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· 

 

What does success look like in this 
position? 

· ( )

 

What is your target? 

· 

 

What is the average selling price of your 
products? 

· 

 

What percent of the job is farming and 
what percent is prospecting (hunting)? 

·  

   Who is the intended customer? 

· 

 

What level will the new sales person need 
to influence and sell to? 
 

 
 
 
 
 

· 

 
What is the average sales cycle? 

· 

(

)  

What activities and metrics lead to sales 
success (calls per day, number of 
presentations per week)? 

· 

30 3 6  

How would you measure the pipeline 
after 30 days, 3 months, 6 months? 

· 

 

What support does your organization 
offer a new sales person? 
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"What was your target and what did you 
actually achieve? Please let us know about 
your target achievements for the past five 
years." 
 

 

 
( )

 

 

· 

 
Where did your leads come from? 

·  

 

Did you have to find your own leads? 
How did you find them? 

· 

 

How long was your typical sales cycle? 
· 

 

What type of interaction did you have 
with the client throughout the sales 
process? 

· ( )

 

Who did you meet with and how often? 

· 

 

What do you prepare for each meeting? 
· 

 

What were the typical obstacles to a sale 
and how did you address them? 

· 

 
What did you do to understand your 
competition? 

· 

 

How much of your target was existing 
business and how much was new 
business? 

· 

 

 

What do you enjoy most, farming or 
hunting for new business? Why? 

· 

 

What did your support team look like? 
· 

 

How did you interact with the resources 
that supported you? 

· 

 

What was your biggest frustration? 
· 

 

Did you sell primarily over the phone or 
face to face? 

· 

 

Is your approach more transactional or 
more solution selling? 

 
(

)

 
 

 

 

 


