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TRAIT OF THE BEST SALESPEOPLE: 

CURIOSITY

The best salespeople show curiosity 
in all their interactions. They want to 
know what it takes for their customers 
to succeed and they listen more 
than they talk. They dig deep into the 
industry they work in and build a broad 
knowledge of their field rather than 
relying on light product knowledge with 
nothing more substantive in reserve. 

Curiosity is, in great and  
generous minds, the  

first passion and the last. 

W I L L I A M  S A M U E L  J O H N S O N
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INTERVIEW QUESTIONS

POSITIVE SIGNS

CONCERNS

   Tell me about your favourite client’s business? What are their major objectives and challenges?

   Let’s do a quick role play: I’m thinking about moving to a new suburb. Sell me on why I should 
move to where you live?

   You are due to meet with the Purchasing Manager of ABC Corp; it’s your first meeting with them. 
How do you prepare?

   Give us an example of when you did deep research on an issue and what was the result of  
that research?

  They have taken an active interest in the desires and needs of their clients previously

   When role playing a sales process, they first seek information before presenting a solution tailored 
to the discovered information

  They establish that the first step is the need to learn more before acting

  They have ideas as to where they can get information from

  They are keen to “wing it” and take action immediately

  They are more interested in talking than listening
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TRAIT OF THE BEST SALESPEOPLE: 

RESILIENCE

Sales is a hard job and it comes with 
its ups and downs. Great salespeople 
can dig deep inside and deal with those 
problems without making mountains 
out of molehills. They know that they 
will face regular rejection and can 
handle it, if not welcome it. They are 
comfortable dealing in uncertainty and 
ambiguity for much of the time.

Tough times don’t last;  
tough people do. 

R O B E R T  H  S C H U L L E R
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INTERVIEW QUESTIONS

POSITIVE SIGNS

CONCERNS

  Tell me about the last sale that you lost? What did you learn from that?

  What was the most frustrating day of your sales career to date? Why?

  Have you ever missed a sales target or a personal target? How did you react to that?

  What everyday thing in your work drives you a little crazy and why?

  Willingness to accept personal accountability

  A willingness to learn from failure and not be deterred by it

  An acceptance that failure is a part of success

  A refusal to acknowledge any problems in the past

  Glib answers that turn failures into successes
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TRAIT OF THE BEST SALESPEOPLE: 

SELF AWARENESS

The ability to accurately self-assess 
their own strengths and weaknesses 
is a crucial skill for the modern sales 
professional. The best salespeople 
have a humble appreciation of the 
qualities that make them special, while 
also recognising that they aren’t perfect 
and there are areas that they can 
definitely improve in.

Self awareness is our ability to  
stand apart from ourselves and 

examine our thinking, our motives,  
our history, our scripts, our actions, 

and our habits and tendencies. 
S T E P H E N  C O V E Y
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INTERVIEW QUESTIONS

POSITIVE SIGNS

CONCERNS

  If I spoke with your current manager, what would they say are your greatest strengths?

  If I spoke with your current manager, what would they say are your areas for improvement?

  Why do you think people buy from you?

  Of all the careers that you might consider, why did you choose sales?

  What motivates you and gets you excited about your work?

  Ability to accurately and positively discuss their abilities

  The humility to identify and mitigate their own weaknesses

  An ability to identify their own motivations

  Appearing over-confident in responses

  Lack of ability to self-identify strengths and weaknesses

  Failure to proactively address and/or mitigate their weaknesses
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TRAIT OF THE BEST SALESPEOPLE: 

PERSISTENCE

It’s important to remember that 
there’s a difference between being 
persistent and being obnoxious. Sales 
superstars are politely persistent and 
dogged in pursuit of their goal without 
becoming an irritant in the process. 
They appreciate the need to gain and 
maintain a prospect or customer’s 
attention without trying to dominate or 
monopolise that attention.

Nothing in the world can take the 
place of persistence. Talent will 

not; nothing is more common than 
unsuccessful men with talent. Genius 
will not; unrewarded genius is almost 

a proverb. Education will not; the 
world is full of educated derelicts. 

