TOUGH SCREENING QUESTIONS
1. Put the following in order of importance to a sales rep:

_______Organization Skills

_______Work Ethic

_______Sales Skills

_______Relationship Building

_______Paper Work

2. Give an example where you felt you showed exemplary work ethic?

3. How has your organizational ability kept you out of trouble?  

Explain.  Example

4. Give me a difficult/technical/confusing product you have sold and what you did learn what you needed to know to sell it.  Example of a sale.

5. Most Difficult Sale

6. 3 most successful sales and what you did to make them happen.

7. Three words to describe yourself.

8. What steps would you take to learn this industry?

9. Give me an example of an order you received where you feel that the fact you just “didn’t give up” got you the deal.

10. How important is tenacity in sales and when do you draw the line and back off?

11. At your current job or previous job, tell me a time where you showed great initiative to accomplish something within the organization for the sale.

12. We are not the lowest priced product in some cases our competition beats us price-wise by 20+ percent. How do you overcome this differential and how do you recognize if the customer doesn’t want to you tell you that.

13. Why do you work so hard?

14. What keeps you up at night?

15. When there is a sales slump, what do you do to keep yourself going again?

