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The following are suggested interview questions. They are divided into two sections: A being functional questions. B being fit (Behavioral) questions. The goal of your interview is to be able to determine if the candidate has the experience to become a Chromate Agent, exhibits the attributes necessary to endure, has the behavioral characteristics that ensures future success and therefore is a fit.
A.  Functional Interview Questions
1. How long have you lived in the area?\

2. What do you like about what you are currently doing
3. How long have you worked for _________________?
4. Where did you work prior to____________________?
5. Why did you leave your last position?
6. Why are you making yourself available to change positions?
7. How many sales people work for your company
8. How were you ranked?
9. How much did the top agent sell last year?
10. How much did you sell last year?
11. How much have you sold this year YTD?
12. What is your current commission average?
13. Has your commission average increased or decreased over last year?
14. What were your total earnings last year?
15. How much do you want to make this year?          Next year? 
16. How many active customers (last 6 six months) do you currently have?
17. How many of those customers did you open on your own
18. How many customers did you lose last year?
19. Why did you lose them? 
20. Was your territory a new territory? 
21. How many accounts were you given when you started with the company?
22. How many new accounts did you open this year? 
23. What products do you currently use to open new accounts?
24. Do you demonstrate them? 
25. What do you like to sell or demonstrate on your second sales call?
26. What types of accounts have you been the most successful with?
27. How many sales do you write in a typical day?
28. Do you use company promotional items?
29. How many in a week?
30. What is your average order value?
31. What kind of training did you receive when you started?
32. How often does your manager work with you?
33. Do you attend any local or national meetings?
34. Have you ever attended any company trips?     If so, where?
35. Were you able to bring a guest?
36. How long was the trip?
37. Have you ever won any sales contest?
38. If so, what did you win?
39. Where did you finish compared to the rest of the sales force
  B.  Behavior Interview Questions
1. How do you plan your goals for producing income this year? Next Year? Three years?
2. How do you prospect for new customers?
3. What causes the loss of customers that you have suffered in the past?
4. What’s the hardest objection for you to overcome?
5. How do you introduce new products on your second call?
6. How do obtain and retain information on your customers?
7. How do you reward your customers?
8. How do you build relationships with your customers?
9. How do you use promotional items?
10. Tell me what instructional methods work the best to train you?
11. Describe how you learn?
12. Share with me your experiences with the Best and Worst Sales Managers you have worked with
13. Describe your ideal manager?
14. Describe your least desirable manager?
15. If I were to call your manager what would he say about you?
16. How else do you receive training?
17. How does your current company recognize your sales achievements?
18. Tell me about your most satisfying recognition by your peers? Manager? Customer?
19. Tell me about a customer you lost and how you recovered the customer?
20. Tell me about a situation where you were uncomfortable and overcome that discomfort?
21. Share with me how you developed a hopeless customer into a top ten account
22. Tell me about how you handle ethical issues in conducting your business
23. How do you plan for your success?
24. What steps do you take to plan your day, week, month, quarter, year?
25. How has your company failed to exceed your customers’ expectations? How did you effectively turn that into prosperity?
26. Tell me about the account who challenged your efforts the most to get open
27. Tell me about the least satisfying account you have endured
28. How do you remain current on competition 
29. Tell me how you administratively handle orders
30. Tell me how your worst conflict with a customer
31. How do you handle what you don’t know
32. Tell me what are your strengths? 
33. What area of difficulty in your abilities have you had to overcome in order to be successful?
34. What methods of management gets the best out of you?
35. What are you motivated to achieve?
36. How do you embrace technology?
37. What do wish you knew more about?
a. How do you build trust with your accounts and individuals?
1.  Attributes necessary to perform Duties
i. Must be organized/disciplined

1. Persistent, tenacious, motivated

ii. Responsible, accountable, detailed oriented, conscientious, ethical

iii. Competitive, opportunistic, inquisitive, calculated, self-confident, resilient

iv. Plans appointments diligently while being persuasive, mechanical (comfort with) aptitude, enthusiastic, exciting, 
v. Great presentation skills 

vi. Process oriented, coachable, trainable, comfortable, habitual, fearless, persistent, consistent

vii. Inquisitive, initiative, practices, seeks & appreciates feedback

viii. Listening skills, sales skills, interpersonal skills, empathy, integrity, responsiveness – proactively, professional, genuine interest in others – their company, jobs, consistent, discreet, discerning, belief in Chromate values and exemplify them

ix. Assertively communicates observed challenges and opportunities

x. Trust, provides and communicates value, solves issues – solution based sales, quality oriented – products, recommendations

xi. Tech “savvy”, sense of urgency

xii. Timely, accurate, relevant

xiii. Embracing technology, inquisitive

2.  Behaviors that exemplify the Attributes
b. Behaviors that exemplify the attributes

i. Plans early and often, while reviewing successes against plans, goals. Plans, executes, evaluates

ii. Hands on ethical actions, building trust consciously thru management of accounts assets

iii. Willingly and tenaciously plans calls on existing, new and dormant accounts

iv. Takes charge of center stage, operating in and outside comfort zone (comfortably)

v. Employs Demo script while utilizing own personality

vi. Always follows a “Sales Process”

vii. They remain current and active in increasing product knowledge

viii. Do what they say consistently and lives it

ix. Exceeds expectations, under promises/ over-delivers

x. Follows procedures consistently

xi. Performs administrative tasks and responsibilities in a timely, complete manner

xii. Uses technology to manage their business
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