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IntroductionIntroduction

Preparing for a certification exam can feel overwhelming, but with the right tools, it becomes
an opportunity to build confidence, sharpen your skills, and move one step closer to your
goals. At Examzify, we believe that effective exam preparation isn’t just about
memorization, it’s about understanding the material, identifying knowledge gaps, and
building the test-taking strategies that lead to success.

This guide was designed to help you do exactly that.

Whether you’re preparing for a licensing exam, professional certification, or entry-level
qualification, this book offers structured practice to reinforce key concepts. You’ll find a
wide range of multiple-choice questions, each followed by clear explanations to help you
understand not just the right answer, but why it’s correct.

The content in this guide is based on real-world exam objectives and aligned with the types
of questions and topics commonly found on official tests. It’s ideal for learners who want to:

• Practice answering questions under realistic conditions,
• Improve accuracy and speed,
• Review explanations to strengthen weak areas, and
• Approach the exam with greater confidence.

We recommend using this book not as a stand-alone study tool, but alongside other
resources like flashcards, textbooks, or hands-on training. For best results, we recommend
working through each question, reflecting on the explanation provided, and revisiting the
topics that challenge you most.

Remember: successful test preparation isn’t about getting every question right the first
time, it’s about learning from your mistakes and improving over time. Stay focused, trust the
process, and know that every page you turn brings you closer to success.

Let’s begin.
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How to Use This GuideHow to Use This Guide

This guide is designed to help you study more effectively and approach your exam with
confidence. Whether you're reviewing for the first time or doing a final refresh, here’s how to
get the most out of your Examzify study guide:

1. Start with a Diagnostic Review

Skim through the questions to get a sense of what you know and what you need to focus on.
Your goal is to identify knowledge gaps early.

2. Study in Short, Focused Sessions

Break your study time into manageable blocks (e.g. 30 – 45 minutes). Review a handful of
questions, reflect on the explanations.

3. Learn from the Explanations

After answering a question, always read the explanation, even if you got it right. It reinforces
key points, corrects misunderstandings, and teaches subtle distinctions between similar
answers.

4. Track Your Progress

Use bookmarks or notes (if reading digitally) to mark difficult questions. Revisit these
regularly and track improvements over time.

5. Simulate the Real Exam

Once you're comfortable, try taking a full set of questions without pausing. Set a timer and
simulate test-day conditions to build confidence and time management skills.

6. Repeat and Review

Don’t just study once, repetition builds retention. Re-attempt questions after a few days and
revisit explanations to reinforce learning. Pair this guide with other Examzify tools like
flashcards, and digital practice tests to strengthen your preparation across formats.

There’s no single right way to study, but consistent, thoughtful effort always wins. Use this
guide flexibly, adapt the tips above to fit your pace and learning style. You've got this!
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Questions
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1. In a pipeline-based ARR forecast, which approach best describes how to
forecast ARR?
A. Forecast ARR by summing all opportunities without considering probability.
B. Ignore term length and discounting.
C. Convert pipeline opportunities into probabilistic ARR using win rates and

expected close dates; adjust for term length and discounting; aggregate by
forecast period.

D. Forecast only opportunities that have closed.

2. Which of the following might violate our anti-harassment policy?
A. Emailing inappropriate remarks about a coworker's sexual orientation
B. Posting comments about a colleague's physical appearance on social media
C. Giving an unsolicited neck rub to a coworker
D. All of the above

3. What is forecast hygiene in ARR planning?
A. Forecast hygiene ensures accuracy and reliability through clean data,

stage-gated pipelines, consistent renewal dates, and explicit risk assessment.
B. Forecast hygiene focuses only on quarterly numbers and ignores data quality.
C. Forecast hygiene involves using last year's ARR as the forecast.
D. Forecast hygiene means avoiding risk assessment in forecasts.

