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Important Note, Please Read Carefully 
 
techeXams’ MB2-423 Exam is a comprehensive compilation of questions and answers that have 
been developed by our team of certified professionals. In order to prepare for the actual exam, all 
you need is to study the content of this exam questions. An average of approximately 10 to 15 hours 
should be spent to study these exam questions and you will surely pass your exam. It’s our 
guarantee. 
 

Latest Version 
We are constantly reviewing our products. New material is added and old material is revised. Free 
updates are available for 90 days after the purchase. You should check your member zone at 
techeXams and update 3-4 days before the scheduled exam date. Here is the procedure to get the 
latest version: 

1. Go to http://www.techeXams.ws/ 
2. Log in the User Center 
3. The latest versions of all purchased products are downloadable from here. Just click the 

links. 
 

Feedback 
If you find any possible improvement, then please do let us know. We are always interested in 
improving the quality of this product. Feedback can be send at: customer.service@techeXams.ws 

 
Explanations 
This product does not include explanations for all questions at the moment. If you are interested in 
providing explanations for this exam, please contact customer.service@techeXams.ws. 

 
Copyright 
techeXams holds the copyright of this material. techeXams grants you a limited license to view and 
study this material, either for personal or commercial use. Unauthorized reproduction or distribution 
of this material, or any portion thereof, may result in severe civil and criminal penalties, and will be 
prosecuted to the maximum extent possible under law.  

 
Disclaimer 
Neither this guide nor any material in this guide is sponsored, endorsed or affiliated with any of the 
respective vendor. All trademarks are properties of their respective owners.   

http://www.techexams.ws/exams/mb2-423.do�
http://www.techexams.ws/�
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Question: 1  

Company.com has a service that requires users and equipment. Which of the following 
have an effect on when the service can be scheduled? Choose the three that apply.  

A. Users' business units  
B. Organization-wide business closures  
C. Users' time zones  
D. Work schedule for the equipment  

 
 
 
Question: 2  

You are the schedule manager for your company. Company.com calls requesting a service. 
The service has already been defined and you decide to use the Service Calendar to 
automatically schedule the service. Which of the following can you do when scheduling 
the service appointment? Choose the two that apply.  

A. Specify additional equipment that is not part of the service definition.  
B. Schedule users outside their regular working hours.  
C. Choose specific users to perform the service.  
D. Set the length of time the service should take.  

 
 
 
Question: 3  

Which of the following records are synchronized between Microsoft Outlook and 
Microsoft CRM? Choose the two that apply.  

A. Contacts  
B. Accounts  
C. Notes  
D. Tasks  

 
 
 
Question: 4  

Which of the following are features of Marketing Automation in Microsoft CRM? Choose 
the three that apply.  

A. Creating and managing marketing lists  
B. Planning campaigns  
C. E-commerce Web sites  
D. Tracking estimated and actual cost and revenue information  
 

 

Answer: B, C, D  

Answer: C, D  

Answer: A, D  
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Question: 5  

As a Sales Manager using Microsoft CRM you want to see what types of Leads result in the 
mostopportunities. What is the most efficient way to obtain this information from 
Microsoft CRM?  

A. Create a new marketing campaign.  
B. Create a new View for Lead Types.  
C. Create a Microsoft CRM Advanced Find search.  
D. Run the Microsoft CRM Lead Source Effectiveness Report.  

 
 
 
Question: 6  

Company.com offers volume discounts to customers based on the number of products 
that they buy; 10% is offered for purchases between 10 and 99 and 15% is offered for 100 
and over. You want Microsoft CRM to automatically calculate the correct price when 
orders are entered. How should you implement this?  

A. Create two price lists, one for each of the two ranges.  
B. Create two additional price lists with the discounted prices for the two ranges.  
C. Create additional unit groups for each product with the discounted prices.  
D. Create one discount list that uses the two discount ranges.  

