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Interview Questions for NATIONAL ACCOUNT SALES PEOPLE
1. What does a good team look like to you – please describe in detail

2. What order would you put these in:  Infrastructure, Process, People?

3. What 3 characteristics would your sales representatives (people that report into you) use to describe you and why?

4. Tell me about a time that you challenged a superior’s decision or had organization courage?

5. What specific actions and behaviours do you exhibit to create a winning culture?

6. If you have an over-achieving sales rep following process, but with a negative attitude, what do you do?

7. If your direct manager were to saturate you with tasks tied to their compensation, but not necessarily yours, how would you approach that?

8. Tell me about a time where a decision that you made, or a process that you implemented had a measurable impact on your company?

9. How would you challenge the ‘status quo’ in your company when you firmly believed a methodology or process to be ineffective?

10. Do you believe that the more activity a sales rep has in their pipeline, the more successful they will be?  Why?

11. When and How do you encourage your sales reps to be outspoken?

12. How do you debrief or give feedback to your sales representative after a sales call?

