporting reports, using data loader or third party AppExchange apps.F. All of the 

above: This is incorrect because option D is not part of native List View functionality. 

Therefore, ABC represents the correct aspects of List View functionality, especially when focusing on the core, 
standard features. The ability to save, share, and print are foundational to List View utility. The other statements 
are generally incorrect or require further clarification. 

For further reading on Salesforce List Views, refer to these links: 

Create and Customize List Views in Lightning Experience  
Customize List Views to Display the Data You Need 

Question: 12   

A _________ defines a collection of settings and permissions that determines what users can see in the user interface, 
and what they can do. 

A. Role 

B. Chatter feed 
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C. Profile 

D. Company Profile 

Answer: C 

Explanation: 

The correct answer is C, Profile. A Profile in Salesforce directly dictates a user's access to objects, fields, and data, along 
with what actions they can perform within the Salesforce org. It acts as a blueprint, defining the permissions and 
settings a user will have. 

Roles, on the other hand, primarily control data visibility based on a hierarchy. While roles can influence data access, 
their primary function is to define the level of visibility users have into the data owned by users below them in the role 
hierarchy. They do not govern UI elements or feature access as directly as profiles do. 

Chatter feeds are related to collaboration and communication within Salesforce, not user permissions or interface 
control. They enable users to communicate, share files, and track updates related to records. 

Company Profile contains details about the organization itself (name, address, contact details, fiscal year), not individual 
user permissions or UI elements. It describes the organization's overall settings. 

Profiles are fundamental for managing user security in Salesforce. They can be customized or cloned to create tailored 
permission sets for different user groups. Standard profiles offer basic permission sets (e.g., Standard User, System 
Administrator), while custom profiles are built to meet specific business requirements. 

Profiles control object permissions (Create, Read, Update, Delete), field-level security, app settings, tab settings, and 
page layouts available to users. By using Profiles, Administrators can ensure each user has the correct permissions for 
their job function while also restricting access to sensitive data. They are the primary tool for ensuring the principle of 
least privilege. 

For further research, refer to Salesforce's official documentation on 
Profiles:https://help.salesforce.com/s/articleView? 

id=sf.security_profile_overview.htm&type=5https://trailhead.salesforce.com/content/learn/modules/identity_acces 

Question: 13   

Which of the following is not a standard Profile? 

A. System Administrator 

B. Read only 

C. Marketing Director 

D. Partner Portal User 

E. Standard Administrator 

Answer: BCE 

Explanation: 

The question asks which of the options are not standard Salesforce Profiles. Standard Profiles are pre-built profiles 
provided by Salesforce, intended to cater to common user roles and are readily available in every Salesforce org. These 
profiles serve as a base configuration and can be customized (with some limitations) or cloned to create more 
specialized profiles. 

Option B, "Read Only," is a standard profile. It grants users the ability to view data but restricts them from creating, 
editing, or deleting records. This is a fundamental profile used when information access is needed 
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without the risk of data modification. 

Option C, "Marketing Director," is not a standard profile. While Salesforce offers marketing-related features, there isn't a 
pre-defined 'Marketing Director' profile. Instead, you would typically customize a standard profile or create a custom 
profile with the appropriate object permissions, field-level security, and app visibility for someone in that role. This 
highlights Salesforce's customizability to align with specific business needs. 

Option D, "Partner Portal User," is not a standard profile. Salesforce provides Partner Communities (now Experience 
Cloud), but specific 'Partner Portal User' profiles are generally configured based on individual partner needs. 
Standard external profiles exist such as Customer Community User and Partner Community User, however "Partner 
Portal User" as a profile is misleading and usually not the name used. Creating and tailoring profiles is important for 
access control in a Partner community. 

Option E, "Standard Administrator," is not a standard profile. Although there is "Standard User", there is only "System 
Administrator". 

Option A, "System Administrator" is a standard profile with full access, but wasn't the answer. 

Therefore, the answer correctly identifies B, C, D and E as the profiles that are not always standard profiles provided by 
Salesforce. They typically require custom configuration or creation based on particular org needs. 

Standard profiles include: System Administrator, Standard User, Solution Manager, Marketing User, Read Only. 

For further research, refer to the Salesforce documentation on Standard Profiles: 

Salesforce Help: Standard Profiles 

Question: 14   

A user with a Chatter Free User profile has access to records in Salesforce such as Accounts and Contacts. 

A. True 

B. False 

Answer: B 

Explanation: 

The statement is false because Chatter Free users have very limited access within Salesforce. The core functionality of 
a Chatter Free license is to enable users to participate in Chatter feeds, groups, and profiles, but without direct access 
to standard Salesforce objects like Accounts, Contacts, Leads, Opportunities, or Cases. They are intended for users who 
need to collaborate and communicate within the Salesforce ecosystem, often with internal employees or external 
collaborators, but don't require full-fledged CRM capabilities. 

Chatter Free users primarily exist to contribute to collaboration and communication around Salesforce records that 
other licensed users do own. They can see information shared with them in Chatter groups or on records they are 
mentioned in, but they cannot directly navigate to and interact with Account or Contact records, for example. 

The purpose of the Chatter Free license is to extend the collaborative power of Salesforce to individuals who don't 
need full CRM access, such as employees who primarily use other systems or external partners who need to stay 
informed but don't manage sales processes. They can be invited to Chatter groups, allowing them to receive updates 
and engage in discussions, thereby increasing transparency and coordination. 

Therefore, a user with a Chatter Free User profile fundamentally lacks the permissions required to access and 
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interact with Salesforce records such as Accounts and Contacts beyond the scope of specifically shared Chatter 
information. This separation of access is crucial for maintaining data security and controlling license costs within an 
organization. 

Further information can be found in the official Salesforce documentation: 

Salesforce Help: Chatter Free  
Salesforce Help: Understanding Salesforce Licenses 

Question: 15   

Standard profile permissions cannot be edited. 

A. True 

B. False 

Answer: A 

Explanation: 

The statement that standard profile permissions cannot be edited in Salesforce is indeed true. Standard profiles in 
Salesforce, such as "Standard User," "System Administrator," "Read Only," and "Solution Manager," come pre-
configured with a specific set of permissions and access levels. These profiles are provided by Salesforce as a starting 
point for managing user access, but their permissions are intentionally locked down to maintain platform security 
and consistency across different Salesforce orgs. 

This immutability is a design choice rooted in best practices for identity and access management (IAM) and cloud 
security. Allowing modification of standard profiles could inadvertently lead to security vulnerabilities, compliance 
issues, or data breaches. Think of standard profiles as templates that guarantee a minimum baseline level of access for 
users assigned to them, ensuring that critical system functionalities are always protected. 

Instead of directly modifying standard profiles, Salesforce recommends a more flexible and controllable approach: 
cloning standard profiles or creating custom profiles. Cloning a standard profile creates a copy that can then be freely 
customized to meet specific business requirements without affecting the original. Custom profiles, built from scratch, 
offer even greater granularity in defining user permissions. 

This approach aligns with the principle of least privilege, which dictates that users should only have access to the 
resources they need to perform their job duties. By customizing profiles, administrators can carefully tailor access 
rights, enhancing security and reducing the risk of unauthorized data access or modification. 

Using permission sets offers an additional layer of flexibility, allowing administrators to grant specific permissions to 
individual users or groups of users on top of their assigned profile. This additive nature of permission sets makes it ideal 
for granting temporary or role-specific access without altering the core profile definitions. 

Furthermore, Salesforce utilizes metadata-driven development and deployment. Standard profiles are part of the core 
Salesforce metadata and are managed directly by Salesforce during platform updates. Allowing customers to modify 
these could lead to conflicts during updates and potentially destabilize the Salesforce org. Hence, the inability to edit 
standard profiles is a core architectural element of the Salesforce platform and contributes to its overall stability, 
security, and maintainability. 

For further information and documentation, refer to the following Salesforce resources: 

Profiles Overview:https://help.salesforce.com/s/articleView?id=sf.users_profiles_overview.htm&type=5 
Permission Sets:https://help.salesforce.com/s/articleView?id=sf.perm_sets_overview.htm&type=5 
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Profile Permissions and Settings Reference:https://help.salesforce.com/s/articleView? 
id=sf.permissions_profiles_overview.htm&type=5 

Question: 16   

System administrators can modify tab settings for custom profiles (Default On, Default Off and Hidden). 

A. True 

B. False 

Answer: A 

Explanation: 

The statement is true. Salesforce's profile settings grant extensive control over user interface elements, and tab 
visibility is a key aspect of this control. System administrators, holding the "Customize Application" permission 
(inherent in the System Administrator profile), can customize the user experience by determining which tabs are 
visible and how they appear for each profile. 

Profiles are blueprints that define what users can see and do within the Salesforce org. Tab settings, accessible within 
the profile setup, dictate the initial state of a tab: either "Default On" (the tab is visible by default), "Default Off" (the 
tab is available but not initially visible; users can add it through customization), or "Hidden" (the tab is completely 
unavailable to users of that profile). 

The ability to hide or default-off tabs simplifies the user interface, presenting only the relevant tools to each user 
group, enhancing productivity and minimizing confusion. This customization aligns with the cloud computing 
principle of providing tailored, on-demand services to users based on their roles and  
responsibilities. By controlling tab visibility, administrators improve user experience and data security. 

Therefore, system administrators possess the authority to modify tab settings (Default On, Default Off, and Hidden) 
for custom profiles to align with specific business needs and user roles. This capability ensures efficient workflow 
management and a streamlined user interface. 

For further research, refer to the official Salesforce documentation: 

Profiles Overview:https://help.salesforce.com/s/articleView?id=sf.users_profiles_overview.htm&type=5 Set Tab 
Visibility in Profiles:https://help.salesforce.com/s/articleView? 

id=sf.profile_tab_settings.htm&type=5 

Question: 17   

If a user leaves your company, the system administrator should do the following to prevent future access to the 
Salesforce org. 

A. Delete their user record 

B. De-activate their user record 

C. Delete any accounts or contacts owned by that user 

D. None of the above 

Answer: B 

Explanation: 

The correct answer is to deactivate the user record when an employee leaves a company. Let's break down 
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why the other options are incorrect and why deactivation is the best practice: 

Deleting the user record (Option A): Deleting a user record in Salesforce is generally discouraged and may even be 
impossible due to data dependencies. Deleted user records can cause data integrity issues as their ownership of 
records (accounts, opportunities, etc.) is lost, leading to reporting inaccuracies and potential orphaned data. It also 
hinders audit trails, as historical activities and ownership become untraceable. 

Deleting any accounts or contacts owned by that user (Option C): Deleting accounts or contacts is definitely not the 
right approach! These records likely represent valuable customer or prospect information and should be retained. 
Transferring ownership of these records to another active user is the appropriate action. 

Deactivating the user record (Option B): Deactivation is the ideal method. It prevents the user from logging into 
the Salesforce organization while preserving their data and historical contributions. The user's record remains in the 
system, retaining ownership of all associated records. This maintains data integrity and supports auditing. 

Deactivation effectively revokes the user's access without compromising the data they created or modified. Further, 
their ownership of records can be reassigned to another active user. It also maintains the historical context of the 
user's activities within Salesforce, allowing for a complete audit trail. Essentially, it's a best practice for maintaining 
data integrity, security, and compliance within the Salesforce environment. 

For additional information refer to the following Salesforce Help resources: 

Deactivate or Freeze User Accounts  
User Management Best Practices 

Question: 18   

An active user record consumes a license. 

A. True 

B. False 

Answer: A 

Explanation: 

The answer is indeed True. An active user record in Salesforce directly consumes a license. Salesforce operates on a 
subscription-based model, meaning organizations pay for a certain number of user licenses. These licenses grant 
individuals access to the platform's features, data, and functionalities. When a new user record is created and activated 
within the Salesforce environment, it signifies that a real person is going to be utilizing the platform. 

This activation ties the user record to one of the available Salesforce licenses purchased by the organization. 

If all licenses are consumed and a new user is made active, Salesforce might restrict access or prompt the organization 

to purchase additional licenses to accommodate the growing user base. Therefore, the number of active user records 

needs to be meticulously managed and aligned with the quantity of licenses available within the Salesforce org. An 

inactive or frozen user record, on the other hand, typically releases its associated license, making it available for 

assignment to another user if needed. This license management is a crucial aspect of Salesforce administration, ensuring 

cost-effectiveness and compliance with the licensing agreement. The cloud computing concept of "pay-as-you-go" is 

directly relevant here, as organizations only pay for the user licenses that are actively being utilized. Without a sufficient 

number of licenses,  
functionalities could be restricted for those users, leading to reduced productivity. 

For more in-depth information, please refer to the official Salesforce documentation: 
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Salesforce Licenses Overview: https://help.salesforce.com/s/articleView? 

id=sf.users_understanding_licenses.htm&type=5  
Managing User Licenses: https://help.salesforce.com/s/articleView? 

id=sf.users_license_management.htm&type=5 

Question: 19   

A system administrator can opt to lock users out of the Salesforce org if they exceed a certain number of failed login 
attempts. 

A. True 

B. False 

Answer: A 

Explanation: 

The answer is True because Salesforce provides a security mechanism to automatically lock user accounts after a 
specified number of unsuccessful login attempts within a defined time period. This feature, part of Salesforce's 
security controls, is designed to prevent brute-force attacks where malicious actors attempt to guess user passwords. 
By locking accounts, Salesforce limits the attackers' ability to compromise user credentials and gain unauthorized 
access to sensitive data within the organization. 

Administrators can configure the number of failed login attempts allowed before lockout and the duration for which the 
account remains locked. This configuration is done in Setup under Security Controls > Password Policies. Setting these 
parameters allows administrators to strike a balance between security and user convenience. An overly aggressive 
policy (e.g., locking after 2 failed attempts) can annoy users who occasionally mistype their passwords, while a lenient 
policy might make the organization vulnerable to attack. 

When a user account is locked, the user will typically receive an email notification explaining the situation and 
providing instructions on how to unlock their account (often requiring administrative intervention). The administrator 
can manually unlock the account or the user may be able to reset their password through a self-service option, 
depending on the organization's configuration. 

The ability to lock user accounts is a fundamental security practice aligned with cloud security best practices. 

It protects the organization's data and ensures that only authorized individuals can access sensitive information. This 
proactive measure significantly strengthens the overall security posture of the Salesforce environment. Failing to 

implement such controls can leave the organization vulnerable to a variety of security threats.Furthermore, this lockout 
mechanism complies with security standards and regulations that mandate measures to prevent unauthorized access to 
systems and data. Salesforce provides administrators with the necessary tools and configuration options to implement 

and manage these critical security features effectively. 

For more information, refer to Salesforce's documentation on password policies and security controls: 

Salesforce Help: https://help.salesforce.com/s/articleView?id=sf.security_password_policies.htm&type=5 
Salesforce Security Guide: Check the latest Salesforce Security Guide for comprehensive security best practices. 

Question: 20   

Where can a system administrator go if they are trying to determine why a user cannot log in to Salesforce? (Choose 
all that apply.) 
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A. The Login History related list on the user's record 

B. The user's profile 

C. Manage Users | Login History 

D. Call salesforce.com Support 

Answer: AC 

Explanation: 

Here's a detailed justification for why options A and C are correct, and why B and D are incorrect, when 
troubleshooting user login issues in Salesforce, along with links to Salesforce documentation: 

Justification: 

A. The Login History related list on the user's record: This is correct because it directly displays the login 
attempts associated with a specific user. Each entry includes the date, time, IP address, status (success or failure), 
and the application used. This level of detail helps pinpoint the cause of the login failure, such as incorrect 
credentials, IP restrictions, or the use of an outdated browser. A successful login also provides confirmation that the 
user account itself is active and enabled. 

C. Manage Users | Login History: This is correct because it provides a system-wide view of login attempts for all users. 

You can filter by username, date range, or status to quickly identify patterns or common issues affecting multiple users. 

It is crucial for analyzing login errors, identifying potential security threats (e.g., brute-force attacks), and gaining 

insights into user access patterns. Admins can filter on error codes to find common reasons why logins are failing, such 

as INVALID_LOGIN or IP_RESTRICTION_ACTIVE. 

B. The user's profile: This is incorrect. While the user's profile contains important settings like assigned permission 
sets, the actual login history isn't directly stored or displayed there. The profile determines what a user can do once 
logged in, but not why they can't log in. The profile configuration can restrict the user to certain IP ranges, but there's no 
log of attempts here. 

D. Call salesforce.com Support: This is incorrect as the initial troubleshooting steps for login issues should always 
involve checking the Login History. Contacting Salesforce support should only be considered if the issue cannot be 
resolved through standard administrative troubleshooting, indicating a more complex problem requiring their 
assistance. Self-diagnosing issues via the Login History reduces reliance on support channels, expediting resolution. 

