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What	You	Need	to	Know	About	HubSpot's	Inbound	Sales	Certification	Exam:	This	exam	consists	of	60	questions	and	takes	approximately	one	hour	to	complete.	To	pass,	you	must	answer	at	least	45	questions	correctly.	You	can	attempt	the	exam	three	times	within	a	12-hour	period,	but	you	won't	be	able	to	change	your	answers	after	submitting.	To
help	you	prepare,	here	are	some	key	points	to	consider:	1.	What	is	the	buyer	doing	during	the	awareness	stage	of	their	buying	journey?	2.	What	is	your	role	during	the	awareness	stage	of	the	buyer's	journey?	...	10.	What	is	the	difference	between	a	sales	process	and	an	inbound	sales	strategy?	11.	What	is	the	goal	of	the	identify	phase	of	an	inbound
sales	strategy?	12.	What	is	an	active	buyer?	13.	When	you	identify	an	active	buyer,	what	stage	of	the	buyer's	journey	will	they	most	often	be	in?	14.	True	or	false:	You	should	only	start	identifying	passive	buyers	after	identifying	all	of	the	active	buyers.	15.	What	is	the	difference	between	ideal	customer	profiles	and	buyer	personas?	16.	How	quickly
should	you	contact	inbound	leads?	17.	All	of	the	following	are	examples	of	inbound	leads	EXCEPT:	18.	All	of	the	following	might	be	included	in	an	ideal	customer	profile	EXCEPT:	19.	All	of	the	following	could	be	a	trigger	event	EXCEPT:	20.	An	inbound	sales	strategy	focuses	on	identifying	people	who	_________.	21.	Fill	in	the	blanks:	For	business-to-
business	sales	teams,	an	ideal	customer	profile	usually	identifies	________.	For	sales	teams	who	sell	directly	to	consumers,	an	ideal	customer	profile	identifies	________.	22.	Congratulations	—	you	just	landed	a	job	selling	IT	equipment	to	large	corporations!	You	receive	your	first	inbound	lead,	and	you	call	the	person	who	submitted	it.	You	quickly	realize
that	this	person	is	a	junior	employee	with	no	buying	authority.	What	should	you	do?	23.	All	of	the	following	are	examples	of	social	selling	EXCEPT:	24.	What	is	an	inbound	lead?	25.	Which	of	the	following	is	an	example	of	a	common	connection?	26.	What	is	a	trigger	event?	27.	What	should	a	business-to-business	salesperson	do	if	their	website	gets
multiple	anonymous	visits	from	a	single	company?	28.	How	long	should	each	message	in	your	sequence	be?	29.	How	often	should	you	reference	yourself	in	your	outreach	messages?	30.	Fill	in	the	Blank:	End	each	email	with	a	______.	31.	What	should	your	outreach	messages	try	to	do?	32.	If	your	company	doesn’t	produce	something,	it's	likely	that	you
won't	have	any	buyer	personas	for	those	products	or	services.	1.	What	do	you	need	to	do	before	connecting	with	someone	on	social	media?	2.	When	should	you	transition	to	the	explore	phase?	3.	What	does	it	mean	to	make	your	outreach	“human”?	4.	What	does	it	mean	to	make	your	outreach	“helpful”?	5.	What	does	it	mean	to	make	your	outreach
“holistic”?	6.	How	can	you	make	sure	the	content	you	share	is	relevant	to	your	prospects?	7.	If	a	lead	calls	you	in	response	to	a	voicemail	you	left,	what	should	you	do?	8.	Your	teammate	creates	an	outreach	sequence	with	10	steps	in	it	and	asks	you	if	you	think	that’s	a	good	length.	9.	All	of	the	following	are	advantages	of	using	the	CGP,	TCI,	BA
framework	EXCEPT:	10.	Fill	in	the	blank:	If	a	prospect	says,	“I’m	thinking	about	moving	into	a	larger	facility,”	that’s	an	example	of	a	__________.	11.	Fill	in	the	blank:	If	a	prospect	says,	“I’m	hoping	to	get	this	figured	out	before	the	end	of	the	quarter,”	that’s	an	example	of	a	__________.	12.	Fill	in	the	blank:	If	a	prospect	says,	“If	I	don’t	find	a	way	to	solve
this	problem,	I’m	going	to	have	to	start	laying	off	employees,”	that’s	an	example	of	a	__________.	13.	Fill	in	the	blank:	If	a	prospect	says,	“If	I	can	find	a	way	to	fix	this,	I	think	we’ll	be	able	to	open	a	second	location	next	year,”	that’s	an	example	of	a	__________.	14.	Which	of	the	following	is	the	BEST	way	to	discuss	a	prospect’s	budget?	15.	All	of	the
