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Question: 1 
   
Cloud Kicks wants a report to categorize accounts into small, medium, and large based on the dollar 
value found in the Contract Value field. Which feature should a Platform Administrator use to meet this 
request? 
 
A. Group Rows 
B. Filter Logic 
C. Detail Column 
D. Bucket Column 
 

Answer: D     
 
Explanation: 
In Salesforce reporting, a Bucket Column is the most efficient tool for categorizing records without the 
need for creating custom fields or complex formula logic. Bucketing allows an administrator to define 
ranges of values for a field—such as the "Contract Value" currency field—and assign a label to each 
range, such as "Small," "Medium," or "Large." This is particularly useful for grouping data into segments 
that do not exist natively in the data model. For example, if a "Small" account is defined as anything 
under $50,000 and "Large" is over $200,000, the bucket tool allows the admin to visually organize these 
in the report builder interface. Unlike Grouping Rows, which merely clusters identical values together, a 
Bucket Column transforms raw data into meaningful categories for visualization. This feature 
significantly enhances data storytelling by providing a summarized view of account distribution based on 
specific financial thresholds without impacting the actual Account record or requiring administrative 
overhead for new fields. 
 

Question: 2 
   
Universal Containers wants to ensure that cases are routed to the right people at the right time, but 
there is a growing support organization. The business wants to be able to move people around and 
adjust the work they get without having to request extra assistance or rely on the administrator teams. 
Which tool allows the business to control its own assignment of work? 
 
A. Case Assignment Rules 
B. Email-to-Case 
C. Omni-Channel 
D. Lead Assignment Rules 
 

Answer: C     
 
Explanation: 
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Omni-Channel is a comprehensive service tool designed to route work items (like Cases, Leads, or 
custom objects) to the most available and qualified support agents in real-time. Unlike Case Assignment 
Rules, which are often static and require administrative intervention to update complex logic, Omni- 
Channel allows for more dynamic management through the use of Queues and Presence Statuses. By 
using Omni-Channel, a support manager or "Supervisor" can monitor agent workloads and adjust 
capacity or move people between service channels without needing to modify the underlying system 
configuration or involve the Platform Administrator. It supports various routing models, such as "Least 
Active" or "Most Available," ensuring that work is distributed fairly and efficiently. This flexibility is vital 
for growing organizations that need to scale their support operations quickly while maintaining high 
service levels. Furthermore, it provides the business with the autonomy to manage its workforce 
effectively, as managers can see who is logged in and what they are working on, allowing for immediate 
adjustments to handle spikes in case volume. 
 

Question: 3 
   
Cloud Kicks is concerned that not everyone on the sales team is entering key data into accounts and 
opportunities that they own. Also, the team is concerned that if the key information changes, it does not 
get updated in Salesforce. A Platform Administrator wants to get a better understanding of their data 
quality and record completeness. What should the administrator do to accomplish this? 
 
A. Explore AppExchange for data quality and record completeness solutions. 
B. Create a report for Accounts and Opportunities highlighting missing data. 
C. Subscribe the sales reps to a monthly report for accounts and opportunities. 
D. Configure the key fields as required fields on the page layout. 
 

Answer: B     
 
Explanation: 
The administrator's goal is to gain a better understanding of current data quality and record 
completeness issues in Accounts and Opportunities. Creating reports (or dashboards) that highlight 
blank or missing key fields—using filters like "Field equals (blank)" or formula fields to flag 
incompleteness—directly assesses the existing data by showing which records lack required 
information. 
Why B is correct: Salesforce Trailhead modules on data quality emphasize using reports and dashboards 
(e.g., Account, Contact & Opportunity Data Quality Dashboard) to identify missing fields and measure 
completeness before implementing fixes. 
Why not the others: 
A: Exploring AppExchange apps is useful for advanced or ongoing solutions but skips the initial 
assessment step. 
C: Subscribing reps to reports helps with awareness but doesn't provide the admin with an overview of 
data quality. 
D: Making fields required prevents future issues but doesn't reveal current missing data or outdated 
records. 
This approach aligns with Salesforce best practices: assess data quality first through reporting, then 
enforce improvements. 
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Question: 4 
   
Northern Trail Outfitters has two different sales processes: one for business opportunities with four 
stages and one for partner opportunities with eight stages. Both processes will vary in page layouts and 
picklist value options. What should a Platform Administrator configure to meet these requirements? 
 
A. Different page layouts that control the picklist values for the opportunity types 
B. Separate record types and sales processes for the different types of opportunities 
C. Validation rules that ensure that users are entering accurate sales stage information 
D. Public groups to limit record types and sales processes for opportunities 
 

Answer: B     
 
Explanation: 
To manage different business requirements for a single object like Opportunities, Salesforce utilizes a 
combination of Record Types and Sales Processes. A Sales Process is a specific feature for the 
Opportunity object that allows an administrator to select which "Stage" picklist values are visible. In this 
scenario, the admin would create one Sales Process for "Business" (4 stages) and another for "Partner" 
(8 stages). Once these processes are defined, they are linked to Record Types. Record Types are the 
engine that allows different users to see different Page Layouts and picklist options based on the "type" 
of record they are creating. This architecture ensures that users working on Partner deals are guided 
through the appropriate eight stages and see the relevant fields on their layout, while Business users 
have a streamlined four-stage experience. This separation is critical for maintaining data integrity and 
ensuring that the reporting for each pipeline is accurate. It prevents confusion by only showing users the 
options that are relevant to the specific context of the deal they are managing. 
 

Question: 5 
   
Cloud Kicks has hired a new sales executive who wants to implement a document merge solution in 
Salesforce. How should a Platform Administrator implement this solution? 
 
A. Download the solution from AppExchange. 
B. Install a package from the Partner Portal. 
C. Create a managed package in AppExchange. 
D. Configure the package from Salesforce Setup. 
 

Answer: A     
 
Explanation: 
Salesforce does not provide a robust, native "document merge" engine that can handle complex 
templates, headers, and advanced formatting out of the box. Therefore, the standard practice for 
implementing such a solution is to download a third-party application from the AppExchange. The 
AppExchange is the primary marketplace for Salesforce-integrated solutions, offering popular document 
generation tools like Conga Composer, Nintex DocGen, or S-Docs. These tools allow administrators to 
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create professional-grade documents (like quotes, contracts, and invoices) by merging Salesforce record 
data into Word, PDF, or Excel templates. As a Platform Administrator, the process involves researching 
the best-fit app for the requirements, installing the package into a Sandbox for testing, and then 
deploying it to Production. This approach is highly efficient because it leverages existing, vetted 
technology that is specifically designed to handle the complexities of document generation, saving the 
organization from trying to build a costly and difficult-to-maintain custom solution using code or 
complex automation. 

Visit us at: https://www.examsboost.com/test/plat-admn-201



 

 
 

 

Thank You for Trying Our Product 
 

 
For More Information – Visit link below: 

https://www.examsboost.com/ 
 

15 USD Discount Coupon Code: 

G74JA8UF 

FEATURES 

 
 90 Days Free Updates  

 Money Back Pass Guarantee 

 Instant Download or Email Attachment 

 24/7 Live Chat Support 

 PDF file could be used at any Platform 

 50,000 Happy Customer 

Visit us at: https://www.examsboost.com/test/plat-admn-201

https://www.examsboost.com/�

