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I N T E R V I E W I N G  S A L E S  C A N D I D A T E S

C O N T E N T S
When you’re interviewing sales candidates, a consistent process is key. In
this guide you’ll find resources to help you stay on track in your interview
process. 

INTERVIEW OUTLINE

Build a framework for your interviews. You can decide what questions to ask, in

what order, and at what point throughout the process. 

INTERVIEW QUESTIONS

Understand the difference between a sales interview question you should ask

and one you should avoid.

SALES CANDIDATE INTERVIEW GUIDE

Complete this immediately after each interview while what you learned is fresh

in your mind. Share this with your colleagues so you're all gathering the same

information. 
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BEFORE

Review application materials.

Coordinate with any other managers.

Formulate interview questions.

Administer assessment.

DURING

Build rapport with the applicant and create a comfortable setting.

Explain the interview format and set a time frame.

Talk about the company or department and the benefits of working there.

Opening 

Body

Closing

• Describe the position.

• Answer any questions the candidate has.

• Discuss next steps.

AFTER

Make an offer as soon as the decision has been made.

Follow up with other candidates.

Have selected candidate(s) perform appropriate screenings.

Ask open-ended, behavioral-based

questions.

Listen and watch body language.

Take notes.

Examples:

What obligations do you feel a

company has to its employees?

What aspects of this job would you

be passionate about?

What is the most useful piece of

advice you’ve ever received?

Behavioral Questions
Review candidate’s job history.

Collect information on a

candidate’s potential to perform

the job.

Examples:

Why are you seeking new

employment?

Without revealing any

personal information, is

there anything that would

prevent you from doing this

job?

Fact-Finding Questions

I N T E R V I E W  O U T L I N E
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ABILITY TO QUALIFY

A sales candidate's answers to these questions will reveal their level of

experience and whether they're ready to sell your products/solutions. Choose

the ones that best fit your needs for the role and the company.

I N T E R V I E W  Q U E S T I O N S

In your current sales environment, describe the process you go through to

qualify your prospects. What questions do you ask?

What are some of the biggest red flags in the sales process that signal your

prospect isn't a good fit?

Walk me through a time where you had a difficult time finding the decision-

maker. What questions did you ask?

When does qualifying happen?

ABILITY TO CLOSE

What do you see as the key skills in closing?

Walk me through your forecasting methodology. How do you ensure

accuracy? 

What do you see as the key issues in negotiating?

Walk me through a time where you leveraged urgency to close a deal.

Describe your approach in a closing call. What do you typically do at the end

of a call?

COACHABILITY

What are your sales weaknesses? What are you doing to help you overcome

these weaknesses?

Tell me about your last review with your manager. What were areas that were

recommended for improvement?

What kind of relationship do you have with your manager? How do you apply

feedback your manager provides?

Describe a situation with a client or prospect where you made a mistake. How

did you handle the error?
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INDUSTRY INTELLIGENCE

I N T E R V I E W  Q U E S T I O N S

What are your top three questions for initial sales calls?

What sales skills do you think are most important to having success in sales?

What do you do today in your sales process that you didn't do previously?  

What are the biggest ways in which buyer behavior has changed in this

industry over the last few years?

Describe a time your company did not deliver on its product or service and

how you responded.

JOB FIT

Are you on monthly or quarterly targets in your current job? How many active

opportunities do you have to hit your target? 

What sales metrics do you track for yourself? What is the frequency? What do

you consider "high activity"?

What type of sales cycle is most rewarding to you? A long cycle for a big-ticket

item or a series of smaller, more frequent sales?

Describe a day in your current role (whether in sales or not).

How many leads do you work per day? How do you source them? How many

new opportunities do you typically create per week?

OBJECTION HANDLING

What do you typically do when a prospect does not call you back?

Tell me about a time when a prospect said your price was too high and how

you handled it.

What do you do at the end of a call where the prospect says, "I need to think it

over" or "We need to discuss internally"?  

Can you share an example of a time when a prospect told you they were "too

busy" to handle implementation and rollout?
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PASSION & DESIRE

I N T E R V I E W  Q U E S T I O N S

What are your personal goals? 

How do you go about your job that would demonstrate you are passionate

about being successful in selling?

What are your favorite selling books?

As a sales professional, what do you see as your primary and secondary roles

within a company?

RESILIENCE

Provide an example of when you've had to exhibit discipline (personally or

professionally) over an extended period of time.

Tell me about your worst month in sales ever. What did you learn?

Tell me about a time when you failed in your career. What happened? What

did you learn? 

What is your biggest pet peeve in the workplace? How do you deal with it?

It's two weeks from the end of the quarter and you only have 75% of your

target. You're under pressure with a weak pipeline. What do you do?

PREPARATION

Who will you be selling to? What problems does our company solve for that

individual? What objections do you anticipate receiving?

What are your concerns about working here?

What do you like most about our company?

What do you think are the top 3 skills needed to be successful here? Why?
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PRIOR SUCCESS & COMPETITIVENESS

I N T E R V I E W  Q U E S T I O N S

Walk me through the deal you closed that you are most proud of.

Do you consider yourself competitive?

Walk me through two examples of solutions that you were able to produce

when behind on your sales target.

How would those with whom you work now, across all areas of the company,

describe you and the work you do?

WORK ETHIC

Tell me about how you plan your day.

What sales metrics do you track for yourself? What is the frequency?

