
Com pet ency: Sit uat ional Fluency| Sk il l : Sit uat ional Know ledge

Quest ions

Com pet ency Level (Please circle a rat ing below)

Has a thorough knowledge of their buyers industry, trends, problems, and desired results. They are acutely aware of a 
buyers circumstances, while also understanding what biases lead that buyer to make certain decisions. When they don't 
have the necessary information they are eager to quickly learn and adjust accordingly. 

1. What was the last book you read or training class you attended and what were the top two or three key takeaways?

Follow up: Please provide a specific example of how you incorporated those key learning's into your present role?

2. Tell me about the competitive landscape in your industry? 

Follow up: From an economic and competitive perspective what trends are you seeing emerge in your industry?

How do you keep up with the evolution of your industry and the competitive landscape? How do these trends impact your 
strategy?

3.How does our technology apply to the current industry you work in?

Follow up: What concerns would you see our company solving within your industry?

3. What steps do you find most crucial when meeting with a new client? Why?

Follow up: How do you leverage that information once you are with the client?

1 2 3 4 5 6 7 8 9

Low         Medium         High

Inef fect ive Behavior Prof icient  Behavior Advanced Behavior

Is able to speak the the market and how it 
impacts their customers. Conducts basic 
research about the client prior to a meeting. Is 
able to recall a learning situation but not 
directly tie it to impactful change behaviors at 
work. 

Understands and leverages market 
conditions to advance sales process and 
relationships. Also understands how trends, 
competitive landscape, or other market 
forces impact prospects goals, challenges 
and needs. Continually strives to find 
situations that will increase their knowledge 
and apply it to their selling relationships. 

Was unable to generate any market 
knowledge or was vague. Was unable 
to recall an applicable learning 
situation that they applied to work. 
Did not display any knowledge or data 
on the competitive landscape of 
his/her industry. Takes no steps to 
understand a clients functional bias 
prior to joining a meeting. 



Com pet ency: Sit uat ional Fluency| Sk il l : Em ot ional Int ell igence 

Quest ions

Is capable of assessing and controlling their own emotions as well as others. They have a thorough understanding of 
themselves and the situations that make them act in a way that doesn't serve them professionally. Lack of EQ results in 
an inability to think and react effectively during a selling situation. 

1. Have you ever found yourself in a competitive situation professionally? 

Follow up: How did you handle it? Would you have done anything different?

2. What makes you angry at work?

Follow up: What do you do when you encounter these types of situations at work?

3. We all make mistakes we wish we could take back. Tell me about a time you wish you'd handled a situation differently 
with a colleague. 

Follow up: At what point did you realize you mishandled the situation? How did you make it right? What would you do 
differently now?

4. Can you tell me about a conflict at work that made you feel frustrated?

Follow up: How did you handle that frustration? Do you feel like you handled the situation well? What would you do 
differently?

Com pet ency Level (Please circle a rat ing below)

1 2 3 4 5 6 7 8 9

Low         Medium         High

Inef fect ive Behavior Prof icient  Behavior Advanced Behavior

Effectively handles moments that don't go as 
planned. 

Takes full responsibility for their actions.

Is able to step into the others persons shoes 
and really understands what they may be 
thinking. 

Bounces back from an issue without getting 
defensive, bitter, or resentful. 

Candidate copes well with pet peeves and 
sees them as a growth experience. 

Exhibits harsh self-judgment or 
resorting to outward frustration.

Shirks the bulk of the blame on other 
parties or unfortunate circumstances.

Reacts insensitively and 
unprofessionally to the source of their 
anger.



Com pet ency: Coachable| Sk il l : Self  Regard

Quest ions

Displays a sense of inner confidence of the ability to assess their own strengths and weaknesses while also displaying 
resilience and grit. 

1. Tell me about a time you received negative feedback from your boss. 

Follow up: How did that make you feel? What were your actions based on that feedback?

2. Tell me about a hobby you like to do outside of work. Can you teach me about it as if I am completely new to the hobby?

Follow Up: Force them to re-explain and change their communication style to suit your clear lack of understanding. 

3. What type of things would we need to coach you on if you worked here?

Follow Up: What skills or expertise do you feel like you're still missing? What steps do you take to fill a knowledge gap such 
as the ones you just mentioned?