4. How do you handle non-renewing customers in ARR forecasting?
A. Remove their ARR from forecast, adjust churn assumptions, and reallocate

resources to higher-probability opportunities
B. Keep their ARR in forecast, assuming automatic renewal
C. Double-count their ARR in forecast
D. Ignore them in forecasting

5. What is ARR efficiency and how is it calculated?
A. ARR efficiency equals Net New ARR divided by ARR.
B. ARR efficiency is calculated as Net New ARR divided by Sales and Marketing

spend; or ARR growth per dollar of spend.
C. ARR efficiency equals cash receipts divided by ARR.
D. ARR efficiency equals churn ARR divided by ARR.
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6. How does ARR forecasting differ from revenue forecasting under ASC 606?
A. ARR forecasting determines revenue recognition timing under ASC 606.
B. ARR forecasting and ASC 606 forecasting are identical.
C. ARR forecasting covers all revenue streams, including non-recurring.
D. ARR forecasting focuses on recurring revenue; ASC 606 affects when revenue

is recognized; forecasting should align with contract terms and recognition
rules.

7. Which approach is recommended when implementing a price increase
across terms?
A. Apply the price increase immediately to all customers.
B. Apply the price increase only to new customers.
C. Apply the price increase with phased implementation across terms, and adjust

for churn and upsell.
D. Do not implement price increases.

8. Explain the difference between ACV and ARR.
A. ACV is the average annual value per customer; ARR is the sum of all

annualized recurring revenue across all customers.
B. ACV is the total yearly revenue; ARR is monthly recurring revenue.
C. ACV measures churn; ARR measures retention.
D. ACV and ARR are the same metric.

9. Which statement about medical gas cylinders is correct?
A. Cylinders must be stored upright and restrained to prevent tipping
B. Cylinders may be stored on their sides
C. Cylinders should be stored in a locked cabinet and away from sources of heat
D. Cylinders should be stored in open aisles

10. Given Starting ARR of 200 and GRR of 92%, what is the amount of ARR
retained after accounting for contractions and churn (excluding expansions)?
A. 184
B. 200
C. 216
D. 164
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Answers
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1. C
2. D
3. A
4. A
5. B
6. D
7. D
8. A
9. C
10. A

Sample study guide, visit https://qstreamarr.examzify.com
for the full version with hundreds of practice questions 9

SAMPLE



Explanations
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1. In a pipeline-based ARR forecast, which approach best describes how to
forecast ARR?
A. Forecast ARR by summing all opportunities without considering probability.
B. Ignore term length and discounting.
C. Convert pipeline opportunities into probabilistic ARR using win rates and

expected close dates; adjust for term length and discounting; aggregate by
forecast period.

D. Forecast only opportunities that have closed.
The main idea being tested is turning the sales pipeline into a probability-weighted, period-allocated ARR
forecast that reflects when revenue will be realized and how contract terms affect timing.  To do this well, take
each opportunity’s annualized value (the ARR) and multiply by the chance of winning. This gives the expected
ARR from that deal. Then place that expected ARR into the forecast period that matches when the deal is likely to
close, rather than just counting it wherever it sits in the pipeline. Because many deals span multiple years, adjust
for term length by spreading the ARR across the years of the contract so each period shows the portion of ARR
that will be recognized. If you’re using discounting to reflect the time value of money or risk, apply a discount
factor to future periods. Finally, sum all opportunities by forecast period to get the total forecasted ARR for each
period.  This approach is superior because it incorporates the likelihood of closing, the timing of revenue, and the
impact of contract duration, giving a more realistic, period-specific ARR forecast. Sums that ignore probability,
timing, or term length—and forecasts that rely only on closed deals—miss the dynamic nature of the pipeline and
misrepresent when revenue will actually appear.

2. Which of the following might violate our anti-harassment policy?
A. Emailing inappropriate remarks about a coworker's sexual orientation
B. Posting comments about a colleague's physical appearance on social media
C. Giving an unsolicited neck rub to a coworker
D. All of the above

The idea here is that anti-harassment policies cover a wide range of unwelcome conduct that targets coworkers
or creates a hostile environment. Inappropriate remarks about a coworker’s sexual orientation target a protected
characteristic and are unwelcome, which fits harassment. Posting comments about a colleague’s physical
appearance on social media can be demeaning or objectifying and contribute to a hostile work environment,
especially if it’s visible to others in the workplace or tied to professional relationships. An unsolicited neck rub is
uninvited physical contact, crossing personal boundaries and qualifying as harassment or inappropriate
behavior in most policies.  Because each described action has the potential to violate the policy, the overall
takeaway is that all of the above might violate it.
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3. What is forecast hygiene in ARR planning?
A. Forecast hygiene ensures accuracy and reliability through clean data,

stage-gated pipelines, consistent renewal dates, and explicit risk assessment.
B. Forecast hygiene focuses only on quarterly numbers and ignores data quality.
C. Forecast hygiene involves using last year's ARR as the forecast.
D. Forecast hygiene means avoiding risk assessment in forecasts.