In your current position, how much time would you say you spend directly

with prospects and customers throughout the sales day and what specifically

do you do with them?

How do you keep your sales skills up to date? What do you do outside of work

to continue building on your sales skills? 

Describe one or two of the most difficult challenges and/or rejections you’ve

faced in the past and how you responded.

Describe a time when you had a particularly exhausting day at the office. How

long was it and what happened?  
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ABSOLUTELY NEVER ASK THESE QUESTIONS

Age

Sexual Orientation

Living Arrangements

Children

Medical Conditions

Arrest Records

Military Discharge

SAT Scores

Religion or Religious Holidays

Politics

Social Movements

Family Origin

Requesting these types of information will get you into legal trouble and will

diminish the integrity of the interview.

USELESS & CLICHÉ QUESTIONS

What's your story? / Tell me about yourself.

Why should we hire you?

What are some of your weaknesses/strengths?

Why do you want to work here?

What is your greatest achievement?

Where do you see yourself in X years?

How do you deal with conflict with coworkers?

Describe your personality in ____ words.

Why do you want to leave your current job?

Tell me one thing you'd change about your past job.

If you had my job, what would you do differently?

What's the most negative thing you've heard about your employer?

These questions don't serve their intended purpose and will not provide you

with information that can be used to make a hiring decision.

I N T E R V I E W  Q U E S T I O N S
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Name 

Position

SALES CANDIDATE INTERVIEW GUIDE

Date

Interviewer

JOB FIT TO ROLE

Task

Prospecting activities
What does your daily/weekly prospecting look like? How is your time spent?

What types of activities do you perform and how many?

Responsible for finding their own opportunities
Are you responsible for sourcing your own leads, or do you have marketing our

lead generation people to do it for you?

Responsible for updating and maintaining a CRM tool
Are you responsible for updating the CRM? Which CRM do you use? Do you

block out time or enter notes as you go?

Formal sales training
Have you participated in formalized sales training before? Which training have

you had (Solution Selling, Sandler, SalesStar, other)?

Formal sales process
Do you follow a formalized sales process? What are the stages or steps? How did

you determine it was the right process for you?

Carried a quota
Do you have a sales quota? What is it? How many deals do you need to hit your

quota?

Average sales cycle and deal size
What is your average sales cycle length? What is your average deal size?

(Note: Does the candidate's response match the previous question's responses?

Check their math.)

Comments

Yes No

This document will be used to rate sales candidates based on job fit and competency. Customize these questions when applicable to fit

the needs of the role. In the 'Job Fit to Role' section, check Y/N if candidate's previous experience meets the positions requirements.
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SALES CANDIDATE INTERVIEW GUIDE

CONSULTATIVE SELLING SKILLS

Task

Uncover needs

Present solutions/options

Address objections

Use of sales tools

Ask for the business

31 42

Question
Tell me about a time when you had to convince another individual or group to give something up in

order to reach an outcome. What was the circumstance? What did they have to give up, and why was

that important to them? What steps did you take to negotiate with them?

Task

Listen effectively

Probing questions

Negotiate for agreement

Deliver sales presentations

Conduct telephone sales calls

Leverage various communication vehicles

31 42

COMMUNICATION

Question
Tell me about a time when you had to explain a similar idea to people with competing interests or

priorities separately. How did you prepare? How did you make sure they understood your idea? What

made this challenging? What was the ultimate outcome?
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Task

Prioritize time management

Forecast sales results

Manage sales funnel

Manage your sales activities

31 42

Task

Manage your knowledge of the customer market

Create value for every sales opportunity

Communicate the value proposition to customers

Leverage your organization’s customer value chain

31 42

CUSTOMER VALUE CREATION

Question
Tell me about a time when you presented a new idea to a group with different levels of knowledge or

different backgrounds. How well did the group collectively understand what you were conveying?

What steps did you take to ensure overall understanding?
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SALES CANDIDATE INTERVIEW GUIDE

Rating Guide: 1 - Does Not Meet Expectations   2 - Will Need Some Coaching   3 - Meets Expectations   4 - Exceeds Expectations

TIME AND TERRITORY MANAGEMENT

Question
Tell me about a time when you had to manage more than one competing priority. How did you

determine the order you attacked the priorities? How did you decide how much time to spend on

each priority? How did you track your progress?

Rating Guide: 1 - Does Not Meet Expectations   2 - Will Need Some Coaching   3 - Meets Expectations   4 - Exceeds Expectations



Task

Create your sales strategies

Set objectives to achieve your sales targets

31 42

ADDITIONAL INTERVIEW NOTES
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SALES CANDIDATE INTERVIEW GUIDE

STRATEGIC SALES PLANNING

Rating Guide: 1 - Does Not Meet Expectations   2 - Will Need Some Coaching   3 - Meets Expectations   4 - Exceeds Expectations

Question
Tell me about a time when you were tasked to drive an outcome or achieve something, but it was

initially very difficult to know where to start. What steps did you take to identify drivers of the goal?

How did you approach this task or job? How did you make progress against this goal?



Hire Smarter. Develop Faster. Retain Longer.

SalesLab helps you take the guesswork out of

building a high-performing sales team.  

With these documents to guide you, you're prepared for a  

consistent sales interview process that helps you find the

right candidate for your open role.

Now you're ready to hire.

 Schedule a Call with SalesLab

Want an expert to lead you and your team

in more in-depth preparation and strategy?

saleslabus.com  |  913.538.1401
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