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Salesforce Certified Sales Foundations 52 5 Sales-101 5 B 5 7E (Q10-Q15):

R #10
A sales representative is asked by their sales manager to lead a cold-calling campaign.
Where can the sales rep start?

e A, Identify prospect pain points.
e B. Enter prospect leads into an auto dialer.
e C. Gather prospect contact information.

Ef: C

A -

Gathering prospect contact information is the best place to start for a sales representative whois asked to lead a cold-calling
campaign, because it is the first step in identifying and reaching out to potential custormers. The sales rep should use various sources
and methods to find the names, phone numbers, email addresses, and other relevant details of the prospects who match their ideal
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customer profile. The sales rep should also verify and update the contact information regularly, and track the results of their calls.
Identifying prospect pain points or entering prospect leads into an auto dialerare not the best answers, because they are not the first
steps in a cold-calling campaign. Identifying prospect pain points is something that the sales rep should do during or after the call, by
asking open-ended questions and listening to the prospect's needs and challenges.

Entering prospect leads into an auto dialer is a tool that the sales rep can use to automate and streamline their calling process, but it
requires having the prospect contact information first. References: Certification - Sales Representative - Trailhead, [Sales Rep
Training; Create Effective Selling Habits - Trailhead]

HE#11
A sales representative wants to avoid getting a price objection during a meeting near the end of thesales cycle.
Which strategy helps minimize price challenges?

¢ A Building in value-based conversation from the beginning.
¢ B. Presenting a discount at the beginning of the conversation.
¢ C. Showing a competitor pricing matrix during the meeting,

EfE: A

A -

Building in value-based conversation from the beginning is a strategy that helps minimize price challenges by focusing on how the
solution can deliver value to the customer rather than on how much it costs. Value-based conversation involves asking open-
endedquestions, listening actively, understanding the customer's pain points and needs, and presenting tailored solutions that address
them References hitps//www.salesforce.com

/resources/articles/value-selling/#value-selling-tips

B #12
A sales representative is strategizing on how to most effectively commumicate with a key prospect.

Which approach should they take?

¢ A. Provide unique selling points to the prospect that add value each time.
e B. Repeat key messaging to make sure it lands with the prospect.
e C. Send emuils to the prospect less frequently.

EfE: A

fi .-

Providing unique selling points to the prospect that add value each time is the approach thatthe sales rep should take to commumicate
with a key prospect. A unique selling point is a feature or benefit of the product that distinguishes it from competitors and appeals to
the prospect's pain points or needs. Providing unique selling points helps toshow how the product can help the prospect succeed and
grow, as well as to persuade themto take action.

R #13

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

IEf: C

A -

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 custorer 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]

B #14

How does a sales representative determine if a customer might be a valid prospect for the product?

¢ A. Uncoverwhat the customer is planning to do and the executive staff's purchasing preferences.
¢ B. Review the customer's website and tell the prospect that the product will solve their problemns.
¢ (. Understand the customer's pain points and what they attempted in the past that was unsuccessful.

Ef#: C

TR

Understanding the custormer's pain points and what they attempted in the past that was unsuccessful is a way to determine if a
customer might be a valid prospectfor the product. This helps to identify the customer's needs, challenges, goals, and motivations, as
well as to assess their fit and readiness for the product. This also helps to position the product as a solution that can address their
pain points and provide value.References:

httpsy//www.salesforce.com/resources/articles/sales-process/#qualify

B #15

ITERATHEL TO IR SARITRERBOBKOEES 2L CHMo>THTWVWBETL & ). ITRERBICEEAL
DFEERDHY 5. BEBRILAZRDLD2RB LA EH D £ 3. B2 Saes- 101 RERBELETT. 200
DB, 56L& L7eh. bL—DOOREKEF > T s, ITRERBEZHLAA THRED
BREsNETIVERDY £7. REEZUZTESDNIE. B0 TCerthiken\RTULELFERE RO

L & 9. Certlukenld & % 7z 23Sales- 101 R BB B T 2 BT T2 5.

Sales-1017" & > X ##7: https://www.certjuken.convSales-101-exam html

F—. ZOSaks-101RBER DL OAFECH L OS> THBETHEZ—FT HFORHNG. LR H %
AERETREE RT3 EF2ERL £ 9. B DSales- 1015 HEEER% ~100% DERFEL L, 0D
SHBCEBEERISAEWELEICE Y 9. Salesforce Sales- 101285 B B 2D —EBTL & 5. Salesforce®
Sales-101FRBE B EHIN T ETHS. HDLRILC—FBHLOER2RET 2000, BRYETHEANDET
—EMOEREHF I —C A1 EL ThaeRLETET. UFTOBRRBCN T 2BEOHEEICL 2 L.
99% O Salesforce Sales-1017" 0 > XFM B BEIFVEELZERTE 2.0, BN L BEDER 2 XIET 2 B8F 15
WRTEBEHEZTVET. DAREWEEZNRNCITOATHAE., B35 Sales-101BF A b7 7ML %
BATZ20ERETT.