Cloud Computing Concepts: 

Auditing and Logging: Login History is a vital component of Salesforce's auditing capabilities. It logs all login attempts, 
whether successful or failed, enabling administrators to monitor user access and identify potential security breaches. 
Cloud platforms rely on comprehensive logging for security and compliance. 

Identity and Access Management (IAM): Understanding why a user cannot log in involves IAM principles. 

Checking Login History is part of troubleshooting access control issues and ensuring that only authorized users can 
access the system. 

Security Monitoring: Analyzing Login History provides crucial security monitoring. It assists in spotting suspicious 
login patterns, like multiple failed attempts from different locations, which might indicate account compromise. 

Authoritative Links: 

Monitor Login History:https://help.salesforce.com/s/articleView?id=sf.security_login_history.htm&type=5 Login 
Forensics:  
https://trailhead.salesforce.com/content/learn/modules/identity_login/identity_login_security_checks 
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Question: 21   

What should a system administrator use to disable an application for a group of users? 

A.Sharing Rules 

B.Web tabs 

C.Page layouts 

D.Profiles 

E.Roles 

Answer: D 

Explanation: 

The correct answer is D. Profiles. 

Profiles in Salesforce are fundamental in controlling what users can do within the system. This includes determining 
which apps are visible and accessible to them. By modifying a profile, a system administrator can specifically disable an 
application for all users assigned to that profile. 

Sharing Rules primarily control data visibility, determining which records users can see, regardless of the app they're 
using. Web tabs are simply links to external websites within Salesforce; they don't control application access. Page 
layouts govern the arrangement of fields and sections on a record page, and don't affect app visibility. Roles dictate a 
user's position in the role hierarchy, primarily for data access and reporting, not application access. 

Therefore, to disable an application for a group of users, the system administrator should modify the specific profile 
assigned to that group. This is the most direct and effective way to manage application access at the user level within 
Salesforce's permission model. Profiles offer granular control over various user permissions, including object access, 
field-level security, and, importantly, application visibility. This control is essential for maintaining a secure and well-
organized Salesforce environment, ensuring that users only have access to the tools necessary for their roles. 

For more detailed information, refer to the official Salesforce documentation on Profiles and Permission Sets: 

Profiles  
Permission Sets (Though the question asks about disabling an application for a group of users, permission sets are 
useful for enabling access for specific users). 

Question: 22   

To prevent a user from logging into the Salesforce org outside normal business hours, the System Administrator would do 
this in: 

A.The user record 

B.The user's profile record 

C.Network settings 

D.The role hierarchy 

E.None of the above 

Answer: B 

Explanation: 
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The correct answer is B: The user's profile record. 

Here's a detailed justification: 

Salesforce allows administrators to control user access based on time through login hours restrictions, a key aspect of 
security and compliance in cloud computing environments. These restrictions define the permitted times a user can 
log into the Salesforce org. This setting is configured within the user's profile. Profiles, in Salesforce, are collections of 
settings and permissions that define what users can do in the system. They control object access, field-level security, 
app visibility, and crucially, login access policies. 

Option A (User record) is incorrect because user records primarily hold individual user details like name, email, and 
license type but don't house security settings such as login hours. Option C (Network settings) is used to restrict access 
based on IP address ranges, not time of day. Option D (Role hierarchy) governs data visibility and sharing, not login 
restrictions. Option E (None of the above) is also incorrect because login hour restrictions are definitively managed 
within a profile. 

By configuring login hours within a user's profile, administrators ensure that users can only access Salesforce during 
specified times, safeguarding sensitive data during off-hours and mitigating potential security risks. This adheres to 
security best practices in cloud environments. The profile controls a group of permissions and settings, enforcing a 
standard level of access control. For example, you can allow only specific profiles to access the sales database outside 
regular business hours. 

To learn more about Salesforce profiles and login hour restrictions, refer to these official Salesforce resources: 

Profiles:https://help.salesforce.com/s/articleView?id=sf.users_profiles_overview.htm&type=5  
Set Login Hours:https://help.salesforce.com/s/articleView?id=sf.security_profile_login_hours.htm&type=5 

Question: 23   

If a user tries to login outside the IP range specified in their profile, the result will be. 

A.They will be logged in as normal 

B.They will have to reset their password 

C.They will be prompted to activate their computer 

D.They will be denied access 

E.None of the above 

Answer: D 

Explanation: 

The correct answer is D: They will be denied access. Here's why: 

Salesforce uses profile-based IP address restrictions as a security measure to control user access. When an 
administrator defines an IP address range within a user's profile, it specifies the permissible locations from which that 
user can log in. This is crucial in protecting sensitive data and preventing unauthorized access. 

If a user attempts to log in from an IP address that falls outside the defined range in their profile, Salesforce recognizes 
this as a potential security risk. To mitigate this risk, Salesforce will deny the user access to the system. This is a key 
element of Salesforce's security architecture, focusing on preventing unauthorized access based on location. 

While options like password resets or computer activations could be part of broader security policies or org-wide 
settings, they are not directly triggered by profile-based IP restrictions. Instead, if login IP ranges are 
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set, denial of access is the immediate outcome. In some cases, Salesforce may also send an email notification alerting the 
user (and possibly an administrator) about the blocked login attempt, especially if the "Enforce login IP ranges on every 
request" setting is enabled in the session settings. 

Furthermore, organization-wide Trusted IP Ranges can also be configured which allow logins from those ranges 
irrespective of profile settings, but if an IP address falls outside of both the profile restrictions and the trusted ranges, 
the user will be denied access. 

This mechanism ensures that even if a user's credentials are compromised, the attacker's ability to access 
Salesforce is limited if they are not logging in from a recognized and approved location. This aligns with security 
best practices for cloud environments, where identity and access management are paramount. 

Reference links for more information: 

Set Login IP Ranges on User Profiles in Salesforce Classic: https://help.salesforce.com/s/articleView? 

id=sf.security_profile_ip_ranges.htm&type=5  
Restrict Login IP Addresses:  
https://trailhead.salesforce.com/content/learn/modules/identity_mgmt_single_sign_on/identity_mgmt_single_sign 

Question: 24   

When a user logs in the first time to Salesforce, the following takes place (check all that apply) 

A.A cookie is placed in the their browser 

B.Pop ups are automatically disabled 

C.Their IP address is added to a trusted list 

D.They are prompted to answer a security question 

Answer: AD 

Explanation: 

The correct answer is A and D because these are fundamental aspects of Salesforce's login process and security 
protocols. 

A. A cookie is placed in the user's browser upon initial login. This cookie serves as an identifier for the user's session. It 
allows Salesforce to recognize the user during subsequent requests within the same session without requiring them to 
re-authenticate constantly. This is standard web application practice for managing user sessions and maintaining a 
seamless user experience. Cookies are used for tracking user preferences, session management, and storing 
authentication tokens. Cloud services, including Salesforce, rely on cookies for efficiently handling user interactions and 
preserving session state. 

D. Upon the initial login, the user is prompted to answer a security question. This is a part of Salesforce's multi-factor 

authentication (MFA) process, or at least a precursor to more robust MFA implementations, which strengthen security. 
The security question serves as an additional layer of verification in case the user forgets their password or if there's 
suspicion of unauthorized access. By confirming their identity through the security question, users demonstrate their 

knowledge of something only they should know, making it more difficult for malicious actors to gain access to the 
account. While Salesforce emphasizes MFA through other methods, this initial security question is a common part of 

initial setup. 

B is incorrect because Salesforce doesn't automatically disable pop-ups. Pop-up settings are generally managed 
by the user's browser and are independent of Salesforce's functionality. 

C is incorrect because Salesforce does not automatically add a user's IP address to a trusted list on their initial login. 
While administrators can configure trusted IP ranges to restrict access to the organization, this is 
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a manual configuration, and it does not automatically occur for every new user. IP restrictions serve to heighten 
security by limiting access to users connecting from pre-approved network locations. 

Further resources on Salesforce security and login processes can be found at the following links: 

Salesforce Security Guide: https://help.salesforce.com/s/articleView?id=sf.security_guide.htm&type=5 
Salesforce Multi-Factor Authentication FAQ:  
https://www.salesforce.com/content/dam/web/en_us/www/documents/datasheets/mfa-faq.pdf 

Question: 25   

The system administrator needs to prevent telesales teams from logging into Salesforce outside of the office. How will 
he/she do this? 

A.There is not way to do this 

B.Setup | Security Controls | Network Access and specify the team's range of IP addresses 

C.Add the range of IP addresses to the team's profile(s) 

D.Contact salesforce.com as this feature must be enabled 

Answer: C 

Explanation: 

The correct answer is C: Add the range of IP addresses to the team's profile(s). 

Here's why: Salesforce provides security measures to restrict user access based on IP address ranges. This feature helps 

prevent unauthorized logins from outside trusted networks, enhancing data security. Profiles in Salesforce define what 

users can do within the system, including allowed login IP ranges. By adding the office's IP address range to the telesales 

team's profile(s), only logins originating from those specific IP addresses will be permitted. Any login attempt from an 

IP address outside this range will be blocked. Option B, while on the right track, is less targeted. Network Access settings 

restrict login access at an org-wide level, impacting all users. While potentially usable, modifying profile settings is a 

more granular and appropriate solution for restricting access for a specific group. Option A is incorrect as Salesforce 

does provide IP restriction capabilities. Option D is also incorrect as this is a standard configuration setting available to 

admins. Configuring IP restrictions on profiles ensures the security of Salesforce data and user access based on location. 

It is a critical aspect of securing a Salesforce instance. 

Reference: 

Set Trusted IP Ranges for Your Organization (While this article is about org-wide settings, it demonstrates the 
functionality of IP restriction in Salesforce generally)  
Control Login IP Ranges on User Profiles 

Question: 26   

Permission sets can replace the need for profiles. 

A.True 

B.False 

Answer: B 

Explanation: 
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The statement that permission sets can replace the need for profiles is false. Profiles are fundamental in Salesforce 
because they define the baseline access a user has to objects, fields, tabs, and apps. Profiles are required for every 
user; you cannot create a user without assigning them a profile. They act as the foundation of a user's permissions. 

Permission sets, on the other hand, provide additional permissions and access rights that can be granted to users 
beyond what their profile allows. They're used to extend functionality and access without having to create multiple 
profiles for users with slightly different needs. Think of profiles as setting the broad strokes of access, while 
permission sets fine-tune and customize individual user experiences. 

For example, a sales representative profile might grant access to read and edit accounts and opportunities. A sales 
representative who also needs to manage campaigns could be given a "Campaign Manager" permission set. This 
layering approach enables more granular access control and streamlines administrative overhead. You could 
theoretically create a profile with limited access and use many permission sets to grant access, but this isn't best 
practice and isn't replacing the need for a profile. You still need the profile to create the user. 

Essentially, profiles and permission sets work in tandem, with profiles providing the foundational permissions and 
permission sets providing supplemental permissions. Removing profiles would fundamentally break Salesforce's 
security model. A well-designed Salesforce implementation uses both profiles and permission sets strategically to 
manage user access and ensure data security. 

Further information can be found in the Salesforce Help documentation: 

Profiles:https://help.salesforce.com/s/articleView?id=sf.users_profiles_overview.htm&type=5 Permission 
Sets:https://help.salesforce.com/s/articleView?id=sf.perm_sets_overview.htm&type=5 

Question: 27   

Only 1 permission set can be assigned to a user. 

A.True 

B.False 

Answer: B 

Explanation: 

The statement that only one permission set can be assigned to a user in Salesforce is false. Salesforce provides the 
flexibility to assign multiple permission sets to a single user. This is a core concept in Salesforce administration, 
allowing for granular control over user access and permissions. 

Permission sets are collections of settings and permissions that grant users access to specific objects, fields, 
applications, and tasks. They extend a user's profile permissions without modifying the profile itself. Profiles primarily 
define the baseline access for a group of users based on their job function (e.g., Sales User, Marketing User). Permission 
sets then act as add-ons, granting additional privileges beyond the profile. 

The ability to assign multiple permission sets to a user addresses complex access requirements. A user might need 
access to different objects or functionalities based on different projects, roles, or time periods. Instead of creating 
numerous profiles for various combinations, administrators can leverage permission sets to fine-tune access control. 
This promotes efficient management and reduces the complexity of profile maintenance. By using multiple permission 
sets, organizations can grant "just enough" access, which enhances security and minimizes potential risks associated 
with over-provisioning permissions. 

Salesforce documentation explicitly supports the use of multiple permission sets per user. Furthermore, tools like 
Permission Set Groups allow for logically grouping permission sets based on similar functions or 
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responsibilities, making the assignment and management even more efficient. 

In summary, Salesforce's design embraces the assignment of multiple permission sets to users, thereby 
enhancing security, streamlining administration, and providing more targeted access control. 

Here are some authoritative links for further research: 

Salesforce Help: https://help.salesforce.com/s/articleView?id=sf.perm_sets_overview.htm&type=5 
Trailhead: https://trailhead.salesforce.com/content/learn/modules/identity_access_management 

Question: 28   

Used to set the default levels of access for users to records they do not own. 

A.Organization Wide Defaults 

B.Roles Hierarchy 

C.Profiles 

D.Sharing Rules 

E.Manual Sharing 

Answer: A 

Explanation: 

The correct answer is A. Organization Wide Defaults (OWD) because they serve as the baseline for data access 
within Salesforce. OWDs dictate the default visibility and access levels for records that users don't own. They 
provide a foundational security setting for the entire Salesforce organization. 

Here's a breakdown of why the other options are less suitable: 

B. Roles Hierarchy: While roles influence record access, they grant additional access above the OWD settings, not 
set the defaults themselves. Roles provide a hierarchical structure where users higher in the hierarchy inherit 
access to records owned by users below them, provided the OWD allows it. 

C. Profiles: Profiles control object permissions (what users can do with records, like create, read, edit, or delete), field-
level security (what fields users can see and edit), and other user-level settings, but they don't govern the default 
access to records users don't own. 

D. Sharing Rules: Sharing rules are used to grant exceptions to the OWD settings. They provide access to records to 
specific groups of users based on criteria, but only after the OWD is in place. They are not the initial or baseline access 
level. 

E. Manual Sharing: Manual sharing allows individual record owners to grant access to their records to specific users. 
It's a granular, user-initiated action and not a default organizational setting. 

In summary, OWDs are essential for establishing a foundation of record-level security. They act as the gatekeepers, 
defining how accessible records are by default. Subsequent access mechanisms (roles, sharing rules, and manual 
sharing) build upon this foundation to provide additional, more nuanced access. 
Salesforce's security model relies on this layered approach, with OWDs being the crucial first layer. 

For further research, consult these official Salesforce resources: 

Salesforce Help: Control Access to Records:https://help.salesforce.com/s/articleView? 

id=sf.security_sharing.htm&type=5  
Trailhead: Data Security:https://trailhead.salesforce.com/content/learn/modules/data_security 
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Question: 29   

If a user has public read-only access to records [that he/she does not own], the following are true. 

A.The user can view the record but not edit it 

B.The user can view and delete the record, but not edit it 

C.The user can change the owner of the record 

D.The user can search for the record 

E.The user can report on the record 

Answer: ADE 

Explanation: 

Here's a detailed justification for why options A, D, and E are correct when a user has public read-only access to 
records they don't own in Salesforce: 

A. The user can view the record but not edit it: This is the core principle of read-only access. Read-only explicitly 
grants the permission to view the data within a record but restricts any modifications. Salesforce's security model 
distinguishes between viewing and modifying data, with read-only being a fundamental permission level. 

D. The user can search for the record: Read-only access inherently allows users to search for records they have 
permission to view. The ability to find records is crucial for users to perform their job functions, even if they cannot 
modify the data. Salesforce's global search and list views honor object-level and record-level security, ensuring that 
users only see records they have access to. 

E. The user can report on the record: Reporting aggregates data to provide insights. If a user has read access to a 
record, they can include the data from that record in reports. Data aggregation for reporting purposes doesn't require 
edit permissions; it only necessitates the ability to read the data fields. Salesforce reports are designed to respect data 
visibility settings. 

Why B and C are incorrect: 

B. The user can view and delete the record, but not edit it: Delete access is a distinct permission. Read-only 
access never includes the ability to delete a record. Delete permission is a separate control within Salesforce's profile 
and permission set framework. 

C. The user can change the owner of the record: Changing record ownership requires edit access and the "Transfer 
Record" permission. Read-only access does not grant the user the authority to reassign the record to another user. The 
ability to change ownership is tightly controlled for data governance purposes. 

In summary, public read-only access grants visibility and the ability to utilize the data for search and reporting but 
strictly prohibits any modifications to the record. The ability to delete records or change record ownership necessitates 
elevated permissions beyond read-only. 

Authoritative Links for Further Research: 

Salesforce Help - Record Access:https://help.salesforce.com/s/articleView? 

id=sf.security_controlling_access.htm&type=5  
Salesforce Help - Data Access and Record Ownership:https://help.salesforce.com/s/articleView? 

id=sf.security_data_access.htm&type=5 
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Question: 30   

If there are any users in the organization that shouldn't have view access to Account records, the OWD for Accounts 
should be set to 

A.Public Read Only 

B.Public Read/Write/Transfer 

C.Private 

D.None of the above 

Answer: C 

Explanation: 

The correct answer is C. Private. Here's a detailed justification: 

Organizational-Wide Defaults (OWD) in Salesforce are baseline settings that define the default access users have to 
each other's records. They are the foundation of your sharing model. The question specifies some users should not 
have view access to Account records. This immediately rules out options A (Public Read Only) and B (Public 
Read/Write/Transfer), as these grant widespread visibility that contradicts the requirement. 

"Private" OWD ensures that only the record owner and users above them in the role hierarchy can view, edit, and 
report on those records (unless sharing rules or other exceptions are in place). It is the most restrictive setting. To 
grant access to specific users who should see Account records, after setting OWD to Private, you can use sharing rules, 
role hierarchy, manual sharing, teams, or Apex managed sharing to open up access selectively to those who require it. 
These mechanisms allow for granular control. 

"None of the above" is incorrect because Salesforce requires you to set an OWD for each object. A default access level 
must be defined. Therefore, to restrict access by default and then selectively grant it, the "Private" OWD setting is the 
appropriate and required first step. 

In a cloud computing environment like Salesforce, data security and access control are paramount. OWD settings 
provide a fundamental layer of protection, allowing administrators to define a baseline level of privacy across the 
organization and subsequently configure exceptions based on specific business needs. Choosing "Private" respects the 
principle of least privilege, granting only the necessary access to users and minimizing the risk of unauthorized data 
exposure. 

For further research, consider reviewing the Salesforce documentation on OWD and data sharing: 

Salesforce Help: Control Access to Records:https://help.salesforce.com/s/articleView? 

id=sf.security_sharing.htm&type=5  
Salesforce Help: Understanding Organization-Wide Defaults:https://help.salesforce.com/s/articleView? 

id=sf.security_owd_about.htm&type=5 

Question: 31   

In a private sharing model, the following can be used when Role Hierarchy alone isn't sufficient when providing record 
access to users (Choose all that apply.) 

A. Forecasting 

B. Sharing rules 

C. Manual Sharing 

D. Teams (Account, Sales and Case) 

E. Apex Triggers 
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Answer: BCD 

Explanation: 

The answer correctly identifies Sharing Rules, Manual Sharing, and Teams as methods to grant record access beyond 
what the Role Hierarchy provides in a private sharing model in Salesforce. Here's why: 

Sharing Rules (B): Sharing rules are automated exceptions to organization-wide defaults. They allow 
administrators to grant wider access to records based on criteria such as record ownership or field values. 

They essentially say "if this condition is met, share this record with this group of users." 
https://help.salesforce.com/s/articleView?id=sf.security_sharing.htm&type=5 

Manual Sharing (C): Manual sharing lets individual record owners (or users with specific permissions) share a single 
record with other users, groups, or roles. This provides a quick, on-the-spot way to grant access to specific records 
when automated rules don't apply. It is best used sparingly for exceptional cases. 
https://help.salesforce.com/s/articleView?id=sf.security_manually_share_records.htm&type=5 

Teams (D): Account, Sales, and Case teams are groups of users that work together on specific accounts, opportunities 
(sales), or cases. By adding a user to a team and assigning a role and access level (read, write, etc.) for the associated 
record, you can grant them access independent of their role in the hierarchy or sharing rules. 
https://help.salesforce.com/s/articleView?id=sf.account_teams_overview.htm&type=5,  
https://help.salesforce.com/s/articleView?id=sf.case_teams_overview.htm&type=5,  
https://help.salesforce.com/s/articleView?id=sf.sales_teams_overview.htm&type=5 

Forecasting (A) is related to predicting sales performance and revenue, not directly to granting record access based on 
security needs. Apex Triggers (E), while capable of programmatic sharing, are typically not the first approach for 
addressing basic sharing needs because it would require custom code. While Apex-managed sharing can be used, it's 
more complex and used for advanced sharing scenarios, so relying solely on it for basic access instead of OOTB tools is 
not best practice. Therefore, the use of sharing rules, manual sharing, and teams is best suited to address the prompt. 

Question: 32   

Criteria-based sharing rules allow administrators to share records based on field values rather than record 
ownership. 

A. True 

B. False 

Answer: A 

Explanation: 

The statement is indeed true. Criteria-based sharing rules in Salesforce enable record sharing beyond the default 
organization-wide defaults (OWD) and role hierarchy settings. Instead of relying solely on record ownership to 
determine access, these rules permit administrators to define specific criteria based on field values within a record. 

For instance, you could create a sharing rule that shares all Opportunities with a "Stage" field value of "Closed 
Won" with a specific group of users, regardless of who owns those Opportunities. This level of granularity 
allows for more targeted and nuanced data access control. 

Criteria-based sharing rules are particularly useful when you need to share records with users who don't fit neatly into 
the existing role hierarchy or when record ownership doesn't accurately reflect who needs access. 
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They offer a flexible mechanism for sharing data based on business logic and specific data attributes. They work in 
conjunction with other sharing mechanisms to create a comprehensive data security model. However, they operate 
synchronously, meaning they can impact performance if not designed thoughtfully, especially with large datasets. 
Sharing rules are evaluated in a specific order, and the most restrictive rule that applies to a user ultimately determines 
their access. Therefore, careful planning and testing are crucial when implementing criteria-based sharing rules. 

Further Information: 

Salesforce Help Documentation on Sharing Rules:https://help.salesforce.com/s/articleView? 

id=sf.security_sharing.htm&type=5  
Trailhead Module on Data Security:https://trailhead.salesforce.com/content/learn/modules/data_security 

Question: 33   

Public groups can be used to simplify the creation of sharing rules for Administrators. 

A. True 

B. False 

Answer: A 

Explanation: 

The statement is true. Public groups in Salesforce are a powerful tool for simplifying sharing rules for 
Administrators. Sharing rules define which users have access to which records, and they are crucial for 
maintaining data security and integrity within a Salesforce organization. Without public groups, Administrators 
might have to create individual sharing rules for each user, which becomes extremely cumbersome, inefficient, 
and difficult to manage, especially in large organizations. 

Public groups allow Administrators to group users together based on job function, team, or other logical criteria. 
These groups can then be used as the source or target of sharing rules. For example, all users in the "Sales Team East" 
public group can be granted read/write access to all opportunities owned by users in the "Customer Service" public 
group. Instead of creating individual sharing rules for each salesperson in "Sales Team East," the Administrator only 
needs to create one sharing rule using the public group. This dramatically reduces the administrative overhead and 
complexity of managing sharing rules. 

Furthermore, public groups facilitate easier maintenance and modification of access permissions. If a new employee 

joins "Sales Team East," the Administrator only needs to add them to the "Sales Team East" public group; they 
automatically inherit the appropriate access privileges defined by the sharing rules referencing that group. Similarly, if a 
user's role changes, they can be removed from one public group and added to another, instantly updating their record 

access permissions. This dynamic nature of public groups makes sharing rules much more flexible and adaptable to 
evolving business needs. Therefore, utilizing public groups significantly streamlines and simplifies the creation, 

maintenance, and overall management of sharing rules for Administrators. 

Here's a resource for further research: 

Salesforce Help: Define Public Groups:https://help.salesforce.com/s/articleView? 
id=sf.networks_setting_up_public_groups.htm&type=5 

Question: 34   
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Public groups can be any combination of other public groups, users, roles and ________. 

A. Profile 

B. Roles & subordinates 

C. Managers 

D. None of the above 

Answer: B 

Explanation: 

The correct answer is B, Roles & subordinates, because Public Groups in Salesforce are designed to simplify sharing 
settings and streamline collaboration within an organization. They function as containers for grouping users, roles, 
other public groups, and crucially, roles and subordinates. 

Public groups are not organized by profiles (A). Profiles control object access, field-level security, and other user 
permissions, but they don't directly define group membership in the context of sharing rules or other public groups. 

Managers (C) might be users within a specific role hierarchy, but Salesforce doesn't offer a dedicated "Managers" 
option for direct inclusion in public groups. You would generally include them based on their role or individual user 
account. 

Option D, None of the above, is incorrect as Role & subordinates is a valid component of a Public Group. 

Specifically, selecting "Role and Subordinates" means that the public group will include all users assigned to that role 
and anyone below them in the role hierarchy. This is very useful for sharing records with a management chain, for 
instance. It facilitates hierarchical sharing based on the company's organizational structure. 

Therefore, Public Groups are useful because they provide a mechanism to define a group of people once and then use 
that group in numerous places, like sharing rules, manual shares, report and dashboard folders, or email distributions. 
This helps maintain consistency and reduces administrative overhead. Roles &  
subordinates is a powerful feature of public groups that is utilized frequently. 

Salesforce Help: Using Public GroupsSalesforce Help: Public Groups 

Question: 35   

Sales reps at AW Computing need assistance from product managers when selling certain products. Product managers do 
not have access to Opportunities but need to gain access when assisting on a specific deal. How can the system 
administrator accomplish this? 

A. Notify the product manager using opportunity update reminders 

B. Use similar opportunities to show opportunities related to the product manager 

C. Enable account teams and allow users to add the product manager 

D. Enable sales teams and allow users to add the product manager 

Answer: D 

Explanation: 

The correct answer is D: Enable sales teams and allow users to add the product manager. Here's why: 

Justification: 

MYEXAM.F
R

https://help.salesforce.com/s/articleView?id=sf.networks_about_public_groups.htm&type=5
https://help.salesforce.com/s/articleView?id=sf.sharing_public_groups.htm&type=5


 
The scenario requires granting specific users (Product Managers) access to individual Opportunity records on a case-
by-case basis, without granting them general access to all Opportunities. Sales teams functionality in Salesforce 
precisely addresses this need. It allows you to define teams for specific opportunities and assign roles within that team, 
granting the necessary access. 

Sales Teams: This feature permits users to grant record-level access to specific colleagues (in this case, product 
managers) only on the Opportunities where their help is required. 

(https://help.salesforce.com/s/articleView?id=sf.opportunities_set_up_team_selling.htm&type=5) Controlled 
Access: By adding the Product Manager to the sales team for a particular Opportunity, the Product Manager gains 
visibility into that Opportunity and can collaborate effectively. This avoids over-granting access that would be the 
case in a broader sharing rule. 

Flexibility: The Sales Rep retains control of when to involve a Product Manager by selectively adding them to specific 
Opportunities. 

Roles & Permissions: Salesforce lets you assign roles to Sales Team members, defining their specific access levels 
(Read Only or Read/Write). 

Why other options are incorrect: 

A. Notify the product manager using opportunity update reminders: Reminders only notify; they don't grant access 
to the record itself. A notification is not sufficient for a product manager who needs to see details and collaborate on the 
Opportunity. 

B. Use similar opportunities to show opportunities related to the product manager: "Similar Opportunities" is a 
feature for finding opportunities related to a given opportunity, not for granting access to users. This suggestion does 
not help give the Product Manager record-level access. 

C. Enable account teams and allow users to add the product manager: Account teams are primarily intended for 
managing access to Account records, not individual Opportunity records. While you could grant access to the Account, 
this doesn't guarantee access to related Opportunities, and it grants broader access than necessary. Account teams give 
access to everyone on the account, rather than just specific deals. 

In summary, Sales Teams provide the granularity and flexibility needed to grant access to Product Managers on a per-
Opportunity basis, effectively meeting the requirements outlined in the scenario. 

Question: 36   

Manual sharing allows administrators to grant one-off access to individual records, users cannot grant this access even if 
they own the record. 

A. True 

B. False 

Answer: B 

Explanation: 

The statement is false. Manual sharing in Salesforce empowers record owners (users) to grant explicit access to 

individual records to other users, groups, or roles. This is a key function when the standard sharing model (OWD 

settings, role hierarchy, sharing rules) doesn't provide the required access. Administrators can also grant manual 

sharing access. The ability to grant manual sharing is typically reserved for record owners because they possess the 

necessary context to determine who needs access beyond the defined sharing rules. This provides flexibility in scenarios 

where ad-hoc collaboration is required. By default, only record owners and users above them in the role hierarchy have 

this ability; however, admins can configure sharing settings to restrict or expand this functionality. While admins can 

centrally manage sharing rules, manual sharing provides granular control at the record level, addressing exceptional 

access needs that fall outside 
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the scope of broader organizational sharing arrangements. If the organization-wide default (OWD) setting is "Private," 
manual sharing can be crucial in allowing users to see and interact with records they need to collaborate on, without 
modifying the broader security posture. Consequently, while administrators manage the general sharing architecture, 
end-users can also participate in granting access on a case-by-case basis. 

Further research: 

Salesforce Help: https://help.salesforce.com/s/articleView?id=sf.security_sharing_manually.htm&type=5 
Trailhead: https://trailhead.salesforce.com/content/learn/modules/data_security/data_security_sharing 

Question: 37   

Who can manually share records? 

A. The record owner 

B. The record owner's manager 

C. The record owner's manager's manager 

D. The system administrator 

E. All of the above 

F. None of the above 

Answer: E 

Explanation: 

The answer is indeed E: All of the above. Let's break down why each user role can manually share records in 
Salesforce. 

A. The record owner: By default, the record owner has full access to their records. This includes the ability to 
manually share them with other users or groups, granting them various levels of access (Read Only, Read/Write). This 
functionality empowers record owners to collaborate effectively and manage data access for their specific records. 

B. The record owner's manager & C. The record owner's manager's manager: Users higher in the role hierarchy 
than the record owner inherit access to the record, provided the "Grant Access Using Hierarchies" setting is enabled 
on the object. This setting, a core Salesforce feature, automatically grants managers access to data owned by their 
subordinates. Therefore, the record owner's manager (and their manager's manager, and so on up the hierarchy) can 
manually share the record further, if necessary. 

D. The system administrator: System administrators possess the "Modify All Data" permission (or similar permissions 
like "Modify All" on specific objects), granting them access to all records in the organization. This privileged access 
allows them to manually share any record, irrespective of ownership or hierarchy, making them key figures for global 
data management and troubleshooting access issues. System Administrators are the apex users in Salesforce and have 
the authority to oversee the entire system. 

Manual sharing exceptions apply to private data access models. In a public sharing model like public read/write, all 
users can view and edit all the data. Thus, there would be no need to manually share records. 

Therefore, the correct answer is E, as the record owner, their managers (based on hierarchy), and the system 
administrator all have the authority to manually share records in Salesforce, facilitating collaboration and ensuring 
appropriate data access across the organization. Manual sharing is a critical feature for granting exception access 
beyond what is defined by role hierarchies, sharing rules, and organization-wide defaults. 

Here are some helpful links: 

Record-Level Security:https://help.salesforce.com/s/articleView?id=sf.security_data_access.htm&type=5 
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Manual Sharing:https://help.salesforce.com/s/articleView?id=sf.security_sharing_manual.htm&type=5 
Controlling Access Using Hierarchies:https://help.salesforce.com/s/articleView? 
id=sf.security_controlling_access_using_hierarchies.htm&type=5 

Question: 38   

If Field Level Security prevents a user from viewing the Credit Card field on the Opportunity record, the user will also be 
prevented from seeing this field (Choose all that apply.) 

A. In a related list 

B. In search results 

C. In reports 

D. In list views 

E. All of the above 

F. None of the above 

Answer: E 

Explanation: 

The correct answer is E. All of the above. This is because Field Level Security (FLS) in Salesforce rigorously enforces 
data visibility restrictions across the entire platform, reflecting a core principle of cloud security: granular access 
control. 

FLS dictates whether a user can view, edit, and create data for a particular field on an object. When a user lacks 
permission to view a specific field due to FLS settings, Salesforce universally masks that field from their view regardless 
of the context. 

A. In a related list: If the Credit Card field is included in a related list related to the Opportunity, the user will not see 
the field. 

B. In search results: The field will not be visible in the search results if it is hidden because of FLS. C. In 
reports: The field will not be available in the reports for users without permission. 

D. In list views: The field will not be displayed in the list views for the user. 

This behavior is consistently applied across all Salesforce interfaces. Even if the user attempts to access the field 
through alternative routes like custom Visualforce pages or API calls, Salesforce will still honor the FLS settings and 
prevent data exposure. The user, in effect, is oblivious to the existence of that field. This unified approach to security 

ensures data confidentiality and compliance with regulations. Salesforce's FLS prioritizes data protection and minimizes 
the risk of unauthorized access, illustrating a critical security feature within the platform. This also reflects the shared 

responsibility model of cloud computing, where Salesforce manages the security of the platform, and the customer 
manages the security of their data and configurations like FLS. 

