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Sales	position	interview	questions	and	answers

Whether	you’re	a	seasoned	sales	professional	or	just	starting	your	career	in	the	world	of	retail,	preparing	for	the	interview	is	essential	to	make	a	great	first	impression	and	showcase	your	skills.	Sales	associates	are	often	seen	as	the	face	of	the	company,	so	employers	want	to	ensure	they	hire	someone	who	will	represent	their	brand	well	while	also
meeting	sales	targets.	To	help	you	put	your	best	foot	forward	during	your	upcoming	interview,	we’ve	compiled	some	of	the	most	common	questions	asked	in	sales	associate	interviews,	along	with	advice	on	how	to	answer	them	effectively.	Employers	ask	this	question	to	determine	whether	you	have	a	solid	understanding	of	the	skills	and	attributes
needed	to	excel	in	a	sales	role.	They	want	to	know	that	you	possess	the	right	mindset	and	can	contribute	to	the	company’s	success	by	effectively	engaging	with	customers,	building	relationships,	and	closing	deals.	Your	answer	will	also	provide	insights	into	your	personal	values	and	work	ethic,	which	are	essential	components	of	a	strong	sales
professional.	Example:	“I	believe	that	the	most	important	qualities	for	a	successful	sales	associate	are	strong	communication	skills,	adaptability,	and	resilience.	Communication	is	key	in	building	rapport	with	customers	and	understanding	their	needs	to	effectively	present	the	right	product	or	solution.	This	includes	active	listening,	asking	open-ended
questions,	and	being	able	to	articulate	the	benefits	of	a	product	clearly	and	persuasively.	Adaptability	is	essential	because	each	customer	has	unique	preferences	and	requirements.	A	successful	sales	associate	should	be	able	to	quickly	adjust	their	approach	based	on	the	customer’s	personality,	needs,	and	feedback.	This	may	involve	changing	the	way
they	present	information,	tailoring	their	pitch,	or	even	recommending	an	alternative	product	if	it	better	suits	the	customer’s	needs.	Resilience	plays	a	significant	role	in	sales	as	well,	as	rejection	and	setbacks	are	inevitable	parts	of	the	job.	A	successful	sales	associate	must	have	the	ability	to	bounce	back	from	these	challenges,	maintain	a	positive
attitude,	and	continue	pursuing	new	opportunities	without	losing	motivation	or	focus.”	Sales	associates	need	to	be	versatile	and	adaptable	when	it	comes	to	their	approach	to	selling.	By	asking	this	question,	interviewers	aim	to	gauge	your	familiarity	with	different	sales	strategies	and	your	ability	to	implement	them	effectively.	Upselling	and	cross-
selling	are	essential	techniques	that	can	boost	revenue,	and	showcasing	your	experience	with	them	demonstrates	your	potential	to	contribute	to	the	company’s	growth	and	success.	Example:	“Throughout	my	sales	career,	I	have	gained	experience	with	various	techniques,	including	upselling	and	cross-selling.	Upselling	involves	offering	customers	a
higher-priced	item	or	an	upgrade	to	their	initial	choice,	while	cross-selling	focuses	on	suggesting	complementary	products	that	enhance	the	customer’s	overall	purchase.	For	instance,	when	working	as	a	sales	associate	at	an	electronics	store,	I	would	often	use	upselling	by	presenting	customers	with	the	benefits	of	purchasing	a	more	advanced	model
of	a	product	they	were	interested	in.	I	would	highlight	features	such	as	improved	performance,	longer	battery	life,	or	additional	functionalities,	which	could	justify	the	increased	cost	and	provide	greater	value	to	the	customer.	On	the	other	hand,	cross-selling	was	particularly	effective	when	assisting	customers	who	had	already	decided	on	a	specific
product.	In	these	cases,	I	would	suggest	relevant	accessories	or	add-ons	that	complemented	their	purchase,	like	recommending	a	protective	case	for	a	new	smartphone	or	a	compatible	lens	for	a	camera.	This	approach	not	only	enhanced	the	customer’s	satisfaction	but	also	contributed	to	increasing	the	average	transaction	value	for	the	store.”	Dealing
with	customer	objections	is	a	critical	skill	for	any	sales	professional.	Interviewers	want	to	know	that	you	are	able	to	listen	to	customers’	concerns,	address	them	effectively,	and	ultimately	guide	them	toward	a	purchasing	decision.	Your	ability	to	handle	objections	and	maintain	a	positive	attitude	during	the	sales	process	directly	impacts	your	success	in
closing	deals	and	building	long-term	customer	relationships.	Example:	“When	handling	customer	objections	during	the	sales	process,	I	first	make	sure	to	actively	listen	and	empathize	with	their	concerns.	This	helps	build	rapport	and	demonstrates	that	I	genuinely	care	about	addressing	their	needs.	Once	I	have	a	clear	understanding	of	their	objection,
I	acknowledge	it	and	provide	relevant	information	or	solutions	that	can	help	alleviate	their	concerns.	For	example,	if	a	customer	is	hesitant	about	purchasing	an	item	due	to	its	price,	I	might	highlight	the	product’s	unique	features,	quality,	and	long-term	value,	or	inform	them	about	any	available	discounts	or	financing	options.	Throughout	this	process,
I	maintain	a	positive	attitude	and	focus	on	guiding	the	customer	towards	making	an	informed	decision	rather	than	pushing	for	a	sale.	Ultimately,	my	goal	is	to	ensure	that	customers	feel	heard	and	supported	while	providing	them	with	the	necessary	information	to	make	the	best	choice	for	their	needs.”	Success	in	sales	is	about	more	than	just	making
the	pitch;	it’s	about	understanding	your	customers’	needs,	tailoring	your	approach,	and	finding	the	best	way	to	close	the	deal.	Interviewers	ask	this	question	to	gauge	your	ability	to	strategize,	adapt,	and	ultimately	deliver	results.	They’re	looking	for	evidence	of	your	sales	prowess,	as	well	as	insight	into	the	techniques	and	tactics	that	have	led	to	your
past	achievements.	Example:	“During	my	time	at	XYZ	Company,	I	was	given	a	quarterly	sales	target	that	seemed	quite	ambitious.	However,	I	managed	to	exceed	it	by	20%	by	the	end	of	the	quarter.	To	achieve	this	success,	I	employed	a	combination	of	strategies.	I	started	by	analyzing	our	existing	customer	base	and	identifying	potential	upselling
opportunities.	I	reached	out	to	these	customers	with	personalized	offers	tailored	to	their	needs,	which	resulted	in	increased	revenue	from	existing	clients.	Additionally,	I	focused	on	building	strong	relationships	with	new	prospects	through	networking	events	and	social	media	outreach.	This	allowed	me	to	expand	my	network	and	generate	more	leads.
To	ensure	consistent	follow-up,	I	utilized	a	CRM	system	to	track	my	interactions	with	both	existing	clients	and	new	prospects.	This	helped	me	stay	organized	and	prioritize	my	efforts	effectively.	Ultimately,	my	dedication	to	understanding	client	needs,	expanding	my	network,	and	leveraging	technology	for	organization	contributed	to	my	ability	to
surpass	the	sales	targets	set	for	me.”	Sales	can	be	a	rollercoaster	with	its	ups	and	downs,	and	it’s	essential	for	sales	associates	to	maintain	their	motivation	even	during	challenging	times.	This	question	seeks	to	uncover	your	resilience,	determination,	and	the	strategies	you	employ	to	stay	focused	and	driven.	Interviewers	want	to	see	that	you	can
handle	setbacks,	learn	from	them,	and	continue	pursuing	your	goals	with	a	positive	attitude.	Example:	“Staying	motivated	during	slow	sales	periods	or	when	facing	multiple	rejections	is	essential	for	success	in	a	sales	role.	One	way	I	maintain	motivation	is	by	setting	short-term,	achievable	goals	that	help	me	focus	on	the	bigger	picture	and	track	my
progress.	These	smaller	milestones	give	me	a	sense	of	accomplishment	even	when	overall	sales	might	be	slower	than	desired.	Another	strategy	I	use	is	to	view	rejections	as	learning	opportunities	rather	than	setbacks.	After	each	rejection,	I	take	time	to	analyze	the	interaction	and	identify	areas	where	I	could	improve	my	approach	or	communication.
This	continuous	self-improvement	mindset	helps	me	stay	positive	and	motivated,	knowing	that	every	experience	contributes	to	my	growth	as	a	sales	professional.	Additionally,	I	remind	myself	that	persistence	often	pays	off,	and	maintaining	a	proactive	attitude	can	lead	to	better	results	in	the	long	run.”	Sales	positions	often	involve	using	CRM	software
to	manage	leads,	maintain	customer	information,	track	interactions,	and	measure	progress.	Interviewers	want	to	know	if	you’re	familiar	with	these	tools	and	if	you	have	experience	using	them,	as	it	can	impact	how	quickly	you’ll	be	able	to	adapt	to	their	company’s	sales	processes	and	systems.	By	sharing	your	knowledge	and	experience	with	CRM
software,	you	demonstrate	your	ability	to	stay	organized,	work	efficiently,	and	contribute	to	the	team’s	sales	goals.	Example:	“Yes,	I	am	familiar	with	Customer	Relationship	Management	(CRM)	software	and	have	experience	using	two	popular	platforms:	Salesforce	and	HubSpot.	In	my	previous	role	as	a	sales	associate,	I	used	Salesforce	to	manage
leads,	track	customer	interactions,	and	monitor	the	progress	of	deals	in	the	pipeline.	This	allowed	me	to	stay	organized	and	prioritize	my	tasks	effectively.	I	also	had	the	opportunity	to	use	HubSpot	during	an	internship	where	we	focused	on	inbound	marketing	strategies.	With	HubSpot,	I	was	able	to	segment	contacts	based	on	their	engagement	levels
and	create	targeted	email	campaigns	to	nurture	leads.	Both	CRM	systems	were	instrumental	in	helping	me	maintain	strong	relationships	with	clients	and	achieve	my	sales	targets.”	Employers	want	to	know	that	you	have	the	interpersonal	skills	and	patience	to	handle	challenging	customer	situations	with	grace	and	professionalism.	Your	ability	to
navigate	a	difficult	interaction	and	still	deliver	excellent	customer	service	reflects	on	the	company	and	its	reputation.	Being	able	to	provide	a	specific	example	demonstrates	your	experience,	problem-solving	abilities,	and	commitment	to	customer	satisfaction.	Example:	“I	once	encountered	a	customer	who	was	extremely	upset	about	a	product	they	had
purchased	that	didn’t	meet	their	expectations.	They	were	demanding	an	immediate	refund	and	raising	their	voice,	which	made	the	situation	quite	tense.	To	handle	this	situation,	I	first	allowed	the	customer	to	express	their	frustration	without	interrupting	them.	This	helped	them	feel	heard	and	acknowledged.	Once	they	finished	explaining	the	issue,	I
calmly	apologized	for	the	inconvenience	and	assured	them	that	I	understood	their	concerns.	Then,	I	explained	our	return	policy	and	offered	to	guide	them	through	the	process	of	returning	the	item	or	finding	a	suitable	replacement.	Throughout	the	interaction,	I	maintained	a	professional	demeanor	and	focused	on	resolving	the	problem	rather	than
getting	defensive.	Eventually,	the	customer	agreed	to	exchange	the	product	for	another	one	that	better	suited	their	needs.	After	the	transaction,	they	thanked	me	for	my	patience	and	assistance,	and	even	mentioned	that	they	would	continue	shopping	at	our	store	because	of	the	positive	experience.	This	encounter	taught	me	the	importance	of	staying
calm	and	solution-oriented	when	dealing	with	difficult	customers	in	order	to	turn	a	negative	situation	into	a	positive	outcome.”	Knowledge	is	power	in	the	world	of	sales,	and	interviewers	want	to	see	that	you’re	proactive	about	staying	informed	on	the	products	you’re	selling.	Demonstrating	a	deep	understanding	of	the	products	helps	you	better
connect	with	customers,	answer	their	questions	confidently,	and	ultimately,	close	deals.	By	sharing	your	strategies	for	maintaining	strong	product	knowledge,	you’ll	show	potential	employers	that	you’re	committed	to	being	a	valuable,	knowledgeable	resource	for	both	the	company	and	its	customers.	Example:	“To	maintain	a	strong	product	knowledge,
I	make	it	a	priority	to	stay	informed	about	the	latest	features	and	updates	of	our	products.	I	regularly	attend	training	sessions	provided	by	the	company	and	engage	with	online	resources	such	as	webinars,	articles,	and	forums	related	to	our	industry.	This	helps	me	keep	up-to-date	with	any	changes	or	improvements	in	our	offerings.	Furthermore,	I
actively	seek	feedback	from	customers	on	their	experiences	with	our	products.	Their	insights	often	reveal	valuable	information	that	can	enhance	my	understanding	of	how	the	products	perform	in	real-life	situations.	Combining	this	practical	knowledge	with	the	technical	details	allows	me	to	effectively	sell	to	customers	by	addressing	their	specific
needs	and	concerns.”	Establishing	rapport	is	the	foundation	of	successful	sales	relationships.	By	asking	this	question,	interviewers	want	to	gauge	your	ability	to	connect	with	clients	and	build	trust,	as	that	can	directly	impact	your	ability	to	close	deals	and	drive	revenue	for	the	company.	Your	approach	to	building	rapport	should	demonstrate	your
