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QUESTION 1

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

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

A. Lead quality score 

B. Customer satisfaction score 

C. Lead conversion rate 

Correct Answer: C 

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 problems, fulfill their
needs, 

and provide them with benefits that outweigh the costs. Lead conversion rate is a measure of how 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 

 

QUESTION 2

A sales representative is engaging in a discovery conversation with a prospect. 

Which approach should the sales rep take during this conversation? 

A. Ask open-ended questions to understand the prospect\\'s challenges and goals. 

B. Present the history and innovation of their company in bringing new products to market. 

C. Share the information gathered from online research about the customer\\'s company. 

Correct Answer: A 

Asking open-ended questions to understand the prospect\\'s challenges and goals is the approach that the sales rep
should take during a discovery conversation with a prospect. A discovery conversation is a conversation that helps to
uncover information about the prospect\\'s situation, needs, pain points, and objectives. Asking open-ended questions is
an effective way to elicit detailed and meaningful responses from the prospect, as well as to show interest and empathy
for their challenges and goals. 

 

QUESTION 3

Which first step should a sales representative take to gain insight on potential customers? 
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A. Conduct stakeholder interviews. 

B. Analyze data about customers. 

C. Create customer success plans. 

Correct Answer: B 

Analyzing data about customers is the first step that a sales rep should take to gain insight on potential customers. Data
analysis is the process of collecting, processing, and interpreting information about customers using various sources
and methods, such as CRM systems, web analytics, social media, surveys, etc. Data analysis helps to understand
customers\\' demographics, behaviors, preferences, needs, etc., as well as to segment them into groups based on their
similarities or differences. References: https://www.salesforce.com/resources/articles/customer-analysis/#customer-
analysis-definition 

 

QUESTION 4

A sales representative is working to understand a prospect\\'s pain points, desired outcomes, and emotional drivers. 

In which phase of the sales process is this deal? 

A. Connect 

B. Create 

C. Collaborate 

Correct Answer: B 

Create is the phase of the sales process where this deal is when the sales rep is working to understand a prospect\\'s
pain points, desired outcomes, and emotional drivers. Create is the phase where the sales rep presents and
demonstrates how their product can address the prospect\\'s pain points and needs, and deliver tangible benefits and
outcomes. Create is also where the sales rep builds rapport and trust with the prospect by showing empathy and
understanding of their emotional drivers. References: https://www.salesforce.com/resources/articles/sales-
process/#sales-process-stages 

 

QUESTION 5

A sales representative wants to track which opportunities in their pipeline contain items that customers need for an
event next month. How does tracking this help the sales rep manage risk? 

A. These deals must be assigned a surcharge. 

B. These deals can be expedited it required. 

C. These deals can move to the next stage. 

Correct Answer: B 

Tracking which opportunities in their pipeline contain items that customers need for an event next month helps the sales
rep manage risk by allowing them to expedite these deals if required. Expediting means accelerating or speeding up the
delivery or completion of these deals to meet the customer\\'s urgent or specific needs. Expediting helps to ensure
customer satisfaction, loyalty, and retention, as well as to increase revenue and profitability. References:
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