following	are	questions	to	ask	while	discussing	authority	EXCEPT:	16.	Here’s	an	agenda	that	follows	the	CGP,	TCI,	BA	framework:	1.	Build	rapport,	recap	previous	conversations,	set	agenda.	17.	Here’s	an	agenda	that	follows	the	CGP,	TCI,	BA	framework:	1.	Ask	how	business	is	going,	review	what	you’ve	already	talked	about,	lay	out	the	plan	for	this
conversation.	18.	Here’s	a	paragraph	from	a	recap	email:	“You	need	to	get	into	your	new	office	space	before	the	end	of	this	quarter.	19.	Here’s	a	paragraph	from	a	recap	email.	“You	currently	have	a	quote	from	a	moving	company	for	about	$5,000,	but	you	would	be	willing	to	pay	twice	that	much	if	it	meant	ensuring	your	equipment	was	moved	safely
and	on	time.	These	questions	cover	various	aspects	of	a	sales	process,	including	exploration,	presentation,	and	closing	techniques.	The	1-10	closing	technique	involves	assessing	the	prospect's	level	of	interest	in	a	solution	and	addressing	any	objections	or	concerns	they	may	have.	Another	key	concept	is	the	inbound	sales	strategy,	which	focuses	on
providing	value	to	potential	customers	through	education	and	guidance.	The	advise	phase	of	an	inbound	sales	strategy	closes	the	gap	between	where	a	buyer	is	currently	and	where	they	want	to	be.	In	terms	of	presentation	techniques,	it's	essential	to	engage	the	buyer	by	addressing	their	goals	and	challenges,	understanding	how	your	solution	can
help	them,	and	considering	alternative	approaches	or	methods	available.	When	outlining	points	for	a	sales	presentation,	ensuring	that	there's	a	clear	progression	from	discussing	previous	conversations	to	presenting	case	studies	is	crucial.	Some	questions	are	part	of	the	1-10	closing	technique	but	do	not	fit	its	core	purpose,	such	as	trying	to	choose	a
specific	solution	within	a	chosen	category.	This	can	be	seen	in	options	like	deciding	on	a	budget	for	the	next	12	months	or	evaluating	different	approaches.	In	exploring	leads'	goals	and	challenges,	it's	essential	to	guide	them	toward	the	right	conclusion	without	necessarily	selling	your	product.	Positioning	yourself	as	an	expert	who	can	help	sort
through	their	challenges	is	also	vital.	The	sales	process	involves	identifying	both	active	and	passive	buyers,	researching	potential	buyers,	helping	them	identify	their	goals	and	challenges,	introducing	yourself,	offering	product	demos,	exploring	their	goals,	guiding	them	to	a	conclusion,	and	positioning	yourself	as	an	expert.	When	approaching	a	buyer,
it's	essential	to	tailor	your	sales	pitch	to	their	unique	goals	and	challenges.	This	involves	delivering	a	presentation	that	highlights	how	your	company	can	help	them	achieve	their	objectives.	By	providing	case	studies	and	general	information	about	your	business,	you	can	establish	trust	with	the	buyer	and	demonstrate	how	your	product	or	service	aligns
with	their	needs.	The	goal	is	to	have	the	buyer	take	the	initiative	to	buy	from	you,	rather	than	relying	on	a	traditional	sales	process.	A	more	modern	approach	to	sales	is	an	inbound	strategy,	which	focuses	on	meeting	the	buyer's	needs	rather	than	following	a	predetermined	process.	This	involves	identifying	good-fit	leads	and	understanding	their
specific	goals	and	challenges.	You	can	also	use	ideal	customer	profiles	and	buyer	personas	to	better	understand	your	target	market	and	tailor	your	sales	approach	accordingly.	When	interacting	with	leads,	it's	essential	to	strike	the	right	balance	between	responding	promptly	and	not	seeming	too	eager.	A	weekly	cadence	is	often	a	good	rule	of	thumb,
as	this	allows	you	to	stay	top	of	mind	without	overwhelming	the	lead.	Sources	of	ideal	leads	can	include	website	visitors,	social	media	interactions,	and	job	postings	from	relevant	companies.	Key	characteristics	of	an	ideal	customer	might	include	working	at	major	corporations,	having	a	budget	and	authority,	being	familiar	with	your	product	or	service,
