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A PRODUCT OR SERVICE'S USF OR UNIQUE
SELLING PROPOSITION, DIFFERENTIATES THE
OFFERING FROM ITS COMPETITION.
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AQUOTA, OR SALES GOAL, 1S THE AMOUNT OF
REVENUE A SALESPERSON IS EXPECTED
TO GENERATE OVER A GIVEN PERIOD OF TIME,
AND MEASURING IT IS THE EASIEST WAY TO
DETERMINE COMMISSIONS.

SALES

FROM FINDING LEADS ANMD CLOSING TECHNIQUES
I RETAINING CUSTOMERS AND GROWING YOUR
BUSINESS, AN ESSENTIAL PRIMER ON HOW TO SELL

WEBCAM, OR VIDEO, PRESENTATIONS ALLOW
YOU TO PITCH TO POTENTIAL CUSTOMERS
ANYWHERE IN THE WORLD.

COLD CALLING REMAINS AM EFFECTIVE SALES

PROSPECTING PRACTICE EVEN IN THE DIGITAL
SOCIAL MEDIA NETWORKS LIKE LINKEDIN  AGE, AS SALESPEOPLE REACH OUT OVER

AND FACEROOK ARE GOOD PLACES TO LOOK — THE PHONE AS WELL AS THROUGH EMAIL AND
FOR NEW BUSINESS CONNECTIONS, SOCIAL MEDIA,

WENDY CONNICK
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HE#41
Which sales quota measurement focuses on the end result rather than the relationship with the customer?

e A. Onsite visits
e B. Leadconversion rate

e C. Calls made
Ef#: B
fi .-

A sales quota is a target or goal that a sales representative or a sales team s expected to achieve within a given period of time. Sales
quotas can be measured by different criteria, such as revenue, profit, units sold, market share, or customer satisfaction. A lead
conversion rate is the percentage of leads that become customers. This is a sales quota measurement that focuses on the end result
rather than the relationship with the customer, as itreflects the final outcome of the sales process. The other options are sales quota
measurements that focus on the relationship with the customer, as they reflect the activities and interactions that the sales
representative or the sales team performs to engage and nurture the leads. References:

* Cert Prep: Salesforce Certified Sales Representative, unit "Assess Risks and Opportunities”

* [Sales Rep Tramning], unit "Create Effective Selling Habits"

* Salesforce Certified Sales Representative Exam Guide, section "Assess Risks and Opportunities"”

HH #42
A sales representative is struggling with forecast accuracy due toa lack of insight into the potential success of various opportunities.
‘Which technique will help improve the sales rep's forecasting accuracy?

¢ A Focusing on industry trends to predict future outcomes
e B. Implementing Al-based deal scoring systenms
¢ (. Prioritizing deals based on seller intuition

IEf#: B

A -

One of the techniques that can help improve the sales rep's forecasting accuracy is implementing Al-based deal scoring systers,
such as Salesforce Emnstein. Al-based deal scoring systems use machine learningalgorithims to analyze historical and real-time data
from various sources, such as CRM, email, calendar, and social media, and assign a score to each opportunity based on the
likelihood of closing. The score reflects factors such as the customer's engagement level, buying signals, past behavior, and fit with
the ideal customer profile. By using Al-based deal scoring systens, the sales rep can prioritize the most promising opportunities,
focus on the best actions to move them forward, and forecast more accurately and confidently. References:

* Improve Sales Forecasting Accuracy with These Best Practices, section "Use Al to Score Deals".

* How to Improve Sales Forecasting Accuracy, section "Use Al to Score Deals".

H #43

A sales representative compiled research about a prospect. The sales rep is now ready to set up an initial collaboration session with
the prospect.

Which session type should the sales rep hold with the prospect?