 
 
 
Question: 7  

In speaking with potential customers, the Sales Manager notices that several key 
opportunities have been lost and discovers that the customers purchased products from a 
rival company. The Sales Manager asks you, the Sales Representative, to add information 
about the rival company and why each opportunity was lost to the CRM database. The 
Sales Manager wants the information to be available to other sales representatives when 
they deal with these customers. How should you do this?  

A. Add the rival company as a new account, link this account to each customer's account using a 
relationship role and add a note against each customer's account together with a description of 
why the opportunity was lost.  
B. Add the rival company as a new competitor, reopen the lost opportunities, add the new 
competitor record to each one of the lost opportunities and close each opportunity with a 
description of why it was lost.  
C. Add the rival company as a new competitor and add a note against this record 
with a description of why each opportunity was lost.  
D. Add a note against each customer detailing the rival company and why the 
opportunity was lost.  

 
 

Answer: A, B, D  

Answer: D  

Answer: D  
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Question: 8  

The Vice President of Marketing wants to know how effective a campaign has been in 
generating interest in the company products and the forecast opportunity revenue. Which 
action should be taken?  

A. Run a Campaign Performance Report.  
B. Open the campaign and review the financials tab.  
C. Use Advanced Find to search for and examine campaign responses.  
D. Review the list of open opportunities.  

 
 
 
Question: 9  

A user complains that the Marketing group does not appear in the Workplace. You 
discover that the user is using the Microsoft CRM laptop client for Outlook when offline. 
You need to make sure that the user can see the Marketing group in their Workplace. 
What should you do?  

A. Make sure that the user has selected Marketing in Personal Options.  
B. Give the user access to the Marketing module using System Settings.  
C. Advise the user that the Marketing module is unavailable in the Microsoft CRM laptop client 
for Outlook.  
D. Instruct the user to go online.  

 
 
 
Question: 10  

In speaking with potential customers, the Sales Manager notices that several key 
opportunities have been lost and discovers that the customers purchased products from a 
rival company. The Sales Manager asks you, the Sales Representative, to add information 
about the rival company and why each opportunity was lost to the CRM database. The 
Sales Manager wants the information to be available to other sales representatives when 
they deal with these customers. How should you do this?  

A. Add the rival company as a new account, link this account to each customer account using a 
relationship role and add a note against each customer account together with a description of 
why the opportunity was lost.  
B. Add the rival company as a new competitor, reopen the lost opportunities, add the new 
competitor record to each one of the lost opportunities and close each 
opportunity with a description of why it was lost.  
C. Add the rival company as a new competitor and add a note against this record 
with a description of why each opportunity was lost.  
D. Add a note against each customer detailing the rival company and why the 
opportunity was lost.  

 

Answer: B  

Answer: A  

Answer: A  
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Question: 11  

Which of the following is true regarding sites in Microsoft CRM Service Scheduling?  

A. A resource can belong to more than one site.  
B. Resource groups can be associated with sites.  
C. A site can be specified when booking a service activity.  
D. Sites represent customer locations.  

 
 
 
Question: 12  

You are a Sales Representative making telephone calls to potential customers from a list 
of Leads that have showed interest in products your organization sells. When talking to 
one Lead in particular you determine that they are no longer interested in your company 
products. What is the next step to follow so that any notes or activities remain with the 
Lead record?  

A. Convert the Lead record to a Contact record.  
B. Reactivate the Lead record so that no information is lost.  
C. Delete the Lead record.  
D. Deactivate the Lead record.  

 
 
 
Question: 13  

Which of the following steps should you perform when you implement service scheduling 
in Microsoft CRM? Choose the two that apply. 

A. Define the facilities and equipment necessary to perform services.  
B. Define facilities and equipment costs.  
C. Define service offerings.  
D. Setup service contracts.  

 
 
 
 
 

 
Get complete mb2-423 exam questions and answers by visiting URL 

“http://www.techexams.ws/exams/mb2-423.do” 

Answer: B  

Answer: C  

Answer: D  

Answer: A, C  
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