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QUESTION 1

A sales representative has a pipeline with a mix of opportunities at various stages. 

The sales rep wants to improve stage velocity. 

What should the sales rep do to improve stage velocity? 

A. Sort deals by size and focus on the largest ones first. 

B. Obtain guidance from a manager and create a follow-up cadence. 

C. Survey customers and engage them when the customer requests. 

Correct Answer: B 

Obtaining guidance from a manager and creating a follow-up cadence is what the sales rep should do to improve stage
velocity. Stage velocity is the measure of how fast an opportunity moves from one stage to another in the sales
process. 

Obtaining guidance from a manager helps to get feedback, advice, and support on how to advance the opportunity.
Creating a follow-up cadence helps to maintain communication, engagement, and momentum with the customer. 

References: 

https://www.salesforce.com/resources/articles/sales-pipeline/#sales-pipeline-metrics 

 

QUESTION 2

A sales representative uses job titles as an indicator to qualify leads. 

Which relevant information does the job title typically indicate about the lead to the sales rep? 

A. Whether the lead is engaged in the sales process 

B. Whether the lead is based within their region 

C. Whether the lead has sufficient buying power 

Correct Answer: C 

Whether the lead has sufficient buying power is the relevant information that the job title typically indicates about the
lead to the sales rep. A lead is a prospect who has shown interest in the product or service that the sales rep offers. A
job title is a designation or position that a person holds in an organization or company. A job title helps to indicate
whether the lead has sufficient buying power, which means that they have the authority or influence to make a purchase
decision or approve a budget for the product or service. 

 

QUESTION 3

Leadership at Universal Containers is pressuring sales representatives to maintain a healthy pipeline, Which best
practice can the sales reps use to satisfy management? 



A. Rely on marketing to identify and qualify inbound deals. 

B. Keep dead deals open and move the next touchpoint dates forward. 

C. Routinely scrub pipeline records and consistently disposition deals. 

Correct Answer: C 

Routinely scrubbing pipeline records and consistently dispositioning deals is a best practice that the sales reps can use
to satisfy management and maintain a healthy pipeline. Scrubbing pipeline records means reviewing and updating the
status, accuracy, and quality of the opportunities in the pipeline. Dispositioning deals means moving the opportunities to
the next stage, closing them as won or lost, or removing them from the pipeline. These practices help to ensure that the
pipeline reflects the reality of the sales situation, as well as to identify and prioritize the most promising opportunities.
References: https://www.salesforce.com/resources/articles/sales-pipeline/#sales-pipeline-management 

 

QUESTION 4

A sales representative is assigned to high-value prospects. 

What can the sales rep do to gain their interest? 

A. Identify potential trigger events as the reason to reach out to prospects. 

B. Connect with customers associated with the prospect on social media. 

C. Focus on personal details when communicating with the prospect. 

Correct Answer: A 

Identifying potential trigger events as the reason to reach out to prospects is what the sales rep can do to gain their
interest when assigned to high-value prospects. A trigger event is an occurrence or change that creates an opportunity
or need for a product or service, such as a merger, expansion, launch, etc. Identifying trigger events helps to show
relevance, timeliness, and value to the prospects, as well as to capture their attention and curiosity. References:
https://www.salesforce.com/resources/articles/lead-generation/#lead-generation-strategies 

 

QUESTION 5

A sales representative has a prospect who is in discussions with multiple vendors about competing products. The sales
rep is concerned the prospect might not remember the valuable benefits of the solution. 

Which closure practice should the sales rep use to gain a commitment with this prospect? 

A. Assumptive 

B. Summary 

C. Takeaway 

Correct Answer: B 

A summary is a closure practice that the sales rep should use to gain a commitment with a prospect who is in
discussions with multiple vendors. A summary is a concise recap of the value proposition of the solution, highlighting
how it 



addresses the prospect\\'s pain points and needs, and delivers tangible benefits and outcomes. A summary helps to
reinforce the value of the solution, differentiate it from competitors, and persuade the prospect to take action. 

References: 

https://www.salesforce.com/resources/articles/sales-process/#close 

 

QUESTION 6

A sales representative is preparing a presentation to showcase the value proposition of their solution to a prospect. 

What should be the main objective of this presentation? 

