
1. RELATIONSHIP BUILDING AND CUSTOMER-CENTRIC APPROACH

Question: Describe a time when you had to build trust with a client who was
initially resistant to your pitch. What steps did you take, and what was the
outcome?

Evaluation Goal: Assess the candidate’s ability to prioritize relationship-building
and understand client needs, focusing on empathy and engagement.

Recommended Goal: Look for candidates who describe proactive, empathetic
actions to understand client concerns. Effective responses include
demonstrating patience, problem-solving, and communication that led to a
successful outcome, even if it took time to achieve.

This assessment is designed to evaluate a
candidate’s alignment with key competencies
in relationship-building, strategic networking,
adaptability, and customer-centered sales.
Each question provides insights into their
approach to sales, their ability to build and
maintain meaningful relationships, and their
commitment to customer success.

2. EMOTIONAL INTELLIGENCE AND ADAPTABILITY
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Scenario: You’re meeting with a prospect who suddenly shifts the conversation
toward a need different from what you originally discussed. How do you adjust
your approach?

Evaluation Goal: Gauge adaptability and emotional intelligence, particularly in
high-stakes or unexpected situations.

Recommended Goal: Strong candidates should describe an ability to quickly
understand and respond to the new direction, showing flexibility while keeping
client needs in mind. Effective responses will reflect active listening, quick
thinking, and respect for the client’s changing priorities.

https://www.rbormannconsulting.com/


3. VALUE-BASED SELLING AND DIFFERENTIATION

4. SALES STRATEGY AND GOAL ORIENTATION

Question: In your own words, explain why it’s important to compete on value
rather than price. Give an example of how you positioned a product or service in
terms of its unique value.

Evaluation Goal: Assess whether the candidate can emphasize transformation
and value-driven sales.

Recommended Goal: Look for candidates who understand that value-based
selling builds trust and loyalty. Ideal responses include examples where they
identified specific client needs or goals and clearly communicated how their
solution uniquely addressed these, focusing on long-term value over short-term
savings.

Exercise: Walk through your typical sales process. How do you set and measure
your goals, and what techniques do you use to stay on track and meet your
targets?

Evaluation Goal: Determine if the candidate has a structured, goal-oriented
approach, reflecting their commitment to delivering results.

Recommended Goal: Strong candidates will describe a structured process that
includes setting specific, measurable goals and tracking progress. They should
show an ability to adjust tactics to stay on target, with examples demonstrating
accountability and motivation to exceed client expectations.

5. HANDLING OBJECTIONS AND PRICING CONFIDENCE

Scenario: A prospect pushes back on price and insists they’re not convinced of
the value. How do you handle this objection without lowering your price?

Evaluation Goal: Understand the candidate’s confidence in pricing strategy and
their approach to maintaining perceived value.

Recommended Goal: Effective candidates should display confidence in their
pricing by reinforcing the unique value of their product or service. Strong
responses include examples of reframing the conversation around value,
benefits, and outcomes rather than compromising on price.
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6. UNDERSTANDING CLIENT PAIN POINTS

7. DATA-DRIVEN INSIGHTS AND CONTINUOUS IMPROVEMENT

Question: Tell me about a time when you identified an overlooked pain point for
a client and how you addressed it with your solution.

Evaluation Goal: Measure the candidate's skill in actively listening and
pinpointing client needs, fostering long-term relationships.

Recommended Goal: Look for candidates who illustrate a deep listening
approach, asking probing questions to uncover client issues. Effective answers
will show how they provided a tailored solution that addressed this pain point,
often turning a potential obstacle into a point of trust and loyalty.

Exercise: Describe how you incorporate feedback or data into refining your sales
approach. What tools or processes do you use to track and analyze your sales
performance?

Evaluation Goal: Test their comfort with data and insights as tools for continual
improvement.

Recommended Goal: Ideal candidates should show a proactive approach to
feedback and data, using tools like CRMs or analytics platforms to drive sales
effectiveness. Strong responses should include examples of how they acted on
data insights to improve their approach and client outcomes.

8. MISSION ALIGNMENT AND LONG-TERM VISION

Question: How do you see your role as a salesperson contributing to the overall
mission and values of a company?

Evaluation Goal: Assess alignment with company mission and values,
contributing to a cohesive, purpose-driven team.

Recommended Goal: Look for candidates who view their role as a means to
support a larger mission, with a clear understanding of how their work aligns
with company values. Strong responses should highlight a commitment to
building customer relationships that contribute to long-term growth and impact.
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9. COMMUNITY ENGAGEMENT AND EXTRACURRICULAR
ACTIVITIES

10. NETWORKING AND RELATIONSHIP DEVELOPMENT

Question: Describe any involvement you have in extracurricular activities,
community engagement, or professional organizations. How have these
experiences impacted your approach to sales or client relationships?

Evaluation Goal: Evaluate the candidate’s commitment to community
engagement and the broader community, which can enhance relational skills.

Recommended Goal: Candidates with strong relational skills often describe
community or professional involvement that sharpens their networking and
client engagement skills. Look for those who illustrate how these experiences
helped them develop empathy, cultural awareness, and a team-focused mindset.

Exercise: Networking is a vital component of sales success. Can you share a
specific networking strategy or approach you use to expand your network and
stay connected with key contacts over time?

Evaluation Goal: Gauge the candidate’s understanding of strategic networking
and their ability to maintain meaningful, long-term relationships.

Recommended Goal: Effective candidates will share a proactive, strategic
approach to networking, focusing on genuine connections and relationship-
building rather than transactional networking. Look for examples where they
nurtured relationships that later resulted in business opportunities or client
retention. 

This assessment provides a comprehensive look at a candidate’s qualifications,
focusing on their ability to build trust-based client relationships, adapt to client
needs, and uphold a value-driven sales approach.
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