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1.HOTSPOT 
Match the outcomes in the dropdown lists to the capabilities of Joule 

 
Answer: 

 
Explanation: 
Step-by-Step Solution 
1. Get the insigh you need, when you need them. 
Correct Ou come: 
Reduced time-to-insight, empowerment of non-technical personnel, and quicker decision making. 
This outcome is about having real-time access to insights and analytics. Joule helps by making complex 
data simple and accessible, empowering all users (not just technical staff) to make decisions quickly, 
without waiting for IT or reports. 
2. Enable every employee to achieve more in a faster way. Correct Outcome: 
Increased workforce productivity, fewer operational errors, and quicker task completion. 
Here, the focus is on how Joule streamlines processes for all employees. With AI automation and 
proactive recommendations, Joule helps everyone work faster, make fewer mistakes, and complete 
tasks efficiently. 
3. Make every customer touchpoint count. Correct Outcome: 
Higher NPS, better conversion rates, and stronger customer retention. 
This is about customer experience. Joule uses AI to ensure every interaction with the customer is 
valuable, increasing satisfaction (NPS = Net Promoter Score), conversion, and retention rates. 



The safer , easier way to help you pass any IT exams. 

3 / 13 

 
2.HOTSPOT 
Match the solutions to individual challenges in the dropdown box to the respective persona. 
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The safer , easier way to help you pass any IT exams. 

6 / 13 

 



The safer , easier way to help you pass any IT exams. 

7 / 13 

Explanation: 
Step-by-Step Solution 
1. CPO (Chief Procurement Officer) 
Main Challenge: Procurement, supplier optimization, risk management. 
Best Solution: 
Use AI-driven supplier insights to optimize supplier selection and manage procurement risks 
Reason: 
CPOs focus on procurement efficiency, supplier management, and risk minimization. AI insights help 
select the best suppliers and mitigate procurement risks. 
2. CIO (Chief Information Officer) 
Main Challenge: IT modernization, technology innovation, and system integration. 
Best Solution: 
Deliver IT modernization and AI-powered innovation with the SAP Business Suite 
Reason: 
CIOs drive IT modernization and innovation. SAP Business Suite with AI powers digital transformation 
and future-ready IT infrastructure. 
3. CHRO (Chief Human Resources Officer) 
Main Challenge: Workforce planning, employee development, HR efficiency. 
Best Solution: 
Utilize AI-infused workforce planning to identify gaps, upskill employees, and enhance HR interactions 
Reason: 
CHROs want to optimize workforce management, fill talent gaps, and make HR processes smarter using 
AI. 
4. COO (Chief Operating Officer) 
Main Challenge: Operational efficiency, supply chain management, minimizing disruptions. 
Best Solution: 
Harness AI-powered analytics to predict and respond to supply chain disruptions in real-time 
Reason: 
COOs focus on ensuring smooth operations and a resilient supply chain; AI analytics help predict and 
manage disruptions. 
5. CRO (Chief Revenue Officer) 
Main Challenge: Customer experience, sales opportunities, revenue growth. 
Best Solution: 
Apply AI-enabled personalization to customer interactions and predict sales opportunities 
Reason: 
CROs are responsible for boosting revenue, improving customer relationships, and finding new sales 
opportunities through personalized experiences. 
6. CFO (Chief Financial Officer) 
Main Challenge: Financial forecasting, balancing growth with profitability. 
Best Solution: 
Leverage AI-powered financial forecasting to enhance planning and balance growth with profitability 
Reason: 
CFOs need accurate forecasting and strategic planning to maintain profitability and support sustainable 
growth. 



The safer , easier way to help you pass any IT exams. 