interpersonal	skills,	adaptability,	and	understanding	of	customer	needs.	Example:	“Building	rapport	with	potential	clients	is	essential	for	establishing	trust	and	fostering	long-term	relationships.	My	approach	begins	with	active	listening,	which	allows	me	to	understand	their	needs,	preferences,	and	concerns.	I	ask	open-ended	questions	to	encourage
them	to	share	more	about	their	expectations	and	requirements.	Once	I	have	a	clear	understanding	of	the	client’s	needs,	I	tailor	my	communication	style	to	match	theirs,	ensuring	that	our	interactions	are	comfortable	and	engaging.	I	also	make	an	effort	to	find	common	ground	or	shared	interests,	as	this	helps	create	a	personal	connection	beyond	just
business.	Throughout	the	process,	I	maintain	a	genuine	and	empathetic	attitude,	demonstrating	that	I	truly	care	about	their	success	and	satisfaction.	This	combination	of	attentive	listening,	personalized	communication,	and	genuine	empathy	has	proven	effective	in	building	strong	rapport	with	potential	clients.”	Collaboration	is	a	key	element	of	a
successful	sales	team.	Interviewers	ask	this	question	to	gauge	your	experience	in	working	within	a	team	environment,	assess	your	ability	to	contribute	to	group	goals,	and	understand	how	you	handle	interpersonal	dynamics.	Sharing	your	experiences	and	the	strategies	you	employed	to	support	the	team’s	success	demonstrates	your	adaptability	and
commitment	to	collective	achievements.	Example:	“Yes,	I	have	participated	in	team-based	sales	initiatives	during	my	time	at	a	previous	retail	company.	We	had	a	quarterly	sales	competition	where	teams	were	formed	to	achieve	the	highest	sales	numbers	within	that	period.	As	a	member	of	one	of	these	teams,	I	contributed	to	our	success	by	focusing
on	my	strengths	and	collaborating	effectively	with	my	teammates.	I	excel	at	building	rapport	with	customers	and	identifying	their	needs,	so	I	took	charge	of	engaging	with	potential	clients	and	understanding	their	requirements.	Once	I	gathered	this	information,	I	communicated	it	to	my	teammates	who	specialized	in	product	knowledge	and	closing
deals.	This	division	of	tasks	allowed	us	to	work	efficiently	as	a	unit,	leveraging	each	other’s	expertise	to	maximize	our	sales	performance.	Our	teamwork	paid	off,	and	we	consistently	ranked	among	the	top-performing	teams	throughout	the	competition.	The	experience	taught	me	the	importance	of	collaboration	and	communication	in	achieving	shared
goals,	which	I	believe	is	essential	for	any	successful	sales	team.”	Sales	associates	often	face	the	challenge	of	juggling	multiple	tasks	and	responsibilities	during	peak	sales	times.	Interviewers	want	to	know	if	you	have	the	ability	to	prioritize	tasks,	manage	your	time	effectively,	and	stay	organized	in	a	fast-paced	environment.	Your	answer	will	provide
insight	into	your	ability	to	remain	focused	and	efficient	while	maintaining	a	high	level	of	customer	service.	Example:	“During	busy	sales	periods,	I	prioritize	tasks	by	focusing	on	those	that	have	the	most	significant	impact	on	customer	satisfaction	and	revenue	generation.	First,	I	ensure	that	high-priority	customers	are	attended	to	promptly,	as	they
often	require	immediate	assistance	or	have	time-sensitive	needs.	Next,	I	tackle	administrative	tasks	such	as	processing	orders	and	updating	inventory	records,	which	directly	affect	our	ability	to	serve	customers	efficiently.	To	manage	my	time	effectively,	I	use	a	combination	of	planning	and	organization	tools	like	daily	to-do	lists	and	calendar
reminders.	This	helps	me	allocate	sufficient	time	for	each	task	and	avoid	getting	overwhelmed.	Additionally,	I	maintain	open	communication	with	my	team	members	to	delegate	tasks	when	necessary	and	collaborate	on	shared	responsibilities.	This	teamwork	approach	ensures	that	we	can	collectively	handle	the	increased	workload	during	peak	sales
periods	while	maintaining	excellent	customer	service.”	Sales	presentations	and	proposals	are	an	essential	part	of	the	sales	process,	as	they	help	communicate	the	value	of	a	product	or	service	to	potential	clients.	Interviewers	ask	this	question	to	assess	your	ability	to	create	persuasive,	professional,	and	visually	appealing	presentations	that	ultimately
help	close	deals.	Your	answer	will	give	them	insight	into	your	experience,	level	of	creativity,	and	familiarity	with	various	tools	and	techniques	used	in	crafting	effective	sales	materials.	Example:	“Yes,	I	have	experience	creating	sales	presentations	and	proposals	in	my	previous	role	as	a	Sales	Associate.	My	preferred	method	for	crafting	these	materials
is	to	first	gather	all	the	necessary	information	about	the	product	or	service	we’re	offering,	along	with	any	relevant	data	on	our	target	audience.	This	helps	me	tailor	the	presentation	to	address	their	specific	needs	and	pain	points.	For	designing	visually	appealing	presentations,	I	prefer	using	PowerPoint	because	of	its	user-friendly	interface	and	wide
range	of	design	templates.	Additionally,	I	often	incorporate	charts	and	graphs	created	in	Excel	to	present	quantitative	data	clearly	and	concisely.	To	ensure	that	my	presentations	are	engaging	and	persuasive,	I	focus	on	highlighting	key	benefits	and	differentiators	while	also	addressing	potential	objections.	Ultimately,	my	goal	is	to	create	compelling
sales	presentations	and	proposals	that	effectively	communicate	the	value	of	our	offerings	and	drive	positive	results	for	the	business.”	Interviewers	want	to	gauge	your	understanding	of	how	modern	sales	techniques	have	evolved,	particularly	with	the	rise	of	social	media	platforms.	They’re	interested	in	learning	whether	you	can	effectively	leverage
social	media	to	engage	with	potential	customers,	generate	leads,	and	ultimately	drive	sales	by	showcasing	the	value	of	the	products	or	services	you	represent.	Social	media	savvy	can	be	critical	to	staying	competitive	in	today’s	sales	landscape.	Example:	“Social	media	plays	a	significant	role	in	the	sales	process,	particularly	when	it	comes	to	building
brand	awareness	and	engaging	with	potential	customers.	It	allows	businesses	to	showcase	their	products	or	services,	share	customer	testimonials,	and	provide	valuable	content	that	resonates	with	their	target	audience.	This	helps	create	trust	and	credibility,	which	are	essential	factors	in	driving	sales.	Moreover,	social	media	platforms	offer	unique
opportunities	for	sales	associates	to	connect	with	prospects	on	a	more	personal	level.	Through	direct	messaging	and	commenting,	we	can	address	questions,	concerns,	and	even	objections,	ultimately	guiding	them	through	the	sales	funnel.	Additionally,	by	monitoring	social	media	interactions	and	analyzing	data,	we	can	identify	trends	and	preferences,
allowing	us	to	tailor	our	sales	approach	and	better	meet	the	needs	of	our	customers.	In	summary,	social	media	is	an	invaluable	tool	for	enhancing	the	overall	sales	process	and	fostering	strong	relationships	with	potential	clients.”	Dealing	with	customer	disappointment	is	a	reality	in	the	world	of	sales,	and	interviewers	want	to	know	how	you’ll	navigate
this	challenge.	They’re	looking	for	candidates	who	can	maintain	a	positive	attitude,	find	alternative	solutions	or	products,	and	continue	to	build	a	rapport	with	the	customer.	Your	ability	to	handle	these	situations	demonstrates	your	problem-solving	skills,	flexibility,	and	commitment	to	providing	excellent	customer	service.	Example:	“When	faced	with	a
situation	where	a	customer	is	interested	in	an	out-of-stock	product,	my	first	step	is	to	empathize	with	their	disappointment	and	assure	them	that	I	understand	the	inconvenience.	Then,	I	immediately	explore	alternative	solutions	to	address	their	needs.	This	may	involve	checking	if	the	item	can	be	ordered	from	another	store	location	or	online,	providing
an	estimated	restocking	date,	or	suggesting	similar	products	that	are	available	and	meet	their	requirements.	Throughout	this	process,	I	maintain	open	communication	with	the	customer,	keeping	them	informed	of	any	updates	and	ensuring	they	feel	valued	and	supported.	My	goal	is	to	turn	a	potentially	negative	experience	into	a	positive	one	by
demonstrating	exceptional	customer	service	and	proactively	finding	ways	to	fulfill	their	needs,	ultimately	building	trust	and	loyalty	with	our	brand.”	This	question	showcases	your	ability	to	listen,	understand,	and	respond	to	customer	needs	effectively,	ultimately	driving	sales	and	customer	satisfaction.	Interviewers	want	to	see	if	you	can	apply	your
product	knowledge	and	problem-solving	skills	to	match	customers	with	the	right	solutions,	fostering	trust	and	loyalty	while	contributing	to	the	company’s	overall	success.	Example:	“I	recall	a	situation	where	a	customer	entered	our	store	looking	for	a	gift	for	her	husband’s	birthday.	She	was	unsure	about	his	preferences	and	seemed	overwhelmed	by
the	variety	of	options	available.	I	started	by	asking	her	questions	about	her	husband’s	interests,	hobbies,	and	any	specific	items	he	had	mentioned	wanting	recently.	Based	on	her	responses,	I	learned	that	her	husband	enjoyed	outdoor	activities	and	had	recently	taken	up	hiking.	With	this	information	in	mind,	I	recommended	a	high-quality,	lightweight
backpack	designed	specifically	for	hikers.	I	explained	its	features,	such	as	the	ergonomic	design,	multiple	compartments	for	organization,	and	durable	materials	that	would	withstand	harsh	weather	conditions.	The	customer	appreciated	my	attentive	approach	and	thorough	explanation,	ultimately	deciding	to	purchase	the	backpack.	This	experience
highlights	the	importance	of	actively	listening	to	customers	and	using	their	input	to	guide	them	towards	suitable	products	or	services.”	Sales	success	is	largely	dependent	on	your	ability	to	identify	and	engage	with	potential	customers,	and	interviewers	want	to	know	if	you	have	a	plan	in	place	to	achieve	that.	By	asking	about	your	lead	generation
strategies,	they’re	trying	to	gauge	your	creativity,	resourcefulness,	and	proactivity	in	finding	and	nurturing	relationships	with	potential	clients,	which	ultimately	contribute	to	the	company’s	revenue	and	growth.	Example:	“As	a	sales	associate,	I	employ	a	combination	of	strategies	to	generate	leads	and	build	my	client	base.	First,	I	focus	on	networking
both	online	and	offline.	This	includes	attending	industry	events,	joining	relevant	social	media	groups,	and	engaging	with	potential	clients	through	platforms	like	LinkedIn.	These	activities	help	me	establish	connections	and	stay	informed	about	the	latest	trends	in	the	market.	Another	strategy	I	use	is	leveraging	referrals	from	satisfied	customers.	After
successfully	closing	a	deal	or	providing	exceptional	service,	I	ask	for	referrals	from	my	clients.	This	not	only	helps	me	expand	my	network	but	also	builds	trust	with	new	prospects,	as	they	are	more	likely	to	consider	working	with	someone	who	has	been	recommended	by	a	trusted	source.	Additionally,	I	keep	track	of	my	interactions	with	potential
clients	and	follow	up	regularly	to	maintain	their	interest	and	nurture	relationships	until	they’re	ready	to	make	a	purchase	decision.”	Sales	is	a	results-driven	field,	and	employers	want	to	know	that	you	are	proactive	in	monitoring	your	performance	and	setting	ambitious	yet	achievable	goals.	By	asking	this	question,	interviewers	are	looking	for	insight
into	your	self-awareness,	organizational	skills,	and	motivation	to	excel	in	your	role.	They	want	to	see	that	you	have	a	growth	mindset	and	are	dedicated	to	constantly	improving	your	sales	numbers	and	overall	performance.	Example:	“To	keep	track	of	my	sales	performance,	I	use	a	combination	of	CRM	tools	and	personal	spreadsheets	to	monitor	key
metrics	such	as	the	number	of	leads	generated,	conversion	rates,	average	deal	size,	and	overall	revenue.	This	allows	me	to	have	a	clear	understanding	of	my	progress	towards	meeting	targets	and	identify	areas	where	I	may	need	to	improve.	To	set	goals	for	improvement,	I	analyze	my	past	performance	data	and	look	for	trends	or	patterns	that	can
inform	my	strategy	moving	forward.	For	example,	if	I	notice	that	certain	types	of	clients	tend	to	have	higher	conversion	rates,	I	might	focus	on	targeting	similar	prospects	in	the	future.	Additionally,	I	regularly	seek	feedback	from	colleagues	and	supervisors	to	gain	insights	into	how	I	can	refine	my	sales	techniques	and	better	serve	our	customers.	With
this	information,	I	establish	specific,	measurable,	achievable,	relevant,	and	time-bound	(SMART)	goals	that	help	drive	continuous	growth	and	development	in	my	role	as	a	Sales	Associate.”	This	question	is	important	because	it	demonstrates	your	willingness	to	learn,	grow,	and	adapt	within	a	sales	environment.	Sales	associates	often	face	rejection	and
receive	feedback	from	both	customers	and	supervisors.	Interviewers	want	to	know	if	you	can	handle	constructive	criticism,	take	it	on	board,	and	use	it	as	an	opportunity	to	improve	your	skills	and	performance,	ultimately	becoming	a	better	team	player	and	sales	professional.	Example:	“During	my	time	as	a	sales	associate	at	a	retail	store,	I	received