¢ A Negotiation
¢ B. Renewal
¢ C. Discovery

Ef#: C

fEEHL:
Discovery is the session type that the sales rep should hold with the prospect after compiling research about them. Discovery is the
process of asking open-ended questions, listening actively, and uncovering the prospect's pain points, needs,goals, and challenges.


https://www.mogiexam.com/Sales-101-exam.html

Discovery helps to build rapport, trust, and value with the prospect, as well as to qualify them as a potential customer.References:
https//www.salesforce.com/resources
/articles/sales-process/#discovery

HE #44
A sales representative delivers a proposal and checks in with the prospect on the perceived value and alignment.
At which stage are they in the sales process?

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

Ef#: B

A -

The stage in the sales process where asales representative delivers a proposal and checks in with the prospect on the perceived
value and alignment is typically known as the "Confirm' stage. During this phase, the sales rep seeks to ensure that the proposal
meets the prospect's needs and expectations, and that there is a mutual understanding of the value the solution offers. This step is
crucial for moving towards closing the sale, as it involves resolving any outstanding questions or concerns and solidifying the
prospect's commnitiment to proceeding. Salesforce outlines various stages in the sales process, and the confirmation stage is critical
for validating that both parties are aligned before finalizing the deal.

Reference:Salesforce Sales Cloud - Sales Process

H #45
A sales representative is engaging in a discovery conversation with a prospect.
‘Which approach should the sales rep take during this conversation?

e A. Ask open-ended questions to understand the prospect's challenges and goals.
¢ B. Share the information gathered from online research aboutthe customer's company.
e C. Present the history and innovation of their company in bringing new products to market.

EfE: A

fiR .-

Asking open-ended questions to understand the prospect's challenges and goals is the approach that the sales rep should take during

a discovery conversation with a prospect. A discovery conversation is a conversation thathelps to uncover information about the

prospect's situation, needs, pain points, and objectives. Asking open-ended questions is an effective way to elicit detailed and
meaningful responses from the prospect, as well as to show interest and empathy for their challenges and goals.

H #46

FRAIMNCHET 2B LEACHEN #Sales-101 bL —=> 7 &R+ BT 2 -0 BEFRLL. 2547 b
DRBERCHEETERSIOCHEBOBBLEERN L TERML £ 9. Saes-1010FHLZ T A b A A F & %8
TS, BREEFNEEEAEL LY ERA. BRBEEY PREEBIETEVID. TAMNERT212DD
EEFIZFEAEDY FHA. WebTHBNEHAE. Sales- 1012 EERA A P2 s CHETEET.

Sales-101H Z 3& 2 % : hitps://www.jptestking.com/Sales- 101-exam html

Salesforce Sales-101SEHENE & L fzld . 72 1220~3005H % » b > TREEX > 7 2 58T 2 NERDH Y 4. %
N b5l HBF1 b £EC T JPTestKing% {5 U T+ Salesforce® Sales- 101588 b L —=> 7 &Rl 25 52 & 72
UTT. FLyvRA >y b BERCRT 20 0DSalkes- 1017 A bA A FDA VAR A0D 2 &) EEEIE
WEITOTVWET. BBD 74— PRy 2w s 2E, Sales- 1017 A h> P> Dby FREEKERD &
A% 7y 7L EFT. 7547 bHBSales-10l L —=> 7 BRI EZBEBAT2RICEBR NS4 70 2384t 4
BREUTHRAL. BRBCHEY— X RMEL £ 5. Sales-1017 A FEROFHAIL A7 Al A~— b TIFEHEE
BHTT .

b b)), BEO, BSABFAEBRC I S50EREMLMNT. RO %% X 1)L O HHMIZ BSales-1010 A & ¥


https://www.jpexam.com/Sales-101_exam.html
https://www.jptestking.com/Sales-101-exam.html
https://www.it-passports.com/Sales-101.html

s BOZBELDVWWEEZASAT. "NYITDEIRLDEEST. DIFSsEREEITLE I DaiE.
12 1220~308f & 2o o TRBRK > 7 2 58T 2 VERD Y 7.

Sales-10158 5% O ¥4l vk | B 5 L W Sales-1012 % B NERE | SN
7 Salesforce Certified Sales FoundatlonsEl NS

ZNE DRzt FhIzB 25 L T, JPTestKing% 15 U T+ Salesforce® Sales- 101388 b L —=> 7 BR £EL 2 2 &
PUTT. FLyYRAY M2 REEBRCRT D DSales-1017 A b H A FOA Y RAXYABH B LI BEERE
BHieEIuTwET,

FhtzbD 74 —FAy 21z 2E, Sales-101REE7 A P> YYDy PRESHKED L HI2100%2 7 v 7L
E9. 2747 bASales- 101 b L —=> 7 BRI EBAT 2RICER S 7 v ERBET 22 TTH LS BR5E
BIHRY—E R HBMEL £ 5.

o Salesforce FRERB A 1 F 7y 7 BAKH A b 4 Sales-101 BHEEH 0 [ www.xhs1991.com Ji& « { Sales-101
JEERTX Y o — T 3D REL YA b T3 Sales- 101 S B

o EEEN % Sales- 1013 HEHBNE - 5 A 5 — X Sales-101 HAFES % | EH] 4 Sales- 101 ZRBHKE S HE 1 1
Sales-101 [1% &R T X v > o — F» www.goshkencom (17 = 74 4 + & NS 3 % 72 Sales- 101 HEE R &

o BEDSales-101B3HEBHNE—HIEHK-EBROD H 5 Sales-101HAFES% 17 =744 b > www.xhs1991.com
(1% 5> Sales-101 «Z B W THEL . R TKX V> o—FL T <28 »Sales-101 HAZE & # B

o Sales-101 BB (| Sales-101585€ 7 % A b [ Sales-101 H A GEX+ 3% [ 3 www.goshiken.com [ 14 A
M TEFT Sales-101 DJELE % X 7 > o — [ Sales- 101 & 4% I RE

e Salesforce Sales-101 Exam | Sales-101Z%ENE - B H 2 7 = 74 1 b Sales-101HAFES% (=
www.xhs1991.comeT { Sales-101 ) ##EL . BRI TKX Y > o— FL T < 72 & Sales-101BE & & 4% 58 Bkt
Iy

o ABR O BMH I IE- KM 4 Sales- 101 2% & P A 5l BE- 5t 7 D Sales- 101 HAFES % [ > Sales-101 (10 3B
78 (& » www.goshiken.com « T & ¥}HAL {5 H Sales- 101 5 [ 5135 A 25

o ABRD M IE- KM % Sales- 1012 % ENBFRAE-mm DSales-101HARFESE 1 v =274 4 9
www.xhs1991.com (1% B & . [ Sales-101 ] #REL THEBTKX V> o—FL T2 & wSales- 1015158
B

o Sales-101R538 &A% 3Bt i [ Sales- 10139345k [ Sales- 10138188 774 1 [ www.goshiken.com | #
A4 M2 T ( Sales-101 ) FIRELE % BRI T & S Sales- 101 B IR E

e Salesforce fRERB A 1 F 7"y 7 BAKH A b 48 Sales-101 55 &4 1 ™ www.passtest.jp [T 2 2 k)
* > 4 VIR Sales-101 (v [1 ® 5R 5% B & Sales- 101 54730 B

o Sales-101 8 FIANF A 2 U Sales- 1013 4% 72 € 38k [ Sales- 101 BEIE 4% 3R Bt i 1 By i PR R © 4 2
%> Sales-101 <O R 5% /8 1 > www.goshiken.com <4 4+ TH#'& Sales- 101 & 4% 52 5 3Bk

o RBR DM IE-E ) % Sales- 1012% F W AR B-B & O Sales- 101 HAFES % = > Sales-101 <% R T X
7> o— K = www.xhs1991.com OO0 TR 3 7215 Sales- 1015858 7 ¥ A b

o www.stes.tyc.edu.tw, www.stes.tyc.edu.tw, myportal.utt.edu.tt, myportal.utt.edu.tt, myportal.utt.edu.tt, myportal.utt.edu.tt,
myportal.utt.edu.tt, myportal.utt.edu.tt, myportal.utt.edu.tt, myportal.utt.edu.tt, myportal.utt.edu.tt, myportal.utt.edu.tt,
www.stes.tyc.edu.tw, myportal.utt.edu.tt, myportal. utt.edu.tt, myportal.utt.edu.tt, myportal.utt.edu.tt, myportal.utt.edu.tt,
myportal.utt.edu.tt, myportal.utt.edu.tt, myportal.utt.edu.tt, myportalutt.edu.tt, myportal.utt.edu.tt, myportal.utt.edu.tt,
myportal.utt.edu.tt, myportal.utt.edu.tt, myportal.utt.edu.tt, myportal.utt.edu.tt, myportal.utt.edu.tt, myportal.utt.edu.tt,
myportal.utt.edu.tt, myportal.utt.edu.tt, myportal.utt.edu.tt, www.stes.tyc.edu.tw, myportal.utt.edu.tt, myportalutt.edu.tt,
myportal.utt.edu.tt, myportal.utt.edu.tt, myportal.utt.edu.tt, myportal.utt.edu.tt, myportal.utt.edu.tt, myportal.utt.edu.tt,
myportal.utt.edu.tt, myportal.utt.edu.tt, myportal.utt.edu.tt, myportalutt.edu.tt, myportal utt.edu.tt, myportal.utt.edu.tt,
myportal.utt.edu.tt, myportal.utt.edu.tt, myportal.utt.edu.tt, myportal.utt.edu.tt, myportal.utt.edu.tt, myportal.utt.edu.tt,
myportal.utt.edu.tt, myportal.utt.edu.tt, myportal. utt.edu.tt, myportal.utt.edu.tt, myportal.utt.edu.tt, myportal.utt.edu.tt,
myportal.utt.edu.tt, myportal.utt.edu.tt, myportal.utt.edu.tt, myportalutt.edu.tt, Disposable vapes

B % &2 JPTestKing Sales-1010—&#%# 7 IV FA ML —Ym6 XUy o—FT& &
7 : https//drive.google.com/open?id=1QtEGVx-qpKurzLinpWocaTAB2THeol91


https://www.xhs1991.com/Sales-101.html
https://www.pdc.edu/?URL=https%253a%252f%252fwww.jptestking.com%252fSales-101-exam.html
https://www.xhs1991.com/Sales-101.html
https://www.northwestu.edu/?URL=https%253a%252f%252fwww.jptestking.com%252fSales-101-exam.html
https://www.xhs1991.com/Sales-101.html
https://bbs.pku.edu.cn/v2/jump-to.php?url=https%253a%252f%252fwww.jptestking.com%252fSales-101-exam.html
https://www.xhs1991.com/Sales-101.html
https://www.themostchic.com/?s=Sales-101%25e9%2596%25a2%25e9%2580%25a3%25e8%25b3%2587%25e6%25a0%25bc%25e8%25a9%25a6%25e9%25a8%2593%25e5%25af%25be%25e5%25bf%259c+%25f0%259f%259a%2593+Sales-101%25e9%2596%25a2%25e9%2580%25a3%25e8%25a9%25a6%25e9%25a8%2593+%25f0%259f%2594%258b+Sales-101%25e8%25a9%25a6%25e9%25a8%2593%25e5%25be%25a9%25e7%25bf%2592%25e8%25b5%25a4%25e6%259c%25ac+%25f0%259f%2591%25b2+%25e3%2580%258c+www.goshiken.com+%25e3%2580%258d%25e3%2582%25b5%25e3%2582%25a4%25e3%2583%2588%25e3%2581%25ab%25e3%2581%25a6%25e3%2580%258a+Sales-101+%25e3%2580%258b%25e5%2595%258f%25e9%25a1%258c%25e9%259b%2586%25e3%2582%2592%25e7%2584%25a1%25e6%2596%2599%25e3%2581%25a7%25e4%25bd%25bf%25e3%2581%258a%25e3%2581%2586Sales-101%25e8%25b3%2587%25e6%25a0%25bc%25e7%25b7%25b4%25e7%25bf%2592
https://www.passtest.jp/Salesforce/Sales-101-shiken.html
https://jvgenius.com/?s=Sales-101%25e5%25b0%2582%25e9%2596%2580%25e7%259f%25a5%25e8%25ad%2598%25e5%2586%2585%25e5%25ae%25b9+%25f0%259f%25a6%25bc+Sales-101%25e8%25b3%2587%25e6%25a0%25bc%25e8%25aa%258d%25e5%25ae%259a%25e8%25a9%25a6%25e9%25a8%2593+%25f0%259f%2594%259f+Sales-101%25e9%2596%25a2%25e9%2580%25a3%25e8%25b3%2587%25e6%25a0%25bc%25e8%25a9%25a6%25e9%25a8%2593%25e5%25af%25be%25e5%25bf%259c+%25f0%259f%2592%25a2+%25e6%2599%2582%25e9%2596%2593%25e9%2599%2590%25e5%25ae%259a%25e7%2584%25a1%25e6%2596%2599%25e3%2581%25a7%25e4%25bd%25bf%25e3%2581%2588%25e3%2582%258b%25e2%2596%25b6+Sales-101+%25e2%2597%2580%25e3%2581%25ae%25e8%25a9%25a6%25e9%25a8%2593%25e5%2595%258f%25e9%25a1%258c%25e3%2581%25af%25e2%2596%25b7+www.goshiken.com+%25e2%2597%2581%25e3%2582%25b5%25e3%2582%25a4%25e3%2583%2588%25e3%2581%25a7%25e6%25a4%259c%25e7%25b4%25a2Sales-101%25e8%25b3%2587%25e6%25a0%25bc%25e8%25aa%258d%25e5%25ae%259a%25e8%25a9%25a6%25e9%25a8%2593
https://www.xhs1991.com/Sales-101.html
http://www.stes.tyc.edu.tw/xoops/modules/profile/userinfo.php?uid=3838058
http://www.stes.tyc.edu.tw/xoops/modules/profile/userinfo.php?uid=3837700
https://myportal.utt.edu.tt/ICS/icsfs/0e17ce14-b113-4675-893c-1caf4c4dacbe.pdf?target=173e264c-dd7b-4406-8aea-f33c5088ed12
