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e Forecasting: This section of the exam measures skills of Account Executives and assesses forecasting
FEw 21 accuracy, evaluating risks and opportunities, and understanding the mputs that drive forecasting, It ensures

consistency in opportunity management and reliable business predictions.

¢ Pipeline Management: This section of the exam measures skills of Sales Representatives and involves
NEy 22 generating new pipeline opportunities, analyzing pipeline health, and ensuring data integrity. It also covers
monitoring progression across sales stages and improving custommer relevance.

e Deal Management: This section of the exam measures skills of Account Executives and includes qualifying
prospects, understanding customer strategies and challenges, and defining solution scope. It emphasizes
bEY 73 presenting value propositions, addressing challenges to close deals, and securing customer commitment for

formal contracts.
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¢ Customer Success: This section of the exam measures skills of Sales Representatives and explains post-
NEw 24 sales actions, order booking, and fulfillment. It also reviews the custormer journey after the sale and
evaluates the realized versus expected value to ensure satisfaction and retention.

¢ Customer Engagement:This section of the exam measures skills of Sales Representatives and focuses on

building credibility through thought leadership, using multiple touchpoints to generate interest, and aligning
hEY 75 solutions with customer needs. It also highlights the importance of nurturing relationships and driving
product adoption for maximum value.

Salesforce Certified Sales Foundations 32 X Sales-101 &% 5% 5 & (Q120-
Q125):

HR #120
A sales representative delivers a proposal and is checking in with the prospect on the perceived value and alignment.
At which stage are they in the sales process?

o A. Confirm
e B. Connect
e C. Collaborate

EfE: A

A -

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 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]

HP #121
What is the primary benefit of team selling at a key account?

¢ A Leverages collective expertise to meet customer expectations
¢ B. Reduces the workload for individual sales representatives
¢ C. Provides the customer with multiple points of contact

Ef#: A

TR

Teamselling is a strategy of using a group of salespeople with different skills and expertise to sell toand serve major accounts. The
primary benefit of team selling at a key account is that it leverages the collective expertise of the team members to meet the
customer’s expectations and needs. Team selling can help create value for the customer by providingcustomized solutions,
addressing complex problens, and delivering superior service. Team selling can also help build trust and loyalty with the customer by
demonstrating commitment, collaboration, and professionalism. References:

* Cert Prep: Salesforce Certified Sales Representative, unit "Build and Maintain Relationships with Key Accounts"

* Team Selling: The Secret Weapon in Major Accounts

HR #122

A sales representative identifies a strong business case for a customer and hosts a demo to show them potential offerings and
solutions.

What is the next sales pipeline stage the sales rep should enter to summarize and address the potential customer's needs?

e A. Prospecting



¢ B. Lead Qualification

e C. Proposal
IEf: C
AR -

According to the Salesforce Sales Representative Learning objectives, the proposal stage is the next step after the demo stage,
where the sales rep should summarize the customer's needs, present the value proposition, and address any objections or concerns.
The proposal stage is also where the sales rep should negotiate the terms and conditions of the deal, and ask for the custormer's
commitment to buy. References:

* Sales Rep Training: Create Effective Selling Habits

* Sales Pipeline Stages: A Visual Guide

B #123

A sales representative proposes an engagement solution that works seamlessly across all media to a customer.
Which strategy supports the solution?

e A. Social networks
¢ B. Two-way dialogue
o C. Multi-channel

Ef#: C

A -

Multi-channel is the strategy that supports an engagement solution that works seamlessly across all media.

Multi-channel means using different communication channels (such as email, phone, social media, web chat, etc.) to reach and
mnteract with customers and prospects. Multi-channel helps to increase customersatisfaction, loyalty, and retention by providing them
with convenience, choice, and consistency.References:https:/www.
salesforce.com/resources/articles/multichannel-marketing/#nmultichannel- marketing-definition

HH #124

A junior sales representative is trying to develop relationships with customers in an industry that is changing rapidly. In addition, the
number of channels to engage with customers has increased.

How can the sales rep identify the most effective way to communicate with new and existing customers?

e A. Collaborate with internal departments.
¢ B. Continue using methods that have worked inthe past.
¢ C. Follow standard sales scripts.

EE: A

R :

In an industry that's rapidly changing and with increasing channels to engage customers, a junior sales representative can identify the
most effective communication methods by collaborating with internal departments. Teas such as marketing, customer service, and
others who interact with customers can provide insights into customer preferences and effective communication strategies. This
collaborative approach allows for a broader understanding of customer behaviors and trends, leading to more tailored and effective
engagement strategies. Salesforce encourages cross-departmental collaboration to leverage diverse insights and expertise, enhancing
customer engagement efforts.

Reference:Salesforce Blog - Collaborative Selling
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