constructive	feedback	from	my	manager	regarding	my	approach	to	upselling.	She	observed	that	while	I	was	good	at	engaging	with	customers	and	recommending	products,	I	wasn’t	consistently	suggesting	additional	items	or	services	that	could	enhance	their	experience.	My	manager	provided	specific	examples	of	missed	opportunities	and	offered
suggestions	on	how	to	improve.	I	took	this	feedback	seriously	and	made	an	effort	to	incorporate	her	advice	into	my	daily	interactions	with	customers.	I	started	actively	listening	for	cues	in	customer	conversations	that	would	allow	me	to	suggest	relevant	add-ons	or	complementary	products.	Over	time,	I	became	more	comfortable	with	upselling,	and	it
led	to	increased	sales	and	improved	customer	satisfaction.	This	experience	taught	me	the	value	of	being	open	to	feedback	and	using	it	as	an	opportunity	for	growth	and	development.”	Compliance	is	key	when	it	comes	to	maintaining	a	company’s	reputation,	adhering	to	industry	standards,	and	avoiding	potential	legal	trouble.	By	asking	this	question,
interviewers	want	to	assess	your	understanding	of	the	importance	of	compliance	and	gauge	your	ability	to	follow	guidelines	and	procedures	in	the	sales	process.	This	demonstrates	your	commitment	to	ethical	business	practices	and	your	ability	to	protect	the	company’s	interests.	Example:	“To	remain	compliant	with	company	policies	and	industry
regulations,	I	first	make	sure	to	thoroughly	familiarize	myself	with	the	guidelines	provided	by	my	employer.	This	includes	attending	any	mandatory	training	sessions	and	regularly	reviewing	policy	updates	or	changes.	When	interacting	with	customers,	I	always	prioritize	transparency	and	honesty	in	presenting	our	products	or	services.	I	ensure	that	all
claims	made	are	accurate	and	supported	by	relevant	documentation.	Additionally,	I	maintain	detailed	records	of	customer	interactions	and	sales	transactions,	which	can	be	easily	accessed	for	auditing	purposes	or	to	address	any	compliance	concerns.	If	ever	faced	with	a	situation	where	I	am	unsure	about	the	correct	course	of	action,	I	do	not	hesitate
to	consult	with	my	supervisor	or	colleagues	to	seek	clarification.	This	collaborative	approach	helps	me	stay	informed	and	consistently	adhere	to	both	company	policies	and	industry	regulations	while	making	sales.”	Sales	associates	are	often	the	face	of	a	company,	and	how	they	handle	customer	dissatisfaction	can	significantly	impact	the	business’s
reputation	and	success.	Interviewers	want	to	know	your	approach	to	resolving	such	situations,	demonstrating	your	ability	to	empathize,	communicate	effectively,	and	problem-solve	to	turn	a	negative	experience	into	a	positive	one,	ultimately	maintaining	customer	loyalty	and	satisfaction.	Example:	“When	faced	with	an	unsatisfied	customer,	my	first
priority	is	to	actively	listen	and	empathize	with	their	concerns.	I	make	sure	they	feel	heard	and	understood	by	acknowledging	the	issue	and	expressing	genuine	concern	for	any	inconvenience	caused.	This	helps	build	rapport	and	trust,	which	is	essential	in	finding	a	resolution.	Once	I	have	a	clear	understanding	of	the	problem,	I	offer	solutions	within
the	company’s	guidelines	and	policies.	If	necessary,	I	involve	a	manager	or	supervisor	to	ensure	we	can	provide	the	best	possible	outcome	for	the	customer.	Ultimately,	my	goal	is	to	turn	a	negative	experience	into	a	positive	one,	demonstrating	our	commitment	to	excellent	customer	service	and	reinforcing	the	customer’s	loyalty	to	our	brand.”	Sales
positions	are	often	highly	competitive,	and	commission-based	environments	are	designed	to	incentivize	and	reward	high-performing	sales	professionals.	Interviewers	want	to	gauge	your	level	of	comfort	with	this	type	of	compensation	structure,	as	it	can	reveal	your	motivation,	confidence	in	your	sales	abilities,	and	overall	fit	for	the	role.	They	also	want
to	ensure	that	you	can	thrive	in	a	sales	environment	that	may	require	self-motivation,	resilience,	and	adaptability.	Example:	“Yes,	I	am	comfortable	working	in	a	commission-based	sales	environment.	In	fact,	I	find	it	motivating	because	it	directly	rewards	my	efforts	and	hard	work.	When	I	know	that	my	income	is	tied	to	my	performance,	it	pushes	me	to
continuously	improve	my	sales	skills,	build	strong	relationships	with	customers,	and	stay	updated	on	the	latest	product	offerings.	Moreover,	I	believe	that	a	commission-based	structure	fosters	healthy	competition	among	team	members,	which	can	lead	to	increased	productivity	and	overall	growth	for	the	company.	It	also	allows	top	performers	to	be
recognized	and	rewarded	accordingly,	creating	an	environment	where	success	is	celebrated	and	encouraged.”	Active	listening	is	an	essential	skill	for	a	sales	associate,	as	it	demonstrates	your	ability	to	understand	and	empathize	with	customer	needs,	preferences,	and	concerns.	By	asking	about	active	listening,	interviewers	want	to	ensure	that	you
prioritize	the	customer’s	perspective	and	can	adapt	your	sales	approach	accordingly	to	build	trust,	address	objections,	and	ultimately	close	deals.	It	shows	that	you’re	not	just	focused	on	making	a	sale,	but	on	creating	a	positive	experience	for	the	customer.	Example:	“Active	listening	plays	a	critical	role	in	my	sales	approach,	as	it	allows	me	to	truly
understand	the	needs	and	preferences	of	my	customers.	When	I	engage	with	a	customer,	I	make	sure	to	give	them	my	full	attention,	ask	open-ended	questions,	and	listen	carefully	to	their	responses.	This	helps	me	gather	valuable	information	about	their	requirements,	pain	points,	and	expectations.	With	this	understanding,	I	can	tailor	my	product
presentation	or	recommendations	to	address	their	specific	needs,	making	the	interaction	more	personalized	and	effective.	Active	listening	also	builds	trust	and	rapport	with	the	customer,	demonstrating	that	I	genuinely	care	about	finding	the	best	solution	for	them.	Ultimately,	incorporating	active	listening	into	my	sales	approach	leads	to	higher
customer	satisfaction	and	increased	sales	performance.”	Sales	associates	are	often	tasked	with	not	only	selling	products	but	also	educating	customers	on	how	to	use	them	effectively.	This	question	allows	interviewers	to	gauge	your	ability	to	communicate	complex	information	in	a	clear	and	concise	manner,	as	well	as	your	ability	to	engage	with
customers	in	a	way	that	builds	trust	and	confidence	in	the	product.	Demonstrating	your	experience	in	conducting	product	demonstrations	or	training	sessions	showcases	your	versatility	and	commitment	to	customer	satisfaction.	Example:	“During	my	time	as	a	sales	associate	at	an	electronics	store,	I	was	responsible	for	conducting	product
demonstrations	and	training	sessions	for	customers	on	various	devices,	such	as	smartphones,	tablets,	and	smart	home	systems.	My	approach	involved	first	understanding	the	customer’s	needs	and	level	of	familiarity	with	technology	to	tailor	the	demonstration	accordingly.	I	would	begin	by	highlighting	key	features	and	benefits	of	the	product	that
aligned	with	their	requirements,	followed	by	a	hands-on	demonstration	where	I	encouraged	the	customer	to	interact	with	the	device	while	guiding	them	through	its	functionalities.	Afterward,	I	would	address	any	questions	or	concerns	they	had	and	provide	additional	tips	and	tricks	to	enhance	their	user	experience.	This	personalized	approach	not	only
helped	customers	feel	more	confident	in	using	the	products	but	also	contributed	to	building	trust	and	rapport,	ultimately	leading	to	increased	sales	and	customer	satisfaction.”	Sales	isn’t	a	one-person	show—it’s	a	team	effort.	Your	ability	to	collaborate	with	other	departments	is	essential	to	ensure	a	seamless	customer	experience,	from	raising
awareness	about	a	product	to	making	the	purchase	and	receiving	support.	Interviewers	want	to	know	whether	you	can	effectively	communicate,	share	ideas,	and	work	cooperatively	with	colleagues	from	various	teams,	as	this	will	contribute	to	your	success	in	achieving	sales	goals	and,	ultimately,	the	company’s	success.	Example:	“Yes,	I	have	had	the
opportunity	to	collaborate	with	other	departments	in	my	previous	role	as	a	sales	associate.	One	specific	instance	was	when	we	launched	a	new	product	line	and	needed	to	work	closely	with	the	marketing	team	to	create	promotional	materials	and	campaigns	that	would	generate	interest	among	our	target	audience.	To	ensure	effective	collaboration,	we
held	regular	meetings	where	both	teams	shared	updates	on	their	progress	and	discussed	any	challenges	or	opportunities	they	encountered.	This	open	communication	allowed	us	to	align	our	strategies	and	make	adjustments	as	needed.	Additionally,	we	utilized	project	management	tools	to	keep	track	of	tasks	and	deadlines,	ensuring	everyone	stayed
accountable	for	their	responsibilities.	Furthermore,	we	also	collaborated	with	the	customer	service	department	to	gather	feedback	from	customers	about	the	new	product	line.	Their	insights	helped	us	identify	areas	for	improvement	and	address	any	concerns	promptly,	ultimately	contributing	to	the	success	of	the	product	launch	and	achieving	our
sales	goals.”	Sales	associates	are	expected	to	have	strong	negotiation	skills	and	the	ability	to	close	deals.	When	interviewers	ask	this	question,	they’re	looking	for	evidence	of	your	ability	to	navigate	challenging	situations,	persuade	clients,	and	achieve	positive	outcomes.	Your	response	should	showcase	your	communication,	problem-solving,	and
interpersonal	skills,	as	well	as	your	ability	to	contribute	to	the	company’s	overall	sales	goals.	Example:	“Certainly,	I	recall	a	situation	where	I	was	working	with	a	potential	client	who	was	interested	in	purchasing	our	software	solution	but	had	concerns	about	the	pricing.	They	were	comparing	our	product	to	a	competitor’s	offering	that	was	priced
lower.	I	knew	that	our	software	provided	more	features	and	better	support	than	the	competitor’s,	so	I	focused	on	highlighting	these	advantages	during	our	conversation.	I	asked	the	client	about	their	specific	needs	and	pain	points,	which	allowed	me	to	tailor	my	pitch	to	emphasize	how	our	software	could	address	those	issues	more	effectively	than	the
alternative.	Additionally,	I	offered	them	a	personalized	demo	of	our	product,	showcasing	its	ease	of	use	and	seamless	integration	with	their	existing	systems.	After	demonstrating	the	added	value	our	software	would	bring	to	their	business	operations,	the	client	agreed	that	it	was	worth	the	investment	and	decided	to	move	forward	with	the	purchase.
This	experience	taught	me	the	importance	of	understanding	clients’	unique	requirements	and	emphasizing	the	value	proposition	when	negotiating	sales.”	Keeping	an	ear	to	the	ground	for	the	latest	industry	trends	and	what	your	competitors	are	up	to	is	a	critical	skill	for	any	sales	associate.	Your	ability	to	adapt	your	sales	techniques	and	strategies
based	on	current	market	conditions	can	make	all	the	difference	in	meeting	your	targets	and	staying	ahead	of	the	competition.	Interviewers	want	to	ensure	that	you’re	proactive	in	staying	informed	and	using	this	knowledge	to	your	advantage	when	selling	products	or	services	to	potential	customers.	Example:	“As	a	sales	associate,	staying	informed
about	industry	trends	and	competitor	offerings	is	essential	for	maintaining	a	competitive	edge.	To	achieve	this,	I	regularly	follow	relevant	news	sources,	subscribe	to	industry-specific	newsletters,	and	participate	in	online	forums	or	discussion	groups	where	professionals	share	insights	and	experiences.	Moreover,	I	attend	trade	shows,	conferences,	and
networking	events	whenever	possible,	as	these	provide	valuable	opportunities	to	learn	from	experts,	discover	new	products	or	services,	and	engage	with	peers	who	may	have	unique	perspectives	on	the	market.	This	combination	of	research	and	active	engagement	helps	me	stay	current	on	industry	developments	and	adapt	my	sales	strategies
accordingly,	ensuring	that	I	can	effectively	address	customer	needs	and	maintain	a	strong	position	in	the	marketplace.”	Sales	positions	often	involve	engaging	with	a	wide	variety	of	customers,	including	those	who	may	be	reluctant	or	undecided	about	making	a	purchase.	By	asking	this	question,	interviewers	want	to	gauge	your	ability	to	identify	and
address	the	concerns	of	a	hesitant	customer,	as	well	as	your	capacity	to	effectively	communicate	the	benefits	and	value	of	the	product	or	service	you	are	selling.	Your	answer	should	demonstrate	your	persuasive	skills,	adaptability,	and	your	ability	to	handle	objections	professionally	while	maintaining	a	positive	customer	relationship.	Example:	“When
dealing	with	a	hesitant	customer,	my	first	strategy	is	to	actively	listen	and	identify	their	concerns	or	objections.	This	allows	me	to	address	those	specific	issues	and	provide	tailored	solutions	that	meet	their	needs.	For	example,	if	a	customer	is	worried	about	the	price,	I	might	highlight	any	ongoing	promotions,	discounts,	or	financing	options	available.