and	possessing	a	specific	industry,	geographic	territory,	or	company	affiliation.	By	understanding	these	factors,	you	can	refine	your	sales	approach	and	increase	the	chances	of	closing	deals.	Lead	generation	strategies	include	monitoring	company	websites	for	lead-capture	tools,	waiting	for	companies	to	initiate	contact,	offering	help,	sending	LinkedIn
invites,	keeping	voicemails	short	(less	than	15	seconds),	and	keeping	emails	concise	(less	than	200	words).	The	goal	is	to	provide	immediate	value	to	prospects.	Key	moments	to	engage	with	leads	include	when	they	request	a	product	demonstration,	visit	the	website	and	identify	themselves	in	some	way,	or	meet	at	industry	events.	Effective
communication	strategies	involve	referencing	the	buyer	and	their	context,	conveying	value	and	expertise,	and	moving	the	buyer	into	the	next	stage	of	the	buyer's	journey.	This	can	be	achieved	through	sharing	content	from	other	sources,	offering	free	consultations,	creating	one's	own	content,	and	proceeding	with	an	inbound	strategy	without	using
content.	The	process	involves	verifying	buying	authority,	providing	help	or	value,	determining	the	prospect's	fit	for	the	offering,	monitoring	their	content	for	four	to	six	weeks,	confirming	budget	and	authority,	and	engaging	when	they	answer	a	call	or	email	or	express	interest	in	discussing	goals	or	challenges.	To	build	strong	relationships,	it's	crucial
to	approach	prospects	with	empathy	and	a	personal	touch.	Face-to-face	meetings	should	be	prioritized	during	the	initial	stages	of	interaction.	Furthermore,	involving	various	team	members	in	the	prospect	relationship	can	foster	a	more	comprehensive	understanding.	It's	essential	to	educate	prospects	on	solving	their	problems	and	identifying	key
areas	for	focus.	Providing	guidance	at	each	stage	of	the	buyer's	journey	is	vital.	Communication	should	be	clear	and	concise,	avoiding	unnecessary	complexities.	Catering	to	diverse	types	of	individuals	and	addressing	multiple	issues	per	prospect	can	significantly	enhance	engagement.	Sharing	relevant	content	in	a	timely	manner,	rather	than
piecemeal,	helps	prospects	grasp	the	necessary	information	more	effectively.	Consistency	in	service	delivery	across	different	stages	of	the	customer	lifecycle	is	also	crucial.	To	refine	our	approach,	let's	identify	the	problems	we	help	customers	solve	and	align	our	content	accordingly.	Having	physical	copies	of	company	materials	nearby	can	facilitate
quick	reference	during	conversations.	Sharing	substantial	amounts	of	relevant	content	with	each	prospect	increases	the	likelihood	of	meeting	their	needs.	As	prospects	progress	through	the	decision-making	process,	focus	on	sharing	only	the	most	relevant	information.	Inquiring	about	budget	and	authority	ensures	that	leads	are	qualified.	Skipping
connect	calls	to	transition	directly	into	exploration	phases	can	streamline	communication.	Utilizing	email	as	a	medium	makes	it	more	convenient	for	prospects.	When	discussing	sequence	steps,	consider	varying	approaches:	"Starting	with	10	might	be	a	good	number,"	or	"Ending	at	five	could	be	more	effective."	Since	there's	no	one-size-fits-all
solution,	adapt	based	on	context	and	prospect	feedback.	Effective	communication	involves	listening	to	the	prospect's	story	and	reiterating	it	back	to	them.	Advising	prospects	positions	our	products	as	solutions	to	their	challenges.	Identifying	a	clear	fit	for	our	offering	helps	avoid	wasted	efforts.	To	measure	potential	leads'	suitability,	establish	a	clear
assessment	method.	Questions	like	"What	investment	are	you	planning	for	goal	achievement?"	or	"Who	else	is	involved	in	this	decision?"	can	provide	valuable	insights.	When	discussing	decisions	and	timelines,	inquire	about	past	practices	and	involve	relevant	stakeholders.	Ensure	that	the	right	person	is	being	addressed	and	that	their	goals	align	with