4. There are certain parts of our roles that we don't like. When you think about your role (or sales) what are the top three 
activities or tasks you dislike the most?

Follow up: Usually those tasks are a necessary evil to successfully performing your job. How did you motivate yourself to 
do those things and perform at a high level?

Com pet ency Level (Please circle a rat ing below)

1 2 3 4 5 6 7 8 9

Low         Medium         High

Inef fect ive Behavior Prof icient  Behavior Advanced Behavior

Specifically describes the feelings they 
experience upon receiving feedback without 
glossing over the emotional impact of the 
situation. 

Remains patient and calm through your 
questioning (hobby). 

Is eager to seek out advice and asks for 
feedback. 

Shows an empathetic understanding of the 
mangers point of view. 

Prompts you with questions such as "is this 
making sense?" throughout teaching 
experience. 

Transparent about knowledge gaps while 
also clear on how to fill them. 

Uses vague emotional language such as, "I 
felt bad"."

Sees setbacks as wholly undeserved.

Doesn't attempt to understand others 
point of view.

Gets easily flustered during questioning

Talks about an old skill gap rather than a 
new one. 



Com pet ency: Coachable| Sk il l : Collaborat ion

Quest ions

Has the ability to work with clients and their team to create or enhance solutions in the spirit of openness and 
transparency. They consistently demonstrate that they act with the client and the teams best interest in mind. 

1. Describe a situation where business priorities changed and you had to work with others to carry out the shifted goals?

Follow up: What role did you take in the process? What role did others take? How did you work as a team to manage the 
priority shift?

2. What have you found to be the difficult part of being a member, not a leader, of a team?

Follow up: How do you handle this? 

3. What, in your opinion, are the key ingredients in guiding and maintaining a successful business relationships? Give me 
an example of how you have made these work for you. 

4. Have you ever sought feedback from a customer after working with them?

Follow up: How did that interaction go? Was the feedback helpful, if so why? What actions did you take after the 
feedback?

5. Working with a team means you must incorporate and share many ideas. Tell me about a time when you had a great 
idea, but no one else in the group supported your plan.

Follow up: Looking back what could you have done differently? In the final outcome did they adopt your plan? If yes, 
what was the key to winning them over and changing their minds? If no, what could you have done differently to create a 
more desired outcome?

Com pet ency Level (Please circle a rat ing below)

1 2 3 4 5 6 7 8 9

Low         Medium         High

Inef fect ive Behavior Prof icient  Behavior Advanced Behavior

Exhibits patience with others in their response. 

If uncomfortable with a team situation makes 
an effort to understand the why behind the 
changes being made. 

Frequently seeks out feedback front others 
including those where hearing feedback 
might be hard, like a customer. 

Sees teamwork and feedback as crucial 
parts of forming successful business 
relationships. 

Is uncomfortable with change and 
makes no effort to understand the 
why behind a change. 

Candidate puts litt le to no emphasis 
on impact other team members have 
in each situation. 



Com pet ency: Teaching for  Dif ferent iat ion| Sk il l : Dr ives 2 Way Com m unicat ion

Quest ions

Clearly articulates ideas and objectives, and can engage someone in jointly addressing priorities. Positions a concept in a 
way that brings an individual or group closer to a disruptive idea. Preempts and anticipates negative reactions, and shows 
poise and self-control when such ideas are questioned. 

1. Tell me a time when you had two friends or colleagues in disagreement with each other, and the success of your business 
or personal relationship depended on mediating the disagreement. 

Follow up: What role did you take in this situation?  How did you uncover the disagreement?  What steps did you take to 
mediate the disagreement?

2. Tell me a time you were involved in a project where someone was initially dismissive of how you were approaching the 
project. 

Follow up: Why were they dismissive? How did your approach run counter to what they believe? Were you able to change their 
thinking? If so how?

3. Tell me about a time you "inherited an account or a customer."

Follow up: What steps did you take to establish rapport with them? How did you work to better understand their concerns and 
provide a solution? What did you do to gain their trust?
4. Sometimes we have to conduct meetings with multiple stakeholders; tell me about a meeting that you presided over that 
had multiple players in the room. 

Follow up: What challenged you the most about that dynamic? How do you navigate and control the interest level of each 
individual in the room when they all have different agendas and priorities?