Another	key	strategy	is	building	trust	and	rapport	with	the	customer	by	demonstrating	genuine	interest	in	their	situation	and	offering	personalized	recommendations	based	on	their	preferences.	This	approach	helps	establish	credibility	and	reassures	the	customer	that	they	are	making	an	informed	decision.	Ultimately,	these	strategies	enable	me	to
close	sales	effectively	while	ensuring	customer	satisfaction	and	fostering	long-term	relationships.”	Sales	positions	often	require	the	ability	to	extend	your	reach	beyond	the	office	and	make	connections	in	various	environments.	By	asking	about	your	experience	with	trade	shows	and	networking	events,	interviewers	want	to	gauge	your	ability	to	adapt	to
different	settings	and	employ	effective	strategies	to	generate	leads.	Sharing	your	tactics	showcases	your	proactive	approach	and	how	you	contribute	to	the	company’s	growth.	Example:	“Yes,	I	have	attended	several	trade	shows	and	networking	events	in	my	previous	role	as	a	sales	associate.	One	tactic	I	found	particularly	effective	was	to	research	the
event	beforehand	and	identify	key	attendees	or	companies	that	would	be	most	relevant	to	our	product	offerings.	This	allowed	me	to	prioritize	my	time	at	the	event	and	focus	on	building	relationships	with	potential	leads.	During	these	events,	I	made	sure	to	engage	in	meaningful	conversations	rather	than	just	handing	out	business	cards	or	promotional
materials.	I	asked	open-ended	questions	to	understand	their	needs	and	challenges,	which	helped	me	tailor	my	pitch	accordingly.	Additionally,	I	took	notes	after	each	conversation	to	ensure	proper	follow-up	post-event.	These	tactics	not	only	generated	quality	leads	but	also	strengthened	our	brand	presence	within	the	industry.”	Dealing	with	discount-
seeking	customers	is	a	common	challenge	in	sales	roles,	and	hiring	managers	want	to	ensure	that	you’re	able	to	balance	customer	satisfaction	with	upholding	company	policies.	By	asking	this	question,	they’re	looking	for	insight	into	your	negotiation	skills,	ability	to	think	on	your	feet,	and	how	you	manage	to	maintain	a	positive	relationship	with	the
customer	while	protecting	the	company’s	interests.	Example:	“As	a	sales	associate,	my	priority	is	to	maintain	a	balance	between	satisfying	the	customer’s	needs	and	adhering	to	company	policies.	If	a	customer	requests	a	discount	that	goes	beyond	our	guidelines,	I	would	first	empathize	with	their	situation	and	explain	the	value	of	the	product	or
service	they	are	interested	in	purchasing.	This	helps	reinforce	the	idea	that	they	are	making	a	worthwhile	investment.	If	the	customer	still	insists	on	a	larger	discount,	I	would	explore	alternative	solutions	within	the	company	guidelines,	such	as	offering	a	smaller	discount,	suggesting	a	more	affordable	option,	or	informing	them	about	upcoming
promotions.	In	cases	where	none	of	these	options	satisfy	the	customer,	I	would	consult	with	my	manager	for	guidance,	ensuring	that	I	am	acting	in	the	best	interest	of	both	the	customer	and	the	company.”	Establishing	long-term	relationships	with	clients	is	essential	for	any	successful	salesperson.	Interviewers	ask	this	question	to	assess	your
understanding	of	the	key	elements	necessary	to	maintain	and	grow	these	connections.	They	want	to	know	if	you	can	effectively	communicate,	provide	exceptional	customer	service,	understand	client	needs,	and	consistently	deliver	value	to	ensure	a	strong	partnership	that	benefits	both	the	client	and	the	business.	Example:	“Building	long-term
relationships	with	clients	is	essential	for	sustained	success	in	sales.	In	my	opinion,	the	key	factors	that	contribute	to	this	are	trust	and	consistent	communication.	Trust	can	be	established	by	being	honest	about	product	capabilities,	transparent	about	pricing,	and	delivering	on	promises	made	during	the	sales	process.	It’s	important	to	set	realistic
expectations	and	not	oversell	a	product	or	service	just	to	close	a	deal.	Consistent	communication	plays	a	vital	role	in	maintaining	these	relationships.	Regularly	checking	in	with	clients,	providing	updates	on	new	products	or	services,	and	addressing	any	concerns	they	may	have	demonstrates	commitment	to	their	satisfaction.	Additionally,	actively
seeking	feedback	and	implementing	improvements	based	on	their	input	shows	that	you	value	their	opinions	and	are	dedicated	to	meeting	their	needs.	This	combination	of	trust	and	open	communication	fosters	strong,	lasting	connections	with	clients,	ultimately	leading	to	repeat	business	and	referrals.”	Sales	interviews	are	unique	because	you	need	to
convince	the	interviewer	you’ll	impact	the	bottom	line.	To	get	your	shoe	in,	you	need	to:	Show	you’re	coachable,	curious,	competitive,	and	self-aware.	Quantify	your	achievements	whenever	possible.	Show	you	understand	that	sales	is	a	numbers	game.	Practice	answering	behavioral	questions	using	the	STAR	method.	Ask	a	few	questions	at	the	end	of
the	interview.	This	guide	was	created	in	collaboration	with	numerous	sales	professionals	with	different	roles,	seniority	levels,	and	from	different	industries.	I’d	like	to	thank	Summer,	Jelisaveta,	Antonio,	Itai,	Igor,	and	Manny	for	sharing	your	sales	interview	experience	with	us	at	Big	Interview!	What’s	inside?	10	questions	that	get	asked	in	9	out	of	10
sales	interviews	5	behavioral	questions	every	salesperson	needs	to	master	15+	questions	for	different	seniority	levels	Additional	tips	for	how	to	stand	out	What	Makes	Sales	Interviews	Unique?	Working	in	sales	requires	a	special	set	of	soft	skills	and	qualities.	That’s	why	the	questions,	assessment	criteria,	and	interview	formats	in	sales	interviews
differ	from	what	you’d	encounter	in	a	typical	interview	for	other	roles.	Sales	interviews	are	largely	based	on	situational	or	behavioral	questions	—	you	will	be	asked	about	your	real-life	experience,	your	exact	approach	to	sales,	and	results.	In	short:	expect	to	be	grilled	and	asked	about	how	you	made	your	past	employers’	money,	exactly..	What	you	can
expect	in	a	sales	interview:	Questions	about	your	communication	skills.	You’ll	need	to	build	relationships,	influence	people,	and	know	how	to	express	yourself	to	be	persuasive.	Simulations	and	role	play.	The	hiring	manager	may	want	to	test	your	mojo	on	the	spot.	Behavioral	questions.	Real-life	past	situations	where	you	need	to	provide	an	example	of
how	you	handled	a	difficult	prospect	or	customers’	objections.	Questions	about	your	KPIs,	quota,	and	other	achievements.	Sales	roles	are	performance-driven,	and	interviews	will	reflect	this.	Questions	about	motivation	and	drive.	To	show	you	can	handle	rejection	and	stay	motivated	to	keep	going	even	when	faced	with	a	loss.	Questions	on	soft	skills.
Skills	like	negotiation,	confidence,	competitive	nature,	persuasion,	persistence,	and	work	under	pressure.	We’ll	break	all	of	these	down	below.	Common	General	Sales	Interview	Questions	and	Answers	These	are	the	most	commonly	asked	interview	questions	for	sales	roles.	Start	here	to	build	a	solid	foundation.	Pro	tip:	These	questions	are	usually
asked	at	the	beginning	of	the	interview,	so	knowing	how	to	answer	them	smoothly	will	give	you	a	confidence	boost	and	help	you	establish	a	natural	flow	for	the	rest	of	the	interview.	Why	do	you	want	to	work	in	sales?	Why	they	ask	it	This	question	is	about	motivation.	The	interviewers	want	to	see	what’s	in	it	for	you	besides	making	shitloads	of	money.
Your	answer	will	tell	them	if	you	have	a	genuine	interest	in	what	you’re	selling.	I	like	sales	because	it’s	one	of	the	few	professions	where	your	compensation	is	tied	almost	directly	to	your	effort,	and	I	like	to	earn	my	money.	There’s	a	high	earning	potential	if	you’re	willing	to	go	the	extra	mile,	and	that’s	the	kind	of	motivation	that	keeps	me	working
hard	every	day.	Apart	from	that,	I	really	like	that	no	two	days	are	the	same	and	that	I	can	use	my	top	skills	like	problem-solving	and	relationship-building	every	day.	Tips	on	how	to	answer	Be	honest.	Despite	general	advice	to	not	focus	your	answer	on	the	financial	aspect	of	the	job,	you	shouldn’t	ignore	the	elephant	in	the	room.	Some	hiring	managers
expect	your	main	reason	to	be	$$$.	Still,	make	sure	to	balance	your	desire	to	become	financially	successful	with	other	motivators.	Describe	your	sales	experience	Why	they	ask	it	The	interviewers	are	looking	to	verify	your	skill	set	and	evaluate	if	your	previous	sales	experience	aligns	with	the	demands	of	the	role.	They	want	to	know	if	you	had	similar
responsibilities	and	how	successful	you’ve	been	in	terms	of	your	targets	and	KPIs.	They’re	also	probing	to	see	if	you’re	set	in	your	ways	or	adaptable.	I’ve	been	in	sales	for	8	years,	and	I’ve	been	lucky	to	work	in	both	B2B	and	B2C	environments,	managing	full	sales	cycles	as	a	Senior	Account	Executive.	After	a	few	years	in	a	B2C	startup,	I	moved	to
B2B	SaaS	because	I	wanted	to	sell	to	enterprises	and	learn	how	to	handle	long	sales	cycles.	There,	I	exceeded	my	quarterly	targets	consistently	by	an	average	of	14%	over	a	period	of	two	years.	One	of	my	biggest	wins	was	securing	a	high	profile	Federal	Government	client	for	a	deal	worth	over	$500K	in	annual	revenue.		Tips	on	how	to	answer	Start
with	a	short	overview	of	your	background	—	how	long	you’ve	been	in	sales,	and	what	verticals	and	products	you	worked	with.	Mention	your	key	responsibilities,	results	and	achievements,	and	top	skills	that	helped	you	get	to	where	you	are.	Why	[the	specific	industry]	sales?	Why	they	ask	it	Sales	departments	and	processes	can	vary	across	industries
due	to	differences	in	markets,	sales	cycle	length,	and	the	product	itself.	B2C	and	B2B	sales	are	two	different	beasts,	so	the	interviewers	want	to	know	why	you	chose	the	particular	field,	what	your	sales	strategies	are,	and	if	your	skill	set	and	methodologies	can	be	used	at	their	company.	I	was	drawn	to	B2B	SaaS	sales	because	it	required	a	totally
different	sales	and	lead-gen	approach	compared	to	what	I’d	done	in	Verizon.	B2B	sales	come	with	special	challenges	like	complex	negotiations,	long	sales	cycles,	and	building	relationships	with	C-level	executives.	And	SaaS	sales	requires	you	to	obtain	deep	product	knowledge,	including	complex	features	and	tech	lingo.	You	often	need	to	offer	tailored
solutions,	and	act	as	a	consultant	rather	than	a	salesperson.	This	isn’t	a	fit	for	everyone,	but	for	me,	it’s	what	I	enjoy	the	most	—	putting	my	negotiation,	problem-solving,	and	communication	skills	to	good	use.	Tips	on	how	to	answer	Show	you’re	a	good	fit	by	tailoring	your	response	to	match	the	requirements	from	the	job	description.	Talk	about	how	a
career	in	this	particular	sales	field	aligns	with	your	interests,	plans	for	professional	growth,	and	long-term	career	goals.	What	do	you	know	about	our	company	and	our	offering	so	far?	Why	they	ask	it	Essentially,	they’re	asking	“did	you	do	your	homework?”.	Your	answer	will	tell	them	how	much	research	effort	you	put	in,	how	prepared	you	are	for	the
interview,	if	you’re	generally	interested	in	this	job	(or	just	a	job).	It’s	also	a	good	way	to	see	how	you	talk	about	the	company’s	products	or	services.	I’ve	researched	your	company	website,	user	reviews,	and	your	LinkedIn,	and	I	understand	you	are	a	leader	in	providing	B2B	SaaS	solutions	to	help	organizations	in	regulated	industries	streamline	data
retention	for	compliance	and	litigation	management.	Your	flagship	product	seems	to	be	a	game-changer	in	the	industry	thanks	to	its	AWS-level	data	security,	endless	scalability	and	features	like	advanced	search	and	redaction.	I	like	your	commitment	to	customers	and	how	you	deliver	exceptional	value	—	few	companies	are	rated	4.9	out	of	5	on	all
major	independent	review	platforms.	Last	year’s	recognition	as	a	Top	Player	in	Gartner’s	MQ	really	reinforces	your	reputation.	I’ve	also	read	about	your	company	culture	and	values	like	ownership,	transparency	and	support	for	learning	and	professional	growth,	which	is	something	that	really	resonates	with	me.	Tips	on	how	to	answer	Show
enthusiasm	about	the	company	and	the	opportunity	to	join.	Start	by	mentioning	the	key	information	you’ve	learned	in	your	research	like	industry,	market	share,	mission,	values,	and	any	recent	news	that	caught	your	attention.	Show	you	understand	the	products	and	services	and	emphasize	differentiators.	If	there’s	something	you	admire	about	the
company	(for	example,	a	particular	product	you	use	or	their	social	media	profiles),	say	it.	End	your	answer	by	aligning	your	skills	and	background	with	the	company	goals	and	the	position	you’re	interviewing	for.	Walk	me	through	your	sales	process	Why	they	ask	it	With	this	question,	the	interviewer	wants	to	learn	more	about	your	approach	to	selling
(e.g.	assertive	or	relation-builder),	your	ability	to	handle	various	stages	of	the	sales	process	like	prospecting,	qualifying,	presenting,	handling	objections,	and	closing.	For	me	as	a	BDR,	my	sales	process	starts	by	taking	all	the	smaller	SQLs	from	Marketing,	in	this	case,	SMBs	who	scheduled	a	demo	on	the	company	website,	sending	them	a	recorded
demo,	addressing	objections,	following	up	with	details	and	answers	to	any	questions,	and	qualifying	them	further	for	my	AE.	At	the	same	time,	I	do	LinkedIn	prospecting	and	cold	outreach	through	inmail.	I	also	follow	up	with	the	MQLs	who	were	emailed	several	times,	clicked	the	emails,	but	have	not	booked	a	demo	yet.	For	all	of	this	to	make	sense,	I
also	have	to	keep	everything	up	to	date	in	Hubspot,	our	current	CRM.	Tips	on	how	to	answer	Try	to	customize	your	response	to	include	experiences	that	will	be	(at	least	partially)	relevant	to	the	specific	sales	role	you’re	interviewing	for.	Make	your	answer	even	more	impactful	by	listing	specific	examples	and	metrics.	What	do	you	consider	your
greatest	failure?	Why	they	ask	it	This	is	another	multifaceted	question	where	the	interviewers	are	scanning	for	softs	skills	like	self-awareness,	honesty,	maturity,	dealing	with	setbacks,	and	problem-solving.	They	also	want	to	gauge	how	you	own	your	mistakes.	There	was	an	opportunity	I	missed	a	few	years	ago.	I	had	an	enterprise-level	lead	from
Germany,	where	6	people	attended	the	demo	and	appeared	to	be	impressed.	It	looked	like	a	done	deal,	so	I	was	persistent	with	my	follow-ups.	They	completely	ghosted	me.	I	was	confused,	but	gave	up	eventually.	I	didn’t	give	it	much	thought	until	years	later.	I	was	talking	to	a	friend,	who’s	also	a	salesperson	with	a	lot	of	experience	working	with
German	clients.	He	explained	that	people	in	Germany	truly	disconnect	after	work,	and	don’t	like	to	be	disturbed	after	hours.	I	then	realized	that	I	hadn’t	always	been	mindful	of	the	time	difference	with	our	German	prospect.	I	was	bothering	C-level	executives	after	working	hours,	totally	unaware	of	the	cultural	differences.	This	experience	helped	me
understand	that	there’s	no	one-size-fits-all	solution	in	international	sales,	and	that	I	will	need	to	customize	my	approach	in	the	future.		Tips	on	how	to	answer	Just	like	when	answering	the	weaknesses	question,	the	key	is	to	pick	an	actual	failure	or	a	missed	opportunity	(just	not	something	so	catastrophic	that	it	makes	you	look	like	an	incompetent
salesperson).	End	the	answer	with	what	you	learned	and	how	you	grew	from	the	experience	because	the	interviewers	will	appreciate	your	honesty	and	self-awareness.	Learn	how	to	answer	the	greatest	failure	question	with	confidence:	“Tell	Me	About	a	Time	You	Failed:	How	to	Answer	+	Examples”.	What	technology	are	you	currently	using	for	sales?