https://myportal.utt.edu.tt/ICS/icsfs/102b0603-30a3-4a65-b6a0-ca61e11191d9.pdf?target=be99c816-106c-453b-83ad-99accc0de9cb
https://myportal.utt.edu.tt/ICS/icsfs/1754847a-6d27-4dce-9cd8-f3dab34e4012.pdf?target=7a09c4a7-10ec-42c9-9cda-72241a9f8a5a
https://myportal.utt.edu.tt/ICS/icsfs/1a5f0e18-04c1-4657-a48e-1dd35d34e6a0.pdf?target=579ce34d-833b-4a2c-8f15-8bb3abeb414b
https://myportal.utt.edu.tt/ICS/icsfs/4af75cf9-c265-42c4-a518-cdec9d88674c.pdf?target=830bafa1-26fc-4970-a7ca-6438911eda1a
https://myportal.utt.edu.tt/ICS/icsfs/4b66cb2d-996e-4f10-9bf3-04311ab3b52b.pdf?target=f18e564c-3d0e-4844-975b-f977bbb6766c
https://myportal.utt.edu.tt/ICS/icsfs/8712c896-3e06-4b76-ad3e-b523b87642e8.pdf?target=0ad543d2-9287-4c15-b157-f90af7b4be7d
https://myportal.utt.edu.tt/ICS/icsfs/8ad1fe11-7098-418f-ae25-cc09b702af78.pdf?target=2e7d9dd1-0775-4c7a-aca0-e6f83dad3b47
https://myportal.utt.edu.tt/ICS/icsfs/ec0d9828-c4df-45e7-8664-4d5293fd53f7.pdf?target=758ac471-248a-4d57-9570-e4d77e7aaaa0
https://myportal.utt.edu.tt/ICS/icsfs/fd202796-2a11-48c9-918b-5349ef910c34.pdf?target=af5b5d8f-d124-4e50-95b9-d6ce628d61d7
http://www.stes.tyc.edu.tw/xoops/modules/profile/userinfo.php?uid=3754788
https://myportal.utt.edu.tt/ICS/icsfs/156-315.81_e8_b3_87_e6_a0_bc_e6_ba_96_e5_82_99-156.pdf?target=69a069c7-5d88-4fb6-9902-7508e5085e21
https://myportal.utt.edu.tt/ICS/icsfs/aaism-latest-exam-book-valid-aaism-test-vce.pdf?target=8563009e-5564-4af6-b3a1-609d9838f657
https://myportal.utt.edu.tt/ICS/icsfs/best-nutanix-ncp-us-valid-test-registration-help-y.pdf?target=922035fd-33c5-4ea9-96ff-2b66abf5ff36
https://myportal.utt.edu.tt/ICS/icsfs/cisco-300-535-practice-test-the-secret-to-overcome.pdf?target=9d39b1d2-c5a0-4808-bc61-72ecc31ffafc
https://myportal.utt.edu.tt/ICS/icsfs/comptia-da0-002-exam-da0-002-valid-test-format-ens.pdf?target=acd392aa-f816-4732-9b4b-b073501bdab0
https://myportal.utt.edu.tt/ICS/icsfs/excellent-cipp-us-valid-exam-pattern-win-your-iapp.pdf?target=1115ddd5-ac15-4ce3-8f5b-5ede2acd7498
https://myportal.utt.edu.tt/ICS/icsfs/giac-gstrt-exam-dumps-a-surefire-way-to-achieve-su.pdf?target=79b8fac1-f41b-43da-a937-91aa309bdc35
https://myportal.utt.edu.tt/ICS/icsfs/nonprofit-cloud-consultant-valid-test-experience-n.pdf?target=9e3fe01e-44d6-432b-9265-858a2426275c
https://myportal.utt.edu.tt/ICS/icsfs/reliable-1z0-1110-25-exam-sample-popular-1z0-1110-.pdf?target=a053b1ae-5d86-4db5-8605-d774b937b33a
https://myportal.utt.edu.tt/ICS/icsfs/scaled-agile-safe-spc-vce-dumps-testking-it-echter.pdf?target=2ca04da0-990a-47fc-9e5b-34c4fc5f895c