Further research: 

Salesforce Help: Control Field Access  
Trailhead: Data Security 

Question: 39   

The following can be done by a System Admin to a standard field. 

A. Change the field label 
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B. Add help text 

C. Add/edit values of a picklist 

D. Delete the field 

E. All of the above 

F. None of the above 

Answer: ABC 

Explanation: 

The correct answer, ABC, reflects the capabilities a System Administrator has over standard fields in Salesforce. 
System Administrators possess broad control over a Salesforce organization's configuration and customization, but 
their power has limitations, especially regarding standard objects and fields to maintain platform stability and data 
integrity. 

Option A, changing the field label, is a straightforward customization. Admins can rename a standard field label 
within the user interface without affecting the underlying data model or API name. This allows the administrator to 
tailor the application's terminology to align with the organization's specific business needs and user understanding. 

Option B, adding help text, also falls within an Admin's control. Help text provides contextual assistance to users, 
clarifying the purpose and expected input for a specific field. This improves data quality and user experience. 

Option C, adding or editing values of a picklist, is another typical task for a System Administrator for picklist type 
standard fields. Picklists present users with a predefined set of options, ensuring consistent data entry and facilitating 
reporting. Adding or modifying these options is a common administrative task to adapt the system to evolving 
business processes. 

Option D, deleting a standard field, is incorrect. Standard fields cannot be deleted in Salesforce. This restriction is in 
place because standard fields are integral to the platform's core functionality and data model. 

Deleting them could have far-reaching and unpredictable consequences, impacting existing workflows, reports, 
and integrations. 

Therefore, only options A, B, and C accurately describe the modifications an Admin can make to a standard field, 
making "ABC" the correct answer. "E. All of the above" is incorrect because standard fields cannot be deleted. "F. 
None of the above" is incorrect because the other options were correct. 

Further Reading: 

Salesforce Help: Standard Fields: https://help.salesforce.com/s/articleView? 

id=sf.fields_standard_fields.htm&type=5  
Salesforce Help: Customize Fields: https://help.salesforce.com/s/articleView? 
id=sf.customize_fields.htm&type=5 

Question: 40   

Use a __________ picklist to filter the values of one picklist based on the value of another picklist. 

A. Controlling 

B. Multi-select 

C. Dependent 

D. Independent 
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Answer: C 

Explanation: 

The correct answer is C, Dependent. Let's break down why. 

A dependent picklist in Salesforce is directly linked to a controlling picklist. This means the values available in the 
dependent picklist are filtered based on the value selected in the controlling picklist. This allows for a hierarchical and 
logical flow when users select data, ensuring only relevant options are presented. 

Controlling picklists determine which values appear in the dependent picklist. Imagine a scenario where you have a 
controlling picklist for "Product Category" (e.g., Hardware, Software, Services). A dependent picklist for "Product 
Name" would then display different product options depending on which category is chosen. If "Hardware" is selected, 
the "Product Name" might show options like "Laptop," "Mouse," or "Keyboard." If "Software" is selected, the options 
could be "CRM," "ERP," or "Database." 

Controlling Picklist : This is the source field that determines available values in another field.Dependent Picklist 
: This is the field that displays values based on the selection in the controlling field. 

Options A, B, and D are incorrect: 

Controlling Picklist: While controlling picklists are essential for dependent picklists, the question explicitly asks what 
kind of picklist is used to filter based on another, which is the role of the dependent picklist itself. Multi-select 
Picklist: A multi-select picklist allows users to choose multiple values from a list, but it doesn't involve filtering 
options based on another picklist. 

Independent Picklist: An independent picklist functions entirely on its own and is not connected to or 
influenced by any other picklist. Its values are static and always available. 

The dependency between picklists enforces data consistency and accuracy, improves the user experience by 
streamlining data entry, and reduces the chances of incorrect selections. 

In conclusion, the relationship between a controlling and dependent picklist is crucial for creating dynamic and 
intelligent forms within Salesforce. It simplifies data entry and ensures only relevant and validated data is captured. 

For further research, consult the official Salesforce documentation: 

Define Dependent Picklists  
Picklist Fields 

Question: 41   

A checkbox can be the controlling field to a dependent picklist. 

A.True 

B.False 

Answer: A 

Explanation: 

The statement "A checkbox can be the controlling field to a dependent picklist" is True. Dependent picklists display 
values based on the value selected in a controlling field. The controlling field determines which values are available in 
the dependent picklist. While picklists are common controlling fields, checkboxes can also serve as the controlling field. 
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Here's why checkboxes work as controlling fields: A checkbox essentially represents a boolean value (true or false, 
checked or unchecked). Salesforce uses this boolean value to filter the available options in the dependent picklist. If the 
checkbox is checked (true), one set of picklist values is displayed in the dependent picklist. If the checkbox is unchecked 
(false), a different set of picklist values is displayed, or none at all. This functionality allows admins to create dynamic 

forms where the visibility or available options in a picklist field change based on a simple yes/no (true/false) decision 
represented by the checkbox. This enables more intuitive user experiences and ensures that users only see the relevant 

choices. 

The mechanism by which this occurs involves setting up the dependency in the custom object or record type 
configuration. Specifically, the administrator defines the controlling field (checkbox) and then maps the dependent 
picklist values to either the "checked" or "unchecked" state of the checkbox. When a user interacts with the record, 
Salesforce's platform renders only the relevant picklist values, enforcing data integrity and improving usability. This 
functionality is part of Salesforce's core platform and is a relatively straightforward configuration option. 

For more detailed information on setting up dependent picklists with controlling fields, refer to Salesforce Help 
documentation: 

Define Dependent Picklists (Salesforce Help)  
Picklist Relationships (Trailhead Module on Data Modeling) 

Question: 42   

AW Computing needs to track the manufacturer and model for specific computers and laptops. How can the system 
administrator ensure that manufacturer selected influences the values available for model. 

A.Create a multi-select picklist field that includes both manufacturers and models. 

B.Create a lookup field from the manufacturer object to the model object 

C.Create a manufacturer field as a controlling picklist and the model as a dependent picklist 

D.Create a manufacturer field as the dependent picklist and the model as the controlling picklist. 

Answer: C 

Explanation: 

The correct answer is C: Create a manufacturer field as a controlling picklist and the model as a dependent picklist. 
This approach leverages Salesforce's picklist dependency functionality to create a logical and user-friendly 
relationship between the manufacturer and model fields. 

Here's a detailed justification: 

A controlling picklist field determines the available values in one or more dependent picklist fields. In this scenario, 
the manufacturer field acts as the controlling picklist. Selecting a specific manufacturer filters the available options in 
the model picklist, ensuring only relevant models for that manufacturer are displayed. This avoids users selecting 
incompatible combinations. 

Conversely, option D is incorrect because the model should not control the manufacturer. It's illogical to have the 
available manufacturers change based on the selected model. The manufacturer determines the possible models, not 
the other way around. 

Option A is not ideal. A multi-select picklist combining both manufacturers and models would be cumbersome and 
difficult to manage. It would not enforce any relationship between the two, potentially leading to data entry errors and 
inconsistencies. It also wouldn't scale well as the number of manufacturers and models grows. 
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Option B, creating a lookup field from Manufacturer to Model, might seem viable, but is generally overkill. While a 
lookup relationship provides related lists and potential for more complex reporting, a simple picklist dependency 
fulfills the requirement of a filtering mechanism in a more streamlined and manageable way. 

Lookup relationships are better suited when you need to maintain separate records for manufacturers and models, 
potentially with their own unique attributes and processes. In this case, a simple picklist dependency is sufficient for 
linking the two attributes. 

Picklist dependencies offer a declarative, low-code way to establish the required relationship. It ensures data integrity 
by restricting model choices based on the manufacturer selected, ultimately leading to cleaner and more reliable data. 
This method is also easier to maintain compared to custom development or more complex relationships involving 
custom objects and code. 

For further reading on controlling and dependent picklists, refer to Salesforce's official documentation: 

Define Picklist Dependencies  
Controlling and Dependent Picklists Considerations 

Question: 43   

Lookup fields allow users to select a record from another object during data entry, creating a parent-child 
relationship. 

A.True 

B.False 

Answer: A 

Explanation: 

The statement that lookup fields allow users to select a record from another object during data entry, creating a parent-

child relationship, is true. Lookup fields in Salesforce are specifically designed to establish relationships between 

different objects. When a user is entering data into a record and encounters a lookup field, they can search for and select 

a related record from another object. This selection then links the two records together. The object containing the 

lookup field is considered the "child" object, and the object being looked up to is the "parent" object. This forms a one-

to-many relationship, where one parent record can be related to multiple child records through the lookup field. The 

parent object influences the child object and the child object can access information from the parent record, solidifying 

the relationship. This connection is crucial for data organization, reporting, and enforcing data integrity within the 

Salesforce environment. 

Lookup fields are a cornerstone of relational database management principles implemented within the Salesforce 
platform, facilitating navigation and data retrieval across related records. They allow for a more structured and 
efficient way of managing and accessing information within the system. 

Further reading: 

Salesforce Help: Create Relationships Between Objects  
Trailhead: Data Modeling 

Question: 44   

Which of the following are true about formula fields? 

A.They are read-only 

B.They will not display on record edit pages 
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C.They will not display on record detail pages 

D.They are not searchable 

E.They will not display on reports 

Answer: ABD 

Explanation: 

Let's break down why ABD are correct and why C and E are incorrect concerning formula fields in Salesforce. 

A. They are read-only: This is fundamentally true. Formula fields dynamically calculate their values based on other 
fields, formulas, or functions. Users cannot directly edit the value of a formula field because its value is automatically 
derived. This ensures data consistency and accuracy based on the underlying calculations. 

B. They will not display on record edit pages: This is accurate. Since users cannot directly edit the value of a 
formula field, there's no point in displaying it on an edit page. Edit pages are designed for modifying editable fields. 
Including a read-only, calculated field would be confusing and unnecessary. 

D. They are not searchable: This is also true in most scenarios. Formula fields are generally not indexed by Salesforce's 
search engine. This means you can't directly search for records based on the calculated value of a formula field. 
Searching requires indexed fields for efficiency, and indexing all possible formula outcomes would be resource-
intensive and impractical. You might be able to search using the formula field within a report, but not globally. 

C. They will not display on record detail pages: This statement is incorrect. Formula fields are displayed on record 
detail pages. This is where users can see the calculated value of the field, providing valuable insights derived from the 
underlying data. The purpose of a formula field is to display the calculated information on a record, and detail pages 
are the primary place where users view record information. 

E. They will not display on reports: This statement is also incorrect. Formula fields can absolutely be used and 
displayed in reports. In fact, this is a common use case, allowing you to create calculated columns and metrics within 
your reports. You can use formula fields within reports for advanced analytics and data summarization. 

In essence, formula fields are read-only calculated values. They appear on record detail pages and in reports to provide 
insights. Because they are calculated and not user-entered, they are excluded from edit pages and are not typically 
searchable. 

Relevant links for further research: 

Salesforce Help: Formula Operators and Functions  
Trailhead: Formulas and Validations 

Question: 45   

A cross object formula references fields from parent objects. 

A.True 

B.False 

Answer: A 

Explanation: 

The statement that a cross-object formula can reference fields from parent objects is True. Cross-object formulas are a 
powerful feature in Salesforce that allow you to access and display data from related objects. 
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Specifically, they enable you to reference fields from parent (lookup) objects. This functionality facilitates a more 
holistic view of data without the need for manual data entry or complex coding. 

When creating a formula field, you can use the merge syntax to navigate the relationship hierarchy and retrieve data 
from parent records. For instance, you can display the Account Name (a parent object) on a Contact record using a 
cross-object formula. The formula would traverse the lookup relationship between the Contact and Account objects. 

These formulas are incredibly useful for calculations, validations, and visual representations of data that require 
information from related objects. They reduce redundancy and improve data accuracy by dynamically displaying 
information that is inherently linked but stored in different objects. Without this capability, admins would need to 
create custom code or rely on third-party apps to achieve the same result. 

The ability to pull parent object data into a child object's formula field is a core part of Salesforce's declarative 
development capabilities. It allows admins to customize Salesforce applications to meet specific business 
requirements without writing Apex code. Using cross-object formulas to access parent object data enhances reporting, 
data validation, and overall user experience by presenting related information in a contextual manner. They're 
frequently employed in scenarios like deriving a contact's shipping address from the related Account or calculating 
key metrics based on parent-child relationships. 

The following Salesforce Help article provides detailed information on cross-object formulas and their 
capabilities: 

https://help.salesforce.com/s/articleView?id=sf.customize_cross_object_formulas.htm&type=5 

Question: 46   

Page layouts are assigned to _____________. 

A.Users 

B.Profiles 

C.Roles 

D.Roles & subordinates 

Answer: B 

Explanation: 

Page layouts in Salesforce are fundamental for controlling the organization and presentation of fields, related lists, 
buttons, and other components on detail and edit pages for Salesforce objects. The crucial element here is who sees 
these tailored layouts. The correct answer is B. Profiles. 

Page layouts are directly assigned to user profiles. A profile in Salesforce defines what a user can do within the system, 
including the objects, fields, tabs, and records they have access to. By assigning a specific page layout to a profile, you 
determine how users with that profile will view and interact with records for a particular object. This allows 
administrators to create customized experiences tailored to the specific roles and responsibilities of different user 
groups. 

Users do not have page layouts directly assigned to them. Rather, they inherit the page layout defined on their profile. 
Roles, on the other hand, are used for controlling data access and record visibility through the role hierarchy. While 
roles indirectly influence record access, they do not govern the presentation of the user interface. A user's role 
determines what records they can see, while their profile determines how they see those records through the defined 
page layout. Combining the power of profiles and roles enables fine-grained control over both data security and user 
experience within the Salesforce platform. 
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Therefore, configuring appropriate page layouts for each profile is key to an effective Salesforce 
implementation.https://help.salesforce.com/s/articleView? 
id=sf.customize_layout.htm&type=5https://trailhead.salesforce.com/content/learn/modules/lex_customization/lex_ 

Question: 47   

Use ____________ to filter or segment picklist values based on the user's profile. 

A.Record Types 

B.User Profiles 

C.Role Hierarchy 

D.Business Processes 

E.Field Level Security 

Answer: A 

Explanation: 

The correct answer is A. Record Types. Here's why: 

Record Types are used to offer different business processes, picklist values, and page layouts to different users. 
Specifically, they enable you to control which picklist values are available based on a user's profile. By creating 
different record types and assigning them to different profiles, you can tailor the Salesforce experience and data entry 
options to specific user groups. 

User Profiles define what users can do within Salesforce (object access, field permissions, etc.), but they don't directly 
filter picklist values. While profiles control overall access and permissions, the selection of picklist values itself isn't 
profile-dependent without the intermediary use of record types. Profiles essentially enable a user to interact with a 
record type that then dictates the picklist values they see. 

The Role Hierarchy controls data access and sharing based on a user's position in the organizational 
structure, not which picklist values they see on a record. 

Business Processes (e.g., Sales Processes, Support Processes) are associated with record types to define stages and 
related picklist values for specific business workflows. But the picklist filtering still happens through the record 
type assignment, not directly through the Business Process. 

Field-Level Security controls whether a user can see or edit a specific field, but it doesn't filter the values within a 
picklist; it just controls whether the entire field is visible or editable. If a user has access to the field, they will generally 
see all available picklist values for the record type assigned to them (or the default values if no record type is defined). 

In essence, record types serve as the link between user profiles and customized picklist values, allowing 
administrators to streamline data entry and enforce data quality by presenting only relevant choices to each user 
group. Record types act as a custom filter for picklist values, ensuring users select the correct option based on their 
profile and business need. 

Salesforce Record Types DocumentationUnderstanding Salesforce Profiles 

Question: 48   

Which of the following objects support business processes? 
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A.Cases 

B.Opportunities 

C.Campaigns 

D.Knowledge 

Answer: AB 

Explanation: 

The correct answer identifies Cases and Opportunities as objects that support business processes in Salesforce. 
Business processes define the steps a team takes to accomplish a specific goal, and certain objects are specifically 
designed to model and manage those steps. 

Cases represent customer issues or inquiries. Business processes for Cases define how support agents should handle 
them, including stages like 'New', 'Working', 'Escalated', and 'Closed'. Salesforce allows  
administrators to customize these stages and associate specific actions, like sending emails or assigning tasks, to each 
stage to guide agents through a consistent resolution path. 