ALY, DWBRIEEFCEHAE >IATT L vUT. ol WEERALDS, TV 5 EOHEAN LT,
F—. ZDSakes-101BEBE DLz DEEROL L DS E>TVETHBZ—FT. LFEORMH. Lalddbn
VERHTREER I B L EERL £7.

W) % Sales-101 ;A BB HE & BHABRIC BT B3 KX —F 77— & &
¥l PDF Sales-101: Salesforce Certified Sales Foundations

Bedt D Sales- 101 BRI EAE X 98% ~100% D & E 5 Hb., COFFCEBERI oM EVWEEC AV ET. B
L ZD—BTL & 9. Salesforce®Sales- 101 BT HWICcEHEN T ET LS, Dol —BHL BB %Rt
T3 RYGTEANOBRT—FHOENEH b — X 2RMEL Cha B LE® LT,

DRTO BB T 2RIEOTFB I & 3 &, 99% D Salesforce Sales- 101 B BN HIE 2 ZR T X 2720 BAE
LZHEOER2 XBT238FEORTEBZEELITHET,

e Sales-101:X BRI - Salesforce Certified Sales Foundationsic §48 4 2 72 D 5T & 24 A —h [ =
www.passtestjp (1T [J Sales-101 0#KREL T, ERTKX V> o—FL T < & 1Salks-101 PDF

o IET# % Sales- 1015 BRIUHE - GoShiken D 4T [ 4 A b w www.goshiken.com (1T { Sales-101 ) &4 %
& 7 > o — N Sales- 10158 Bt i

o Salesforce® Sales-101:RB D #h58 D &K 1 ( www.passtestjp ) 1 b T» Sales-101 « DB FEEHF 2 2


https://www.shikenpass.com/Sales-101-shiken.html
https://www.certjuken.com/Sales-101-exam.html
https://www.xhs1991.com/Sales-101.html
https://www.passtest.jp/Sales-101-exam.html
https://www.pdc.edu/?URL=https%253a%252f%252fwww.certjuken.com%252fSales-101-exam.html
https://www.passtest.jp/Sales-101-exam.html

Sales- 101 & # % 3€

e Sales-101 PDF [ Sales-101B8:# 52 B 2% & (] Sales- 10158 xH i [ > www.goshiken.com <tz BEIL « {
Sales-101 } #MREL TP TLX 7Y —FL TS WSaks-101V =27 L —=v 7

o FEEMI-(EF] 4 Sales- 10178 B BUME 7k B - 5 B D ¥E M 77 V£ Sales-1017" 2 > X b4 [ URL > www.xhs1991.com
D& aE—L THI&. o Sales-101 (o2 RRL TR TK v > m— FL TL 722 & 0Sales-101 ER A58

o Sales-10138 3 R K} (1 Sales-10138 2 FI kKl () Sales- 101 55T FIRE () H¥7 ) Sales-101 EEE 7 7 1
i& O www.goshiken.com 2 T 1% Sales- 1015 ¥7 &

o IEHE % Sales- 101 BRBUHE - www.jpshiken.comP§ D 4 T [1 4§ <> www.jpshiken.com < T v Sales-101 [1¢/ (1%
BEL T, EHTKL Yo —FL TL & 0Saks-101FE S > 7' v

o Sales-101 HAEE I F 5% [1 Sales-101 PDF [ Sales-101B538# 52 B 2% & 1 [1 www.goshiken.com [1® &} &
7> o — Fwe Sales-101 DX — 2358 & & 3 Sales- 101 R FHHES % H

o Sales-101ZFEAER. Sales-1015AB8# 4 I, Sales-1014f & 55% [1> www.passtest.jp <> & fij 8.2 [ Sales-101
] #BBTCKX Yo —FTE& &7 Sales-101fJE L —Y v 7

o SEEEH-EF] % Sales- 101X BR BB A BR- 5Bk D ¥EM 77 VESales- 1017 0 > X b 1 7 = 74 A | e
www.goshiken.com [12» 6 [ Sales-101 1 2BV THEL . ERTKX Y v —FL TL £ 8 1wSales-101HA
B T R

e Sales- 101705k D ¥ER 7% | B Sales- 101 A BRBUIG A BR | H E K 4 Salesforce Certified Sales Foundations7” &
> R [ = www.it-passports.com [ |/ TAEZ 2 kLA > Z 1 > R[] Sales-101 [ D 55k & Sales-101%
BH

¢ www.bandlab.com, www.stes.tyc.edu.tw, dahan.comtw, ksofteducation.com, coworking,saltway.in.ua, connect.garmin.com,
www.stes. tyc.edu.tw, www.lovebim.cn, learn.handywork.ng, www.stes.tyc.edu.tw, Disposable vapes