our	offerings.	Offering	a	time-bound	quote	based	on	prospects'	objectives	and	timeline	demonstrates	a	commitment	to	meeting	their	needs.	*	**Initial	Contact**	*	CGP	TCI	BA	-	Build	rapport	*	Rapport	building	CGP	TCI	BA	-	Provide	value	to	the	prospect	*	To	provide	value	to	the	prospect	*	To	recap	the	exploratory	call	*	To	work	with	the	buyer	on
pricing	*	Review	what	the	potential	buyer	should	know	*	**Setting	a	Timeline**	*	Ask	the	prospect	when	they	need	to	achieve	their	goal	and	work	backwards	from	that	date	to	determine	when	they	need	to	sign	the	contract.	*	Allow	the	prospect	to	choose	the	date	they	think	will	be	best	for	closing	the	deal.	*	**Presentation	Structure**	*	Build
credibility	at	the	beginning	of	the	presentation	*	Encourage	commitment	at	the	end	of	the	presentation	*	Add	continuity	throughout	the	presentation	*	**Qualifying	Leads**	*	To	help	the	buyer	define	a	timeline	for	purchasing	your	solution	*	To	convince	the	buyer	to	purchase	your	solution	*	To	help	the	buyer	weigh	the	pros	and	cons	of	moving	forward
with	your	solution	Identifying	key	principles	of	HubSpot's	Inbound	Sales	methodology	involves	understanding	customer	pain	points,	creating	personalized	connections,	and	guiding	prospects	through	the	buying	process.	The	process	consists	of	four	stages:	Identify,	Connect,	Explore,	and	Close.	During	the	Identify	stage,	it	is	crucial	to	understand	your
ideal	customers'	challenges	and	create	buyer	personas.	This	step	helps	in	identifying	key	pain	points	that	need	to	be	addressed.	Once	you've	identified	their	needs,	it's	time	to	reach	out	to	prospects	through	personalized	communication	channels	like	email	or	social	media.	Engage	with	them	by	asking	questions	about	their	goals,	challenges,	and
priorities.	The	Explore	stage	involves	uncovering	the	prospect's	specific	situation	and	understanding	how	your	product	or	service	can	add	value	to	their	business.	This	is	achieved	by	providing	insights	and	recommendations	based	on	their	needs.	In	the	Close	stage,	it's	essential	to	help	the	prospect	make	an	informed	buying	decision	by	addressing
concerns	and	objections.	Offer	terms,	testimonials,	and	incentives	to	encourage	them	to	take	action.	After	the	sale,	Delight	involves	continuing	engagement	with	customers	to	ensure	they	have	a	positive	experience.	This	can	be	done	through	ongoing	support,	feedback,	and	offering	additional	products	or	services.	HubSpot	provides	tools	such	as	CRM
software,	email	marketing	tools,	and	analytics	dashboards	to	aid	in	the	sales	process.	By	adopting	an	Inbound	Sales	approach,	businesses	can	attract	more	qualified	leads,	build	stronger	relationships	with	customers,	and	drive	growth	and	revenue.	During	the	identify	phase	of	an	inbound	sales	strategy,	one	should	not	help	a	lead	identify	their	goals
and	challenges.	Instead,	this	activity	is	more	relevant	to	understanding	the	buyer's	mindset	and	needs,	which	can	happen	later	in	the	process.	During	the	connect	phase,	it's	incorrect	to	offer	your	leads	a	product	demo	as	a	standard	activity.	This	is	because	demos	are	typically	offered	during	the	explore	phase	to	showcase	how	a	product	or	service	can
help	achieve	goals	or	overcome	challenges.	In	the	explore	phase,	it's	not	accurate	to	guide	your	lead	toward	the	right	conclusion,	even	if	that's	not	to	buy	from	you.	The	goal	of	this	phase	is	to	educate	and	engage	with	leads	by	exploring	their	goals	and	challenges	and	demonstrating	how	your	product	or	service	can	address	them.	During	the	advise