Opportunities represent potential sales deals. Business processes associated with Opportunities define the stages a 
deal progresses through, such as 'Prospecting', 'Qualification', 'Proposal/Price Quote',  
'Negotiation/Review', and 'Closed Won/Lost'. Each stage in an Opportunity is associated with a probability of closing 
the deal, and sales teams follow a defined process through these stages to increase their chances of success. Stage 
picklist values also drive forecasting and reporting. 

Campaigns, while important for marketing efforts, are not designed to model a step-by-step process in the same way as 
Cases and Opportunities. Campaigns focus on tracking marketing initiatives and measuring their effectiveness. While 
Campaigns can trigger processes (e.g., launching a lead nurturing campaign), the Campaign object itself doesn't define 
or manage a business process in the core Salesforce sense. 

Knowledge Articles are primarily used to store and share information and do not inherently define a process flow. 
Though Knowledge articles are often part of the Case resolution process. 

Therefore, Cases and Opportunities are the primary objects that support defining and managing business processes in 
Salesforce by allowing customization of stages, actions, and associated data requirements that guide users through 
structured workflows. 

Relevant Salesforce Documentation: 

Cases in Salesforce  
Opportunities in Salesforce 

Question: 49   

When creating a sales process, the System Administrator will be modifying/filtering the values of the __________ field. 

A.Amount 

B.Stage 

C.Next Steps 

D.Status 

E.Close Date 

Answer: B 

Explanation: 
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The correct answer is B, Stage. A sales process in Salesforce directly controls the Stage values available to users when 
working with opportunities. Sales processes are designed to align Salesforce to a company's specific sales cycle. Each 
sales process defines the Stage picklist values that are relevant for opportunities that follow that process. By creating 
different sales processes, administrators can tailor the Stage field to accurately reflect the various ways sales are 
conducted within an organization (e.g., one sales process for new customers and another for existing customers). 

The Stage field indicates where an opportunity is in the sales cycle. By modifying the available values for this field 
within a particular sales process, the system administrator ensures that users only see and select the stages that are 
applicable to that specific sales motion. This prevents confusion and ensures more accurate reporting on sales pipeline 
progress. 

Other fields like Amount, Next Steps, Status, and Close Date are important opportunity fields, but they are not directly 
modified or filtered by creating and assigning different sales processes. While Amount and Close Date are updated as 
the opportunity progresses, and Next Steps records the actions to move the opportunity forward, their values are not 
controlled by the assigned sales process. Status is usually associated with cases, not opportunities. Therefore, the sales 
process functionality is most intimately linked with the Stage field. 

Further reading on sales processes can be found on Salesforce Help:  
https://help.salesforce.com/s/articleView?id=sf.customize_oppstages.htm&type=5 

Question: 50   

The system administrator has been asked to create a way to track Shipments of products to customers. Shipments should be 
closely tied to the Opportunity record and there may be more than one shipment record per Opportunity and the Opportunity 
should be required (i.e. Users cannot save a Shipment record without associating it to an Opportunity). The system 
administrator should create. 

A.A cross object formula displaying Opportunity ID on the Shipment record 

B.A Master - Detail relationship on the Shipment object to the Opportunity object 

C.A lookup relationship on the Opportunity object to the Shipment object 

D.A lookup relationship with a lookup filter from Opportunity to Shipment 

Answer: B 

Explanation: 

The correct answer is B. A Master-Detail relationship on the Shipment object to the Opportunity object. 
Here's why: 

A Master-Detail relationship establishes a strong parent-child connection between two objects. In this case, the 
Opportunity is the "master" (parent), and the Shipment is the "detail" (child). This relationship enforces that every 
Shipment record must be related to an Opportunity record, satisfying the requirement that users cannot save a 
Shipment without associating it with an Opportunity. The detail record (Shipment) inherits security and sharing 
settings from the master record (Opportunity), ensuring data integrity and proper access control. 

Here's why the other options are incorrect: 

A. A cross-object formula displaying Opportunity ID on the Shipment record: While this could display the 
Opportunity ID, it wouldn't enforce the required relationship. Users could still create Shipment records without 
associating them to an Opportunity, making this an insufficient solution. 

C. A lookup relationship on the Opportunity object to the Shipment object: A lookup relationship creates a 
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weaker, optional connection. This would allow an Opportunity to be related to multiple Shipment records. However, 
it wouldn't force every Shipment to be linked to an Opportunity as the requirement specified. The Opportunity 
would have a related list displaying shipments. 

D. A lookup relationship with a lookup filter from Opportunity to Shipment: This could enforce that the Shipment 
be tied to an Opportunity, however, Lookup relationships are not as tight or functional, especially in enforcing that 
Shipments cannot exist without an Opportunity, as Master-Detail relationships are intended to be. 

Master-Detail relationships are the preferred choice when the detail record conceptually belongs to the master record 
and should not exist independently. Since shipments are components of fulfilling an  
Opportunity, this relationship fits the scenario best. Furthermore, the question explicitly states that shipments need to 
be "closely tied" to Opportunities, pointing to the stronger binding offered by a Master-Detail relationship. 

Authoritative Links: 

Salesforce Help: Relationships Between Objects:https://help.salesforce.com/s/articleView? 

id=sf.relationships_overview.htm&type=5  
Trailhead: Data Modeling:https://trailhead.salesforce.com/content/learn/modules/data_modeling 

Question: 51   

In order to create a many-to-many relationship between two objects, a junction object must be created. This junction 
object will have a Master-Detail relationship to both objects. 

A.True 

B.False 

Answer: A 

Explanation: 

The statement is true. In Salesforce, creating a many-to-many relationship between two standard or custom objects 
necessitates the use of a junction object. This is because standard Salesforce object relationships only support one-to-
many relationships. A many-to-many relationship allows a record of one object to be related to multiple records of 
another object, and vice versa. 

To achieve this, a custom object is created, referred to as the junction object or intermediary object. The junction 
object contains two Master-Detail relationship fields. One Master-Detail field relates to the first object, and the other 
Master-Detail field relates to the second object. These Master-Detail relationships are crucial for defining the parent-
child link and enforcing data integrity. 

Master-Detail relationships impose tight control over the junction object's records. If a parent record in either of the 
objects is deleted, the related junction object records are also deleted. This ensures data consistency and prevents 
orphaned records. The Master-Detail relationships also affect security and sharing settings of the junction object, 
inheriting them from the parent objects. 

By having two Master-Detail relationships linking the junction object to the two primary objects, a many-to-many 
relationship is effectively established. Each record in the junction object represents a connection between a record in 
the first object and a record in the second object, thus allowing for the many-to-many functionality. 

For example, consider relating 'Students' and 'Courses'. A junction object like 'Course Enrollment' can be created. 
The 'Course Enrollment' object will have Master-Detail fields to both the 'Student' and 'Course' 
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objects. Each 'Course Enrollment' record signifies a student enrolled in a particular course, thereby forming the 
many-to-many relationship. 

Therefore, the creation of a junction object with Master-Detail relationships to the two primary objects is the standard 
and correct method for implementing a many-to-many relationship within the Salesforce platform. 

Further research can be done on Salesforce help documentation: 

https://help.salesforce.com/s/articleView? 
id=sf.relationships_considerations.htm&type=5https://trailhead.salesforce.com/content/learn/modules/data_mode 

Question: 52   

To enable Field History Tracking for an object, the system administrator must also add the related list to the page layout. 

A.True 

B.False 

Answer: B 

Explanation: 

The statement that adding the Field History Tracking related list to the page layout is required when enabling Field 
History Tracking is false. Field History Tracking and the display of that history are two distinct functionalities within 
Salesforce. 

Enabling Field History Tracking activates the system's ability to record changes to specified fields on an object. This 
is done in the object's settings within Setup. Salesforce then stores these changes for auditing and historical analysis 
purposes. 

However, simply enabling tracking does not automatically display this history to users on the record page. The Field 
History related list is the component that makes the tracked field changes visible to users viewing a record. 

While strongly recommended for usability, displaying the related list is not a prerequisite for Field History Tracking to 

function. The data is captured and stored regardless of the presence of the related list on the page layout. A system 
administrator can enable tracking and access the historical data via reports and APIs even without including the related 

list on the page. The related list just provides a convenient and user-friendly interface to view the history directly from 
the record. Not adding the related list simply means users won't see the history directly on the record page unless they 
use alternative methods to access the data. It's a matter of presentation, not functionality. 

For detailed information on Field History Tracking, you can refer to the official Salesforce documentation: 

Track Field History: https://help.salesforce.com/s/articleView?id=sf.tracking_field_history.htm&type=5 Monitor 
Changes to Fields with Field History Tracking:  
https://trailhead.salesforce.com/content/learn/modules/data_modeling/data_modeling_field_history 

Question: 53   

In order to update records using the Data Loader, what field must be present in the csv file? 

A.Owner 
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B.Salesforce ID 

C.Record Owner 

D.Object Name 

Answer: B 

Explanation: 

The correct answer is B, Salesforce ID. Here's why: 

When updating records in Salesforce via Data Loader (or other similar data integration tools like Data Import Wizard), 
the system needs a way to uniquely identify which record you intend to modify. Salesforce uses a unique identifier for 
each record called the Salesforce ID (or Record ID). This ID is a case-sensitive, 15 or 18 character alphanumeric string. 

Without the Salesforce ID in your CSV file, Data Loader won't be able to map the data from the file to the correct 
existing record in your Salesforce org. The update operation would fail because the system wouldn't know which 
records to modify. 

Options A (Owner), C (Record Owner) and D (Object Name) might be important attributes related to the record, but 
they do not uniquely identify a specific record within Salesforce. You can potentially search for records based on Owner 
or other criteria, but an update operation requires the unique record identifier. 

The Data Loader performs "upsert" operations based on external IDs, which can be used instead of record ID if correctly 
configured, however it requires the external ID field is also populated with the ID which you are trying to update. 
Without some form of unique identifier to match the existing record, the update operation will fail. 

Therefore, including the Salesforce ID in the CSV file is crucial for a successful update operation using Data Loader. 
Data Loader uses this ID to find the existing record and apply the changes defined in the CSV file. 

Data Loader documentation - This general documentation on Data Loader provides an overview of its 
capabilities and mentions the importance of record IDs. 

Prepare CSV Files - Explains how to format your CSV files correctly for importing/updating data, highlighting that the 
Salesforce ID is often a required field. 

Question: 54   

You will need a security token to access Salesforce via (choose all that apply) 

A.Import Wizard 

B.Data Loader 

C.Salesforce for Outlook 

D.All of the above 

Answer: BC 

Explanation: 

Here's a detailed justification for why options B (Data Loader) and C (Salesforce for Outlook) require a security 
token, while A (Import Wizard) does not: 

The security token is a dynamically generated, case-sensitive alphanumeric key provided by Salesforce as an additional 
layer of security. Its primary purpose is to verify the identity of a user when accessing Salesforce 
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from outside the Salesforce user interface (UI). This is crucial because these external applications don't inherently 
benefit from the established security protocols of the Salesforce login screen, like multi-factor authentication 
(MFA) enabled directly within the UI. 

Data Loader is a client application installed on your computer, allowing you to perform bulk data operations (insert, 
update, delete, export) into Salesforce. Since it's accessing Salesforce data outside the standard web browser interface, it 
needs a mechanism to authenticate the user's identity. Including the security token alongside the username and 
password provides this added verification. 

Salesforce for Outlook (now primarily being replaced by Outlook Integration or the Salesforce for Outlook retirement) 
similarly requires a security token. It integrates Salesforce with Microsoft Outlook, allowing users to synchronize 
contacts, calendars, and tasks, and to log emails to Salesforce records. This application also accesses Salesforce data 
externally, necessitating the use of a security token for secure authentication, essentially acting as a secondary 
password. 

The Import Wizard, on the other hand, is a browser-based tool accessible within the Salesforce UI. Because it runs 
within the already authenticated Salesforce session, it leverages the security protocols established during the initial 
login. As a result, it does not require a separate security token because you are accessing Salesforce resources from 
within an authenticated session. You've already provided credentials through the Salesforce UI. 

Therefore, options B and C necessitate a security token for accessing Salesforce, whereas option A does not. 

Further reading: 

Salesforce Help: Reset Your Security Token: https://help.salesforce.com/s/articleView? 

id=user_security_token.htm&type=5  
Salesforce Help: Install Data Loader: https://help.salesforce.com/s/articleView? 

id=sf.data_loader_install.htm&type=5  
Salesforce for Outlook Retirement: https://help.salesforce.com/s/articleView?id=000385577&type=1 (While it is being 
retired, it explains the function and usage scenarios related to security) 

Question: 55   

The Data Loader can de-duplicate records during import. 

A.True 

B.False 

Answer: B 

Explanation: 

The statement that the Data Loader can de-duplicate records during import is false. While Data Loader is a powerful 
tool for mass importing and exporting data in Salesforce, it lacks built-in functionality to automatically identify and 
prevent duplicate record creation during the import process. 

Data Loader relies on matching data based on the fields provided in the CSV file and mapping them to corresponding 
fields in Salesforce objects. It does not have an inherent de-duplication engine. You can, however, leverage certain 
Salesforce features and strategies in conjunction with Data Loader to address data duplication. 

One approach involves utilizing external IDs. If you have an external ID field populated on the Salesforce object and 
mapped in your Data Loader configuration, you can use this field to prevent the creation of duplicate records. Data 
Loader will update the existing record if it finds a matching external ID, rather than 

MYEXAM.F
R

https://help.salesforce.com/s/articleView?id=user_security_token.htm&type=5
https://help.salesforce.com/s/articleView?id=user_security_token.htm&type=5
https://help.salesforce.com/s/articleView?id=user_security_token.htm&type=5
https://help.salesforce.com/s/articleView?id=sf.data_loader_install.htm&type=5
https://help.salesforce.com/s/articleView?id=sf.data_loader_install.htm&type=5
https://help.salesforce.com/s/articleView?id=sf.data_loader_install.htm&type=5
https://help.salesforce.com/s/articleView?id=000385577&type=1


 
creating a new duplicate record. 

Another method involves leveraging Salesforce's Duplicate Rules and Matching Rules before using Data Loader. These 
rules can be configured to identify potential duplicates based on criteria you define. You can then export data using 
Data Loader, cleanse it based on the Duplicate Rules' findings, and then re-import the corrected data. 

Furthermore, the "Upsert" operation in Data Loader can be used to update existing records if a match is found (based on 
ID or an external ID), effectively preventing the creation of duplicates if the record already exists. However, this 
assumes that the existing data is correct and should be overwritten. 

In essence, Data Loader requires pre-existing mechanisms or manual preparation to avoid creating duplicates. It does 
not autonomously de-duplicate during the import process. The responsibility for ensuring data quality and preventing 
duplicates rests with the administrator and the strategies they implement. Relying solely on Data Loader for de-
duplication would lead to incorrect data being loaded. 

Therefore, the correct answer is B (False). 

Relevant links: 

Salesforce Data Loader Documentation:https://developer.salesforce.com/docs/atlas.en-
us/dataLoader/dataloader_intro.htm  
Duplicate Management in Salesforce:https://help.salesforce.com/s/articleView? 

id=sf.duplicate_rules_overview.htm&type=5  
Using External IDs:https://help.salesforce.com/s/articleView?id=sf.custom_fields_external_id.htm&type=5 

Question: 56   

In order to import Opportunity records into Salesforce, a system administrator may use the Import Wizard. 

A.True 

B.False 

Answer: B 

Explanation: 

The statement that the Import Wizard can be used to import Opportunity records is false. While the Import Wizard 
is a tool provided by Salesforce for importing data, it has limitations regarding the object types it supports. 
Specifically, the Import Wizard can be used for importing data for Accounts, Contacts, Leads, Solutions, and Custom 
Objects. It does not support the import of Opportunity records directly. 

To import Opportunity records, a Salesforce administrator must utilize other data loading tools, such as Data Loader 
or a third-party application from the AppExchange. Data Loader is a more robust client application that allows for the 
insertion, updating, deletion, and exporting of data in Salesforce, including Opportunity records. It can handle larger 
datasets and offers more control over the import process. Third-party apps like Dataloader.io offer similar capabilities 
with a more user-friendly interface. 

The limitations of the Import Wizard stem from the complex relationships and dependencies associated with objects 
like Opportunities. Opportunities often require related records like Accounts and Products to be present for successful 
creation. The Import Wizard's simplified approach doesn't readily accommodate these intricate data relationships. 
Data Loader, on the other hand, offers features such as relationship mapping and the ability to handle more complex 
data transformations, making it suitable for importing Opportunities and their related data. Therefore, the Import 
Wizard's utility is limited to basic objects and data entry use cases. 

