
MB-280T02: Empower sellers with Dynamics 365 Sales 

and Microsoft 365 Copilot for Sales 

Course Duration: 2 day (16 hours) 
 

This course covers Dynamics 365 Sales, including lead and opportunity management, product catalog 

organization, sales order processing, and key features of Microsoft Copilot for Sales. 

Audience Profile: 

This course is designed for IT or sales professionals who want to learn how to leverage Dynamics 365 

Sales and Microsoft Copilot for Sales for their organizations.  

Prerequisites: 
Participants should have knowledge in basic sales principles and should be familiar with Dynamics 

365 customer experience suite, including Dynamics 365 Sales and Dynamics 365 Customer Insights. 

They should also have basic model-driven application configuration experience. 

Course Objectives: 
 In this course, students will learn how to configure and leverage Dynamics 365 Sales to set sales 

teams up for success. 
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