Persistence and determination alone 
are omnipotent. The slogan Press On! 
has solved and always will solve the 

problems of the human race. 
C A LV I N  C O O L I D G E
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INTERVIEW QUESTIONS

POSITIVE SIGNS

CONCERNS

  Tell me about a time when you refused to take “no” for an answer?

  How do you keep your prospects aware of developments in your industry?

   What steps would you take to ensure that a prospect in the middle of a long decision making cycle 
was kept in the loop?

  When do you think that it’s appropriate to give up on a prospect?

  An indication of a planned & structured process for following up

  A tacit understanding that there is a limit to how much you can push a prospect to

  A casual attitude to keeping on top of a relationship

  A sense of persistence which borders on harassment
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TRAIT OF THE BEST SALESPEOPLE: 

ACCOUNTABILITY

The best people of any stripe, not just 
sales, are those that understand their 
responsibilities and endeavor to live 
up to them. They do not shirk or shy 
from the understanding that they are in 
charge of their own destinies and that 
it is not fate which will propel them to 
achieve targets but themselves. They 
seek not to excuse what has gone 
wrong but rather to learn and to ensure 
that it never goes wrong again.

Let us not seek the Republican 
answer or the Democratic answer,  

but the right answer. Let us not  
seek to fix the blame for the past.  

Let us accept our own  
responsibility for the future. 

J O H N  F  K E N N E D Y
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INTERVIEW QUESTIONS

POSITIVE SIGNS

CONCERNS

   Tell me about a time that you failed in what you set out to do. What did you afterwards?

   When was the last time that someone you worked with became annoyed with something that you 
had done? Why was that? What did you do about it?

   If you realised that you were going to miss your quarterly target what steps would you take next?

   Can you explain what you did last time something went very wrong during the course of a sale? 

   An acknowledgement that things do go wrong

   A sign that they accepted responsibility and took steps to prevent something similar going  
wrong in the future

  A refusal to acknowledge that anything has ever gone wrong in their life

  A lack of planning or process to put things right

  Blaming others for problems rather than accepting responsibility
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TRAIT OF THE BEST SALESPEOPLE: 

CONSCIENTIOUSNESS

Customers and colleagues alike expect 
to be able to rely on the salesperson 
they interact with. That means that the 
top performers will pay attention to the 
details. They know that they have to 
follow up when they commit to following 
up and that they must prepare for 
meetings and presentations. They  
spend time engaged in research to 
deliver holistic, high value proposals  
and interactions.

The best of merchandise will  
go back to the shelf unless  
handled by a conscientious,  

tactful salesman. 

J A M E S  C A S H  P E N N E Y
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INTERVIEW QUESTIONS

POSITIVE SIGNS

CONCERNS

    When do you think the best time is to follow up with a customer after a meeting?
 

    Can you walk me through the process that you use to prepare for a presentation to a prospect?

    You promised a customer some data on a Friday but it won’t be released by the supplier until the 
following week, what do you do next?

    How do you make sure that you have all the important information to hand when you need it in a 
customer interaction?

   A clear process for recording important details

   A clear plan for actions which is easy to execute

  “I keep things in my head”

  A reliance on other people within their environment to keep them on track
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TRAIT OF THE BEST SALESPEOPLE: 

ADAPTABILITY

When things aren’t going according 
to plan or there’s a little something 
extra needed, the stellar salesperson is 
adaptable and resourceful. They aren’t 
afraid to roll up their sleeves, get their 
hands dirty and be both creative and 
innovative in their search for solutions. 
They apply the same level of dedication 
in both customer interactions and 
with their colleagues. They know that 
success is a team effort. 

You can’t build an adaptable 
organization without adaptable 
people — and individuals change  

only when they have to,  
or when they want to. 

G A R Y  H A M E L
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INTERVIEW QUESTIONS

POSITIVE SIGNS

CONCERNS

    It’s Friday afternoon and your prospect calls and needs a ton of extra information. You’re due to 
attend to an important personal matter in the evening and can’t do the work and get the personal 
matter handled. What do you do?