For further information regarding the objects supported by the Import Wizard, refer to the Salesforce Help 

MYEXAM.F
R

https://developer.salesforce.com/docs/atlas.en-us/dataLoader/dataloader_intro.htm
https://developer.salesforce.com/docs/atlas.en-us/dataLoader/dataloader_intro.htm
https://developer.salesforce.com/docs/atlas.en-us/dataLoader/dataloader_intro.htm
https://developer.salesforce.com/docs/atlas.en-us/dataLoader/dataloader_intro.htm
https://help.salesforce.com/s/articleView?id=sf.duplicate_rules_overview.htm&type=5
https://help.salesforce.com/s/articleView?id=sf.duplicate_rules_overview.htm&type=5
https://help.salesforce.com/s/articleView?id=sf.duplicate_rules_overview.htm&type=5
https://help.salesforce.com/s/articleView?id=sf.custom_fields_external_id.htm&type=5


 
documentation: https://help.salesforce.com/s/articleView?id=sf.import_which_wizard.htm&type=5and for 
information about Data Loader, you can refer to:  
https://trailhead.salesforce.com/content/learn/modules/data_management/data_loader 

Question: 57   

What should a system administrator consider before importing a set of records into Salesforce. 

A.The import file should include a record owner for each record 

B.Validation rules are not triggered when importing data using the import wizard 

C.Data should be de-duplicated in the import file prior to import 

D.Currency field values will default to the personal currency of the record owner 

Answer: AC 

Explanation: 

The correct answer is A and C because these are critical considerations for successful data imports in 
Salesforce. Let's break down why each is important and why the others are not. 

A. The import file should include a record owner for each record: This is essential because every record in 
Salesforce needs an owner. The owner determines data access, visibility, and who is responsible for maintaining the 
record. Without a record owner, Salesforce won't know who to assign the record to, leading to import errors. 
https://help.salesforce.com/s/articleView?id=sf.data_loader.htm&type=5 

C. Data should be de-duplicated in the import file prior to import: Duplicates clutter your Salesforce org, lead to 
inaccurate reporting, and can negatively impact user productivity. De-duplicating data before import ensures data 
cleanliness and integrity, saving time and effort in the long run. While Salesforce has duplicate rules, pre-import de-
duplication is a best practice. https://help.salesforce.com/s/articleView? 

id=000383352&type=1 

Now let's examine why the other options are incorrect: 

B. Validation rules are not triggered when importing data using the import wizard: This statement is false. 
Validation rules are triggered during data import using the Data Import Wizard (and other data loading tools). This 
ensures data quality and enforces business rules even during bulk operations. If a record doesn't meet the validation 
criteria, the import will fail for that record. Disabling validation rules during import is generally not recommended 
unless you have a very specific reason and understand the implications. 

https://help.salesforce.com/s/articleView?id=sf.data_validation_rules.htm&type=5 

It is important to note that Salesforce does allow you to bypass validation rules upon insertion for some data loading 
tools, but this is typically not advised. You must ensure records meet validation criteria to preserve data integrity. 

D. Currency field values will default to the personal currency of the record owner: This is partially true but 
misleading in the context of "before importing". Salesforce uses the organization's currency by default unless Multi-
Currency is enabled, and the record owner's personal currency settings will only be applied after record insertion if 
Multi-Currency is configured. It doesn't address crucial preparation steps before the data is even imported. 
https://help.salesforce.com/s/articleView?id=sf.admin_enable_currencies.htm&type=5 

In summary, choices A and C highlight essential data preparation steps vital for a clean and successful data import into 
Salesforce. Ignoring these aspects can lead to complications and data quality issues within the Salesforce org. 
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Question: 58   

Which of the following can be used to create a back up of data from Salesforce? 

A.Weekly Data Export 

B.Data Loader 

C.Import Wizard 

D.Reports 

E.Dashboards 

Answer: ABD 

Explanation: 

The correct answer includes Weekly Data Export, Data Loader, and Reports because these tools directly facilitate 
data extraction and preservation in Salesforce. 

Weekly Data Export: Salesforce provides a weekly (or monthly, depending on the edition) data export service, allowing 
administrators to receive a set of CSV files containing all of their organization's data. This is a native Salesforce feature 
designed specifically for data backup and archiving. 
https://help.salesforce.com/s/articleView?id=sf.data_export.htm&type=5 

Data Loader: The Data Loader is a client application that enables the bulk import and export of data. It's a powerful 
tool for extracting large datasets from Salesforce for backup purposes. You can export data to CSV files. 
https://developer.salesforce.com/docs/atlas.en-us.dataLoader.meta/dataLoader/data_loader.htm 

Reports: While not a complete backup solution, reports can extract specific data sets from Salesforce based on defined 
criteria. These reports can then be exported to formats like CSV or Excel, providing a way to back up critical business 
information. These exports can serve as regular snapshots of data. 

The incorrect options are: 

Import Wizard: The Import Wizard is primarily for importing data into Salesforce, not for exporting data out for 
backup. 

Dashboards: Dashboards are visual representations of data based on underlying reports. They do not export data in a 
structured format suitable for backup; they only display aggregated information. They are about data visualization and 
not data extraction. 

Question: 59   

Deleted records will be stored in the Recycle Bin for up to 15 days. 

A.True 

B.False 

Answer: A 

Explanation: 

The statement that deleted records in Salesforce are stored in the Recycle Bin for up to 15 days is true. The Recycle Bin 
in Salesforce serves as a safety net, allowing users to recover accidentally deleted records. When a record is deleted, it's 
not immediately and permanently removed from the system. Instead, it's moved to the Recycle Bin, holding it 
temporarily. This feature is vital for data protection and recovery, a cornerstone of 

MYEXAM.F
R

https://help.salesforce.com/s/articleView?id=sf.data_export.htm&type=5
https://developer.salesforce.com/docs/atlas.en-us.dataLoader.meta/dataLoader/data_loader.htm


 
responsible data management in cloud environments. Salesforce, being a Software as a Service (SaaS) platform, 
provides this built-in data recovery mechanism as a standard feature, ensuring users have a buffer against unintended 
data loss. 

The 15-day retention period offers a reasonable window for users to identify and rectify deletion errors. Administrators 

and end-users alike can access the Recycle Bin to view and restore records. After the 15-day period expires, the records 

are permanently purged from the system, making recovery impossible through the standard Recycle Bin interface. This 

temporal aspect of the Recycle Bin emphasizes the need for regular data backups and robust data management 

practices. The Recycle Bin operates at both the individual user level and the organization level, allowing users to view 

their own deleted records and administrators to view all deleted records within the organization, ensuring 

comprehensive oversight. This Recycle Bin functionality is a critical aspect of Salesforce's commitment to data security 

and availability, aligning with best practices for cloud data management and disaster recovery. The retention period is 

designed to balance data recovery needs with storage efficiency. 

For further information, you can refer to the official Salesforce documentation on the Recycle Bin: 

Salesforce Help: https://help.salesforce.com/s/articleView?id=sf.data_delete.htm&type=5 

Question: 60   

Which report type provides a simple list of data with no subtotals? 

A.Matrix 

B.Summary 

C.Tabular 

D.Custom 

E.Standard 

Answer: A 

Explanation: 

The correct answer is C. Tabular. Here's a detailed justification: 

Tabular reports in Salesforce are the most basic type of report. Their primary function is to display data in a simple list 
format, similar to a spreadsheet. They present data in rows and columns. Crucially, tabular reports do not offer the 
functionality to create subtotals, groupings, or summaries of the data. They simply present a raw, unfiltered view of 
the selected records and fields. This makes them ideal for generating lists such as contact lists or mailing lists where 
you just need the raw data displayed. 

In contrast, other report types offer more advanced features: 

Matrix reports: allow for grouping data by both rows and columns, providing detailed subtotals and grand totals. 

Summary reports: enable grouping of data by columns and calculating subtotals based on these groupings. Joined 
reports: allow to display multiple report blocks in one view. 

Custom and Standard are not report types but refer to the origin of the report type itself. Custom report types are those 
created by admins, while standard report types are the pre-built types that come with Salesforce. 

Therefore, because the question specifically asks for a report type that provides a simple list of data without subtotals, 
Tabular is the only option that fits this criterion. Its simplicity and focus on raw data presentation make it the correct 
choice. 
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For further reading on Salesforce report types, refer to the official Salesforce documentation: 

Salesforce Help: Report Types  
Salesforce Trailhead: Reports & Dashboards for Lightning Experience 

Question: 61   

Use Custom Summary Formulas to create calculated summaries on numerical fields in _________ and ________ reports. 

A. Tabular and Summary 

B. Custom and Standard 

C. Summary and Matrix 

D. Matrix and Tabular 

Answer: C 

Explanation: 

The correct answer is C because Custom Summary Formulas are specifically designed to work with aggregated data 

found in Summary and Matrix reports. These report types group data, allowing calculations to be performed on those 

groupings. Tabular reports, on the other hand, simply list records without any summarization, rendering Custom 

Summary Formulas ineffective. The formulas operate on the summarized values produced by these report formats. 

They let admins compute percentages, ratios, and other derived values based on existing numerical fields within the 

groupings. Matrix reports offer further complexity by summarizing data across both rows and columns, making 

Custom Summary Formulas exceptionally useful in gleaning insights from complex datasets. In contrast, while you can 

sometimes add formulas to tabular reports, these are row-level formulas and not Custom Summary Formulas which 

require grouped data. 

Standard and Custom reports are classifications based on report creation method, not report structure, and are thus 
irrelevant in this context of summary formula functionality. The capability to add insightful, calculated fields at the 
summary level dramatically enhances the analytical power of Salesforce reports. Without the grouping provided by 
Summary or Matrix reports, the purpose of the custom summary formula is lost, as there's nothing to summarize across. 
Therefore, the functionality is specifically tied to the structure of Summary and Matrix reports. 

Further research: 

Salesforce Help: https://help.salesforce.com/s/articleView?id=sf.reports_summary_formula.htm&type=5 
Salesforce Help: https://help.salesforce.com/s/articleView?id=sf.reports_summary_types.htm&type=5 

Question: 62   

Which statement about custom summary formulas is true? 

A. Reports can be grouped by a custom summary formula result 

B. Custom summary formulas can reference a formula field within a report 

C. Custom summary formulas can reference another custom summary formula 

D. Custom summary formulas can be used in a report built from a custom report type 

Answer: BD 

Explanation: 

MYEXAM.F
R

https://help.salesforce.com/s/articleView?id=sf.reports_report_types.htm&type=5
https://trailhead.salesforce.com/en/content/learn/modules/lex_reports_dashboards
https://help.salesforce.com/s/articleView?id=sf.reports_summary_formula.htm&type=5
https://help.salesforce.com/s/articleView?id=sf.reports_summary_formula.htm&type=5
https://help.salesforce.com/s/articleView?id=sf.reports_summary_types.htm&type=5


 
Let's break down why options B and D are correct, and A and C are incorrect regarding custom summary 
formulas in Salesforce reports. 

Custom summary formulas in Salesforce reports allow you to perform calculations on groups of data within the 
report. They operate at the summary level, meaning they calculate values based on grouped data, not individual 
records. 

Option B, stating that custom summary formulas can reference a formula field within a report, is accurate. You can 
leverage existing formula fields within a report to build your summary calculations. The formula field provides a 
calculated value at the record level, which the custom summary formula then aggregates based on the grouping. 

Option D, stating that custom summary formulas can be used in a report built from a custom report type, is also 
correct. Custom summary formulas are available and functional regardless of whether you are using a standard 
report type or a custom report type. The custom report type simply defines the objects and fields available in your 
report, but doesn't restrict the use of summary formulas. 

Option A is incorrect. Salesforce reports cannot be grouped by custom summary formula results. Grouping in reports is 
generally done on actual data fields, not calculated summary values. The summaries are calculated after the grouping, 
not used for grouping. 

Option C is incorrect. Custom summary formulas cannot reference another custom summary formula directly. You can 
only reference standard fields, formula fields or specific summary functions (like SUM, AVG, MIN, MAX) within a custom 
summary formula. You can not nest custom summary formulas. 

In summary, custom summary formulas provide powerful analytical capabilities, allowing you to perform 
calculations on report groupings, leveraging existing formula fields. However, they cannot be used for grouping 
or directly reference other custom summary formulas. They are compatible with custom report types. 

Further research: 

Salesforce Help - Custom Summary Formulas: https://help.salesforce.com/s/articleView? 

id=sf.reports_summary_formula_define.htm&type=5  
Trailhead - Formulas and Validations: https://trailhead.salesforce.com/content/learn/modules/customize-a-
salesforce-object/create-formula-fields (While focused on formula fields, it demonstrates the foundation upon which 
summary formulas are built.) 

Question: 63   

The following are true about scheduling and emailing reports. 

A. The running user determines whose data is visible on the report. 

B. The running user must have access to the folder in which the report is saved. 

C. All email recipients must have access to the same folder. 

D. The report is emailed within 30 minutes of the Preferred Start Time 

E. All of the above 

Answer: E 

Explanation: 

Here's a detailed justification for why option E (All of the above) is the correct answer when describing the 
characteristics of scheduling and emailing reports in Salesforce's Administration Essentials for New Admins course. 
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Salesforce report scheduling and email functionality is designed with security and data visibility in mind. 

Statement A highlights that the "running user" setting on a report is critical. The running user determines whose 
security profile is used to access the data in the report. This impacts which records are visible based on the running 
user's permissions, role hierarchy, and sharing rules. This means that recipients won't necessarily see all data, only 
what the running user is allowed to see. 

Statement B underscores access control. The running user must have access to the folder where the report resides. 
This is logical: if the running user can't even see the report, they certainly can't run it and email it. Folder access is 
fundamental to Salesforce security. 

Statement C focuses on email recipient access. Unlike the running user, the recipients themselves do not need access to 
the report folder. The email will contain the report's output, which is already filtered based on the running user's access. 
It is the running user's security settings that matter at the time the report is run for distribution. 

Statement D mentions the delivery timeframe. Salesforce guarantees that reports will be emailed within 
approximately 30 minutes of the "Preferred Start Time" specified in the schedule. While not instantaneous, this 
provides a reasonable expectation for when users should receive their scheduled reports. 

Because all four statements (A, B, C, and D) are accurate depictions of the report scheduling and emailing process within 
Salesforce, the correct answer is E (All of the above). These features ensure secure and timely delivery of insights while 
adhering to the Salesforce security model. The system ensures that data visibility is managed effectively through the 
running user's permissions and that the delivery is timely based on the preferred schedule. 

Further research on Salesforce Reports and Dashboards can be found here: 

Reports and Dashboards in Salesforce  
Schedule Reports 

Question: 64   

A Dashboard is a visual representation of data from multiple reports and (Choose all that apply.) 

A. Is comprised of up to 20 components 

B. Displays data from standard reports 

C. Has a running user to determine what data is visible 

D. Displays data as of the last time the dashboard was refreshed 

E. Always shows up to date data 

F. Can be scheduled to be refreshed and emailed automatically 

Answer: ACDF 

Explanation: 

Here's a detailed justification for why options A, C, D, and F are correct regarding Salesforce Dashboards, while B 
and E are incorrect: 

A. Is comprised of up to 20 components: Salesforce Dashboards have a limitation on the number of 
components they can contain. The maximum is indeed 20. This limit helps ensure the dashboard remains 
performant and easily digestible. 

C. Has a running user to determine what data is visible: The "Running User" setting is crucial for dashboard 
security and data access. The running user's security profile and permissions determine what data is displayed in the 
dashboard. This allows admins to control which users see specific information, ensuring data 
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privacy and role-based access.https://help.salesforce.com/s/articleView? 
id=sf.dashboards_running_user.htm&type=5 

D. Displays data as of the last time the dashboard was refreshed: Dashboards do not show real-time data 
constantly. They display the data snapshot from the last time the dashboard was refreshed, either manually or 
scheduled. Understanding this refresh frequency is key to interpreting the dashboard's accuracy. 

F. Can be scheduled to be refreshed and emailed automatically: Salesforce allows admins to schedule 
dashboard refreshes. These refreshes can also trigger automatic email distributions of the dashboard snapshot to 
designated users, keeping them informed of key metrics on a regular basis. 

Now, for why B and E are incorrect: 

B. Displays data from standard reports: While Dashboards can use data from standard reports, they primarily 
leverage custom reports. Custom reports are designed to provide specific, tailored information relevant to business 
needs, making them the common data source for dashboards. Standard reports are useful, but dashboards often require 
more specialized data views. 

E. Always shows up to date data: As mentioned in the explanation for option D, dashboards do not display real-
time data constantly. The information presented is as of the last refresh, and this lag needs to be considered when 
interpreting the dashboard's data. 

In summary, understanding the refresh behavior, component limits, running user functionality, and the 
preferred usage of custom reports are fundamental aspects of effective Salesforce dashboard administration. 