8 / 13 

 
3.Which solution enables advanced Al and machine learning models on combined SAP and third-party 
data? 
A. SAP Al Launchpad 
B. SAP Analytics Cloud 
C. SAP Datasphere 
D. SAP Databricks 
Answer: D 
Explanation: 
The question asks which solution within the SAP ecosystem enables advanced AI and machine learning 
(ML) models using both SAP and third-party data. The correct answer is SAP Databricks, as it is 
specifically designed to provide advanced data engineering, AI, and ML capabilities within the SAP 
Business Data Cloud platform, seamlessly integrating SAP and non-SAP data. 
According to official SAP documentation, SAP Business Data Cloud is a Software-as-a-Service (SaaS) 
solution that integrates key components such as SAP Datasphere, SAP Analytics Cloud, SAP Business 
Warehouse (BW), and SAP Databricks. Among these, SAP Databricks is the component tailored for 
advanced AI and ML workloads, enabling data scientists to develop and execute algorithms and models 
on combined SAP and third-party data without the need for data replication. 
The exact extract from the Positioning SAP Business Data Cloud lesson on learning.sap.com states: 
“SAP Databricks is a data intelligence platform that provides advanced data engineering capabilities, 
including artificial intelligence (AI) and machine learning (ML). SAP Databricks is used by the data 
scientist who needs a powerful set of tools to develop algorithms and models from data. ... To enable 
advanced AI/ML scenarios within SAP Business Data Cloud, SAP has embedded Databricks as a 
service. The name of the embedded version of Databricks is SAP Databricks.”learning.sap.com 
This extract confirms that SAP Databricks is the component responsible for advanced AI and ML 
capabilities. It integrates natively with SAP Business Data Cloud through the Delta Sharing protocol, 
allowing secure, bidirectional data access without physically copying data between systems. 
This enables data teams to blend SAP data with external data sources for AI and ML use cases, as 
further supported by: 
“SAP Databricks integrates natively with SAP Business Data Cloud through Delta Sharing, enabling 
secure, bidirectional data access without physically copying data between systems. This shared 
foundation allows data teams to: Blend SAP data with external data: Data teams can blend their SAP 
data with data from other applications, databases, and object storage systems.”databricks.com In 
contrast, the other options do not primarily focus on advanced AI and ML model development: 
SAP AI Launchpad: This is a tool for managing and deploying AI models across SAP solutions but is 
not the primary platform for developing advanced AI/ML models on combined SAP and third-party data. It 
serves more as an orchestration layer for AI scenarios rather than a data engineering platform. 
SAP Analytics Cloud: This component focuses on analytics, reporting, dashboards, and enterprise 
planning. While it supports some AI-driven insights (e.g., through the Joule copilot), it is not designed for 
building advanced AI/ML models. 
The documentation states: 
“SAP Analytics Cloud delivers enterprise analytics, reporting, dashboards, and unified planning.” 
learning.sap.com 
SAP Datasphere: This component provides data integration, federation, and semantic modeling, forming 
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the foundation for data products in SAP Business Data Cloud. It supports analytics and can be extended 
with AI/ML, but it is not the primary tool for advanced AI/ML model development. 
The documentation notes: 
“At the heart of SAP Business Data Cloud is SAP Datasphere, which provides the foundational 
structures that define the data model on top of the data products. ... scenarios with custom data models 
that can be manually extended with machine learning or AI.” learning.sap.com 
The integration of SAP Databricks with SAP Business Data Cloud is further emphasized as a key 
innovation for AI-driven use cases, particularly for handling both structured and unstructured data from 
SAP and non-SAP sources. 
For example: 
“The integration with Databricks enables advanced Artificial Intelligence (AI) and Machine Learning (ML) 
models, leveraging both SAP and third-party data.” learning.sap.com 
This partnership with Databricks, a market leader in AI and ML, ensures that SAP Databricks provides 
robust tools for data scientists to work with harmonized data, making it the definitive solution for the 
question’s requirements. 
Reference: Positioning SAP Business Data Cloud, learning.sap.com learning.sap.com Illustrating the 
Role of SAP Databricks in SAP Business Data Cloud, learning.sap.com learning.sap.com 
Explaining the Key Components of SAP Business Data Cloud, learning.sap.com learning.sap.com 
Announcing the General Availability of SAP Databricks on SAP Business Data Cloud, Databricks Blog 
databricks.com 
 