Why	they	ask	it	They	want	to	know	how	long	it’s	going	to	take	you	to	get	used	to	their	own	sales	tech	stack	and	if	you	can	leverage	technology	to	increase	your	sales	effectiveness.	I’m	familiar	with	most	of	the	major	tech	tools	out	there.	When	it	comes	to	CRM,	I’m	a	power	user	of	both	SalesForce	and	Hubspot.	For	sales	automation	and	cadences,	I	use
Outreach	and	HubSpot	Sales	Hub.	For	calls	and	collaboration,	I	personally	prefer	Zoom,	but	I	have	experience	with	MS	Teams	and	Google	Meet	too.	When	it	comes	to	lead-gen	and	prospecting,	I	did	it	both	in	lemlist	and	on	LinkedIn	using	Sales	Navigator.	Regarding	email	campaigns,	I’m	familiar	with	Mailchimp	and	Customer.io.	Other	tools	I	use	on
a	daily	basis	are	Calendly,	Xero,	DocuSign,	PandaDoc,	Grammarly,	Excel,	Loom,	and	Slack.	More	recently,	I’ve	started	using	AI	tools	to	automate	some	of	the	repetitive	tasks	and	brainstorm	my	cadences.	Tips	on	how	to	answer	Make	a	list	of	all	the	tools	you’ve	used	over	the	years.	Do	mention	if	you’re	certified	in	any	of	the	tools	(HubSpot	issues
official	certifications).	Show	you	know	how	the	tech	landscape	is	evolving	and	that	you’re	following	the	latest	trends.	Be	prepared	to	discuss	these	tools	and	technologies	in	more	detail	and	mention	how	they	help	you	hit	your	targets	and	be	a	better	salesperson.	How	do	you	keep	up	with	the	industry	trends	and	your	customers’	needs?	Why	they	ask	it
Sales	processes	and	tools	are	constantly	changing,	and	interviewers	want	to	check	how	proficient	and	adaptable	you	are.	They	also	want	to	check	your	growth	mindset,	customer-centric	approach,	and	how	you	integrate	new	trends	and	technologies	into	your	workflow.	I	have	developed	a	method	to	keep	on	top	of	the	industry	trends	and	news.	I	spend
one	hour	a	day	on	LinkedIn,	where	I	follow,	connect	with,	and	learn	from	top	sales	influencers	like	Dale	Dupree	and	Morgan	Ingram.	Next,	I	test	out	different	sales	tools	as	often	as	I	can,	it’s	something	I	really	love	doing.	Recently,	I’ve	been	testing	out	a	workflow	using	n8n	and	ChatGPT	that	will	automatically	prioritize	tasks	for	my	team	based	on
how	interested	a	lead	is.	I	follow	the	market	trends,	industry	reports,	review	websites	and	competition	regularly,	especially	the	emerging	new	players.	I	value	customer	feedback,	and	I	work	closely	with	CSM	to	analyze	the	evolving	customer	needs	and	challenges.	Finally,	I’ve	always	been	a	promoter	of	RevOps	teams	as	a	concept,	and	I	try	to
maintain	a	close	collaboration	with	marketing	and	product	to	align	the	customer	needs	with	what	we’re	developing	and	promoting.	Tips	on	how	to	answer	Show	you’re	not	living	under	a	rock	and	that	you	know	a	sales	process	doesn’t	end	once	a	PO	is	through.	Get	brownie	points	for	networking,	following	influential	people	in	the	industry,	and	giving
examples	of	that.	How,	if	at	all,	do	you	use	recent	AI	tools	in	your	sales	efforts?	Why	they	ask	it	The	interviewers	want	to	know	how	you	use	cutting-edge	technology	to	help	with	repetitive,	administrative	tasks.	Plus,	using	AI	tools	shows	you’re	adaptable	and	willing	to	embrace	innovation.	I	use	Grammarly,	ChatGPT,	and	Jasper	regularly.	I	use
Grammarly	to	check	my	tone	when	writing	emails,	Jasper	to	help	with	ideation	and	longer	content,	ChatGPT	for	competitive	research,	and	to	improve	my	cadences	and	get	new	ideas.	ChatGPT4	powers	up	my	outreach	sequences	and	web	browsing	too.	For	example,	I	have	a	few	tried-and-tested	prompts	that	help	me	find	leads	for	my	company	list,	find
competitors,	and	even	qualify	companies.		Tips	on	how	to	answer	The	interviewers	want	to	know	if	you’re	following	trends	and	how	quick	(or	slow)	you	are	to	adopt	new	methods	and	technologies.	AI	is	huge.	If	you’re	not	using	it	yet,	learn	from	other	sales	people	who	are.	If	I	were	a	potential	customer,	what	would	your	cold	outreach	look	like?	Why
they	ask	it	With	this	question,	the	interviewer	wants	to	see	how	you’d	treat	the	customer	and	raise	above	the	noise	of	the	tsunami	of	similar	sales	emails	and	messages	they	get	every	day.	Since	your	ICP	is	Technology	Directors	and	CEOs,	I	would	first	analyze	which	channels	they	are	more	active	on.	In	my	experience,	such	roles	are	more	responsive
via	email	than	over	the	phone.	So	my	initial	strategy	would	be	a	sequence	of	three	personalized	emails,	followed	by	a	LinkedIn	voice	note	and	a	video.	The	market	for	async	communication	platforms	is	saturated,	so	I	would	really	need	to	stand	out	to	catch	their	attention.	That’s	why	I	would	put	extra	effort	into	my	email	subjects	and	personalization,	as
well	as	run	some	A/B	tests	for	my	emails.	Tips	on	how	to	answer	Focus	on	something	that	will	make	you	memorable	Don’t	go	with	your	standard	sequence	unless	you’re	sure	it	works	for	the	audience.	Tailor	your	answer	to	a	specific	industry	and	make	sure	the	approach	makes	sense	for	the	company	you’re	interviewing	for.	Behavioral	Sales	Interview
Questions	and	Answers	Behavioral	sales	interview	questions	are	designed	to	uncover	how	you	behaved	or	reacted	in	specific	past	situations	relevant	to	the	sales	role	you’re	interviewing	for.	Or	—	to	test	how	you’d	approach	a	hypothetical	scenario	likely	to	occur	on	the	job.	By	understanding	how	you	typically	overcome	challenges,	solve	problems,	or
achieve	success,	the	interviewer	can	learn	more	about	your	skills,	abilities,	and	personal	characteristics.		Good	news	—	these	answers	will	give	you	everything	you	need	to	prepare	for	behavioral	sales	interview	questions	in	advance.	Tell	me	about	a	time	when	you	failed	to	reach	your	sales	goal	Why	they	ask	it	Failing	to	reach	your	sales	goals,	like
losing	a	sale	or	existing	customer,	is	demoralizing.	But	it	doesn’t	mean	you	suck	as	a	salesperson.	Employers	know	that,	so	the	point	of	this	question	isn’t	to	hear	you	never	had	something	like	that	happen	to	you,	but	to	assess	how	you	rebounded.	It’s	similar	to	the	“tell	me	about	a	time	you	failed”	question	you’ve	heard	in	other	interviews.	A	couple	of
years	ago,	I	was	working	with	a	potential	client	for	a	couple	of	weeks,	during	which	things	went	smoothly.	I	sent	them	the	proposal	and	thought	I	had	landed	a	deal.	However,	a	few	days	before	the	deadline,	they	called	me	and	told	me	they	had	decided	to	go	with	another	vendor.	Luckily,	I	mustered	up	the	courage	to	ask	them	why	the	change	of	heart.
It	turned	out	they	chose	a	competitor	who	provided	a	more	customized	solution.	This	rejection	taught	me	the	importance	of	truly	listening	to	the	client,	tailoring	my	approach	accordingly,	and	knowing	when	we	don’t	fit	a	client’s	needs,	so	I	can	move	on	I	started	to	ask	more	probing	questions	and	spend	more	time	understanding	each	client’s	specific
challenges	and	goals,	which	led	to	less	time	with	less	qualified	leads.		Tips	on	how	to	answer	Explain	how	you	reframed	this	loss	and	turned	bad	into	good	by	learning	something	from	the	entire	situation.	Employers	want	strong	players	who	dust	themselves	off	after	a	blow.	One	of	the	strategies	is	to	discuss	a	situation	from	your	early	days	or	a	mistake
you	made	a	long	time	ago.	This	will	highlight	the	distance	you’ve	traveled	from	those	rookie	errors	to	your	current	level	of	sales	expertise.	Describe	your	most	important	sales	win	Why	they	ask	it	Because	they	want	to	see	what	makes	you	effective.	They	want	to	know	what	you	consider	a	“win”	and	how	you	achieve	it.	It’s	also	a	way	to	check	your
understanding	of	sales	goals	and	the	strategies	required	to	meet	them.	Plus,	by	describing	a	significant	win,	you’re	also	sharing	values,	attitudes,	and	behaviors	that	show	if	you’re	the	right	culture	fit.	I	think	my	most	important	sales	win	was	securing	a	contract	with	ACME	Corporation.	They	were	a	company	that	had	consistently	declined	our
proposals	in	favor	of	competitors.	I	analyzed	our	previous	approaches	and	identified	that	our	solutions	were	not	aligned	with	their	specific	needs.	By	working	closely	with	our	Product	Team,	I	tailored	a	unique	package	that	addressed	their	pain	points.	Simultaneously,	I	focused	on	building	a	strong	relationship	with	two	members	of	the	buying
committee,	allowing	for	open	and	honest	communication.	Eventually,	this	led	to	a	contract	worth	$2	million,	a	20%	increase	in	our	quarterly	revenue,	and	opened	doors	to	other	enterprise	clients	in	the	industry.	Tips	on	how	to	answer	Be	specific.	Detail	the	challenges,	your	actions,	and	the	outcome.	Quantify	your	results	and	provide	tangible	evidence
wherever	possible.	Demonstrate	your	skills.	Relate	your	answer	to	key	skills	essential	for	the	role,	such	as	negotiation,	relationship-building,	problem-solving,	and	strategic	thinking.	Stick	to	the	facts.	Don’t	claim	credit	for	the	team’s	achievement	if	it	was	a	collective	effort.	Align	with	the	employer’s	needs	and	choose	an	example	relevant	to	your
potential	role.	Tell	me	about	a	time	when	you	had	to	think	outside	the	box	to	book	a	meeting	or	close	a	deal	Why	they	ask	it	The	first	thing	you	have	to	sell	as	a	salesperson	is	yourself.	This	is	one	of	the	sales	interview	questions	where	you	can	demonstrate	your	pitching	skills.		Given	that	sales	often	requires	creativity	and	the	ability	to	think	and	act	on
the	fly,	interviewers	want	to	see	if	you’re	capable	of	approaching	a	problem	from	an	innovative	and	fresh	perspective.	There	was	this	prospect	who	was	always	traveling	and	had	a	tight	schedule,	which	made	booking	a	meeting	with	him	virtually	impossible.	Traditional	methods	of	scheduling	were	failing,	so	I	decided	to	improvise.	I	did	some	social
media	snooping	and	discovered	that	the	potential	client	was	going	to	be	at	a	specific	industry	conference.	That’s	when	it	hit	me	—	attending	the	same	conference	would	give	me	a	chance	to	meet	up	with	him.	So	that’s	what	I	did.	He	appreciated	the	effort	and	creativity	involved	in	making	it	happen,	and	our	casual	cup	of	joe	turned	into	a	full	business
discussion.	Fast-forward	a	couple	of	weeks,	and	we	signed	a	two-year	contract.	Tips	on	how	to	answer	Start	by	setting	the	stage	and	explaining	why	no	traditional	tactic	worked	in	this	particular	situation.	Move	on	to	your	thought	process	and	explain	how	you	came	up	with	the	idea.	This	will	emphasize	your	analytical	thinking	and	resourcefulness.