https://myportal.utt.edu.tt/ICS/icsfs/97622058-5bca-4958-9dde-91f5e0cebc90.pdf?target=d6ad40a6-08db-4020-baff-80596e747b5c
https://myportal.utt.edu.tt/ICS/icsfs/98537148-ed04-414b-9412-7eb27027b861.pdf?target=666a080b-f01c-4d26-ab58-0424c27e9cae
https://myportal.utt.edu.tt/ICS/icsfs/aff59094-02b2-49d5-9f73-4326fcf58016.pdf?target=6bd76551-e991-4cd6-8d2b-03808e11fa68
https://myportal.utt.edu.tt/ICS/icsfs/c0dd4338-d9f3-4f0a-9f5d-f4b5691fbf53.pdf?target=65f418a8-d570-4d98-869b-820c0e17be40
https://myportal.utt.edu.tt/ICS/icsfs/c57bdf18-4acd-4764-a1c3-02a232322909.pdf?target=d429d17b-1f93-4f08-b276-f6dc8907d1eb
https://myportal.utt.edu.tt/ICS/icsfs/c9e4a19a-c13b-4a24-925f-5fb455e9ce83.pdf?target=d34af61d-a2ca-4fd5-bf43-86cf04aef39d
https://myportal.utt.edu.tt/ICS/icsfs/d6eed8a2-435d-4556-af96-1b228629c01c.pdf?target=06e0b1e2-a55d-4235-9c52-71b39993af4c
https://myportal.utt.edu.tt/ICS/icsfs/dae78eb3-2045-42bb-822b-b3885b7d77b7.pdf?target=e41f13c9-8029-4b69-a465-0de0e9c8e662
https://myportal.utt.edu.tt/ICS/icsfs/ec22b71a-515c-4711-8c47-71e8568cdcf2.pdf?target=acaf048d-a85b-4063-bd21-33eb12c86983
https://myportal.utt.edu.tt/ICS/icsfs/ee08cfd4-6107-4387-b707-602267412ab4.pdf?target=50fe6fe7-f432-4712-9776-8b17c3eefcfd
http://www.stes.tyc.edu.tw/xoops/modules/profile/userinfo.php?uid=3837766
https://myportal.utt.edu.tt/ICS/icsfs/0df5e14d-78a6-48d1-b94c-17c60fa16a18.pdf?target=0820c533-bd10-444c-a3ef-f9aa5710bb85
https://myportal.utt.edu.tt/ICS/icsfs/621524e3-5318-4057-a89d-e6de53f4e299.pdf?target=8868482c-4d30-4d24-a702-e31d1c5cc659
https://myportal.utt.edu.tt/ICS/icsfs/78cfa5ea-1536-4bd0-b25c-1a70a1e29764.pdf?target=b807e104-9413-416f-a541-255ab6e6cc0e
https://myportal.utt.edu.tt/ICS/icsfs/790de6c3-b00c-4c1c-a81e-fd936a331cc9.pdf?target=a535c2f1-acd3-4ac5-87df-daa9235e5753
https://myportal.utt.edu.tt/ICS/icsfs/9cef8cff-495b-47f3-9ecc-45c22f41b13f.pdf?target=95086ddb-f505-41a0-aa94-d1c904e077be
https://myportal.utt.edu.tt/ICS/icsfs/acd65214-c914-4036-bb26-c7dafd822896.pdf?target=79177940-5fa9-4199-b481-ccbb7f435104
https://myportal.utt.edu.tt/ICS/icsfs/c3c9453f-7f6c-4b3b-bcf2-490c5c9773e7.pdf?target=5ebbad5b-860c-4f0a-95b5-eaefbaf3ea39
https://myportal.utt.edu.tt/ICS/icsfs/e0e56e20-58ad-4a05-a548-44e917381761.pdf?target=f05c3c3b-b0f1-4e65-9ace-24700d7840f9
https://myportal.utt.edu.tt/ICS/icsfs/e6c46f23-ad96-4a6d-b108-d74db356325c.pdf?target=dcedcf43-9e8c-4cdc-bca6-38d576497376
https://myportal.utt.edu.tt/ICS/icsfs/eeb9c8a0-cf91-4270-aa86-a18b00df7af2.pdf?target=d876c39b-3063-41cd-9552-29f7d5ec6ad6
