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CBIs

Give me an example of when you have used your understanding of the prospect's 
business issues to defend your price point and close the deal.

Give me an example of how you have succeeded in getting a meeting with an 
executive who was difficult to pin down at one of your large prospects.

Explain how you ensured you were prepared for the meeting.

Tell me a time when the outcome of an executive meeting did not go as planned and 
how you overcame it.

Can you give an example of a story that you have used to persuade an executive to 
go for your solution?

Describe a time when a relationship with an executive helped you get an introduction 
to another company.

Tell me about a  time when your qualification of an opportunity has enabled you to 
grow the deal to be much larger than originally thought. 

If you were engaging with a prospect in the [insert industry] industry, what business 
issues do you think might be driving their needs? Give me an example of when you 
have explored these issues. 

Share with me a time when your qualification has helped you to get access to an 
executive in a prospect because the individual you were qualifying could not answer 
the questions. 

Does the candidate know how to identify and use the 
Critical Business Issue?

Executive Engagement
Does the candidate know how to engage with executives 

effectively?



Give me an example of how you used a personal experience to help explain a 
solution to a customer challenge.

Tell me about a situation you have been involved in where you have engaged with 
multiple business areas encompassing more than one product offering.

Show me how you describe an offering of your existing products or services to a new 
business opportunity.

Share an example of when you have grown a deal from just the core product into a 
multi-product opportunity.

In the past, how have you managed to engage with multiple departments within a 
business?

Share with me an example where you have utilized other resources within your team 
to help grow an opportunity.

What do you think makes certain people very engaging in the way they 
communicate? Can you give me some personal examples of when you have done 
similar?

If you know your topic is dry or very technical, how would you approach your 
presentation in order to retain interest from the audience? Give me an example of 
when you've done this. 

Tell me about a time when you used references to bring some reality/real life to the 
conversation.

Storytelling

Solution Sales
Does the candidate know how to engage with executives 

effectively?

Can the candidate communicate with and relate to 
prospects?



Are you able to give me an example where you used negotiation as a tool to end in 
what we would term a "win-win situation" (i.e. you're happy and the customer is 
happy)?

Give me an example of when you've felt  like you've lost out on the negotiation, but 
still won the deal.

Paint me a picture of a time when you've shown the ability to close a deal without the 
need for a discount.

Tell me in detail an example of when you've changed someone's perceived value of 
the product to win a deal.

Share a time when you've walked away from a deal because you've reached 
deadlock and the deal was in jeopardy because the client was unreasonable.

What did you feel was important in your process to be able to do this?

What could you have done to maybe identify this earlier in the 
process/how would you change your approach to the exact same deal 
next time?

What negotiation tactics did you use to stand your ground?

Why did you feel you lost out?
Do you think any win is a win?

Negotiation
Does the candidate know how to negotiate?