phase,	one	should	not	ask	the	buyer	to	buy	your	product	or	service	as	a	standard	activity.	This	would	be	premature	and	potentially	pushy,	rather	than	providing	value	through	information	and	case	studies.	A	sales	process	is	an	outdated	concept	that	focuses	on	the	seller's	approach,	whereas	an	inbound	sales	strategy	is	tailored	to	the	buyer's	journey,
making	it	applicable	across	different	sales	teams.	An	inbound	sales	strategy	describes	the	steps	a	buyer	takes	during	their	purchasing	decision-making	process.	The	primary	goal	of	the	identify	phase	in	an	inbound	sales	strategy	is	to	identify	good-fit	leads	from	within	the	large	pool	of	available	prospects	by	understanding	the	ways	your	product	or
service	can	benefit	people	who	match	your	buyer	personas.	An	active	buyer	is	someone	actively	researching	a	goal	or	challenge,	which	most	often	places	them	in	the	consideration	stage	of	the	buyer's	journey.	A	passive	buyer,	on	the	other	hand,	needs	extra	encouragement	before	committing	to	buying	and	might	be	more	aligned	with	the	awareness
stage	of	their	journey.	without	speaking	with	a	sales	representative	Someone	who	is	a	great	fit	for	your	offering	but	isn’t	looking	to	buy	right	now	Right	now,	let's	dive	into	ideal	customer	profiles	and	buyer	personas	Question	14:	What's	the	difference	between	ideal	customer	profiles	and	buyer	personas?	Ideal	customer	profiles	are	for	business-to-
business	sales	teams	while	buyer	personas	are	for	sales	teams	that	sell	directly	to	consumers.	Ideal	customer	profiles	broadly	describe	a	target	market,	whereas	buyer	personas	define	specific	sorts	of	people	in	that	market.	Ideally,	ideal	customer	profiles	describe	your	existing	customers,	while	buyer	personas	are	based	on	your	leads	and	prospects.
Marketing	teams	use	ideal	customer	profiles,	and	salespeople	use	buyer	personas	Question	15:	How	quickly	should	you	contact	inbound	leads?	Preferably	within	minutes	or	a	day	or	two	after	receiving	the	lead.	Not	too	quickly	so	you	don't	seem	overeager	On	a	weekly	cadence	since	these	leads	are	unlikely	to	lose	interest	in	your	offering	Question	16:
Which	of	the	following	are	examples	of	inbound	leads	EXCEPT:	A	live	chat	from	a	website	visitor	A	phone	call	into	your	company	Someone	who	reaches	out	to	you	on	LinkedIn	or	Twitter	Someone	who	mentions	your	company	on	LinkedIn	or	Twitter	Question	17:	What	might	be	included	in	an	ideal	customer	profile	EXCEPT:	Economic	factors	that	make
a	customer	ideal	or	not	ideal	Market	segments	that	are	ideal	or	not	ideal	to	sell	into	Geographic	locations	that	are	ideal	or	not	ideal	to	sell	into	Goals	and	challenges	an	ideal	customer	needs	help	with	Given	article	text	here	Looking	forward	to	seein	everyone	at	the	meeting	tomorow	and	discussin	our	strategies.	Reading,	sharing,	and	commenting	on
blog	posts	are	good	examples	of	social	selling.	Following	and	engaging	with	thought	leaders	on	social	media	platforms	can	also	be	a	form	of	social	selling.	However,	sending	a	series	of	personalized	emails	to	good-fit	prospects	is	not	an	example	of	social	selling.	An	inbound	lead	refers	to	an	anonymous	website	visitor	who	buys	a	product	without
speaking	with	a	sales	rep,	a	person	who	has	visited	your	website	and	identified	themselves	in	some	way,	or	a	lead	who	requests	a	product	demonstration.	A	trigger	event	can	be	an	action	that	triggers	an	automated	email	from	your	marketing	automation	platform,	anything	that	indicates	you	could	provide	immediate	value	to	someone,	or	an	event	that
indicates	a	sales	opportunity	is	about	to	expire.	If	your	website	gets	multiple	anonymous	visits	from	a	single	company,	you	should	monitor	the	situation	but	wait	for	the	company	to	initiate	contact.	You	can	also	send	a	LinkedIn	invite	to	the	most	likely	buyer	at	the	company.	The	length	of	each	message	in	your	sequence	varies.	Short	messages	are