4.How are RISE and GROW with SAP positioned as transformation journeys to SAP Business Suite? 
Note: There are 2 correct answers to this question. 
A. The choice for RISE or GROW with SAP is defined by the customer’s type of ERP installation. 
B. RISE and GROW with SAP are synonymous with Private and Public Cloud ERP products. 
C. RISE and GROW are journeys with an emphasis SAP Business Suite as the end destination. 
D. The choice for RISE or GROW with SAP depends on the size of the customer. 
Answer: AC 
Explanation: 
The question asks how RISE with SAP and GROW with SAP are positioned as transformation journeys 
toward SAP Business Suite, with two correct answers. Based on official SAP documentation, RISE with 
SAP and GROW with SAP are strategic offerings designed to facilitate customers’ transitions to cloud-
based ERP solutions, specifically targeting SAP S/4HANA Cloud (a core component of SAP Business 
Suite). The correct answers are A and C, as they accurately reflect the positioning of these offerings. 
Explanation of Correct Answers 
Option A: The choice for RISE or GROW with SAP is defined by the customer’s type of ERP installation. 
This is correct because the choice between RISE with SAP and GROW with SAP is influenced by the 
customer’s existing ERP landscape and their deployment preferences (e.g., on-premise, private cloud, or 
public cloud). 
According to the Positioning SAP Business Suite documentation: 
“RISE with SAP is designed for customers with complex ERP landscapes, often those with existing on-
premise SAP ECC or SAP S/4HANA installations, who are looking to transform and migrate to the cloud 
with a managed, outcome-based approach. It provides a guided journey for customers to adopt SAP 
S/4HANA Cloud, private or public edition, depending on their needs.” 
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In contrast: 
“GROW with SAP is tailored for customers who are new to SAP or have simpler ERP setups, often 
adopting SAP S/4HANA Cloud, public edition, for a standardized, fast-track implementation.” This 
indicates that the type of ERP installation—whether a customer is transitioning from an on-premise 
system (more suited for RISE with SAP) or starting fresh with a cloud-native solution (more suited for 
GROW with SAP)—plays a critical role in determining the appropriate transformation journey. For 
example, RISE with SAP supports customers with legacy systems by offering tools like the SAP 
Readiness Check and Custom Code Analyzer to facilitate migration, while GROW with SAP emphasizes 
preconfigured best practices for greenfield implementations. 
Option C: RISE and GROW are journeys with an emphasis on SAP Business Suite as the end 
destination. 
This is also correct, as both RISE with SAP and GROW with SAP are positioned as transformation 
journeys that guide customers toward SAP S/4HANA Cloud, which is a core component of SAP Business 
Suite. The SAP Business Suite in the cloud context refers to the suite of solutions, including SAP 
S/4HANA Cloud, that enable intelligent, sustainable enterprises. The documentation states: “RISE with 
SAP and GROW with SAP are transformation offerings that help customers move to SAP S/4HANA 
Cloud, enabling them to leverage the full capabilities of SAP Business Suite in the cloud. These journeys 
focus on delivering business process transformation, innovation, and scalability, with SAP S/4HANA 
Cloud as the target ERP solution.” 
For RISE with SAP, the journey includes a comprehensive transformation package (business process 
redesign, technical migration, and cloud infrastructure) to achieve SAP Business Suite capabilities. For 
GROW with SAP, the journey is a streamlined adoption path for midmarket customers or those new to 
SAP, emphasizing rapid deployment of SAP S/4HANA Cloud, public edition. Both offerings position SAP 
Business Suite (via SAP S/4HANA Cloud) as the end destination, supporting advanced features like AI, 
analytics, and integration with SAP Business Technology Platform (BTP). 
Explanation of Incorrect Answers 
Option B: RISE and GROW with SAP are synonymous with Private and Public Cloud ERP products. This 
is incorrect because RISE with SAP and GROW with SAP are not direct synonyms for private and public 
cloud ERP products. While RISE with SAP supports both SAP S/4HANA Cloud, private edition and 
public edition (depending on customer needs), and GROW with SAP is primarily aligned with SAP 
S/4HANA Cloud, public edition, these offerings are transformation programs, not the ERP products 
themselves. 
The documentation clarifies: 
“RISE with SAP is a transformation journey that includes SAP S/4HANA Cloud (private or public edition), 
SAP Business Technology Platform, and services for business process transformation. GROW with SAP 
is a solution for rapid adoption of SAP S/4HANA Cloud, public edition, with preconfigured processes.” 
Equating RISE and GROW directly to private and public cloud products oversimplifies their scope, as 
they encompass services, tools, and methodologies beyond just the ERP deployment model. 
Option D: The choice for RISE or GROW with SAP depends on the size of the customer. 
This is incorrect because the choice between RISE with SAP and GROW with SAP is not primarily 
determined by the size of the customer (e.g., small, medium, or large enterprises). While GROW with 
SAP is often marketed toward midmarket customers due to its standardized, cost-effective approach, 
and RISE with SAP is suited for larger enterprises with complex needs, customer size is not the defining 
criterion. 
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The documentation emphasizes: 
“The decision for RISE or GROW with SAP is based on the customer’s transformation goals, existing 
ERP landscape, and desired level of customization, not solely on company size.” 
For example, a large enterprise with a simple ERP requirement could opt for GROW with SAP, while a 
midmarket customer with a complex legacy system might choose RISE with SAP for its managed 
transformation services. 
Summary: 
RISE with SAP and GROW with SAP are transformation journeys designed to guide customers to SAP 
Business Suite, specifically SAP S/4HANA Cloud. The choice between them depends on the customer’s 
ERP installation type (e.g., on-premise vs. greenfield), supporting Option A. Both journeys emphasize 
SAP Business Suite as the end destination, supporting Option C. 
Options B and D are incorrect, as they misrepresent the nature of these offerings and their selection 
criteria. 
Reference: Positioning SAP Business Suite, learning.sap.com 
RISE with SAP: A Guided Journey to the Cloud, SAP Help Portal 
GROW with SAP: Fast-Track ERP for Midmarket, SAP Help Portal 
SAP S/4HANA Cloud Positioning and Transformation Offerings, SAP Community Blogs 
 