BRLT 7 77 PR ML —Y 55 HEHODCertluken Sales-101 PDFX > 7' # X > g — K
% : httpsy//drive.google.com/open?id=1 Wt5cLCQxuBfF1ixgXX B2vforU-mILNR


https://www.northwestu.edu/?URL=https%253a%252f%252fwww.certjuken.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.certjuken.com%252fSales-101-exam.html
https://www.jpshiken.com/Sales-101_shiken.html
https://thfconsulting.org/?s=Sales-101%25e6%2597%25a5%25e6%259c%25ac%25e8%25aa%259e%25e7%259a%2584%25e4%25b8%25ad%25e5%25af%25be%25e7%25ad%2596%20%25f0%259f%2595%25a5%20Sales-101%20PDF%20%25f0%259f%25a6%2591%20Sales-101%25e9%2596%25a2%25e9%2580%25a3%25e5%258f%2597%25e9%25a8%2593%25e5%258f%2582%25e8%2580%2583%25e6%259b%25b8%20%25f0%259f%258c%2594%20%25e2%2596%259b%20www.goshiken.com%20%25e2%2596%259f%25e3%2581%25ae%25e7%2584%25a1%25e6%2596%2599%25e3%2583%2580%25e3%2582%25a6%25e3%2583%25b3%25e3%2583%25ad%25e3%2583%25bc%25e3%2583%2589%25e2%259e%25a5%20Sales-101%20%25f0%259f%25a1%2584%25e3%2583%259a%25e3%2583%25bc%25e3%2582%25b8%25e3%2581%258c%25e9%2596%258b%25e3%2581%258d%25e3%2581%25be%25e3%2581%2599Sales-101%25e6%259c%2580%25e6%2596%25b0%25e9%2596%25a2%25e9%2580%25a3%25e5%258f%2582%25e8%2580%2583%25e6%259b%25b8
https://www.passtest.jp/Sales-101-exam.html
http://world-religion-watch.org/?s=%25e5%25ae%259f%25e9%259a%259b%25e7%259a%2584-%25e4%25be%25bf%25e5%2588%25a9%25e3%2581%25aaSales-101%25e8%25a9%25a6%25e9%25a8%2593%25e6%2594%25bb%25e7%2595%25a5%25e8%25a9%25a6%25e9%25a8%2593-%25e8%25a9%25a6%25e9%25a8%2593%25e3%2581%25ae%25e6%25ba%2596%25e5%2582%2599%25e6%2596%25b9%25e6%25b3%2595Sales-101%25e3%2583%2596%25e3%2583%25ad%25e3%2583%25b3%25e3%2582%25ba%25e6%2595%2599%25e6%259d%2590%20%25f0%259f%25a5%25bb%20%25e3%2582%25a6%25e3%2582%25a7%25e3%2583%2596%25e3%2582%25b5%25e3%2582%25a4%25e3%2583%2588%25e2%259e%25a0%20www.goshiken.com%20%25f0%259f%25a0%25b0%25e3%2581%258b%25e3%2582%2589%25e3%2580%2590%20Sales-101%20%25e3%2580%2591%25e3%2582%2592%25e9%2596%258b%25e3%2581%2584%25e3%2581%25a6%25e6%25a4%259c%25e7%25b4%25a2%25e3%2581%2597%25e3%2580%2581%25e7%2584%25a1%25e6%2596%2599%25e3%2581%25a7%25e3%2583%2580%25e3%2582%25a6%25e3%2583%25b3%25e3%2583%25ad%25e3%2583%25bc%25e3%2583%2589%25e3%2581%2597%25e3%2581%25a6%25e3%2581%258f%25e3%2581%25a0%25e3%2581%2595%25e3%2581%2584Sales-101%25e6%2597%25a5%25e6%259c%25ac%25e8%25aa%259e%25e8%25a9%25a6%25e9%25a8%2593%25e6%2583%2585%25e5%25a0%25b1
https://www.it-passports.com/Sales-101.html
https://www.bandlab.com/user9117321746960138
http://www.stes.tyc.edu.tw/xoops/modules/profile/userinfo.php?uid=3847494
https://dahan.com.tw/home.php?mod=space&uid=16720
https://ksofteducation.com/profile/stanmoo286
https://coworking.saltway.in.ua/profile/leowrig780
https://connect.garmin.com/app/profile/11ee324d-3656-4576-aae0-ed12eb8715a5
http://www.stes.tyc.edu.tw/xoops/modules/profile/userinfo.php?uid=3939040
http://www.lovebim.cn/home.php?mod=space&uid=71738
https://learn.handywork.ng/profile/alexpri983
http://www.stes.tyc.edu.tw/xoops/modules/profile/userinfo.php?uid=3892356
https://frvape.com
https://drive.google.com/open?id=1Wt5cLCQxuBfF1ixgXX_B2vforU-mlLNR