Finally,	describe	how	it	all	panned	out	and	highlight	the	successful	outcome.	Tell	me	about	a	sales	process	you	improved	Why	they	ask	it	Sales	professionals	are	expected	to	be	proactive	and	to	improve	sales	performance	instead	of	blindly	following	the	existing	processes.	This	question	targets	your	ability	to	recognize	and	get	rid	of	inefficiencies	and
waste.	While	I	was	working	at	Clothes	R	Us	Fashion	Store,	we	used	to	struggle	with	long	lines	at	the	checkout	during	peak	hours,	causing	customer	dissatisfaction	and	sometimes	leading	them	to	abandon	their	purchases.	As	a	Retail	Sales	Associate,	I	noticed	this	was	affecting	our	overall	sales	and	customer	experience.	I	proposed	a	solution	to	our
manager	to	introduce	mobile	payment	devices	that	we	could	carry	around	the	store.	This	would	allow	us	to	process	transactions	on	the	floor,	especially	during	promotional	events	or	busy	weekends,	without	forcing	customers	to	wait	in	long	queues.	The	impact	was	immediate	and	significant.	We	reduced	the	checkout	time	by	40%,	increased	customer
satisfaction,	and	saw	a	noticeable	uptick	in	sales	during	peak	hours.	Tips	on	how	to	answer	Provide	an	example	when	you	identified	bottlenecks	and	took	the	initiative	to	fix	them.	Show	you’re	up	for	a	challenge	(this	will	give	you	a	competitive	edge	over	other	candidates).	Don’t	forget	to	provide	the	numbers,	specific	metrics,	and	qualitative	feedback
to	illustrate	how	the	former	employer	benefited	from	your	proactivity	and	leadership	skills.	How	do	you	decide	that	a	given	lead	is	no	longer	worth	pursuing?	Why	they	ask	it	Timing	is	everything	in	sales,	which	is	why	understanding	when	it’s	time	to	call	it	quits	on	a	lead	is	critical,	especially	when	everything	is	about	ROI	and	efficiency.	Interviewers
ask	this	question	to	test	if	you	know	how	to	make	this	call	and	pivot	to	hotter	prospects.		They’re	also	testing	your	persistence.	What	the	interviewer	is	actually	asking	is	“Have	you	got	the	savvy	to	make	strategic	moves,	drive	results,	and	keep	the	pipeline	flowing	with	real	opportunities,	not	dead	ends?”	but	also	“Are	you	motivated	enough	to	not	lose
lukewarm	leads?”	I	know	having	a	systematic	approach	to	evaluating	leads	is	crucial.	My	process	is	to	consider	factors	like	the	prospect’s	needs,	budget,	decision-making	process,	and	how	our	solution	aligns	with	their	goals.	If,	after	multiple	touchpoints	and	customized	outreach,	the	lead	is	unresponsive	or	clearly	indicates	that	our	solution	doesn’t
match	their	requirements,	I	may	decide	to	move	on.	However,	I	always	ensure	to	document	the	reasons	for	this	decision	and	occasionally	revisit	the	lead	if	circumstances	change,	or	new	solutions	become	available.	This	strategy	helps	me	focus	on	leads	with	higher	conversion	potential.	Tips	on	how	to	answer	Saying	you	follow	an	established	lead
qualification	(and	disqualification)	process,	such	as	the	BANT	(budget,	authority,	need,	timing)	framework	will	score	you	a	lot	of	brownie	points	with	the	interviewer.	Discuss	the	principles	you	follow	and	make	it	clear	that	even	though	you	know	when	to	walk	away	gracefully,	you	still	keep	the	lines	of	communication	open	to	avoid	wasting	any
potential	sales	opportunity.	Sales	Interview	Questions	for	Candidates	with	Little	or	No	Experience	When	you’re	applying	for	an	entry-level	sales	position,	you’ll	get	a	few	curveball	questions	designed	to	test	your	sales	instincts.		To	make	sure	you	don’t	drop	the	ball,	here’s	a	roundup	of	typical	sales	interview	questions	for	candidates	with	little	or	no
experience	in	the	field.	Pro	tip:	Don’t	freak	out.	If	you	have	little	to	no	experience	in	sales,	the	interviewers	won’t	keep	on	asking	about	your	results.	What	they	will	do	is	try	and	check	your	drive	and	see	if	you	have	the	typical	characteristics	of	a	salesperson.	Can	you	tell	me	why	you’re	interested	in	a	sales	career?	Why	they	ask	it	Sales	is	not	for	the
faint	of	heart,	and	the	interviewer	wants	to	check	if	a	sales	rep	career	is	just	a	detour	while	you’re	trying	to	find	yourself	or	if	you’re	there	to	stay.	They	want	a	candidate	who’s	ready	to	commit	to	this	new	career	path	and	wants	to	learn	and	grow	despite	roadblocks.	Throughout	my	career	as	a	customer	support	rep,	I’ve	always	been	drawn	to	the
interpersonal	aspects	of	the	job.	I	like	connecting	with	others	and	solving	problems	while	putting	my	active	listening	skills	to	good	use.	What	attracts	me	to	sales,	particularly	in	a	B2B	setting,	is	the	chance	to	take	my	people	skills	to	the	next	level.	Instead	of	just	solving	immediate	issues,	I	want	to	be	involved	in	proactively	identifying	solutions	that
align	with	a	client’s	overall	business	strategy	and	goals.	My	previous	job	required	a	great	deal	of	empathy	and	the	ability	to	translate	complex	information	into	easy-to-understand	terms,	which	I	believe	is	crucial	for	selling	B2B	solutions.	Tips	on	how	to	answer	Be	genuine.	Trust	us,	if	you’re	not	really	passionate	about	sales,	the	interviewer	will	be	able
to	tell.	Highlight	transferable	skills	(from	school	or	past	experiences)	and	tie	them	in	with	what’s	relevant	to	the	company,	potential	role,	and	industry.	How	do	you	handle	rejection?	Why	they	ask	it	Resilience,	persistence,	and	flexibility	are	some	of	the	most	valued	traits	in	a	salesperson.	The	interviewer	wants	to	know	if	you	have	what	it	takes	to	be	a
great	sales	professional	who	sees	opportunities	in	a	“No”.	Another	reason	is	to	check	how	you	respond	to	criticism	and	how	receptive	you	are	to	feedback.	I	may	not	have	sales	experience,	but	I’ve	certainly	had	my	fair	share	of	rejection	and	criticism.	During	my	time	at	college,	I	was	part	of	a	student-led	initiative	to	raise	funds	for	a	local	charity	event.



One	of	my	responsibilities	was	reaching	out	to	potential	sponsors	and	donors	to	get	their	support.	However,	not	all	of	my	interactions	resulted	in	a	positive	outcome.	Instead	of	letting	that	get	to	me,	I	reached	out	to	those	sponsors	again,	asking	if	they	would	be	open	to	sharing	any	insights	on	how	I	could	improve	my	pitch.	They	appreciated	my
proactive	approach	and	provided	tips,	which	I	adopted	for	my	future	pitches.	This	experience	taught	me	that	being	rejected	doesn’t	have	to	do	with	my	abilities,	and	that	I	should	see	it	as	an	opportunity	for	growth.	I	learned	to	listen	to	feedback,	adapt	my	strategies,	and	stay	positive	throughout	the	process.	Tips	on	how	to	answer	Relate	your	answer
to	your	past	experiences	like	school,	volunteer	work,	and	previous	jobs.	Rejection	is	universal,	it’s	not	just	a	sales	thing.	Highlight	what	you	learned	from	those	instances	of	rejection	and	how	you	turned	them	into	new	chances.	Emphasize	your	positive	outlook	(your	ability	to	remain	optimistic	and	driven	is	a	big	plus).	Don’t	use	examples	from	your
personal	life.	If	you	don’t	have	work	experience,	use	an	example	from	school.	What	do	you	believe	makes	a	successful	salesperson?	Why	they	ask	it	The	purpose	of	this	question	is	to	test	your	understanding	of	your	future	role	and	the	key	qualities	that	contribute	to	success.	The	interviewer	wants	to	ensure	you’re	on	the	same	page	about	what	a	top
performer	is,	since	you	have	no	previous	experience	in	sales.	Although	my	background	doesn’t	include	direct	sales	experience,	I	recognize	that	a	successful	salesperson	must	understand	their	prospects	by	actively	listening	and	asking	meaningful	questions.	The	goal	is	not	merely	to	sell	a	product,	but	to	provide	an	effective	solution	and	help
customers.	Apart	from	hitting	quota,	customer	satisfaction	is	another	metric	that	distinguishes	between	a	mediocre	and	a	great	salesperson.	The	focus	should	be	on	relationship-building,	demonstrating	commitment,	as	well	as	always	learning	and	adapting	to	the	evolving	market	and	customer	demands.		Tips	on	how	to	answer	Mention	what	you’ve
learned	about	the	role	from	the	job	description.	Translate	the	requirements	into	skills	and	character	traits	to	show	you	understand	what	success	would	be	for	someone	in	your	future	position.	Don’t	ignore	your	lack	of	experience,	but	insist	on	the	universal	qualities	that	define	success.	Can	you	describe	a	situation	where	you	persuaded	someone	to	see
things	your	way?	Why	they	ask	it	This	is	a	twist	on	the	well-known	“sell	me	this	pen”	trope,	which	is	a	sales	interview	question	staple.	Your	ability	to	negotiate	and	persuade	can	give	the	interviewer	a	good	idea	about	your	communication	skills.	The	answer	you	give	can	shed	light	on	how	you	would	overcome	objections	and	deal	with	disagreements.
During	my	time	in	college,	I	found	myself	in	a	situation	where	I	was	at	odds	with	another	student	over	a	critical	campus	project	decision.	We	were	project	co-leaders	in	the	middle	of	organizing	a	Sustainability	Fair	on	campus.	We	both	had	strong,	opposing	opinions	on	how	the	timeline	of	the	fair	should	be	organized,	and	tensions	rose	to	the	point
where	it	was	affecting	the	entire	team’s	productivity.	I	scheduled	a	meeting	to	understand	her	concerns,	and	made	sure	I	was	actively	listening	and	trying	to	understand	her	point	of	view.	I	then	presented	my	research	and	reasoning	in	a	calm,	clear	and	organized	manner,	using	data	from	other	campuses.	Through	open	discussion	and	presenting	an
evidence-based	argument,	I	was	able	to	persuade	my	teammates	to	organize	the	schedule	the	way	I	initially	wanted	it.	This	experience	taught	me	the	importance	of	effective	communication	and	the	value	of	teamwork.		Tips	on	how	to	answer	For	this	answer	to	work,	you	need	to	pick	a	relevant	example	that	will	clearly	demonstrate	your	persuasion
skills.	Show	that	you	respect	other	people’s	emotions,	beliefs,	values,	and	concerns.	How	do	you	stay	motivated?	Why	they	ask	it	Sales	takes	a	toll.	It’s	like	running	a	steeplechase	—	trying	to	close	a	customer	before	your	competitor	does,	and	facing	hurdles	and	challenges	on	a	daily	basis.	So,	it’s	easy	to	lose	your	mojo	and	give	up.	Interviewers	want
to	know	what	keeps	you	grinding	even	when	times	are	tough.	I	have	a	vision	board	at	my	desk,	showcasing	my	goals,	past	achievements,	and	motivational	quotes.	Whenever	I	feel	overwhelmed,	a	glance	at	this	board	refocuses	and	re-energizes	me.	Setting	up	a	self-reward	system	is	another	tactic	that	pushes	me	forward.	For	every	significant
achievement	or	milestone	reached,	I	treat	myself	with	a	nice	meal	or	a	concert	ticket.	I	also	studied	signs	of	burnout	and	know	how	to	recognize	them	if	it	ever	happens.	Tips	on	how	to	answer	Provide	concrete	examples	of	personal	strategies	and	external	motivators.	Focus	on	practical,	day-to-day	tactics	rather	than	abstract	concepts.	Avoid	bringing
up	any	negative	motivation	factors	(fear	of	failure,	pressure	from	others,	or	money)	as	the	sole	driving	force.	How	would	you	handle	a	situation	where	a	customer	wasn’t	initially	interested	in	your	product?	Why	they	ask	it	This	is	to	test	how	you	overcome	objections	and	how	effectively	you	can	turn	the	situation	around.	In	sales,	the	ability	to	handle
objections	is	fundamental,	so	the	interviewer	wants	to	hear	about	your	strategic	thinking,	problem-solving,	persuasion,	and	determination.	If	I	were	in	a	situation	where	a	customer	wasn’t	interested	in	leather	shoes,	my	approach	would	center	around	understanding	their	reasons,	concerns,	and	also	reinforcing	the	value	our	leather	shoes	can	offer.	As
I	speak	with	the	customer	about	their	favorite	shoe	type	and	style	preferences,	I	would	listen	actively	to	understand	what	their	exact	objections	are	and	tailor	my	response.	For	instance,	if	the	lack	of	interest	is	because	the	customer	is	no	longer	buying	leather	goods	because	of	sustainability	reasons,	I	would	take	the	opportunity	to	emphasize	that	our
leather	is	ethically	sourced	and	that	the	company	is	aligned	with	today’s	conscious	consumer	values.	My	approach	would	be	customer	centered	and	warm.	I	would	educate	them	on	the	benefits	of	genuine	leather	compared	to	synthetic	options,	and	then	let	them	browse	at	their	own	pace.	I	will	stick	around	to	offer	assistance	when	they	are	ready.	Tips
on	how	to	answer	Mention	soft	skills	like	empathy	and	active	listening.	Show	how	you’d	adapt	your	approach	based	on	customer’s	reactions.	Aim	for	a	balance	of	determination	and	understanding.	What	research	have	you	done	about	our	products	and	services?	Why	they	ask	it	Researching	potential	customers	and	learning	about	their	needs,
preferences,	and	pain	points	is	the	cornerstone	of	every	successful	deal.	The	same	applies	to	landing	a	sales	job,	so	the	idea	behind	this	question	is	to	determine	if	you	did	your	due	diligence.		For	inexperienced	candidates,	the	focus	is	not	necessarily	on	the	depth	of	understanding,	but	rather	on	the	initiative	taken	to	familiarize	yourself	with	the
