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¢ 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
presenting value propositions, addressing challenges to close deals, and securing customer commitment for
formal contracts.

FE2

¢ Planning: This section of the exam measures skills of Account Executives and covers territory planning,
engaging key accounts, and calculating sales quota attainability. It also emphasizes developing strong
business relationships and partnerships with key roles and personas to drive long-term success.
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¢ Forecasting: This section of the exam measures skills of Account Executives and assesses forecasting
13 accuracy, evaluating risks and opportunities, and understanding the inputs 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 nvolves
4 generating new pipeline opportunities, analyzing pipeline health, and ensuring data integrity. It also covers
monitoring progression across sales stages and improving customer relevance.
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R #38

A sales representative conducts research with their customer and gains insights for developing a value proposition to solve their
customrer'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.
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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 input. 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]

FIRE #39

A sales representative worked with a primary account for the past year. They want to make sure they continue providing the best
possible service and value to the customer.

How can the sales rep comprehensively assess the effectiveness of their account management strategy?

e A. Customer satisfaction surveys
¢ B. Key performance indicators (KPIs)
e C. Performance reviews with their team
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Key performance indicators (KPIs) are measures that can help the sales rep comprehensively assess theeffectiveness of their
account management strategy. KPIs are quantifiable metrics that reflect how well the sales rep is achieving their account management
goals and objectives, such as revenue growth, customer retention, customer satisfaction, cross-selling, upselling, etc. KPIs help to
track progress, identify strengths and weaknesses, and improve
performance.References:httpsz//www.salesforce.com/resources/articles/account- management/#account-management-kpis
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& #40
A sales team knows the importance of building an accurate forecast.

‘Which foundational priority should be in place to help ensure data quality across teams?

¢ A Pipeline visibility
¢ B. Collaboration
e (. Salesprocess
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A sales process is a set of steps and stages that guide the sales team from prospecting to closing deals. A sales process helps ensure
data quality across teams by providing a common framework, language, and methodology for managing opportunities and
forecasting. A sales process also helps align the sales team with the customer's buying journey, and enables them to track and
measure their progress and performance. A sales process can improve the accuracy, consistency, and completeness of the data in
the pipeline, and help the sales team make better decisions and predictions. References:

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

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

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

R #41
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..."
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"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

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

FIRE #42

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?

¢ A Follow standard sales scripts.
¢ B. Continue using methods that have worked inthe past.
e (. Collaborate with internal departments.
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In an industry that's rapidly changing and with increasing channels to engage customers, a junior sales representative can identify the
most effective commumnication methods by collaborating with internal departments. Teans 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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