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H #84
How can a sales representative begin a confirming question?

e A '"Tellme more about..."
¢ B. "What do you mean when..."
e (. "What I hear you saying is..."

EfE: C

AR

"What I hear you saying is..." is a way to begin a confirming question. A confirming question is a question that helps to verify or
validate what the customer saysor means. A confirming question helps to show understanding, empathy, and respect for the
customer’s concerns, as well as to avoid confusion, misunderstanding, or

miscomnumnication. References https://www.salesforce.com/resources/articles/sales- questions/#sales-questions-types

B #85

A sales representative's existing custommer is opening offices in new regions.
‘What should the sales rep focus on to increase the contract value?

e A Efficiency target
¢ B. Expansion target
e C. Growth target

IEf#: B
fR

Expansion target is the best answer because it refers to the opportunity to sell more products or services to an existing customer who
isgrowing their business or entering new markets. The sales rep should focus on understanding the customer's needs and goals in the
new regions, and offer solutions that can help them achieve them. Efficiency target and growth target are not relevant to thisscenario,
because they are related to the sales rep's own performance and objectives, not the customer's. Efficiency target is about improving
the sales rep's productivity and effectiveness, while growth target is about acquiring new customers or increasing market share.
References: Certification - Sales Representative - Trailhead, [Sales Rep Training: Prepare Your Teamto Sell Successfully -
Trailhead]

H #86

Universal Containers (UC) is starting its third fiscal quarter and wants to ensure its sales representatives' territory plans will be
successful.

Which activity should UC and its sales reps review mid-year to ensure success?

e A. Change plans to provide a fresh view on each account.
e B. Survey the sales teamand get recommendations.
e (. Assess prospect and account quality to prioritize leads.

R



Assessing prospect and account quality to prioritize leads is an activity that can help ensure sales success mid- year by focusing on
the most promising opportunities and allocating resources accordingly. Assessing prospect and account quality involves evaluating
factors such as fit, interest, urgency, and authority, and ranking leads based on their likelihood and readiness to
buy.References:https//www.salesforce.com/resources

/articles/lead- generation/#lead- generation-strategies

H #87
How can a sales representative best identify a customer's challenges and initiatives?

e A. Ask "yes" or "'no" questions to make the discussion efficient.
¢ B. Present an overview of new products their company has brought to market.
e C. Elictt detailed responses by asking open-ended questions during meetings.

Ef#: C
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Asking open-ended questionsis a key skill for sales representatives, as it allows them to uncover the customer’ s challenges and
initiatives, as well as their goals, needs, and pain points. Open-ended questions are those that cannot be answered with a simple
"yes" or "no", but require the customer to provide more information and explanation. For example, instead of asking "Are you happy
with your current solution?", a salesrep can ask

"What are the main challenges you are facing with your current solution?" or "How does your currentsolution help you achieve your
goals?" By eliciting detailed responses, the sales rep can gain a deeper understanding of the customer's situation, identify
opportunities to add value, and tailor their solution accordingly. References:

* Sales Rep Training: Prepare Your Teamto Sell Successfully, unit "Ask Open-Ended Questions to Uncover Customer Needs'".

* Cert Prep: Salesforce Certified Sales Representative, unit "Use Discovery to Understand Customer Needs".

B #88

A sales representative conducts research with their customer and gains insights for developing a value proposition to solve their
customer’s challenges.

How should the sales rep introduce their valueproposition to their customer?

¢ A. Unvell the value proposition to the customer after it is finalized.
¢ B. Collaborate internally to iterate on the value proposition for the customer.
e (. Make a draft of the value proposition and seek customer feedback.

EfE: C
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Making a draft of the value proposition and seeking customer feedback is the best way to introduce the value proposition to the
customer, because it allows the sales rep to validate their assumptions, test their hypotheses, and refine their solution based on the
customer's nput. This also helps to build trust and rapport with the customer, and demonstrate that the sales rep is genuinely
nterested in solving their challenges. Collaborating internally to iterate on the value proposition for the customer is not a bad idea, but
it does not nvolve the customer in the process, and may result in a solution that does not match the customer's needs or
expectations. Unveiling the value proposition to the customer after it is finalized is a risky strategy, because it may surprise or
disappoint the customer, and leave no room for adjustments or negotiations. References: Certification - Sales Representative -
Trailhead, [Sales RepTraining: Create Effective Selling Habits - Trailhead]
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