company.	I	began	by	exploring	your	company’s	website	in	detail,	especially	your	products	section	and	client	testimonials.	What	impressed	me	the	most	is	that	your	brand	is	eco-conscious	and	cruelty-free,	as	I	personally	use	only	cosmetics	not	tested	on	animals.	The	next	step	was	checking	your	company	out	on	LinkedIn	and	Twitter,	and	going	through
the	content	you’ve	shared	there.	I	noticed	your	summer	eye-shade	palette	is	a	tremendous	hit.	I	also	looked	into	a	few	of	your	competitors,	and	I	must	say	that	your	insistence	on	locally	and	ethically	sourced	ingredients	sets	you	apart.	Tips	on	how	to	answer	Show	interest.	Even	without	professional	experience,	showing	you	made	an	effort	to
understand	the	company’s	products	or	services	will	help	you.	Highlight	methods	or	sources	you	used	to	gather	information.	Include	actual	examples	of	what	made	you	even	more	interested	in	the	company	and	why	you	think	you	share	the	same	values	and	beliefs.	If	selected,	how	would	you	learn	about	the	products	or	services	that	we	sell?	Why	they
ask	it	They	want	to	know	if	you	can	get	to	know	the	product	range	quickly	and	effectively.	They’re	also	looking	to	see	if	you	have	a	plan	or	strategy	for	the	best	and	most	efficient	ways	of	learning	the	ropes	of	a	new	position.	First,	I’d	review	the	training	materials	and	manuals	you	provide	and	focus	on	the	features,	benefits,	and	specifications.	I	usually
take	notes	and	ask	questions	if	I	have	any	doubts	or	concerns.	Then,	I’d	move	on	to	research	the	competition	and	understand	how	your	products	stand	out,	what	particular	pain	points	they	cater	to,	and	what	value	they	offer	to	your	customers.	Finally,	I	plan	on	shadowing	or	observing	some	of	the	experienced	salespeople	on	the	team	and	learning	from
their	best	practices,	techniques,	and	tips.	Tips	on	how	to	answer	Show	how	you	don’t	need	hand-holding.	Show	you’re	capable	of	figuring	things	out	on	your	own.	Tell	me	about	a	time	you	had	to	meet	a	challenging	deadline	Why	they	ask	it	Great	salespeople	thrive	under	pressure,	and	meeting	tight	deadlines	is	their	second	nature.	So,	the	interviewer
wants	to	know	you	won’t	fall	apart	in	critical	situations	and	underperform	due	to	stress	or	long	hours.	They’re	looking	for	a	candidate	with	proven	time-management	skills	and	the	ability	to	prioritize	tasks.	Your	answer	should	reflect	that.	During	my	final	year	in	college,	I	was	part	of	a	major	research	project.	Due	to	unforeseen	obstacles,	we	found
ourselves	falling	behind	the	schedule	only	a	week	before	the	deadline.	I	decided	to	organize	an	emergency	team	meeting	in	which	we	analyzed	the	situation,	identified	key	sections	of	the	paper	that	required	detailed	research	and	special	attention,	and	delegated	the	remaining	tasks	to	team	members	based	on	their	strengths.	I	volunteered	as	a	team
coordinator,	suggested	daily	check-ins	for	tracking	progress,	and	helped	others	overcome	some	technical	challenges.	Finally,	I	reached	out	to	our	professor,	informed	her	about	all	the	setbacks	we	suffered,	and	asked	her	to	review	our	first	draft.	Her	feedback	helped	us	refine	our	arguments,	and	we	ended	up	scoring	an	A.		Tips	on	how	to	answer
Impress	the	interviewer	by	showcasing	your	leadership	skills,	the	ability	to	work	around	unexpected	obstacles,	and	staying	calm	in	the	face	of	a	challenging	and	tight	deadline.	Don’t	be	vague	and	offer	as	many	details	as	possible	to	describe	the	gravity	of	the	situation	and	illustrate	how	you	overcame	it	with	your	creativity,	professionalism,	and
confidence.	How	would	you	build	relationships	with	potential	clients?	Why	they	ask	it	The	interviewer’s	task	is	to	assess	your	soft,	interpersonal	skills	and	understand	if	you	can	nurture	relationships	with	potential	customers.	When	I	was	in	college,	I	took	on	the	role	of	a	student	fundraiser	for	our	annual	alumni	giving	campaign.	Although	I	didn’t	have
formal	sales	training,	the	nature	of	fundraising	required	many	of	the	same	principles,	especially	building	genuine	relationships	with	constituents.	One	situation	that	stands	out	involved	an	alumnus	who	hadn’t	made	a	contribution	in	a	long	time.	My	predecessors	had	reached	out	to	him	multiple	times	over	the	years	with	no	success.	I	was	curious	about
this,	so	instead	of	leading	with	our	donation	pitch,	I	started	our	conversation	by	expressing	genuine	interest	in	his	college	memories	and	learning	about	his	experiences	post-graduation.	As	we	talked,	I	discovered	that	he	had	fond	memories	of	the	drama	club	he	was	a	part	of	during	his	time	at	the	college.	I	used	this	piece	of	information	for	subsequent
touchpoints	and	shared	updates	about	the	recent	achievements	of	the	drama	club	and	how	they	were	planning	to	expand	their	reach	with	more	performances	and	workshops.	I	also	shared	stories	of	current	students	who	were	benefiting	from	the	club.	Thanks	to	this,	he	has	become	one	of	our	regular	and	most	generous	donors.		Tips	on	how	to	answer
Don’t	simply	outline	theoretical	strategies	you	would	use	if	you	were	a	sales	rep.	Illustrate	your	points	and	demonstrate	that	you	understand	what	relationship-building	actually	means	by	providing	a	real-life	example	in	which	you	employed	active	listening	and	persistence	to	make	your	prospect	feel	valued.	Sales	Interview	Questions	for	Senior	or
Managerial	Roles	Senior	sales	positions	require	additional	skills	like	leadership,	strategic	thinking,	and	taking	responsibility,	and	the	sales	interviews	will	place	a	special	emphasis	on	those	types	of	questions.	Pro	tip:	Expect	to	talk	about	your	exceptional	track	record,	results,	and	achievements.	The	interviewers	will	want	to	know	if	you	can	manage
and	lead	teams.	At	least	one	question	will	center	around	a	scenario	to	test	your	problem-solving	skills	and	ability	to	make	informed	decisions	under	pressure,	while	taking	into	consideration	short	and	long-term	consequences.	Can	you	describe	your	management	style?	Why	they	ask	it	When	you	apply	for	a	managerial	role,	you’ll	be	at	the	helm	of	an
entire	sales	team,	meaning	you’ll	be	in	charge	of	leading,	motivating,	and	guiding	them.	And	you’ll	be	the	one	to	blame	in	case	they	consistently	fail	to	crush	their	numbers.	Another	reason	is	to	see	if	your	management	and	leadership	style	matches	the	company	culture.	My	management	style	is	based	on	three	core	values:	trust,	collaboration,	and
results.	I	encourage	my	team	to	always	share	their	issues	and	ideas	with	me.	Honesty	and	transparency	translate	to	a	positive	and	stimulating	work	environment.	Another	factor	I	double	down	on	is	working	together	and	learning	from	each	other.	Finally,	I	believe	that	the	best	results	stem	from	setting	clear	expectations	and	attainable	goals.	This
approach	has	helped	me	build	a	high-performing	sales	team	that	consistently	meets	or	exceeds	its	targets.	For	example,	in	my	previous	role	as	a	regional	sales	manager	at	ABC	Inc.,	I	led	a	team	of	15	sales	reps	who	increased	their	sales	revenue	by	25%	in	one	year.	I	also	improved	their	customer	satisfaction	ratings	by	10%	and	reduced	their	turnover
rate	by	5%.	If	someone	isn’t	meeting	their	goals,	I’m	quick	to	react	and	book	a	1:1	to	discuss	any	roadblocks,	and	come	up	with	ideas	on	how	to	overcome	them.	Tips	on	how	to	answer	Start	by	highlighting	your	core	values	and	principles,	but	don’t	overdo	it.	Be	realistic	and	don’t	oversell	yourself	because	the	employer	will	expect	you	to	deliver	on	your
promises.	Support	your	statements	by	providing	some	numbers	and	achievements.	How	would	you	handle	underperforming	sales	team	members?	Why	they	ask	it	Just	like	the	previous	question	on	the	list,	this	zinger	provides	a	peek	into	your	managerial	skills.	The	interviewer	will	try	to	figure	out	if	you	have	the	competencies	to	recognize,	diagnose,
and	solve	the	underperformance	issue	before	it	snowballs	into	squandered	business	opportunities,	missed	quota,	and	lost	revenue.	In	my	previous	role	as	a	sales	manager	at	RoboCat	Inc.,	I	had	a	sales	rep	who	was	consistently	missing	his	quota	by	20%.	I	didn’t	want	to	issue	an	official	warning	before	giving	him	a	pep	talk.	So,	I	conducted	a
performance	review	with	him	and	found	out	that	he	was	struggling	with	closing	deals	due	to	his	lack	of	negotiation	skills.	Together	with	him,	I	created	an	action	plan	that	involved	attending	a	negotiation	training	course,	shadowing	a	top	performer,	practicing	mock	negotiations,	and	increasing	his	quota	by	5%	each	month	until	he	reached	his	target.	I
coached	him	throughout	the	process	and	provided	him	with	feedback	on	his	performance.	After	six	months,	he	improved	his	negotiation	skills	significantly	and	increased	his	sales	revenue	by	15%.	He	also	received	positive	feedback	from	his	customers	on	his	service	quality.	Tips	on	how	to	answer	Show	your	human	side	and	problem-solving	skills.
Don’t	be	a	softie	—	you	still	have	to	hold	the	underperforming	sales	rep	accountable	and	insist	on	better	results.	Explain	your	action-oriented	approach	and	talk	about	the	steps	you	take	in	such	situations.	Provide	a	real-life	example.	How	do	you	forecast	sales?	What	methods	have	you	found	effective?	Why	they	ask	it	Making	informed	data-driven
decisions	is	what	makes	a	difference	between	striking	it	lucky	and	creating	a	Predictable	Revenue	formula.	That’s	why	you	have	to	know	your	KPIs,	metrics,	and	sales	forecasting	tactics.	In	my	previous	role	at	HappyEmail,	a	SaaS	company,	I	was	responsible	for	predicting	the	sales	of	our	newly	launched	product.	Given	that	it	was	a	novel	product,	I
didn’t	have	the	luxury	of	historical	data.	So,	I	used	a	mix	of	methods.	First,	I	talked	to	our	sales	team	who	were	on	the	field,	and	they	provided	feedback	on	customer	reactions	and	potential	objections.	This	qualitative	data	was	invaluable.	Then,	I	looked	at	indirect	competitors	and	analyzed	their	growth	curve	after	launching	similar	products.	By
analyzing	their	quarterly	reports	and	market	reactions,	I	established	a	baseline	for	our	potential	trajectory.	Finally,	I	used	a	sales	forecasting	tool	and	combined	all	these	insights	with	our	existing	sales	funnel	data.	We	predicted	a	20%	MoM	growth	for	the	first	six	months.	In	reality,	we	achieved	a	consistent	average	of	18%	MoM	growth,	which	I
consider	a	fairly	accurate	forecast	given	the	uncertainties	of	a	new	product.	Tips	on	how	to	answer	Include	real-life	examples.	They	add	authenticity	and	context	to	your	answer.	Be	specific	by	listing	all	the	steps	you	took	and	providing	numbers.	A	detailed	account	of	the	situation	will	showcase	your	savvy	and	analytical	thinking.	Explain	how	you
managed	to	get	your	forecast	right	despite	a	lack	of	data.	This	will	signal	to	the	interviewer	that	you’re	capable	of	rising	to	the	occasion.	How	do	you	maintain	relationships	with	high-profile	clients?	Why	they	ask	it	The	employer	wants	to	know	if	you	can	handle	high-stake	VIP	clients.	Since	such	big	clients	are	key	revenue	drivers,	the	employer	wants
sales	managers	who	will	secure	these	accounts	and	make	sure	they	stay.	At	SofTech	Solutions,	I	was	responsible	for	overseeing	the	development	and	delivery	of	customized	software	solutions	for	our	high-profile	clients.	My	primary	goal	was	to	ensure	the	software	solution	we	provided	was	not	just	up	to	the	mark	but	exceeded	their	expectations.	I
collaborated	closely	with	our	development	team,	ensuring	they	fully	understood	clients’	unique	needs.	I	organized	weekly	updates,	where	we	showcased	the	progress	and	gathered	feedback.	This	ensured	that	the	client	was	always	in	the	loop	and	any	changes	could	be	made	promptly.	When	one	of	our	biggest	clients	mentioned	an	upcoming	product
launch,	I	recognized	an	opportunity	to	offer	additional	support.	We	proactively	developed	an	add-on	feature	to	their	software	that	would	integrate	seamlessly	with	their	new	product,	thus	enhancing	its	value	proposition.	I	also	made	it	a	point	to	meet	with	them	in	person	at	least	once	a	quarter,	even	if	just	for	lunch	or	coffee.	These	consistent,
personalized	touchpoints,	combined	with	anticipating	their	needs,	ensured	that	we	maintained	not	only	a	professional	relationship	but	also	a	bond	of	trust.	Small	tokens	of	appreciation	such	as	holiday	cards	and	complimentary	gifts	also	count.	As	a	result,	they	increased	their	business	with	us	by	20%	in	the	subsequent	year,	and	we	received	several
referrals	through	their	endorsements.	Tips	on	how	to	answer	Insist	on	your	detail-oriented	approach	to	getting	to	know	important	clients	and	understanding	their	business	needs.	Emphasize	your	proactivity	and	willingness	to	go	above	and	beyond	to	delight	the	client	since	such	an	attitude	speaks	volumes	about	your	level	of	commitment	and