https://myportal.utt.edu.tt/ICS/icsfs/17cbf1df-ebab-4205-8dc6-c7941a96f3b4.pdf?target=e2016125-9e71-4d21-816b-4b3d235c8cbe
https://myportal.utt.edu.tt/ICS/icsfs/1bd3b97e-3e8b-46cb-9740-bbf3aea9d880.pdf?target=0f6b2c4e-ba07-4024-9c51-fcbaf9271ec2
https://myportal.utt.edu.tt/ICS/icsfs/39b26d47-2dcc-42a0-bee8-4bff275e87d8.pdf?target=e83e8ac2-fc21-427a-a036-0074ebda3de5
https://myportal.utt.edu.tt/ICS/icsfs/87302c12-18cd-4865-a8f7-fe530997800e.pdf?target=202b2e21-73ae-4ca6-a876-2b83a926deda
https://myportal.utt.edu.tt/ICS/icsfs/8ca464b0-0595-4c03-adf6-7959f4dc3f65.pdf?target=53e1fa81-925f-4472-ac8c-bac56975857a
https://myportal.utt.edu.tt/ICS/icsfs/91e18edd-8bf2-4a86-825c-dd3b9f842862.pdf?target=d128e6d4-5bdb-4553-9fa1-66e735056905
https://myportal.utt.edu.tt/ICS/icsfs/9455b8da-d595-43d6-b32a-990d32161510.pdf?target=2df7dde5-a00c-475d-8f5d-f1c233bfe2a8
https://myportal.utt.edu.tt/ICS/icsfs/af807373-983f-4945-869b-3e3cbce7848e.pdf?target=83ea52e7-89c8-48dd-968b-1986ad7d8cc5
https://myportal.utt.edu.tt/ICS/icsfs/d45a078b-6f5e-4611-8e13-15b363f5df2d.pdf?target=ef2dbae2-53e2-4d63-9f24-78c8696a6607
https://myportal.utt.edu.tt/ICS/icsfs/dc087797-a617-4324-9e8c-a1968da09f20.pdf?target=bcf097bb-e51f-41c2-9d75-b49fa6f16171
https://myportal.utt.edu.tt/ICS/icsfs/10f23698-771e-454b-8bd4-db8f387baaae.pdf?target=ab198721-ee54-4680-a1f7-3217d2e8a091
https://myportal.utt.edu.tt/ICS/icsfs/19a27681-bd79-4ae8-95d4-43629fd1a6a7.pdf?target=4ee24dab-d03c-403e-99e9-245c0f9680f5
https://myportal.utt.edu.tt/ICS/icsfs/315ece26-cd9f-47ef-876d-a3b669fa0d04.pdf?target=4b0e1a2c-477f-4d59-be86-c1fcf19b576e
https://myportal.utt.edu.tt/ICS/icsfs/386e42b9-731b-4fc7-a4b0-191e6af6b760.pdf?target=61c0ffb8-9f42-4f54-bb2d-66a5f01ca9ea
https://myportal.utt.edu.tt/ICS/icsfs/4fd1f5bc-44f7-43c9-98a6-0fc0fb0a0477.pdf?target=1ab84803-f83a-43f0-973c-f0eb6201c58f
https://myportal.utt.edu.tt/ICS/icsfs/7a6af31a-1ee9-490f-b941-fa04e04ea6dc.pdf?target=a231d855-1f33-47c3-9d94-e73ab44028ab
https://myportal.utt.edu.tt/ICS/icsfs/7fa56abe-7817-4e1e-9823-81c4a8d9c864.pdf?target=bdd76bf3-aa48-492c-a08b-9decca641cec
https://myportal.utt.edu.tt/ICS/icsfs/9456ba15-4b11-4e2c-baf1-a5173268a5b3.pdf?target=0ecaa68a-8cca-4d4f-a480-e9b85bdfa592
https://myportal.utt.edu.tt/ICS/icsfs/cf55362f-aa26-40b8-a143-a1483f69094a.pdf?target=b95a3a09-011b-4c78-b4a0-03e4499846f0
https://myportal.utt.edu.tt/ICS/icsfs/d640ddac-c37b-4c2a-830c-6a0679f928bb.pdf?target=a81f9776-88d2-467c-b328-06cbf79ff8c4
https://frvape.com
https://drive.google.com/open?id=1QtEGVx-qpKurzLrnpWocaTAB2THeoI9l