suitable	for	voicemails	and	emails,	which	should	be	under	15	seconds	and	200	words	respectively.	However,	if	you	have	relevant	information	to	share,	your	messages	may	need	to	be	longer.	You	should	reference	yourself	in	your	outreach	messages	as	often	as	necessary	to	communicate	your	value	proposition,	but	no	more	than	half	as	much	as	the
buyer	and	their	situation.	The	goal	of	your	messages	is	to	help	the	buyer	make	progress	in	defining	or	solving	their	problem.	When	engaging	with	potential	buyers,	it's	crucial	to	make	your	outreach	helpful	by	providing	insight	and	guidance	throughout	their	journey.	This	means	explaining	complex	concepts	simply	and	offering	tailored	solutions	to
their	problems.	Additionally,	being	holistic	involves	working	with	a	wide	range	of	people,	sharing	relevant	information	at	each	stage,	and	providing	consistent	service	across	the	entire	customer	lifecycle.	To	ensure	the	content	you	share	is	relevant,	map	your	offerings	to	the	specific	problems	you	help	customers	solve	and	provide	targeted	content
accordingly.	You	can	also	have	physical	copies	of	your	content	on	hand	for	quick	reference	during	phone	calls	or	emails.	When	a	lead	responds	to	a	voicemail,	it's	essential	to	qualify	them	by	discussing	their	budget	and	authority	before	moving	forward	with	the	conversation.	In	some	cases,	you	may	need	to	transition	to	an	explore	call	or	even	email
communication.	In	terms	of	outreach	sequence	length,	there	is	no	one-size-fits-all	answer.	The	ideal	number	of	steps	depends	on	your	specific	strategy	and	the	needs	of	your	prospects.	Some	sequences	may	require	more	steps	than	others,	depending	on	the	complexity	of	the	solution	being	offered.	The	CGP,	TCI,	BA	framework	offers	several
advantages,	including	understanding,	effective	communication,	advising,	and	identifying.	However,	this	framework	is	not	without	its	limitations,	and	you	should	be	prepared	to	adapt	it	to	your	unique	sales	approach.	Before	getting	on	a	call	with	a	prospect,	take	the	time	to	research	them	and	build	rapport	by	sharing	relevant	information	or	common
interests.	emails	to	prepare	the	buyer	for	the	call	ahead	of	time	by	building	rapport	and	exploring	their	goals	and	challenges	Question	40:	How	long	should	the	rapport-building	part	be?	Short,	just	a	few	seconds,	as	it	should	not	overshadow	the	rest	of	the	call	As	long	as	possible	actually	works	well	too,	depending	on	your	personal	sales	style	Question
41:	Fill	in	the	blank:	If	a	prospect	says	"I'm	thinking	about	moving	into	a	larger	facility,"	that's	an	example	of	a	_______.	goal	challenge	plan	timeline	options	vary	Question	42:	Fill	in	the	blank:	If	a	prospect	says	"I'm	hoping	to	get	this	figured	out	before	the	end	of	the	quarter,"	that's	an	example	of	a	_______.	goal	consequence	implication	timeline	options
vary	too	Question	43:	Fill	in	the	blank:	If	a	prospect	says	"If	I	don't	find	a	way	to	solve	this	problem,	I'm	going	to	have	to	start	laying	off	employees,"	that's	an	example	of	a	_______.	goal	consequence	implication	timeline	options	again	Question	44:	Fill	in	the	blank:	If	a	prospect	says	"If	I	can	find	a	way	to	fix	this,	I	think	we'll	be	able	to	open	a	second
location	next	year,"	that's	an	example	of	a	_______.	goal	consequence	implication	timeline	options	once	more	Given	article	text	here	1.	What	are	the	key	steps	to	take	during	a	discussion	about	buying	or	not	buying	a	product	or	service?	A.	Discussing	challenges	and	goals	B.	Uncovering	timelines	and	potential	gains/losses	C.	Identifying	who	else	needs
to	be	involved	in	the	decision-making	process	D.	All	of	the	above	2.	Which	part	of	the	CGP	framework	is	described	as	"fine	as	is"?	A.	TCI	B.	BA	C.	CGP	D.	TCI	and	BA	are	both	considered	fine,	but	CGP	is	not	explicitly	mentioned	as	being	fine.	3.	What	does	the	first	paragraph	from	the	recap	email	accomplish	in	terms	of	rapport	building	during	the