A. To provide an in-depth analysis of the prospect\\'s competitors and market trends 

B. To build credibility with the prospect using their public speaking skills and professional appearance 

C. To communicate how the solution addresses the prospect\\'s pain points and needs, and delivers tangible return on
investment (ROI) 

Correct Answer: C 

The main objective of a value proposition presentation is to show the prospect how the solution can solve their
problems, fulfill their needs, and provide them with benefits that outweigh the costs. A value proposition presentation
should 

highlight the unique features and advantages of the solution, as well as quantify the expected outcomes and ROI for the
prospect. 

References: 

https://www.salesforce.com/resources/articles/value-proposition/#value-proposition-presentation 

 

QUESTION 7

A sales representative presents a solution and the customer is interested in moving forward. 

How can the sales rep gain the customer\\'s commitment and close the deal? 

A. Negotiate to finalize the contract. 

B. Propose and schedule an additional demo. 

C. Develop a roadmap with complementary products. 

Correct Answer: A 

Negotiating is the final stage of the sales process, where the sales rep and the customer agree on the terms and
conditions of the deal. Negotiating helps to overcome any remaining objections, address any concerns, and close the
deal with mutual satisfaction. References: https://www.salesforce.com/resources/articles/sales-process/#negotiate 

 



QUESTION 8

A sales representative wants to interact with prospects on platforms they use regularly. 

Which approach should the sales rep take? 

A. Social selling 

B. Cold calling 

C. Lead nurturing 

Correct Answer: A 

Social selling is the approach that the sales rep should take to interact with prospects on platforms they use regularly.
Social selling means using social media platforms (such as LinkedIn, Twitter, Facebook, etc.) to connect with
prospects, 

build relationships, and generate leads. Social selling helps to increase brand awareness, trust, and credibility, as well
as to provide value and insights to prospects. 

References: 

https://www.salesforce.com/resources/articles/social-selling/#social-selling-definition 

 

QUESTION 9

After a number of meetings and conversations, a sales representative is invited to pitch to a prospective customer. 

How should the sales rep build credibility with the prospect to better their chances of a successful pitch? 

A. Base the pitch on what the prospect has explicitly told them in previous conversations. 

B. Base the pitch on the sales rep\\'s company\\'s proven, most successful product lines. 

C. Base the pitch on discovery research into the prospect\\'s customers\\' challenges. 

Correct Answer: C 

Basing the pitch on discovery research into the prospect\\'s customers\\' challenges is a way to build credibility with the
prospect and increase the chances of a successful pitch. This shows that the sales rep has done their homework, 

understands the prospect\\'s business and market situation, and can provide solutions that can help them serve their
customers better. 

References: 

https://www.salesforce.com/resources/articles/sales-pitch/#sales-pitch-tips 

 

QUESTION 10

Why is collaborating with departments such as marketing and service crucial to generating a new pipeline? 



A. To expand and improve networking skills 

B. To avoid competing for the best leads 

C. To leverage additional expertise and resources 

Correct Answer: C 

Leveraging additional expertise and resources is why collaborating with departments such as marketing and service is
crucial to generating a new pipeline. A pipeline is a set of opportunities or potential customers that a sales rep is
pursuing or managing in order to close sales. Collaborating with marketing and service helps to access their knowledge,
skills, and tools that can help the sales rep generate more leads, nurture more prospects, and close more deals. 

 

QUESTION 11

A sales representative receives an objection and encourages the customer to elaborate on their hesitation and
responses. 

Which type of questions are they leveraging? 

A. Change 

B. Clarifying 

C. Confirming 

Correct Answer: B 

Clarifying questions are the type of questions that the sales rep is leveraging when they encourage the customer to
elaborate on their hesitation and responses. Clarifying questions are questions that help to understand, verify, or
confirm the information or meaning of what the customer says. Clarifying questions help to avoid confusion,
misunderstanding, or miscommunication, as well as to provide relevant information or solutions. References:
https://www.salesforce.com/resources/articles/sales-questions/#sales-questions-types 

 

QUESTION 12

What measure will yield the most actionable information about an organization\\'s territory model success? 

A. Organization-defined key metric 

B. Annualized Contract Value 

C. Pipeline 

Correct Answer: A 

An organization-defined key metric is a measure that will yield the most actionable information about an organization\\'s
territory model success. An organization-defined key metric is a specific and relevant indicator that reflects how well the
territory model is aligned with the organization\\'s goals and strategies, such as market share, customer satisfaction,
revenue growth, etc. An organization-defined key metric helps to evaluate performance, identify gaps and opportunities,
and optimize results. References: https://www.salesforce.com/resources/articles/sales-territory-management/#sales-
territory-management-metrics 
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