Com pet ency Level (Please circle a rat ing below)

1 2 3 4 5 6 7 8 9

Low         Medium         High

Inef fect ive Behavior Prof icient  Behavior Advanced Behavior

Is able to gather and absorb new information 
quickly and apply that newly learned 
information to the situation. 

Made an effort to understand each party.

Engaged in dialogue and constructively 
created tension without giving in to either 
side. 

Is able to understand multiple viewpoints 
and creatively incorporate them into a 
solution. 

Find ways to creatively engage people who 
are disengaged and skeptical . 

Candidate quickly turned to their own 
assumptions or beliefs in each situation 
without taking time to engage in 
dialogue. 

Prematurely sides with a viewpoint.

Candidate speaks for prolonged 
periods of time throughout the 
interview. 

 



Com pet ency: Teaching for  Dif ferent iat ion| Sk il l : Of fers Unique Perspect ive

Quest ions

Reframes and challenges the way others view their world. Is willing to speak out and shows passion in taking a position 
or defending an idea that different from currently accepted thinking. Sees value in promoting unique and disruptive 
ideas. Presents viewpoints that have been thought through, are supported by reliable information, or reflects the results 
of personal research. 

1. Tell me about a time when you came up with a counterintuitive idea that you believed would benefit your organization or 
employer, but was "out of the box" compared to normal practice. 

Follow up: What were the circumstances? How did you come up with this "out of the box" idea? How did you present and 
support it? What was the results? Did you use any research to back up your idea? Is so, what type of research and data did 
you use?

2. Tell me about an assignment where you decided the approach being followed was wrong and you needed to speak up. 

Follow up: What was the issue? How did you come to the conclusion that the approach was wrong? What led you to create an 
alternative? How did you present and defend your position? What was the result? What were the roadblocks you faced in 
convincing other people?

3. Give me an example of when someone brought you a new idea that was odd or unusual.

Follow up: How did you react to this new idea? Why did you react that way? What encourages you to accept new and unusual 
ideas? Do you think other people are the same way?

4. Tell me about a time when you challenged a customers point of view.

Follow up: Why did you do it? How did it go? Looking back would you do it again? Was the customer convinced and if so why?

Com pet ency Level (Please circle a rat ing below)

1 2 3 4 5 6 7 8 9

Low         Medium         High

Inef fect ive Behavior Prof icient  Behavior Advanced Behavior

Weight ideas by their value to solving a 
problem, rather than their acceptability to 
others. 

Delivers convincing insights when trying to 
bolster support for unique ideas. 

Is able to provide a unique and contrarian 
point of view, while showing ability to 
empathize with others' viewpoints.

Is willing to stand by a counterintuitive idea; 
shows passion and conviction for ideas that 
they believe in. 

Creates "a-ha" moments by identifying 
previously overlooked or unrecognized 
concepts 

Candidate shows comfort with 
long-standing, widely accepted ideas.

Candidate concedes to a common 
viewpoint to gain consensus

Candidate does not challenge the 
status quo or if they do don't do it in a 
way that drives change. 



Com pet ency: Sales/  Business Acum en| Sk il l : Facil i t at ing and Present ing

Quest ions

Presenting solutions engagingly and confidently to individuals and customer groups while also aligning diverse 
stakeholder interest and goals to aid in consensus building. 

1. When have you had to present to a group of people with litt le or no preparation? 

Follow up: What obstacles did you face? How did you handle them? Did it go well, why or why not?

2. Walk me through a typical client presentation. 

Follow up: What steps do you take to prepare? How do you start and end the meeting? What important facts are you 
hoping to get across? 

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

Follow up: How did you prepare? What steps did you take to make sure they all understood the idea? What made this 
challenging? How did you react to push back from competing views in the room? Do you think you did a good job 
acknowledging all the views in the room, why or why not?

Com pet ency Level (Please circle a rat ing below)

1 2 3 4 5 6 7 8 9

Low         Medium         High

Inef fect ive Behavior Prof icient  Behavior Advanced Behavior
Can communicate a single message in different 
ways depending on particular viewpoints.

Encourages stakeholders to voice concerns, 
goals, and priorities throughout a presentation.

Takes time to prepare prior to a meeting, and 
facilitates a discussion rather than a one way 
presentation. 