explore	phase?	A.	It	establishes	a	sense	of	urgency	to	meet	hiring	goals.	B.	It	highlights	the	benefits	of	relocating	into	a	larger	space.	C.	It	builds	trust	with	the	prospect	by	acknowledging	concerns	about	equipment	damage.	D.	It	fails	to	accomplish	any	aspect	of	rapport	building.	4.	What	is	the	main	goal	of	a	sales	presentation?	A.	To	provide	value	to
the	prospect	B.	To	recap	the	exploratory	call	C.	To	work	with	the	buyer	on	pricing	D.	To	review	what	the	potential	buyer	should	know	5.	How	should	you	begin	your	sales	presentation?	A.	With	a	description	of	your	product's	features	and	value	propositions	B.	With	a	recap	of	your	previous	conversations	to	ensure	shared	understanding	C.	By	discussing
how	your	offering	will	help	the	prospect	achieve	their	goals	D.	By	confirming	the	prospect's	budget	and	authority	6.	What	is	an	effective	way	to	determine	the	timeline	for	closing	a	deal?	A.	Asking	the	prospect	when	they	need	to	achieve	their	goal	and	working	backwards	from	that	date	B.	Recommending	a	deadline	based	on	the	length	and	complexity
of	your	sales	cycle	C.	Allowing	the	prospect	to	choose	the	date	they	think	will	be	best	for	closing	the	deal	D.	None	of	the	above	What	should	you	do	if	a	prospect	gives	you	a	number	lower	than	six	when	using	the	1-10	closing	technique?	If	they	give	you	a	score	below	six,	it's	best	to	go	back	to	the	explore	phase	and	figure	out	what	you	missed.	You	can
end	the	meeting	as	quickly	as	possible,	offer	them	a	discount,	or	try	to	split	the	difference	and	recalculate	the	lead	value.	Your	teammate	is	preparing	for	a	sales	presentation	and	wants	your	feedback	on	their	outline.	They've	outlined	three	points:	a	recap	of	previous	discussions,	an	explanation	of	how	others	in	similar	situations	have	proceeded,	and
pros	and	cons	of	various	approaches.	You	would	advise	them	to	add	a	point	that	explains	the	best	path	to	achieving	their	goals	and	how	you	can	help	them	get	there.	During	a	sales	presentation,	what	should	you	NOT	do?	Avoid	confirming	the	prospect's	timeline,	asking	them	to	commit	to	your	fee,	discussing	how	they	typically	make	purchases,	or
showing	them	too	many	features	of	your	offering.	Instead,	focus	on	explaining	your	solution	and	how	it	can	solve	their	problems.	All	the	following	questions	are	part	of	the	1-10	closing	technique	EXCEPT:	On	a	scale	of	one	to	ten,	where	one	is	"I'm	not	at	all	interested	in	working	with	you,"	and	ten	is	"I	want	to	buy	right	now,"	what	number	would	you
say	you	are?	The	correct	answer	is	actually	NOT	listed	among	the	options.	During	the	awareness	stage	of	a	buyer's	journey,	they	are	identifying	a	challenge	or	opportunity	they	want	to	pursue.	They	become	aware	of	how	your	solution	can	help	them	and	evaluate	different	approaches	available	to	address	their	challenge	or	opportunity.	Finally,	they	try
to	choose	a	specific	solution	within	a	specific	category.	True	or	false:	You	should	only	start	identifying	passive	buyers	after	identifying	all	the	active	buyers.	The	answer	is	FALSE;	you	should	identify	both	simultaneously.	Examples	of	common	connections	include	meeting	a	good-fit	prospect	at	an	industry	event,	having	a	mutual	friend	or	acquaintance
with	a	potential	buyer,	or	sharing	the	same	university	background	with	someone	who	could	benefit	from	your	offering.	What	does	it	mean	to	make	your	outreach	"human"?	It	involves	avoiding	automated	processes	and	technology,	ensuring	that	your	approach	is	empathetic	and	personable,	making	sure	your	first	meeting	happens	in-person	(if
possible),	and	involving	multiple	people	from	your	company	in	every	relationship.	1-10	closing	technique	is	used	to	help	buyer	decide	when	to	buy	from	you.	Its	main	purpose	is	to	get	a	timeline	for	buying	your	product.	During	advise	phase	of	sales	strategy,	plan	makes	sense	only	if	it	matches	both	your	budget	and	needs	with	what	your	prospect
wants	now	and	want	in	future.
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