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What is MB-210: Microsoft Dynamics 365 Sales [MB-210T01] including
Exam Voucher
Participants for this training are Dynamics 365 Functional Consultants with sales expertise. Candidates are
responsible for implementing solutions that support a sales life cycle to run efficiently and effectively to
meet revenue targets, business strategies, and company objectives.
Candidates are responsible for configuring and expanding the core functionality of leads, contacts, accounts,
opportunities, and supporting entities to map to the sales processes in place at the company. They identify
opportunities to use Power Apps to develop unified experiences for all devices, Power Automate for
application integration, business process flows, and other automation tools to construct an application that
supports and accelerates the lead to cash journey.
Candidates must have strong business knowledge and preferably first-person experience in the sales world
in one or more sales roles.
This course uses MOC (Microsoft Official Courseware) and will be given by an experienced MCT (Microsoft
Certified Trainer).
See the below modules for more information:
Module 1: Configure Dynamics 365 Sales
In this module, we will learn about configuring the sales application to fit an organization's unique
requirements.
Lessons

Configure organization and management settings



Create and configure sales visualizations

Module 2: Manage customers, leads, and opportunities
In this module, you will learn how to manage customer data records, use built-in sales tools, and take a lead
through the lead lifecycle.
Lessons

Manage customers using accounts and contacts
Manage leads
Manage opportunities

Module 3: Process sales orders
In this module, we will learn how to use quotes and orders to further use Dynamics 365 Sales to manage
your sales opportunities and turn them into closed deals.
Lessons

Manage quotes, orders, and invoices
Manage and organize the product catalog
Manage forecasting
Configure playbooks

Module 4: Integrate components with Dynamics 365 Sales
In this module, we will learn how to use sales analytics tools to empower the sales team.
Lessons

Leverage Embedded Intelligence in Dynamics 365 Sales
Manage relationships with social selling

Who should attend MB-210: Microsoft Dynamics 365 Sales
[MB-210T01] including Exam Voucher
A Dynamics 365 Functional Consultant is responsible for performing discovery, capturing requirements,
engaging subject matter experts and stakeholders, translating requirements, and configuring the solution
and applications. The Functional Consultant implements a solution using out of the box capabilities, codeless
extensibility, application and service integrations.
Also, you will receive an Exam Voucher. Enlist today!

Prerequisites

Familiarity of business applications and the desire to customize and implement them for your business.

Objectives

After completing this course, you will be able to:
Install and configure the application

Identify common sales scenarios
Complete a sales cycle
Configure product catalog
Manage customer records
Utilize analytics tools with customer data



Copy configuration data between legal entities
Import and Export data and manage data by using Office Integration
Use Regression Suite Automation Tool (RSAT)
Create User acceptance Tests (UAT) and test plans
Create and work with Business Process Modeler (BPM)
Understand how to use Issue search
Install and configure the sales application and Identify common sales scenarios.
Create customer records.
Use sales tooling.
Create leads and opportunities, create and use the product catalog.
Add quotes to opportunities.
Complete a sale with an order.
Use Embedded Intelligence tools.
Manage relationships using social selling tools.



If a third-party copyright applies to this course, you will find the copyright on
https://academy.capgemini.nl/en/topic/trademarks/

Capgemini Academy’s general terms and conditions are applied to all products and services
mentioned within this document. For the latest version please check
https://academy.capgemini.com/. The rates of products and services mentioned in this document
are subject to change. For the most recent rates, please also visit our website.

About Capgemini Academy

Capgemini Academy’s professionals offer what people in IT need. Our professionals have a keen
eye for motivation, talent and are aware of specific contexts and circumstances. They move people
to move. Programmes and courses that originate from daily experience of our both didactical and
substantively strong trainers, light a fire within the individual IT professionals.
Real life stories of our professionals’ experience that tell how to solve problems and work with the
people around it, do the rest.

An organization, like ours, helps people and their organizations day by day to get the best out of
themselves and each other. We prepare them to defy tomorrow’s challenges. We stimulate learning
and curiosity. In order for individual IT professionals and their employers, to build better, longer and
more intensive relationships. For mutual benefit.

Capgemini Academy. We transform IT professionals
academy.capgemini.nl
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