engagement.	Can	you	tell	us	about	your	experience	with	sales	training?	What	kind	of	sales	training	methodology	do	you	prefer?	Why	they	ask	it	As	a	senior	member	of	the	sales	team,	you’ll	be	expected	to	handle	the	onboarding	and	training	process	for	the	new	team	members.	The	interviewer	wants	to	know	how	fast	you	can	get	them	up	to	speed	and
which	methods	have	worked	so	far.	Over	the	last	4	years,	we’ve	been	fully	remote,	so	my	sales	training	methodology	has	changed	a	bit.	Shadowing	is	difficult	in	remote	organizations,	especially	when	doing	product	presentations	online.	Luckily,	I	worked	with	my	team	to	prepare	comprehensive	training	materials	for	the	new	hires.	Some	of	the
materials	we	have	are	the	industry	glossary,	role-play	exercises,	recorded	demos,	a	list	of	common	objections,	and	a	comprehensive	guide	to	our	sales	procedures,	policies,	and	tools.	The	new	hires	are	usually	given	a	week	or	two	to	go	over	the	materials,	after	which	we	have	a	series	of	calls	where	we	do	discussions	and	do	a	Q&A.	Once	they	are
ready,	they	do	product	presentation	simulations	in	front	of	the	entire	team.	After	a	month,	they	are	encouraged	to	do	their	first	demo.	Tips	on	how	to	answer	Explain	your	experience	with	organizing	sales	training	for	new	hires.	Mention	any	certifications	you	may	have.	Briefly	explain	your	sales	methodology	and	why	you	find	it	effective.	Tailor	your
response	to	the	company	you’re	interviewing	with.	What	performance	metrics	do	you	focus	on?	How	have	you	improved	these	metrics	in	the	past?	Why	they	ask	it	As	a	Sales	Manager	or	VP	of	Sales,	you’ll	need	to	track	some	metrics	to	know	how	individual	team	members	are	performing,	and	how	close	you	are	to	quota.	They	want	to	know	which	sales
metrics	you	consider	relevant	and	if	you	can	use	data	to	make	decisions.	In	my	last	company,	the	key	metrics	were	the	Expressed	Interest	to	Demo	ratio,	then	Demo	to	Customer	ratio.	We	also	tracked	things	like	Average	Deal	Size,	Churn,	AR,	and	NPS.	I’m	not	a	big	fan	of	activity	metrics	like	cold	calls	made,	emails	sent	or	meetings	booked,	but	I
believe	they’re	worth	tracking	as	well.	I’m	happy	to	say	that	our	Demo	to	Customer	ratio	improved	from	17%	to	48%	in	a	single	quarter	—	this	happened	when	we	introduced	an	automated	demo	for	leads	below	5K	in	deal	size.	Tips	on	how	to	answer	List	the	key	metrics	you	tracked	and	explain	why	each	of	them	mattered	for	the	team	and	the	entire
company.	Make	sure	to	provide	an	example	of	how	you	successfully	improved	one	of	these	metrics.	How	do	you	handle	a	top	performer	who	tends	to	violate	company	policies?	Why	they	ask	it	They	ask	this	question	to	see	if	you	would	turn	a	blind	eye	and	be	an	enabler	to	make	more	profit	and	boost	company	growth,	or	take	appropriate	action	and
sanction	the	employee.	It’s	basically	testing	where	your	priorities	lie.	It’s	also	a	test	of	your	commitment	to	upholding	company	values	and	your	ability	as	a	manager	to	balance	performance	and	ethics.	Depends	on	the	type	of	violation.	Of	course,	I	value	exceptional	performance,	but	I	also	firmly	believe	that	abiding	by	company	policies	and	values	is
crucial	for	maintaining	a	healthy	work	environment.	For	instance,	if	a	sales	rep	starts	giving	discounts	by	default	just	to	secure	a	sale	or	if	they	take	leads	from	other	sales	reps	—	that’s	something	I	would	handle	in	our	1:1.	If,	on	the	other	hand,	we’re	talking	about	a	breach	that	could	damage	the	company’s	reputation,	like	an	inflamed	post	on	social
media,	then	I	would	definitely	take	action.	Either	way,	I	would	first	make	sure	I	have	all	the	information	and	then	schedule	a	1:1	meeting	with	the	person	to	discuss	the	issue.	I	would	remind	them	how	important	company	policies	are	and	explain	the	potential	consequences.	If	the	behavior	persists,	I	would	certainly	escalate	the	matter	according	to
company	protocols.	Tips	on	how	to	answer	There	is	no	cookie-cutter	response	to	this	one.	Instead	of	blurting	out	your	answer	on	the	spot,	try	a	dose	of	diplomacy.	Keep	in	mind	that	the	question	tests	your	ethical	judgment,	consistency,	and	fairness	as	a	manager.	At	the	same	time,	you	don’t	want	to	come	across	as	too	rigid.	Additional	Tips	to	Stand
Out	in	a	Sales	Interview	Provide	specific	instances	from	past	experience	Avoid	vanilla	answers	and	boastful	statements	like	“I	was	the	best	BDR	in	my	last	team.”	Instead,	quantify	your	achievements	to	deliver	your	point	more	effectively	and	use	storytelling	to	provide	context	—	“I	came	up	with	a	sequence	of	cold	outreach	emails	which	had	a	78%
Open	Rate,	and	43%	Reply	Rate.	Out	of	those	replies,	I	ended	up	booking	23	product	demos	in	a	single	quarter,	resulting	in	$146,000	in	revenue.”	Use	the	STAR	method	We	already	explained	that	most	sales	rep	interview	questions	fall	into	the	behavioral	or	situational	category	(you	will	be	asked	to	give	examples	of	how	you’ve	demonstrated	specific
skills	or	qualities	in	the	past),	and	the	STAR	method	is	the	golden	standard	for	answering.	It’s	a	structured	approach	you	can	use	to	make	sure	your	answer	is	concise,	relevant,	and	well-organized.	STAR	stands	for	Situation,	Task,	Action,	and	Result,	where	you’ll	need	to	talk	about:	Situation:	start	by	describing	the	situation	or	context	to	give	the
interviewer	some	background	information.	Task:	describe	what	your	task	or	challenge	was	in	this	situation.	Action:	explain	what	you	did	to	deal	with	the	challenge,	how	you	solved	a	problem,	and	what	decisions	you	made.	Result:	share	the	outcome	of	your	actions,	note	any	quantifiable	improvements	or	results	of	your	actions,	and	what	you	learned
from	the	experience.	Show	a	positive,	can-do	attitude	A	positive	attitude	is	a	plus	in	any	career,	but	for	sales	roles,	it’s	a	requirement.	There	will	be	objections	and	rejections,	and	you	need	a	positive	outlook	on	life	if	you	want	to	bounce	back	quickly	and	keep	chasing	your	quota.	Another	thing	is	the	fast-paced	environment	and	the	nature	of	sales	roles.
The	interviewer	wants	to	see	a	positive	attitude	because	it	means	you’ll	have	the	enthusiasm	and	energy	to	deal	with	challenges	and	stay	motivated.	Practice	on	camera	You	should	be	aiming	for	spotless,	powerful	delivery	in	your	interview.	This	is	crucial	because	if	you’re	fumbling	around	in	an	interview,	the	interviewer	might	think	this	is	how	you’ll
be	when	presenting	the	product.	There	are	two	aspects	of	this	—	the	structure	and	contents	of	your	answer	and	the	general	demeanor	and	impression	you	make	on	the	interviewer.	Recording	yourself	on	camera	or	using	an	interview	preparation	tool	will	help	you:	Be	more	aware	of	your	body	language,	facial	expressions,	tone	of	voice,	and	overall
presentation.	Polish	up	your	presentation	skills	(Before	selling	a	product,	you	have	to	present	and	sell	yourself).	Identify	weaknesses	like	speaking	too	quickly	or	intense	hand	gestures.	Manage	your	time	better	and	learn	how	to	keep	your	answers	to	under	2	minutes.	This	is	what	this	looks	like	on	Big	Interview:	Under	Industries,	pick	Sales	to	get
custom	interview	questions	for	your	industry.	There	will	also	be	subsets	like	Account	Management,	General	Sales,	or	Manager.	Go	over	questions	and	record	your	answers.	Get	AI	feedback	on	12+	key	criteria	like	answer	relevance,	pace	of	speech,	power	words	or	filler	words.	Ask	stand-out	questions	All	the	salespeople	we	interviewed	for	this	article
agreed	on	one	thing	—	they	would	not	even	consider	you	for	the	role	unless	you	asked	a	lot	of	questions	at	the	end	of	your	interview.	Not	having	a	single	question	will	scream	passivity	and	lack	of	motivation.	If	your	interview	is	soon,	and	you	can’t	come	up	with	any	questions	to	ask,	we	picked	a	few	favorites:	What	does	your	tech	stack	look	like?	What
is	the	current	percentage	split	in	your	team	between	inbound	and	outbound	sourced	opportunities?	How	many	of	your	Sales	team	members	hit	quota	last	year?	Who	has	been	here	the	longest,	and	what	sets	them	apart?	Do	you	encourage	the	use	of	AI	in	your	sales	efforts?	Need	more	examples?	Check	out	this	article	with	40	best	questions	to	ask	at
the	end	of	the	interview.	Summary	of	the	main	points	And	now	a	TL;DR	of	how	to	have	a	successful	sales	interview	and	increase	your	chances	of	getting	the	job:	Cover	all	the	general	interview	questions	for	sales	reps.	They	may	differ	depending	on	your	role,	industry	and	seniority	level,	but	some	of	them	will	be	the	same.	If	you’re	new	to	Sales,	do
your	best	to	highlight	your	soft	skills	like	problem-solving,	negotiation,	persuasion,	motivation,	and	keep	a	positive	attitude	during	the	interview.	Practice	answering	questions	using	the	STAR	format.	Most	sales	questions	are	behavioral	or	situational,	and	you’ll	need	to	come	up	with	a	story	and	give	examples	in	your	answer.	Prepare	those	in	advance.
Practice	in	front	of	the	camera	or	use	an	interview	preparation	tool	to	iron	out	tiny	details	in	your	delivery	(all	those	umms,	pauses,	filler	words,	or	fidgety	energy	you	may	not	even	be	aware	of).	Prepare	a	list	of	3–5	questions	to	ask	at	the	end	of	the	interview.	___________________________	Practicing	for	your	next	sales	interview?	There	are	3	ways	we	can
help:	Learn	how	to	create	a	winning	Sales	Resume	(with	examples	for	various	roles	and	seniority	levels).	Get	step-by-step	interview	training	(rated	4.9	out	of	5.0	by	1M+	users)	Practice	selling	yourself	to	turn	more	interviews	into	offers.	FAQ	What	are	the	best	questions	to	ask	at	the	end	of	my	sales	interview?	Some	of	the	questions	you	can	ask	the
interviewer	at	the	end	of	the	interview	include:	How	do	you	measure	success	in	this	role?	What	sales	tools	and	technologies	will	I	be	using?	Are	there	any	challenges	the	sales	team	is	currently	facing,	and,	if	so,	what	are	they?	Are	there	any	growth	and	advancement	opportunities	in	this	role?	What’s	your	onboarding	plan	like?	How	to	answer	“Tell	me
about	yourself”	in	a	sales	job	interview?	“Tell	me	about	yourself”	is	an	ice-breaker	that	serves	as	an	intro	and	allows	the	interviewer	to	get	a	brief	walkthrough	of	your	life	and	career.	Start	by	summarizing	your	background	and	relevant	experience.	Then	focus	on	your	strengths	and	accomplishments	that	relate	to	the	sales	position	you’re	applying	for.
If	you	have	no	previous	experience,	focus	on	your	education	and	discuss	the	skills	and	abilities	that	make	you	a	great	choice	for	the	role.	Mention	hobbies	and	interests	to	show	off	your	personality.	Finally,	keep	your	answer	concise	and	focused,	without	going	into	too	much	detail	—	a	minute	or	two	will	do.	How	to	answer	sales	interview	questions	if	I
have	no	experience?	Draw	from	your	experiences	in	other	roles.	If	this	is	your	first	job,	talk	about	relatable	situations	you	encountered	in	college	or	during	an	internship	and	the	transferable	skills	you	acquired.	Don’t	forget	to	research	the	company	and	its	products	or	services	in	detail	so	that	you	can	have	enough	material	to	include	this	information	in
your	answers.	What	is	the	toughest	sales	interview	question?	How	to	answer	it?	One	of	the	toughest	to	answer	is	“Have	you	ever	had	a	manager	you	didn’t	like?	Why?”	This	question	is	a	test	of	professionalism,	emotional	intelligence,	and	your	ability	to	handle	challenging	interpersonal	dynamics.	Avoid	badmouthing	your	former	manager	and	stick	to
differences	in	work	styles.	Recap	what	you’ve	learned	from	this	experience	and	state	that	it	taught	you	to	adapt	to	working	with	different	personality	types.	How	to	nail	a	sales	interview?	Preparation	is	crucial	—	research	the	company,	prepare	specific	examples	showcasing	your	skills	and	strengths	in	action,	work	on	your	elevator	pitch,	and	think	of
great	questions	to	ask	the	interviewer.	Be	enthusiastic	and	show	your	interest	by	asking	what	the	next	steps	in	the	process	are.	What	strengths	should	I	list	during	a	sales	interview?	Mention	things	like	coachability,	organizational	skills,	empathy,	problem-solving,	business	communication,	adaptability,	persuasiveness,	self-motivation,	storytelling,
confidence,	curiosity,	and	a	goal-oriented	mindset.	What	transferable	skills	are	the	most	important	for	a	successful	salesperson?	Communication	skills,	because	you’ll	need	them	in	many	aspects	of	the	sales	job	(relationship	building,	product	demos,	presenting,	emailing	and	cold	calling).	Negotiation,	because	you’ll	need	to	negotiate	pricing,	contracts,
terms	and	freebies.	Problem-solving	and	resourcefulness	(there	are	objections	to	overcome,	and	you’ll	need	to	think	on	your	feet).	Time	management	and	working	under	pressure,	because	it’s	common	for	people	in	sales	roles	to	balance	multiple	clients,	leads,	and	administrative	tasks.