    You’re sat in a meeting and the prospect presents you with a problem that you’ve never seen 
before, what do you do?

    A colleague comes to you and says that they’re worried about the deal they’re working on and 
could you help them get back on track? How would you approach helping?

   Evidence of a process in place to tackle problem solving

   Creative approaches including involving others

  An insistence that they can handle everything themselves

  No planning or process but a tendency to “think on their feet” as it’s required
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TRAIT OF THE BEST SALESPEOPLE: 

HONESTY

Your business has a reputation to manage 
and you can’t squander it needlessly. If 
you’re thinking of hiring someone who is 
dishonest, you may make short-term gains 
but in the long-term you’ll lose every single 
time. Salespeople should value their and your 
reputation. They should work to do the best 
for their customers every single time they 
interact with them and know that the long-
term payoff is worth short-term sacrifices. 

Honesty is the fastest way  
to prevent a mistake from  

turning into a failure.
J A M E S  A LT U C H E R
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INTERVIEW QUESTIONS

POSITIVE SIGNS

CONCERNS

    Share a time that you were asked to compromise your business ethics? What did you do?

    Can you give me an example of when you explained to a client or prospect that you couldn’t fulfil 
their needs? 

    Can you tell me of a time when you had to deliver a truthful message that made you 
uncomfortable?

    You have a friend working for a prospective client. They phone and give you the details of a 
competitor’s bid for the prospect’s work. What do you do?

   An ethical and honest process relevant to the individual’s status within an organisation

   An acknowledgement that telling the truth is not always easy

  A willingness to cut corners for personal gain

  A view that truth is malleable when necessary
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TRAIT OF THE BEST SALESPEOPLE: 

FOCUSED

People can’t hit their 
targets consistently 
if they’re not looking 
at them. Your top 
salespeople will always 
have their eye on the ball 
and know exactly where 
they are in relation to their 
objectives. They’ll actively 
plan to beat their targets 
rather than scrambling 
for ideas on the last day 
of the month.

Successful people maintain a positive  
focus in life no matter what is going on  

around them. They stay focused on  
their past successes rather than their past 
failures, and on the next action steps they  

need to take to get them closer to  
the fulfillment of their goals rather than  

all the other distractions that life  
presents to them. 

J A C K  C A N F I E L D
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INTERVIEW QUESTIONS

POSITIVE SIGNS

CONCERNS

    How do you deal with distractions at work? 

    What’s your current sales target and how close to reaching it are you?

    What do you believe is the way to consistently exceed targets? 

    How do you manage your time?

   Able to deal with distraction in a positive manner

   Has a very clear picture of their current position

   Proactively manage their time rather than reactively approaching their day

  Is prone to being easily distracted or has no clear strategy for handling distractions

  Is unsure of where they are or is obstructive about revealing their position



20TRAIT OF THE BEST SALESPEOPLE : CARING

TRAIT OF THE BEST SALESPEOPLE: 

CARING

People like people who are like 
themselves says the truism. In 
truth, people like people who care 
about them. The right path to 
success is one which places the 
best outcomes for everybody at the 
fore. Sales people who care about 
their customers, their colleagues 
and the company are always going 
to project the right image to others. 

As a leader, you need to care deeply, 
deeply about your people while not 
worrying or really even caring about 

what they think about you. Managing  
by trying to be liked is the path to ruin.

D I C K  C O S T O L O
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INTERVIEW QUESTIONS

POSITIVE SIGNS

CONCERNS

    What’s more important to you? Ensuring that a customer meets their objectives or that you meet 
your sales target?

    If a colleague comes to you for help with a project and you have no spare capacity, how do you 
handle that?

    Can you walk me through a time when you demonstrated caring for the company you worked for?

   An ability to balance caring for others with caring for themselves

   A clear understanding of the difference between care and compassion and becoming a doormat

  A lack of concern for others

  Too much concern for others at their own expense


