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QUESTION 1

What should the sales rep focus on to create and maintain a trusted connection that supports the customer\\'s strategic
priorities and requirements? 

A. Industry 

B. Business 

C. People 

Correct Answer: C 

People are what the sales rep should focus on to create and maintain a trusted connection that supports the
customer\\'s strategic priorities and requirements. People are the individuals or groups who are involved in or affected
by the customer\\'s business decisions, such as stakeholders, decision makers, influencers, end users, etc. Focusing on
people helps to understand their roles, needs, goals, preferences, and emotions, as well as to build rapport, trust, and
loyalty with them. 

 

QUESTION 2

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. Collaboration 

B. Pipeline visibility 

C. Sales process 

Correct Answer: C 

Sales process is the foundational priority that should be in place to help ensure data quality across teams when building
an accurate forecast. A forecast is a prediction or estimation of future sales revenue based on current and historical
data. A sales process is a series of steps or stages that guide a sales rep from finding prospects to closing deals.
Having a sales process helps to ensure data quality across teams by providing a common framework, language, and
criteria for entering, updating, and reporting data in a consistent and reliable way. 

 

QUESTION 3

How many days are recommended between calls when reaching out to contacts at strategic accounts? 

A. Two business days 

B. Four business days 

C. Twenty-five business days 

Correct Answer: B 
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Four business days is the recommended number of days between calls when reaching out to contacts at strategic
accounts. A strategic account is a high-value account that has a significant impact on the sales rep\\'s revenue, growth,
and 

reputation. Four business days is a reasonable interval that allows the sales rep to maintain communication,
engagement, and momentum with the contacts, as well as to avoid being too pushy or annoying. 

References: 

https://www.salesforce.com/resources/articles/account-management/#account-management-best-practices 

 

QUESTION 4

A customer\\'s order was sent to the incorrect warehouse for fulfillment. The order has yet to be fulfilled. 

What should the sales representative check to fulfill the order through a different warehouse? 

A. Product inventory 

B. Shipping time 

C. Pricing information 

Correct Answer: A 

Product inventory is what the sales rep should check to fulfill the order through a different warehouse. Product inventory
shows the availability and location of the product in different warehouses. Checking product inventory helps to ensure
that the order can be fulfilled in a timely and efficient manner, as well as to avoid any delays or errors. References: https
://trailhead.salesforce.com/en/content/learn/modules/salesforce-essentials-basics/salesforce-essentials-sales-process 

 

QUESTION 5

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 
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