Question: 65   

Users can post a static image of a component to the dashboard feed, a user feed or a group feed, this feature is called 

A. Dashboard Component Snapshot 

B. The Running User 

C. Chatter Groups 

D. Dashboard Component 

E. Dynamic Dashboards 

Answer: A 

Explanation: 

The correct answer is A, Dashboard Component Snapshot. Here's why: 

Dashboard Component Snapshots provide a way to share static images of specific dashboard components (charts, 
tables, etc.) directly to Chatter feeds. This allows users to quickly highlight insights from dashboards within their 
communication channels. 

Here's a breakdown of why the other options are incorrect: 

B. The Running User: The Running User determines the data displayed on a dashboard. It's about the 
perspective of the data, not sharing a visual representation. https://help.salesforce.com/s/articleView? 

id=sf.dash_about_running_user.htm&type=5 

C. Chatter Groups: Chatter Groups are collaboration spaces within Salesforce. While you can share the snapshot 
to a Chatter Group, they are not the feature that creates the snapshot. 
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https://help.salesforce.com/s/articleView?id=sf.collab_group_about.htm&type=5 

D. Dashboard Component: This is a general term for the building blocks of a dashboard (e.g., a chart or gauge). 
It's not the feature that allows sharing images. https://help.salesforce.com/s/articleView? 

id=sf.dashboards_components.htm&type=5 

E. Dynamic Dashboards: Dynamic dashboards adjust the displayed data based on the logged-in user. This is about 
data security and personalization, not visual sharing. https://help.salesforce.com/s/articleView? 
id=sf.dashboards_dynamic.htm&type=5 

Dashboard Component Snapshots enhance collaboration by enabling users to easily share key performance indicators 
(KPIs) and insights directly within their workflows. This promotes data-driven decision-making and improves 
communication across teams. It streamlines the process of highlighting relevant data points without requiring 
recipients to navigate to the full dashboard. The shared image acts as a static representation, capturing the data at a 
specific moment in time. This feature fosters a more collaborative and informed environment within the Salesforce 
ecosystem. 

Question: 66   

Dynamic Dashboards allow data to be displayed by the user viewing it, rather than by a specified running user -
eliminating the need to create the same dashboard for multiple users. 

A. True 

B. False 

Answer: A 

Explanation: 

The statement regarding Dynamic Dashboards in Salesforce being a mechanism to personalize data display for each 

viewing user, thereby negating the need for multiple dashboards tailored to individual users, is accurate. Dynamic 

dashboards leverage the concept of a "running user" that dynamically changes based on the actual logged-in user 

viewing the dashboard. Instead of relying on a fixed running user whose data is always displayed, dynamic dashboards 

show data from the perspective of whoever is currently logged in and viewing the dashboard. This capability is a core 

feature within Salesforce's cloud platform, designed to provide role-based access and personalized data views within a 

multi-tenant cloud environment. Specifically, the dynamic dashboards provide a user-specific view, allowing each user 

to see data relevant to their own responsibilities, territories, or performance metrics. This is particularly useful in 

organizations with many users, such as sales teams, where individuals need to see their own performance against 

company goals. Without dynamic dashboards, administrators would have to create and maintain numerous dashboards, 

each set to a specific user, creating a significant overhead. The benefits include simplified dashboard management, 

improved data security by limiting data visibility to appropriate users, and enhanced data relevance for end-users. 

Consequently, each user gets a personalized, relevant view of the information based on their role and permissions, 

making data-driven decision-making more effective. This is particularly important in cloud environments where 

efficiency and scalability are key. By using dynamic dashboards, companies can ensure that users only see the data they 

are authorized to see, adhering to data governance policies. This reduces the risk of exposing sensitive data to 

unauthorized personnel and helps companies maintain compliance with data privacy regulations. The dynamic 

functionality is a built-in feature of Salesforce dashboards; no custom code is needed to enable it. 

Authoritative link: 

Salesforce Help - https://help.salesforce.com/s/articleView? 
id=sf.dashboards_dynamic_dashboards.htm&type=5 
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Question: 67   

A Sales VP wishes to view Dashboard data by region within his territory - what feature will allow this? 

A. Dynamic Dashboards 

B. Dashboard Filters 

C. Dashboard Snapshots 

D. This is not possible 

Answer: B 

Explanation: 

The correct answer is B: Dashboard Filters. 

Here's why: Dashboard filters allow users to view the same dashboard with different slices of data based on the 
selected filter criteria. In this scenario, the Sales VP wants to view dashboard data by region. Dashboard filters 
provide the functionality to filter the underlying data of a dashboard by a specific field, such as 'Region'. By creating a 

filter based on the 'Region' field, the Sales VP can select different regions from a dropdown or other filter control and 
the dashboard will dynamically update to reflect the data for that specific region. This allows for a focused and 

tailored view of the data relevant to each region within his territory. 

Dynamic dashboards (A) are designed to show data as the logged-in user would see it, reflecting their access and 
permissions. While useful for security and personalization, they don't allow the Sales VP to specifically choose which 

region to view. Dashboard snapshots (C) capture a point-in-time image of a dashboard, offering a static view rather 
than an interactive filtering capability. They don't allow for dynamic selection of region. Therefore, dynamic 
dashboards and dashboard snapshots are not the best options for meeting the Sales VP's need to view data segmented 

by region. Dashboard filters directly address the requirement to segment data for analysis, making them the most 
suitable solution. 

For more information about dashboard filters in Salesforce, refer to the official Salesforce documentation: 

Salesforce Help: Filter a Dashboard  
Trailhead: Reports & Dashboards for Lightning Experience (search for "dashboard filters" within this Trailhead module). 

Question: 68   

The System Administrator has been asked to ensure an email goes out to Sales Ops when an opportunity is closed notifying 
them of the closed deal. What evaluation criteria will the system admin use for the workflow rule? 

A. When a record is created 

B. When a record is created or updated 

C. When a record is created/updated and didn't previously meet the trigger criteria 

D. None of the above 

Answer: C 

Explanation: 

Here's a detailed justification for why option C, "When a record is created/updated and didn't previously meet 
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the trigger criteria," is the correct evaluation criteria for this Salesforce workflow rule scenario: 

The requirement is to send an email to Sales Ops only when an opportunity is closed. This implies that the email should 
only trigger when an Opportunity's status changes to a "Closed" status (e.g., Closed Won, Closed Lost). 

Option A, "When a record is created," is incorrect because it would send an email every time a new 
opportunity is created, regardless of its status. This is not the desired behavior. 

Option B, "When a record is created or updated," is also incorrect. While it might seem closer, it would send an email 
every time any field on the opportunity is updated, even if the status hasn't changed to closed. This would result in 
multiple unnecessary emails to Sales Ops for routine opportunity updates. 

Option C specifically addresses the scenario by evaluating only when the record is created or updated and didn't 
previously meet the trigger criteria. The trigger criteria would be that the Opportunity Status is equal to "Closed Won" 
or "Closed Lost" (or whatever represents closed statuses in the Salesforce org). This means the email will only be sent 

once when the status changes to closed. This prevents duplicate emails for the same opportunity if other fields are 
subsequently updated after it's been closed. Using this criteria avoids sending unnecessary emails upon initial 

opportunity creation or during updates that don't involve the critical status change to a closed state. 

Option D, "None of the above," is incorrect because option C accurately fulfills the specified business 
requirement. 

The "didn't previously meet the trigger criteria" component is crucial for preventing re-evaluation and re-firing of the 
workflow if the opportunity is updated after being closed. Salesforce’s best practices dictate that workflows should be 
efficient and targeted, triggering only when necessary to avoid performance impacts. 

This behavior is sometimes known as "reevaluation" and this evaluation criteria is aimed to avoid it. This approach 
ensures Sales Ops only receives a single notification per closed opportunity, maintaining efficiency and data integrity. 

For further research, consider exploring Salesforce's official documentation on workflow rules and process 
automation: 

Salesforce Workflow Rules:https://help.salesforce.com/s/articleView?id=sf.workflow_rules.htm&type=5 
Trailhead - Process Automation:  
https://trailhead.salesforce.com/en/content/learn/modules/business_process_automation 

Question: 69   

The support team has asked the System Administrator to automate the notification of a customer's support plan ending - 
they would like for the Customer Support  
Rep to receive an email 30 days before the Support Plan Expires (Support Plan Expiration Date is on the Account record). 
What will the system administrator do? 

A. Create a workflow rule with a time-based trigger to fire 30 days before the Support Plan Expiration Date and use an 
email action to notify the assigned Support Rep 

B. Create a workflow rule with an immediate action to email the Support rep but with a due date of 30 days before 
the Support Expiration Date 

C. Create an Apex trigger to fire 30 days before Support Plan Expiration Date and use an email action to notify the 
assigned Support Rep 

D. This cannot be done 

Answer: A 

Explanation: 
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The correct answer is A because it leverages Salesforce's built-in automation capabilities for time-dependent actions. 
Here's why: 

Option A utilizes a workflow rule which is designed to automate standard internal procedures and processes in 
Salesforce. The key is the time-based trigger. This allows the workflow to be scheduled to execute an action (sending 
an email) at a specific time relative to a date field (Support Plan Expiration Date) on a record. In this case, the action is 
configured to trigger 30 days before the expiration date, fulfilling the requirement. The email action within the 
workflow delivers the notification to the assigned Support Rep. Workflows are a low-code/no-code solution, making 
them easier to implement and maintain for administrators. 

Option B is incorrect because immediate actions in workflow rules are executed immediately when the rule criteria 
are met, not at a later date. Setting a "due date" in a workflow doesn't inherently delay the execution of an action. 

Option C suggests using an Apex trigger. While Apex triggers are powerful and can accomplish this, they are a code-
based solution that requires developer skills. For a simple requirement like this, a workflow rule is a more appropriate 
and efficient solution, adhering to the principle of using configuration before code. 

Furthermore, Apex triggers should ideally be reserved for complex business logic not achievable via 
declarative tools. 

Option D is incorrect because Salesforce provides the necessary functionality to automate this requirement via 
workflow rules with time-based triggers. 

In summary, workflow rules with time-based triggers provide a configurable, declarative approach to automatically 
sending notifications based on a date field, making it the ideal solution for this scenario. Apex should be reserved for 
more complex automation needs. 

Authoritative Links: 

Workflow Rules:https://help.salesforce.com/s/articleView?id=sf.workflow_rules_about.htm&type=5 Time-
Based Workflow Actions:https://help.salesforce.com/s/articleView? 

id=sf.workflow_time_dependent_actions.htm&type=5  
Apex Triggers:https://developer.salesforce.com/docs/atlas.en-
us.apexcode.meta/apexcode/apex_triggers.htm 

Question: 70   

The system administrator was testing workflow rules and needs to delete pending time-based workflow actions. How can 
he/she do this? 

A. Delete the workflow rule 

B. Deactivate the workflow rule 

C. Delete the actions in the Time-based Workflow queue 

D. Reset passwords for all users of the org 

E. None of the above 

Answer: C 

Explanation: 

The correct answer is C: Delete the actions in the Time-based Workflow queue. Time-based workflow actions are 
scheduled tasks that are executed at a specific time after a trigger. These pending actions are stored in the Time-Based 
Workflow queue. If a system administrator needs to remove pending time-based workflow actions, they must access 
and clear the queue. 

MYEXAM.F
R

https://help.salesforce.com/s/articleView?id=sf.workflow_rules_about.htm&type=5
https://help.salesforce.com/s/articleView?id=sf.workflow_time_dependent_actions.htm&type=5
https://help.salesforce.com/s/articleView?id=sf.workflow_time_dependent_actions.htm&type=5
https://help.salesforce.com/s/articleView?id=sf.workflow_time_dependent_actions.htm&type=5
https://help.salesforce.com/s/articleView?id=sf.workflow_time_dependent_actions.htm&type=5
https://developer.salesforce.com/docs/atlas.en-us.apexcode.meta/apexcode/apex_triggers.htm
https://developer.salesforce.com/docs/atlas.en-us.apexcode.meta/apexcode/apex_triggers.htm
https://developer.salesforce.com/docs/atlas.en-us.apexcode.meta/apexcode/apex_triggers.htm
https://developer.salesforce.com/docs/atlas.en-us.apexcode.meta/apexcode/apex_triggers.htm


 
Deleting or deactivating the workflow rule (A and B) would prevent future actions from being scheduled, but it doesn't 
remove actions already in the queue waiting to be processed. Deleting the workflow rule might even make it impossible 
to delete the pending actions as the system may not recognize them anymore. Resetting passwords (D) has absolutely 
no effect on workflow rules or the queue. 

The Time-Based Workflow queue is the central location for managing these scheduled actions. To access it, navigate to 
Setup, type "Time-Based Workflow" in the Quick Find box, and then select Time-Based Workflow. 

From this queue, the administrator can search for specific workflow rules or actions and delete them individually or 
in bulk. This ensures that the actions are no longer executed. Clearing the queue is essential during testing or when 
changes are made to workflow rules, as outdated scheduled actions can lead to incorrect data updates or automation 
processes. For a comprehensive understanding, it's crucial to refer to the official Salesforce documentation on Time-
Based Workflow: https://help.salesforce.com/s/articleView? 

id=sf.workflow_time_based_actions.htm&type=5 and  
https://trailhead.salesforce.com/content/learn/modules/business_process_automation/workflow. 

Question: 71   

What feature would a system administrator implement to allow AW Computing's prospects/customers to complete a form on 
the corporate website and have that data automatically become a lead in Salesforce? 

A.Auto Response Rules 

B.Assignment Rules 

C.Web-to-Lead 

D.Escalation Rules 

Answer: C 

Explanation: 

The correct answer is C. Web-to-Lead. 

Web-to-Lead functionality in Salesforce is specifically designed to capture information from website forms and 
automatically generate new Lead records within the Salesforce organization. When a prospect fills out and submits a 
form on AW Computing's website, the data is transferred directly into Salesforce, creating a new Lead record with all 
the submitted details populated in the corresponding fields. This eliminates the need for manual data entry, saving time 
and minimizing errors. 

Auto Response Rules (A) send automated email responses based on defined criteria, but they don't create Leads 
from website forms. Assignment Rules (B) automatically assign Leads to specific users or queues based on defined 
criteria but do not capture data from website forms. Escalation Rules (D) automatically escalate support cases that 
meet certain criteria. They also do not create Leads from website forms. 

Web-to-Lead streamlines the lead generation process, ensuring timely follow-up and improving the overall efficiency of 
sales and marketing efforts. It is a core feature for businesses wanting to integrate their website lead capture with their 
Salesforce CRM. 

For further research, consult the official Salesforce documentation: 

Salesforce Help: https://help.salesforce.com/s/articleView?id=sf.setting_up_web_to_lead.htm&type=5  
Trailhead:  
https://trailhead.salesforce.com/content/learn/modules/service_cloud_automation/service_cloud_automation_assi 
(Although this Trailhead covers Service Cloud automation, it provides context on automated processes within Salesforce.) 
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Question: 72   

When a Lead is converted, an Account, Contact and _______ record are created. 

A.Lead 

B.Case 

C.Campaign 

D.Opportunity 

Answer: D 

Explanation: 

Here's a detailed justification for why Opportunity is the correct record created during Lead conversion in 
Salesforce: 

Lead conversion in Salesforce is the process of transforming a potential customer (a Lead) into an active customer 
within your Salesforce org. This involves creating permanent records to track their ongoing engagement and potential 
sales. The core principle revolves around moving a prospect from an initial stage of interest to a formal sales pipeline. 

When a Lead is converted, Salesforce automatically creates three standard records: 

1. Account: Represents the company the Lead belongs to. This is the primary record for organizing 
 customer data at an organizational level. 

2. Contact: Represents the individual at that company who you are interacting with. The Contact record  is 
associated with the Account, detailing the human element of the business relationship. 

3. Opportunity: Represents a potential sale to that Account. This record is crucial for tracking the  stages of 
the sales process, deal size, close date, and ultimately, revenue forecasting. 

The creation of these three linked records is designed to facilitate a structured sales process. The Account provides the 

organizational context, the Contact the individual connection, and the Opportunity tracks the potential revenue 
associated with this newly qualified prospect. An Opportunity is always created, even if no immediate sale is obvious, as 
it provides a framework for future engagements and potential deals. Without the Opportunity record, there's no 

mechanism for tracking sales progress, which defeats the purpose of qualifying the lead in the first place. Options A, B 
and C are incorrect, because A- A lead is the object being converted, not created. B- A Case handles support tickets and is 

not necessarily a sales record. C- Campaigns track marketing initiatives; whilst potentially related, a campaign isn't 
created in the lead conversion process. 