Kept you engaged throughout response. 

Adapts to others' reactions to information 
and modifies in the moment. 

Is able to able to articulate the rationale 
behind others' viewpoints.

Tailors communications to multiple people 
at the same time with successful output. 

Sparked engagement and excitement when 
you heard candidates response. 

Unorganized and unprepared prior to 
meetings and presentations.

No clear organizational structure or flow 
as they describe the story to you. 

Generalizes or dilutes an idea in order to 
make the idea broadly applicable.

Communicates in overly specific terms to 
the extent where the key message is lost. 



Com pet ency: Sales/  Business Acum en| Sk il l : Dr ives Mom ent um

Quest ions

Proactively advances decision making processes and clearly articulates next steps without rushing. 

1. Tell me about a time when you were tasked to achieve something that was initially very difficult to know where to start. 

Follow up: What steps did you take to identify the key drivers of that achievement? How did you approach this task or job? 
How did you make progress against this task? Was anyone else involved? How did you work with them to complete this task?

2. What is the most difficult decision you've ever had to get someone else to make?

Follow up: What brought up this situation? What steps did you take to move the person towards a decision? What was the 
result?

3.  Tell me about a time you were working with your customer to achieve a goal but something went wrong, causing you to 
reevaluate your progress.

Follow up: What went wrong? What action steps did you take to backtrack, or move forward in achieving your goal? Was the 
ultimate outcome different from the original goal? What could you have done differently to avoid the delay?

4. Tell me about a time where you advised someone who was excited about achieving a particular goal, but not fully 
committed or knowledgeable on how to carry out next steps to execute a plan. 

Follow up: What tactics did you use to steer the person in the right direct? What potential barriers did you see to achieving 
the goal? 

Com pet ency Level (Please circle a rat ing below)

1 2 3 4 5 6 7 8 9

Low         Medium         High

Inef fect ive Behavior Prof icient  Behavior Advanced Behavior

Worked with other resources to increase 
momentum of decision making process. 

Collaborates with others involved to determine 
next steps.

Recognizes early warning signs when outcomes 
are at risk . 

Can identify all parts of a possible outcome 
and prioritize them accordingly. 

Is able to detect a new or unrealized 
opportunity when faced with challenges or 
a different terrain. 

Is able to mobilize a decision by driving 
urgency and articulating "why now"

Builds confidence in others to take next 
steps towards an outcome. 

Only uses past personal experiences to 
take action, instead of incorporating new 
and more relevant information. 

Sticks to original plan without assessing 
new risk that may derail the desired 
outcome. Avoids tension at all costs. 

Takes objections at face value, fails to 
understand underlying barriers to an 
outcome. 

Doesn't attempt to understand motivations 
driving a decision. 



Com pet ency: Sales/  Business Acum en| Sk il l : Closing Com plex Sales

Quest ions

Guides the customer through a complex purchase while facilitating consensus among a diverse set of stakeholders. This 
includes making timely decisions, dealing with objections, and negotiating final price and conditions of the sale. 

1. How do you prioritize projects and tasks when scheduling your time?

Follow up: Give me some real life examples. How do you help customers prioritize their projects and goals

2. Describe a time when you had to interact with a difficult client while working towards an end goal. 

Follow up: What was the situation? How did you handle it? What was the outcome? How did you manage the client?

3. What 's the largest account you've won for your company? What did you do to win the client over throughout the sales 
process?

Follow up: Were there any roadblocks and if so how did you overcome them?  

4. Have you ever asked a prospect who didn't buy from you to explain why you lost the deal?

Follow up: What did they say? What did you learn from the experience?

5.  I fully understand that closing the deal is the end game... tell me about a time when you may have oversold your products 
or services capabilit ies to get the deal?

Com pet ency Level (Please circle a rat ing below)

1 2 3 4 5 6 7 8 9

Low         Medium         High

Inef fect ive Behavior Prof icient  Behavior Advanced Behavior

Responds to customer when self interests are 
in jeopardy. Will notify appropriate resources 
but then exits the issues off of their plate. 

Gravitates towards the safe and easy.

Unnecessarily asks for permission or validation 
from others prior to taking any action. 

Works hard to do what is best for the client 
and is an advocate for the client. Takes 
appropriate risks throughout the cycle to 
move a deal forward. Owns the end results.

