
70 Sales Interview Questions to Ask Your Next Top
Performer

Questions

1. How do you approach a new sales territory?

2. Explain a time when you turned a no into a yes in sales.

3. How do you handle objections from potential customers?

4. What methods do you use to stay organized and manage your sales pipeline?

5. Describe a successful sales campaign you led.

6. How do you build and maintain relationships with clients?

7. What do you consider when qualifying a lead?

8. How do you measure your success as a sales representative?

9. How do you prioritize your leads when you have multiple opportunities in front of you?

10. Can you describe a time when you had to learn a new product quickly to make a sale?

11. What strategies do you use to research and understand your target market?

12. How do you stay motivated during tough sales periods?

13. Tell me about a time when you received feedback from a manager. How did you
respond?

14. What role do you think teamwork plays in the sales process?

15. How do you handle competition from other sales representatives?

16. Describe how you approach setting and achieving your sales goals.

17. What techniques do you use to follow up with potential clients without being pushy?

18. How do you adapt your sales pitch to different types of customers?

19. How do you approach coaching underperforming sales team members?

20. Describe a situation where you had to pivot your sales strategy mid-quarter. How did
you handle it?

21. How do you ensure your sales team stays up-to-date with product knowledge and
industry trends?

22. How do you balance the need for short-term sales results with long-term customer
relationship building?

23. How do you leverage data and analytics in your sales management approach?

24. How do you handle conflicts between sales team members or with other departments?

25. How do you approach setting sales quotas for your team?

26. How do you foster a culture of continuous improvement within your sales team?

27. How do you align your sales strategies with broader company goals and initiatives?

28. How do you motivate your sales team beyond financial incentives?

29. Walk me through your process for closing a challenging sale.

30. How do you determine the right moment to ask for the sale?

31. What's your favorite closing technique and why does it work for you?

32. How do you handle a prospect who's on the fence about making a purchase?

33. Describe a situation where you had to use a creative closing technique.

34. How do you create a sense of urgency without being pushy?

35. What's your approach to overcoming last-minute objections during closing?

36. How do you tailor your closing strategy for different types of clients?

37. Tell me about a time when a standard closing technique didn't work. What did you do?

38. How do you balance persistence with respecting a client's decision-making process?

39. What role does follow-up play in your closing strategy?

40. How do you handle a situation where a prospect goes silent after you've made your
pitch?

41. Describe how you use social proof or testimonials in your closing process.

42. How do you approach closing a sale with a committee or multiple decision-makers?

43. How do you use CRM software to improve your sales process?

44. Describe a situation where you used data from your CRM system to win a sale.

45. How do you ensure your CRM data remains accurate and up-to-date?

46. How do you use a CRM system to prioritize and manage your sales pipeline?

47. How do you leverage CRM data to improve customer retention?

48. How would you train a new team member to effectively use your CRM system?

49. How do you use CRM insights to personalize your sales approach for different clients?

50. Describe a time when CRM data helped you recover a lost or at-risk customer.

51. How do you use CRM analytics to forecast sales and set realistic targets?

52. Describe a time when you had to sell a product you didn't fully believe in. How did you
handle it?

53. Can you provide an example of a time when you had to manage multiple client
accounts simultaneously? How did you ensure none of them felt neglected?

54. Tell me about a time when you had to adapt your sales strategy to meet a client's unique
needs.

55. Describe a situation where you had to deal with a difficult client. How did you handle it?

56. Have you ever had to meet an extremely tight sales deadline? How did you ensure you
met your target?

57. Explain a situation where you had to balance competing priorities. How did you decide
what to focus on?

58. Tell me about a time when you exceeded your sales targets. What strategies did you
use?

59. Describe a time when you had to change your sales approach mid-conversation. What
was the outcome?

60. Tell me about a time when you had to handle a difficult client. What strategies did you
use to maintain the relationship?

61. Can you provide an example of how you collaborated with other departments to
achieve a sales goal?

62. Explain a situation where you took initiative to improve a sales process. What were the
results?

63. Describe a time when you had to manage multiple client accounts. How did you ensure
each client was satisfied?

64. Tell me about a sales challenge you faced and how you overcame it.

65. Describe a situation where you had to balance competing priorities. How did you
decide what to focus on?

66. Tell me about a time when you had to sell a product you didn't fully believe in. How did
you handle it?

67. Explain a situation where you had to meet an extremely tight sales deadline. How did
you ensure you met your target?

68. Describe a time when you exceeded your sales targets. What strategies did you use?