Authoritative Links for Further Research: 

Salesforce Help: Convert Qualified Leads:https://help.salesforce.com/s/articleView? 

id=sf.leads_convert.htm&type=5  
Trailhead: Lead Management:https://trailhead.salesforce.com/content/learn/modules/lead_management 

Question: 73   

Queues can be made up of the following 

A.Users 

B.Public Groups 

C.Roles 
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D.Profiles 

E.External Chatter Users 

Answer: ABC 

Explanation: 

Here's a breakdown of why Users, Public Groups, and Roles can be members of Salesforce Queues, along with 
supporting documentation and reasoning: 

Salesforce Queues are mechanisms to prioritize, distribute, and assign records to groups of users who share a common 
purpose. They act as a holding pen until an appropriate team member can take ownership. The members of this "team" 
can consist of different entity types. 

Users (A): Individual users can directly be added to a queue. This allows specific people to be responsible for records 
placed in the queue. This is the most basic element of a work allocation scenario. 

Public Groups (B): Adding a Public Group to a queue allows all members of the Public Group to access and take 
ownership of records in the queue. This simplifies management by not having to add individual users, and handles 
scenarios where group membership changes more often than individual responsibilities. Public Groups provide a level 
of abstraction and centralized management for related users. 

Roles (C): Adding a Role to a queue gives all users within that Role (and those above them in the Role Hierarchy, if 
enabled) access to the queue. This reflects organizational structure where different roles are responsible for different 
tasks. If a Sales Manager is added to a queue, then all users with the Sales Manager role (and those above them in the 
role hierarchy) can access the queue. The role hierarchy is critical in understanding accessibility in this scenario. 

Why Profiles and External Chatter Users are incorrect: 

Profiles (D): Profiles define what a user can do in Salesforce. While they control object access, field-level security, 
and other permissions, they don't represent a group of users who can take ownership of records. They are 
primarily related to defining the permission set and functional access of a user. 

External Chatter Users (E): External Chatter Users are used for customer communities and are intended for external 
stakeholders outside the Salesforce organization. Queues are primarily an internal work  
management tool. While it may be useful to expose the case status to them, the user management and record ownership 
is intended to be internal. 

In summary, Queues facilitate efficient workflow and collaboration within Salesforce, and only groups of internal 
Salesforce users with varying levels of responsibility within a specific team can be assigned via direct membership, 
Public Groups, or Roles. 

Authoritative Links: 

Salesforce Help - Queues:https://help.salesforce.com/s/articleView?id=sf.queues_about.htm&type=5 
Salesforce Help - Public Groups:https://help.salesforce.com/s/articleView? 

id=sf.networks_public_groups_overview.htm&type=5  
Salesforce Help - Roles:https://help.salesforce.com/s/articleView?id=sf.security_roles.htm&type=5 

Question: 74   

Assignment rules allow Leads and Cases to be automatically assigned to users and queues based on criteria defined 
by the system administrator. 

A.True 
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B.False 

Answer: A 

Explanation: 

The statement is true because assignment rules in Salesforce are designed to automate the process of routing Leads 
and Cases to the appropriate users or queues based on predefined criteria. These criteria, configured by a system 
administrator, can include attributes of the Lead or Case (e.g., geography, product interest, case origin) and 
characteristics of the potential assignee (e.g., role, territory, skills). This automation significantly improves efficiency 
by eliminating manual assignment processes, ensuring timely attention to Leads and Cases, and distributing workload 
effectively. 

Salesforce assignment rules are an example of business process automation within a cloud-based CRM platform. They 

leverage the platform's rules engine to evaluate incoming records and trigger actions based on matching criteria. By 

accurately routing records to the appropriate teams or individuals, organizations can improve response times, enhance 

customer satisfaction, and optimize internal resource allocation. The use of queues in conjunction with assignment rules 

ensures that no records are missed and that workload is distributed evenly among team members. Without assignment 

rules, a considerable amount of manual effort would be required, which can lead to delays and inconsistencies. This 

automation aligns with the cloud computing principle of providing scalable and efficient services to manage business 

processes.The benefits of utilizing assignment rules also include enhanced visibility into Lead and Case distribution, 

improved reporting and analytics, and increased accountability. These features further contribute to optimized business 

operations and improved decision-making. 

Further research can be conducted on Salesforce Help: https://help.salesforce.com/s/articleView? 
id=sf.customize_leadrules.htm&type=5 and https://help.salesforce.com/s/articleView? 
id=sf.customize_caserules.htm&type=5 

Question: 75   

The system administrator needs to ensure that all Leads coming from the website are assigned a website lead queue, that 
all Leads for a recent trade show are assigned to Matt Wilson and all other leads are assigned to Phil Smith. The system 
administrator will 

A.Create 3 assignment rules 

B.Create 1 assignment rule with multiple criteria entries 

C.Create an assignment rule and 2 workflow rules 

D.Use workflow rules to accomplish this 

Answer: B 

Explanation: 

Here's a detailed justification for why option B, "Create 1 assignment rule with multiple criteria entries," is the most 
efficient and accurate solution for the scenario, contrasting it with the other options: 

Justification: 

Assignment rules in Salesforce are designed to automate the process of assigning records (like Leads, Cases, etc.) to 
users or queues based on defined criteria. A single assignment rule can contain multiple rule entries. Each rule entry 
specifies a set of criteria and the user or queue to which records matching that criteria should be assigned. The rule 
entries are evaluated in order. The first rule entry that matches the record's criteria will be used to assign the record, 
and the subsequent rule entries will be ignored. 
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In this scenario, we have three distinct assignment requirements: 

1. Leads from the website go to the "Website Lead" queue.  
2. Leads from the trade show are assigned to Matt Wilson.  
3. All other leads are assigned to Phil Smith. 

Why option B is the best: A single assignment rule, with three rule entries addresses these requirements in an 
organized manner. The system administrator configures the criteria for each rule entry: 

1. Entry 1: "Lead Source equals Website" assigns to the "Website Lead" queue. 2. Entry 
2: "Lead Source equals Trade Show" assigns to Matt Wilson.  
3. Entry 3: No criteria specified assigns to Phil Smith. 

Since rule entries are evaluated sequentially, it's critical to ensure the most specific criteria are placed before the more 
generic ones. A default entry that always triggers goes at the bottom. This approach ensures that the general cases won't 
override the more specific conditions. Salesforce will first look for leads from the website, then trade shows, and then 
assign all others to Phil Smith. 

Why other options are incorrect: 

A. Create 3 assignment rules: Creating multiple assignment rules is inefficient and can lead to unpredictable behavior 
if multiple rules are active simultaneously, potentially overriding each other. Assignment rule execution is not 
guaranteed to respect the defined order of multiple independent assignment rules; meaning the lead could be assigned 
incorrectly. 

C. Create an assignment rule and 2 workflow rules: While workflow rules can be used to assign records, it is not 
the intended function for assignment automation. It's better to use assignment rules for the majority of cases. 
Workflow rules would also create an additional layer of complexity when one tool handles the assignment 
requirement already. Workflow rule processing also happens after assignment rules, making this option unsuitable. 

D. Use workflow rules to accomplish this: Similar to option C, relying solely on workflow rules is not efficient. 
Assignment rules are specifically designed for this type of task. Leveraging workflow rules for tasks that are better 
suited for other automation tools can lead to disorganized processes. 

In summary, the use of a single assignment rule with multiple criteria entries is the most logical and recommended 
approach for the scenario, leveraging the power of assignment rules for the intended purpose. 

Authoritative Links: 

Salesforce Assignment Rules: https://help.salesforce.com/s/articleView? 

id=sf.customize_leadrules.htm&type=5  
Salesforce Automation Tools (Comparison):  
https://trailhead.salesforce.com/content/learn/modules/business_process_automation/bp_automation_intro 

Question: 76   

Auto response rules can be used to send an automated yet tailored response to customers based on the 
information they provide via the Web-to-lead form. 

A.True 

B.False 

Answer: A 

Explanation: 
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The statement is true because auto-response rules in Salesforce are specifically designed to automate email responses 
to leads submitted through Web-to-Lead forms. These rules allow administrators to configure email responses based 
on criteria such as the lead's source, location, or product of interest. By setting up these rules, businesses can provide 
immediate acknowledgement and relevant information to prospective customers after they submit their details. This 
rapid response can significantly improve customer  
engagement and conversion rates, giving the impression of attentiveness and efficiency. 

Auto-response rules can be customized to include personalized content, such as the lead's name, the specific product 
they inquired about, or relevant resources to answer their initial questions. The content of the auto-response email can 
dynamically adjust based on the information the lead provides in the Web-to-Lead form fields. This targeted 

communication enhances the user experience and increases the likelihood of further interaction. Essentially, auto-
response rules function as a basic yet valuable form of marketing automation within the Salesforce ecosystem, enabling 
businesses to automate initial outreach without manual  
intervention. This automation helps ensure that no lead goes unacknowledged, and that all leads receive a prompt and 
tailored response, ultimately contributing to better lead management and conversion rates. 

Here are authoritative links for further research: 

Salesforce Help: https://help.salesforce.com/s/articleView?id=sf.customize_autoreply.htm&type=5 
Trailhead by Salesforce: (Search within Trailhead for "Automate Lead Management")  
https://trailhead.salesforce.com/ 

Question: 77   

When Chatter is enabled in an org, the following happens (Choose all that apply). 

A.The Chatter app is added to the Force.com app menu 

B.The Chatter tab is added to all standard apps 

C.Accounts, Contacts, Cases, Leads and Opportunities are enabled for Chatter 

D.All users are added to the All Chatter group 

E.All of the above 

Answer: ABC 

Explanation: 

Here's a detailed justification for why options A, B, and C are correct when Chatter is enabled in a Salesforce org, and 
why options D and E are incorrect: 

A. The Chatter app is added to the Force.com app menu: Enabling Chatter provides a dedicated 'Chatter' app in the 
Force.com app menu. This app provides easy access to the Chatter feed, groups, and user profiles, allowing users to 
specifically focus on social collaboration within Salesforce. This centralized access point is a key feature of Chatter's 
integration within the Salesforce platform. 

B. The Chatter tab is added to all standard apps: When Chatter is activated, a 'Chatter' tab becomes available within 
all standard Salesforce applications (e.g., Sales, Service, Marketing). This integration ensures that users can access and 
participate in Chatter discussions directly from within the context of their work, making collaboration more seamless 
and efficient. 

C. Accounts, Contacts, Cases, Leads and Opportunities are enabled for Chatter: By default, enabling Chatter 
activates the feed tracking feature on standard objects like Accounts, Contacts, Cases, Leads, and Opportunities. This 
enables users to follow these records and receive updates about changes or discussions related to them in their 
Chatter feeds. This integration fosters better collaboration around critical business data and workflows. 
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D. All users are added to the All Chatter group: Salesforce does not automatically add all users to an "All Chatter" 
group upon enabling Chatter. While administrators can create and manage groups for specific purposes or all-company 
communication, user membership is typically managed separately and isn't a default behavior. This prevents potential 
information overload and ensures users only see relevant content. 

E. All of the above: This is incorrect because option D is incorrect. 

In summary, Chatter is designed to be integrated into the existing Salesforce interface to facilitate collaboration on 
existing business processes. Adding the application to the menu, placing it on the standard apps, and automatically 
enabling the objects create an efficient environment for communication. 

Authoritative Links: 

Salesforce Help - Enable Chatter: https://help.salesforce.com/s/articleView? 

id=sf.collab_admin_enable.htm&type=5  
Trailhead - Chatter Basics: https://trailhead.salesforce.com/content/learn/modules/chatter_basics 

Question: 78   

Chatter External license allow users outside the company to join public Chatter groups. 

A.True 

B.False 

Answer: B 

Explanation: 

Here's a detailed justification for why the statement "Chatter External licenses allow users outside the company 
to join public Chatter groups" is false. 

Chatter External licenses are specifically designed to grant limited access to a company's Chatter environment for 
external users, such as customers. This access is not intended to provide free-reign participation in all public 
Chatter groups. Instead, it restricts external users to designated, private groups. 

The core purpose of a Chatter External license is to facilitate secure collaboration within a controlled environment. It 
allows customers, partners, or other external stakeholders to engage in discussions and share information relevant to 
specific projects, support cases, or partnerships, without exposing them to the entire internal workings of the 
organization. 

The functionality of the Chatter External license focuses on: 

Restricted access: Users can only be invited to join private Chatter groups. This ensures confidentiality and 
prevents them from seeing sensitive internal conversations. 

Controlled collaboration: It provides a platform for communication and document sharing within the confines of the 
private group they are invited to. 

Secure environment: Salesforce's security infrastructure protects the data shared within these private groups. 

The opposite of these is the Chatter Free license which grants access to the chatter feed and features of chatter 
without access to salesforce data and features. If you are using Chatter Free licenses, you can't upgrade to Chatter 
External or Chatter Only license. 

Public groups, by their nature, are open to all internal users within the company's Salesforce org. Extending that 
openness to external users via a Chatter External license would defeat the purpose of a controlled, secure 
collaboration environment. Salesforce uses Customer Community licenses or Partner Community 
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licenses for more extensive external collaboration that might involve access to wider sets of data or features. The 
Chatter External license is specifically for limited, private interactions. 

Therefore, because Chatter External licenses only allow external users to participate in private Chatter groups, 
not public ones, the statement is demonstrably false. 

Authoritative Links: 

Salesforce Help: Chatter Licenses:https://help.salesforce.com/s/articleView? 

id=sf.collab_licenses.htm&type=5  
Considerations for Inviting External Users to Chatter:https://help.salesforce.com/s/articleView? 

id=sf.collab_invite_external_users_considerations.htm&type=5 

Question: 79   

Who can invite Chatter customers into a Chatter group? 

A.The system admin 

B.Group owner 

C.All Chatter users 

D.None of the above 

Answer: AB 

Explanation: 

The correct answer, A and B, pinpoint the roles empowered to invite Chatter customers into a Chatter group: the 
system administrator and the group owner. System Administrators possess broad organizational privileges in 
Salesforce, granting them control over user access and settings, including managing Chatter groups and membership. 
This overarching authority enables them to invite external Chatter customers. 

Group Owners, designated individuals responsible for managing and moderating a specific Chatter group, also hold the 
power to invite members, including Chatter customers. This authority stems from their role in fostering engagement and 
relevance within their designated group. They are best positioned to ensure the invited customers align with the group's 
purpose. 

Option C, "All Chatter users," is incorrect because restricting the ability to invite external customers to system 
administrators and group owners helps maintain control and security. Allowing all users to invite external 
individuals could potentially expose the organization to unwanted external access or spam. 

Option D, "None of the above," is also incorrect, as both system administrators and group owners possess the 
necessary permissions to invite Chatter customers into a Chatter group. 

Therefore, the combined access and control granted to system administrators and group owners ensures that 
appropriate external individuals are invited to the correct Chatter groups, maintaining the integrity and security of the 
Salesforce environment. This controlled access adheres to cloud computing best practices, prioritizing data governance 
and access control within the platform. 

For further research, refer to these official Salesforce resources: 

Chatter Groups:https://help.salesforce.com/s/articleView?id=sf.collab_groups.htm&type=5 
Salesforce Administrator Overview:  
https://trailhead.salesforce.com/en/content/learn/modules/administrator_certification_prep 
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Question: 80   

Folders are used to organize the following (Choose all that apply.) 

A. Dashboards 

B. Reports 

C. Documents 

D. Email templates 

E. All of the above 

F. None of the above 

Answer: E 

Explanation: 

The correct answer, E. All of the above, is accurate because folders in Salesforce serve as containers for various types 
of data and configurations, providing structure and access control. Let's examine each option: 

A. Dashboards: Folders organize dashboards, controlling who can view and edit them. Without folders, 
managing numerous dashboards would be chaotic, hindering efficient data analysis. 

B. Reports: Similar to dashboards, reports are organized into folders to manage access and maintain a logical structure. 
This allows teams to easily locate relevant reports based on their function or department. 

C. Documents: Salesforce documents, such as images, PDFs, and presentations, are stored and managed within 
folders. This ensures proper organization and allows administrators to control which users can access specific 
documents. 

D. Email Templates: Folders help organize email templates, streamlining the process of creating and managing 
communication strategies. Proper organization ensures users can quickly locate the appropriate template for a 
particular communication. 

In essence, folders are a foundational aspect of Salesforce's data management and security model. By organizing these 
different components within folders, administrators can efficiently control access, maintain a well-structured 
environment, and enhance usability for all users. Without this hierarchical folder structure, managing these key 
components effectively would be incredibly challenging and time-consuming. The use of folders is a key element to 
ensure effective Salesforce data management and overall usability. 

Authoritative Links: 

Salesforce Help: Folders:https://help.salesforce.com/s/articleView?id=sf.reports_folders.htm&type=5 Salesforce 
Help: Documents:https://help.salesforce.com/s/articleView?id=sf.collab_files_about.htm&type=5 Salesforce Help: 
Email Templates:https://help.salesforce.com/s/articleView? 
id=sf.email_templates_folders.htm&type=5 
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