Isn't afraid to create positive tension with 
the client.  

Is not able align products/ services to 
meet unique business objectives. 

Waits for the client to tell them what 
next steps are. Only takes action when 
told. 

Does not see opportunities for 
progress in their environment. 



Com pet ency: Sales/  Business Acum en| Sk il l : Dr iving Account  Grow t h

Quest ions

Delivers customer improvement through the retention and growth of existing accounts by laying out a vision for how the 
customers organization can improve its future business by offering unique yet critical perspective on how to achieve 
that improvement. 

1. What would you say are the most pressing issues for the senior executives you've most recently met with?

2. Expanding your contacts within an organization can be difficult. Tell me about a time you were able to expand your 
reach within an organization. 

Follow up: Let 's get specific, what about your reach with executive level decision makers? What was your technique to 
secure that line of communication? Why do you think it worked?

3. Tell me about a sales engagement where you tied the solution you were selling to the strategic/ business initiates of the 
prospect?

Follow up: How did your solution support the decision maker 's department goals/ initiatives? How did your solution 
impact the prospect organizationally, personally, and financially?

4. If a long-term key client informed you they're considering ending our partnership, how would you turn them around?

Follow up: Have you done this before? What is the most important part of retaining current customers?

5. Have you ever spent time selling to someone who wasn't a decision maker?

Follow up: Why did you spend time with this person? Did you think they had the power to influence the sale? Were you 
able to leverage that relationship to get higher in the organization? If yes, how? If no, why not?

6. I'm the client and you are the newly hired client sales team member. I'm saying things like "Your services cost too much", 
"I'm okay with the way things work right now", " I need to run this by my business partner before I do anything else" or I'm 
too busy call me in a few months." How would you turn me around?

Com pet ency Level (Please circle a rat ing below)

1 2 3 4 5 6 7 8 9

Low         Medium         High

Inef fect ive Behavior Prof icient  Behavior Advanced Behavior

Connects reasons for pain/ negative impacts 
on organizational departmental objectives. 

Leverages multiple stakeholders to increase 
reach within an organization. 

Clearly articulates a compelling vision for 
improving a customers business.

Seamlessly draws implications relevant to a 
customers growth pains that better 
positions our value prop. 

Draws an implication that connects to a 
customers performance and financial 
metrics. 

Communicates with customers by 
focusing only on feature/ 
functionality. 

Gets stuck with project managers 
instead of decision makers halting or 
stalling expansion opportunities. 



Com pet ency: Sales/  Business Acum en| Sk il l : St rat egic Prospect ing

Quest ions

Uses sophisticated methods of searching for potential clients in order to develop new business while driving towards the 
end goal of moving a prospect through the sales funnel until they eventually convert to a revenue generating customer. 

1. Executive contacts are difficult to get in touch with. Tell me about a time when you were able to get an executive level 
decision maker on the phone and what did you do?

Follow up: What was your technique to secure that meeting? Why do you think it worked? Have you had success with that 
technique again?

2. Have you ever had to approach a prospective client in a different way?

Follow up: How did you go about it? Was it successful?

3. In your last position, how much time did you spend cultivating customer relationships versus hunting for new clients, and 
why?

4. What 's your favorite question to ask prospects?

Follow up: What insight do you pull from their response?

5. Tell me about the most recent business conversation you had with a senior executive.

Follow up: Who did you meet with and what specifically was the meeting about? How did you gain interest/ engagement from 
that executive? Can you share another conversation with a different "C" level decision maker (head of different function)?

Com pet ency Level (Please circle a rat ing below)

1 2 3 4 5 6 7 8 9

Low         Medium         High

Inef fect ive Behavior Prof icient  Behavior Advanced Behavior

Shows that he/she directs their prospecting 
efforts to "C" level contacts, and displays 
general knowledge of C level concerns. 

Uses a variety of touches to reach out and 
warm up prospects. 

Understands the prevailing business issues 
facing the Executive Mind. Can provide a 
detailed example of recent C level 
conversation around organizational 
challenges.

Expands their prospect pool by practicing 
sophisticated prospecting skills beyond cold 
calling and emailing. 

Does not display knowledge of the 
executive mind or the business 
challenges deal with at the C level. 
Was not able to generate example of 
an executive level conversation. 
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