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 The Staples Group, LLC

Let’s Get Ready for the Interview

More Importantly, Lets Get the Job

Your resume

Give reasons for job changes (should make logical career sense)

If any employment gaps be prepared to discuss

Accurate to the letter of the law

Make sure your accomplishments and achievements jump off the page

How you do things

Discuss “consultative sales skills” and overall sales style 

How do you plan your agenda (Time and territory management)?

Yesterday’s agenda (be prepared to discuss)

Good communication skills both written & oral

Comfortable with group presentations to include physicians (give examples)

Evidence of success and strong work ethic (bring brag book)

What you can bring to the territory and your strengths

How you gain knowledge

How do you gain product knowledge in addition to company training (on your own)?

Self-improvement initiative (books, classes, etc.)

Additional responsibilities assumed

Competitive knowledge and skills

Comfortable working in a competitive environment

How do you gain competitive product knowledge? 

How do you sell against the competition (example)? 

The customer and the close

Give an example where you have anticipated a customer’s needs

Example of how you gained a commitment from a customer

Be prepared to provide an example of problem solving leading to a customer buying

What are your closing techniques, persistent, tenacious, not a nuisance?

Closing: customer just said “no” how would you overcome this?
Be Prepared to Discuss:

Current Income (base & bonus or commissions)

Earning Expectations

Benefit Package

Automobile Program
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