Forecast hygiene is the discipline of making ARR forecasts reliable by keeping inputs clean and the forecasting
process well-controlled. Clean data means removing duplicates, fixing missing or incorrect values, and ensuring
ARR amounts, renewal dates, and account details are accurate so the forecast isn’t distorted by bad numbers.
Stage-gated pipelines ensure opportunities advance only when they meet defined criteria, with probabilities
updated at each gate, so the forecast reflects realistic progression rather than wishful thinking. Using consistent
renewal dates aligns ARR timing with actual customer renewals, avoiding mismatched quarters or
misrepresented growth. Explicit risk assessment attaches probabilities and ranges to forecast lines and
documents known risks, so stakeholders understand the level of confidence and the potential upside or
downside.  These elements together produce a credible, actionable forecast and help prevent surprises in
revenue planning. The other options miss key parts: focusing only on quarterly numbers ignores data quality;
using last year's ARR as the forecast relies on a naive method rather than current, quality inputs; and avoiding
risk assessment ignores the uncertainty that naturally exists in ARR forecasting.

4. How do you handle non-renewing customers in ARR forecasting?
A. Remove their ARR from forecast, adjust churn assumptions, and reallocate

resources to higher-probability opportunities
B. Keep their ARR in forecast, assuming automatic renewal
C. Double-count their ARR in forecast
D. Ignore them in forecasting

The core idea is to model renewals realistically by treating non-renewing customers as not contributing to future
ARR. When a customer doesn’t renew, the revenue you expected from that account in the next period won’t
materialize, so you should remove that ARR from your forecast. At the same time, update churn assumptions to
reflect actual renewal behavior and trends, which keeps the overall forecast grounded in reality. By pruning the
forecast for non-renewals, you maintain a credible baseline and can reallocate resources toward opportunities
that have a higher probability of closing, making planning and capacity management more effective. Approaches
that keep the ARR as if renewal happened, double-count it, or ignore the non-renewing accounts tend to inflate
the forecast or misallocate resources, leading to poor decisions.
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5. What is ARR efficiency and how is it calculated?
A. ARR efficiency equals Net New ARR divided by ARR.
B. ARR efficiency is calculated as Net New ARR divided by Sales and Marketing

spend; or ARR growth per dollar of spend.
C. ARR efficiency equals cash receipts divided by ARR.
D. ARR efficiency equals churn ARR divided by ARR.

ARR efficiency measures how effectively growth investments turn into new annual recurring revenue. It’s
calculated by taking Net New ARR and dividing it by Sales and Marketing spend in the same period, which is the
same as ARR growth per dollar of spend. This shows the return on each dollar invested in selling and marketing,
in terms of how much new ARR is generated.  Why this is the best fit: it directly ties the investment (Sales and
Marketing spend) to the outcome (Net New ARR), giving a clear measure of efficiency. The other concepts don’t
capture that linkage: dividing Net New ARR by ARR doesn’t relate to spending; cash receipts divided by ARR
reflects cash collection rather than growth efficiency; churn-based ratios measure lost revenue, not how
efficiently you acquire new ARR.

6. How does ARR forecasting differ from revenue forecasting under ASC 606?
A. ARR forecasting determines revenue recognition timing under ASC 606.
B. ARR forecasting and ASC 606 forecasting are identical.
C. ARR forecasting covers all revenue streams, including non-recurring.
D. ARR forecasting focuses on recurring revenue; ASC 606 affects when revenue

is recognized; forecasting should align with contract terms and recognition
rules.

