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QUESTION NO: 1
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Answer: C

Explanation:

Price objections are related to the customer's perception of the value of the solution and their
ability or willingness to pay for it. Return on investment (ROI) is a measure of the value that
the solution provides in relation to its cost. If the customer is concerned about ROI, it means
they are not convinced that the solution is worth the price or that they can afford it. The sales
representative should addressthis objection by demonstrating the value proposition of the
solution, highlighting the benefits and outcomes that the customer can expect, and showing
how the solution can help the customer achieve their goals and solve their problems.

The sales representative should also explore the customer's budget and decision-making
process, and offer flexible payment options or discounts if possible. References: Certification
- Sales Representative - Trailhead,

[Sales Rep Training: Create Effective Selling Habits - Trailhead]

QUESTION NO: 2
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Answer: B

Explanation:

A summary is a closure practice that the sales rep should use to gain a commitment with a
prospect who is in discussions with multiple vendors. A summary is a concise recap of the
valueproposition of the solution, highlighting how it addresses the prospect's pain points and
needs, and delivers tangible benefits and outcomes. A summary helps to reinforce the value
of the solution, differentiate it from competitors, and persuade the prospect to take
action.References:https://www.salesforce.com/resources/articles/sales-process
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QUESTION NO: 3
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Answer: A

Explanation:

Focusing on behaviors and attributes that define a quality lead is a way that the sales rep can
work with marketing to improve the health of their pipeline. A quality lead is a prospect who
has shown interest in the product, has a need or problem that the product can solve, has the
authority and budget to make a purchase decision, and is ready to buy within a reasonable
time frame. Focusing on quality leads helps to increase conversion rates, reduce salescycles,
and optimize resources.References:https://www.salesforce.com/resources
/articles/lead-generation/#lead-generation-strategies

QUESTION NO: 4
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Answer: B

Explanation:

A type of strategy that the sales rep should use when negotiating with a customer who has
been unwilling to purchase additional products due to cost concerns is bundle pricing. Bundle
pricing isa pricing strategy that involves offering a set of products or services together at a
lower price than if they were sold separately.

Bundle pricing can help the sales rep to increase the perceived value of the solution, cross-
sell or upsell additional products or services, and differentiate from competitors. Bundle
pricing can also help the customer to save money, simplify the purchase decision, and meet
their needs more effectively. References: [Sales Rep Training: Negotiate and Close], [Cert
Prep: Salesforce Certified Sales Representative: Negotiate and Close]

QUESTION NO: 5
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Answer: C

Explanation:

Adding the customer to an educational marketing campaign is the best answer because it
can help the customer learn more about the products they have purchased and how to use
them effectively. This can increase the customer's satisfaction and loyalty, as well as create
opportunities for cross-selling and upselling in the future. Offering a comprehensive demo of
the products to the customer or encouraging the customer to purchase additional products
are not the best options, because they may overwhelm orannoy the customer who is already
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dissatisfied with their current contract. The sales rep should first focus on helping the
customer get the most value out of the products they already have, and then explore
theirneeds and challenges for potential additional solutions. References: Certification - Sales
Representative - Trailhead, [Sales Rep Training: Prepare Your Team to Sell Successfully

- Trailhead]

QUESTION NO: 6
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Answer: C

Explanation:

Sharing a current customer story for an account in a similar industry as the prospect is an
approach that can help the sales rep educate the prospect about their offerings and
solutions. A customer story is a testimonial or case study that showcases how the sales rep's
solution helped a customer achieve their goals, overcome their challenges, and improve their
situation. A customer story can help the prospect relate to the solution, understand its value,
and trust its credibility.References:https://www.salesforce.com/resources/articles
/customer-stories/#customer-stories-tips

QUESTION NO: 7
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Answer: B

Explanation:

Tracking which opportunities in their pipeline contain items that customers need for an event
next month helps the sales rep manage risk by allowing them to expedite these deals if
required. Expediting means accelerating or speeding up the delivery or completion of these
deals to meet the customer's urgent or specific needs. Expediting helps to ensure customer
satisfaction, loyalty, and retention, as well as to increase revenue and
profitability.References:https://www.salesforce.com/resources/articles/sales-pipeline/#sales-
pipeline- management
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QUESTION NO: 8
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Answer: C

Explanation:

Providing unique selling points to the prospect that add value each time is the approach
thatthe sales rep should take to communicate with a key prospect. A unique selling point is a
feature or benefit of the product that distinguishes it from competitors and appeals to the
prospect's pain points or needs. Providing unique selling points helps toshow how the
product can help the prospect succeed and grow, as well as to persuade them to take action.

QUESTION NO: 9
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Answer: A

Explanation:

Supplying product references is the first step that the sales rep should take to address a
customer's questions about thefeatures of one product they are evaluating. Product
references are testimonials or case studies from existing customers who have used the
product and can vouch for its features and benefits. Product references help to answer
questions, provide proof points, build trust and credibility, and influence purchase decisions.
References:https://www.salesforce.com/resources/articles/customer-stories/#customer-
stories-definition

QUESTION NO: 10
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Answer: C

Explanation:

Confirming is thestage in the sales process where the sales representative delivers the
proposal and checks in with the prospect on the perceived value and alignment. This stage is
also known as the presentation or proposal stage, and it involves demonstrating how the
solution meets the prospect's needs, goals, and challenges, and addressing any objections
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or concerns. The sales representative should also confirm the decision criteria, timeline, and
next steps with the prospect, and ask for their commitment to move forward.

Connecting is the stage where the sales representative identifies and reaches out to potential
prospects, and establishes rapport and trust. Collaborating is the stage where the sales
representative works with the prospect to understand their situation, needs, and desired
outcomes, and co-creates a solution that fits their requirements. References: Certification -
Sales Representative - Trailhead, [Sales Rep Training: Create Effective Selling Habits

- Trailhead]
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Answer: C

Explanation:

The first step to prioritizing selling efforts in a new sales territory is to identify the key
accounts, which are the most valuable and strategic customers for the business. By focusing
on the key accounts, the sales representative can maximize the impact of their efforts and
build strong relationships with the decision- makers and influencers. Key accounts can also
provide referrals, testimonials, and insights that can help the sales representative expand
their network and opportunities in the territory. References:

* Sales Rep Training: Prioritize Your Selling Efforts

* Cert Prep: Salesforce Certified Sales Representative: Prioritize Your Selling Efforts

QUESTION NO: 12
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Answer: C

Explanation:

People are what the sales rep should focus on to create and maintain a trusted connection
that supports the customer's strategic priorities and requirements. People are the individuals
or groups who are involved in or affected bythe customer's business decisions, such as
stakeholders, decision makers, influencers, endusers, etc. Focusing on people helps to
understand their roles, needs, goals, preferences, and emotions, as well as to build rapport,
trust, and loyalty with them.
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Answer: A

Explanation:

Measures such as activity and outcome are elements that the sales repshould understand to
determine if a sales quota is attainable. Activity measures are indicators of how much effort
and action the sales rep puts into achieving their sales quota, such as number of calls made,
emails sent, meetings scheduled, etc. Outcome measures are indicators of how much result
and impact the sales rep achieves from their sales quota, such as number of leads
generated, opportunities created, deals closed, etc.References:https://www.salesforce.com
[resources/articles/sales-quota/#sales-quota-definition
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