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FEY Z Hh RE 1
¢ Planning: This section of the exam measures skills of Account Executives and covers territory planning,
FEw 21 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.

¢ 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
FEY 22 presenting value propositions, addressing challenges to close deals, and securing customer commitment for
formal contracts.

¢ 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
bEY 73 solutions with custorer needs. It also highlights the importance of nurturing relationships and driving
product adoption for maximum value.
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R #20

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

IEf: C

AR

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

B #21

A company is struggling to acquire new customers. After careful analysis, it realizes its value proposition is not resonating with
potential customrers, so it develops a new value proposition.

‘Which metric should the company use to track the effectiveness of the new value proposition?

e A Lead conversion rate
e B. Lead quality score
e (. Customer satisfaction score

EfE: A

A -

Lead conversion rate is a metric that the company should use to track the effectiveness of the new value proposition. A value
proposition is a statement that summarizes how the product can solve the customer's problens, fulfill their needs, and provide them
with benefits that outweigh the costs. Lead conversion rate is a measure othow many leads (prospects who have shown interest in
the product) become customers (prospects who have bought the product). Lead conversion rate helps to evaluate how well the
value proposition resonates with potential customers and influences their purchase decisions. References https://www.salesforce.
com/resources/articles/value-proposition/#value-proposition-metrics

H #22
How can the sales rep work with marketing to improve the health of their pipeline?

¢ A. Focus on behaviors and attributes that define a quality lead.
¢ B. Broaden the scope of the prospect profile.
¢ C. Expand the number of channels to reach more prospects.

EfE: A

R -

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/#flead- generation-strategies


https://www.passtest.jp/Sales-101-exam.html

HP #23
Which factor can the sales representative focus on to win the customer first and support their sales quota long term?

e A Maximizing opportunities
¢ B. Customer experience
¢ C. Product evangelism

IEf#: B

TR

Custommer experience is the factor that the sales representative can focus on to win the customer first and support their sales quota
long term, because it is the sum of all the interactions and emotions that the customer has with the sales representative and the
company throughout the sales cycle and beyond. A positive customer experience can lead to customer satisfaction, loyalty, retention,
and advocacy, which can result in repeat purchases, referrals, and testimonials. Product evangelism and maximizing opportunities are
not the best answers, because they are more focused on the sales representative's own goals and interests, rather than the
customer's. Product evangelism is about promoting the product's features and benefits, but it may not address the customer's specific
needs or challenges. Maximizing opportunities is about increasing the contract value or volume, but it may not align with the
customer's budget or expectations. References: Certification - Sales Representative - Trailhead, [Sales Rep Training: Prepare Your
Teamto Sell Successfully - Traihead]

HH #24

A sales representative wants to transition to a recommendation in a way that demonstrates their ability to provide a competitive
solution.

‘What should they use?

e A, Summary statement
e B. Success story
e C. Solution unit

IEf#: B

L2

A success story is what the sales representative should use to transition to a recommendation in a way that demonstrates their ability
to provide a competitive solution, because it shows the customer how the sales rep's solution has helped other customers with similar
needs and challenges, and what results and benefits they have achieved. A success story can also help to build trust and credibility
with the customer, and inspire them to take action. A summary statement or a solution unit are not the best answers, because they
are not as effective as a success story in demonstrating the sales rep's competitive advantage. A summary statement is a brief recap
of'the customer's situation, needs, and desired outcomes, but it does not show how the sales rep's solution can meet them. A
solution unit is a specific feature or benefit of the sales rep's solution, but it does not show how it has worked for other customers or
what outcomes it can deliver. References: Certification - Sales Representative - Trailhead, Sales Rep Training; Customer
Engagement - Trailhead
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