ARR forecasting centers on recurring revenue from subscription contracts, annualizing expected renewals and
expansions while excluding one-time charges. ASC 606 determines when revenue is recognized, based on when
performance obligations are satisfied and control transfers, which can be different from when money is billed or
collected. In practice, forecasts should reflect contract terms and recognition rules: a customer may pay upfront
for a year, boosting ARR immediately, but under ASC 606 revenue is recognized over the service period. So ARR
focuses on the recurring stream, while ASC 606 sets the timing of recognition; the forecast should align with
contract terms and the recognition rules to be accurate.

7. Which approach is recommended when implementing a price increase
across terms?
A. Apply the price increase immediately to all customers.
B. Apply the price increase only to new customers.
C. Apply the price increase with phased implementation across terms, and adjust

for churn and upsell.
D. Do not implement price increases.

Pricing decisions should be weighed against how they affect customer retention and overall ARR. In this
scenario, the recommended move is to refrain from implementing a price increase. Raising prices can trigger
churn, downgrades, or cancellations, especially if customers don’t clearly see proportional added value or if the
market is price-sensitive. By keeping prices steady, you protect the existing ARR base, preserve trust with
current customers, and create time to improve the product, demonstrate additional value, and pursue other
growth levers like upsells, cross-sells, or bundles. If later you can show sustained value and communicate it
effectively, a more measured pricing strategy—such as a phased or segment-targeted increase—can be planned.
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8. Explain the difference between ACV and ARR.
A. ACV is the average annual value per customer; ARR is the sum of all

annualized recurring revenue across all customers.
B. ACV is the total yearly revenue; ARR is monthly recurring revenue.
C. ACV measures churn; ARR measures retention.
D. ACV and ARR are the same metric.

ACV tells you how much revenue a single customer contract generates each year. ARR takes all recurring
revenue from every customer and sums it up for the year. In other words, ARR is the total annualized recurring
revenue across the entire customer base, while ACV is the annual value of an individual contract. So ARR can be
viewed as the sum of each customer’s ACV. The other statements mix up the time basis (monthly vs yearly), or
mislabel churn/retention, or claim the metrics are the same, which doesn’t fit how these measures are defined.

9. Which statement about medical gas cylinders is correct?
A. Cylinders must be stored upright and restrained to prevent tipping
B. Cylinders may be stored on their sides
C. Cylinders should be stored in a locked cabinet and away from sources of heat
D. Cylinders should be stored in open aisles

Safe storage of medical gas cylinders focuses on securing heavy cylinders and minimizing exposure to heat or
ignition sources, while limiting access to authorized personnel. The best statement captures both safety and
security: store cylinders in a locked cabinet and away from heat sources. Keeping them locked reduces the risk
of tampering or accidental discharge, and placing them away from heat helps prevent pressure buildup, valve
damage, or ignition from nearby heat sources. While upright storage with restraints is important to prevent
tipping and injury, it doesn’t address access control and heat protection as directly. Storing cylinders on their
sides can damage valves and complicate handling, and leaving them in open aisles creates trip hazards and
obstructs movement.

10. Given Starting ARR of 200 and GRR of 92%, what is the amount of ARR
retained after accounting for contractions and churn (excluding expansions)?
A. 184
B. 200
C. 216
D. 164

This question shows how gross revenue retention (GRR) translates to the dollar amount of ARR you keep from
existing customers after churn and contractions, before any new expansion revenue. With a starting ARR of 200
and GRR of 92%, you retain 92% of that 200. So 200 × 0.92 = 184. The 8% not retained (1 − 0.92) reflects churn
and contractions. Since expansions aren’t included in GRR, the retained ARR is 184.
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Next StepsNext Steps

Congratulations on reaching the final section of this guide. You've taken a meaningful step
toward passing your certification exam and advancing your career.

As you continue preparing, remember that consistent practice, review, and self-reflection
are key to success. Make time to revisit difficult topics, simulate exam conditions, and track
your progress along the way.

If you need help, have suggestions, or want to share feedback, we’d love to hear from you.
Reach out to our team at hello@examzify.com.

Or visit your dedicated course page for more study tools and resources:

https://qstreamarr.examzify.com

We wish you the very best on your exam journey. You've got this!
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