
W
hy Sales?

W
hy do you w

ant to sell this product?

W
hat do you know

 about our custom
ers?

W
hat do you know

 about our com
petitors?

W
hen w

as the last tim
e you w

ere really stressed out? H
ow

 did you deal w
ith it?

W
hen w

as the last tim
e you took a big risk and it didn’t pan out?

W
hen w

as the last tim
e you lost a deal?

W
hen w

as the last tim
e you w

on a deal?

W
hat w

as the last sales tactic that you learned?

H
ow

 do you think this interview
 is going so far?

Total Score

C
onduct m

ore effective sales interview
s 

and assess if a candidate is a good fit for 
your organization w

ith this handy sales 
m

atrix.


The first 10 interview
 questions test 

candidates' ability and m
otivation to sell. 


N
ext to each of the first 10 questions, 

score each candidate's answ
er from

 1-10 
and add up the total score.


Q
uestions 11 and 12 m

easure the 
candidate's cultural fit and can be 
answ

ered w
ith "yes" or "no". If a 

candidate receives "no" for either 
question, avoid hiring them

. 
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Interview
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Interview

 Q
uestions

Post-Interview
 Q

uestions

C
andidate 1

C
andidate 2

C
andidate 3

D
o I like this person?

W
ould I buy from

 this person?
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