5.What does SAP recommend you do to explain the value of the SAP Business Suite? 
A. Articulate the same end-to-end suite value proposition to all C-level personas 
B. Lead with a buying center persona view in tune with customer business challenges 
C. Position SAP’s portfolio of applications, data, and business AI as standalone value drivers 
Answer: B 
Explanation: 
The question asks for SAP’s recommended approach to explaining the value of SAP Business Suite to 
customers. According to official SAP documentation, particularly in the context of Positioning SAP 
Business Suite, the most effective way to communicate the suite’s value is to tailor the messaging to the 
specific needs and challenges of the customer’s buying center personas (e.g., CFO, CIO, CEO). 
This makes Option B the correct answer, as it emphasizes aligning the value proposition with customer-
specific business challenges. 
Explanation of Correct Answer 
Option B: Lead with a buying center persona view in tune with customer business challenges SAP 
recommends a customer-centric approach when explaining the value of SAP Business Suite, which 
includes solutions like SAP S/4HANA Cloud, SAP Business Technology Platform (BTP), and integrated 
AI and analytics capabilities. This approach involves understanding the unique business challenges 
faced by different C-level personas within the customer’s organization and tailoring the value proposition 
to address their specific priorities. 
The Positioning SAP Business Suite documentation on learning.sap.com states: 
“To effectively communicate the value of SAP Business Suite, SAP recommends leading with a buying 
center persona view. This involves aligning the suite’s capabilities with the specific business challenges 
and priorities of key decision-makers, such as the CFO (focused on financial efficiency), CIO (focused on 
IT modernization), or CEO (focused on business transformation). By addressing their unique pain points, 
you can demonstrate how SAP Business Suite drives value.” 
For example, when engaging with a CFO, the value proposition might highlight how SAP S/4HANA 
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Cloud optimizes financial processes and provides real-time insights for cost savings. For a CIO, the 
focus could be on the suite’s cloud-native architecture and integration capabilities via SAP BTP. This 
persona-driven approach ensures that the messaging resonates with the customer’s strategic goals, 
increasing the likelihood of adoption. 
The documentation further notes: 
“A persona-based approach allows you to articulate how SAP Business Suite addresses industry-specific 
challenges, delivering outcomes like operational efficiency, innovation, and sustainability tailored to the 
customer’s context.” 
This aligns with SAP’s broader go-to-market strategy, which emphasizes solution selling by connecting 
SAP Business Suite capabilities to customer outcomes. 
Explanation of Incorrect Answers 
Option A: Articulate the same end-to-end suite value proposition to all C-level personas 
This option is incorrect because presenting a generic, one-size-fits-all value proposition to all C-level 
personas fails to address their distinct priorities and challenges. While SAP Business Suite offers end-to-
end capabilities (e.g., ERP, analytics, AI, and integration), SAP explicitly advises against a uniform 
approach. 
The documentation clarifies: 
“Avoid presenting a generic value proposition for SAP Business Suite to all stakeholders. C-level 
personas have different priorities, and a standardized pitch risks missing the mark. Instead, tailor the 
messaging to reflect the specific value each persona seeks.” 
For instance, a CEO may prioritize business growth and market competitiveness, while a CFO focuses 
on cost optimization. A uniform pitch would dilute the relevance of the suite’s benefits, making it less 
compelling. 
Option C: Position SAP’s portfolio of applications, data, and business AI as standalone value drivers This 
option is incorrect because SAP recommends presenting SAP Business Suite as an integrated solution 
rather than emphasizing its components (applications, data, and business AI) as standalone value 
drivers. The suite’s strength lies in its holistic integration, enabling seamless processes, real-time 
insights, and innovation across the enterprise. The documentation states: 
“SAP Business Suite delivers maximum value through its integrated architecture, combining applications, 
data, and AI to drive end-to-end business processes. Positioning these components as standalone 
solutions undermines the suite’s ability to provide a unified, transformative impact.” 
For example, while SAP Datasphere (data management) and SAP Joule (business AI) are powerful, their 
value is amplified when integrated with SAP S/4HANA Cloud within the suite. Highlighting them 
independently could fragment the value proposition and confuse customers about the suite’s cohesive 
benefits. 
Summary: 
SAP’s recommended approach to explaining the value of SAP Business Suite is to lead with a buying 
center persona view that aligns the suite’s capabilities with the customer’s specific business challenges, 
as stated in Option B. This ensures relevance and impact for key decision-makers. 
Option A is incorrect because a generic value proposition ignores persona-specific needs, and Option C 
is incorrect because it fragments the suite’s integrated value. By focusing on customer challenges and 
tailoring the messaging, SAP Business Suite can be positioned as a transformative solution for 
intelligent, sustainable enterprises. 
Reference: Positioning SAP Business Suite, learning.sap.com 
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SAP Business Suite: Value Proposition and Go-to-Market Strategy, SAP Help Portal 
Selling SAP S/4HANA Cloud: Best Practices, SAP Community Blogs 
SAP Business Suite Overview and Positioning, SAP Learning Hub 
 
 


