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Are you ready to be 

out of a job?

Here’s a question for you: Thinking 

about your professional development 

over the past few years - regardless of 

your experience level - have you 

continued to hone your skills? 

 And here’s another one; to quote 

someone who was laid off and out of a 

job due to a company reorganization: 

Are you ready to be out of the job you 

are in? 

 This guy reminded me of a reformed 

smoker; he hounded his former 

employees to “be ready.” When he was 

faced with the announcement that 

his job was redundant, he panicked. 

This individual had been in the same 

job for the last 15 years and did not 

know what he was going to do. So 

going forward, he made it his personal 

goal to remind his friends and former 

colleagues to continue to keep their 

skills fresh, incorporating new ideas 

and technology along the way. 



The Survey

This brings me to a recent survey we 

conducted during which we ran a 

series of interviews with sales 

managers to understand their hiring 

processes. The survey was very simple 

but the results and answers were 

astounding. We learned a great deal 

about what today’s hiring managers 

are looking for so we want to share 

the results with you to help you 

prepare for that next role. 

Here are the questions we asked: 

 

1. How do you use resumes in your hiring process? 

2. What is the process your team goes through 
when planning an interview? 

3. How do you coordinate the interviews with 
others in the company? 

4. What are your standard interview questions? 

5. How do you evaluate where/how you hired your 
most successful candidates once they are on 
board? 



What top companies 

are asking... 

How do you use resumes 
during the hiring process?

Most use it as a guide to interviewing the individual 

and a prompt to ask him/her about relevant 

experience. Interviewers will ask about particular jobs, 

projects, etc. While this is the process that most 

followed, a few responses really surprised us. In some 

cases, the resume was not used in the interview at all! 

For these folks, they considered the resume as the 

“entrance ticket” to get in the door. As one manager 

put it, “If you’re a sales person and you can’t sell me on 

what you wrote on the resume, you’re never getting 

past my interview.”  

 

Don’t be surprised if you do not get questions from 

your written experiences on your resume. You must 

be prepared to go well beyond the basics to get to 

the next stage of the interview process. 

 

be prepared:



What is the process your 
team goes through when 
planning an interview? 

Once again, the majority of managers 

surveyed scanned the resume and never put an 

interview plan in place. These managers would grab 

their top sales people to interview the candidate and 

handed them the resume to get prepped roughly 15 

minutes before the person showed up. 

 Maybe you are “lucky” enough to get one of those 

interviewers. Or maybe you get someone who has a 

plan and has selected a team of close advisors to see 

how you fit in to the core culture of the company. One 

survey participant had a meticulous plan: each team 

member was assigned a specific topic to focus on 

during the interview and would use the job 

description as the key to their plan. 

These teams would publish the required skills that 

were important to the position such as prospecting, 

solution sales, negotiations, etc. These were then the 

attributes used to develop their questions and, as we 

learned, they did not rely on the resume to do this.   

 

Use the job description to prepare your answers 

before you go into the interview and tell them a story 

based on your experience; be specific with names, 

companies, and dates. 

 

be prepared:



how do you coordinate the 
interviews with others in the 
company?

Most did not. Have you ever been in an interview 

during which every interviewer asks the same 

questions? This is a clear sign they do not have a plan. 

However, the teams who take the time to ask specific 

questions are matching the answers to each 

candidate to see who has the experience to 

handle/manage adversity and to truly perform in the 

role they are hiring for.   

 

Check with the hiring manager to find out who you 

will be meeting with and do your research. Use 

LinkedIn to locate as much information as you can 

about each interviewer. 

 

be prepared:



what are your standard 
interview questions?

These are always fun to hear about because many 

people have crazy questions that they think give 

them some insight; maybe they do but I couldn’t 

figure out what they were getting after.  Here’s one: 

 
If you were an animal, which one would you be?

I’m not quite sure what the point is there. Another 

asks candidates to describe themselves with 10 

adjectives. If you think it is easy, you would be wrong. 

Try to name 10 things about yourself as a sales person 

in rapid fire: 
 

 

closer 

networker 

prospector 

relationship sales 

negotiator 

 

 

solution seller 

challenger 

trusted advisor 

adaptable 

lifelong learner  

 

You’ll notice I ended with “lifelong learner” because 

every sales person needs to be one. Technology 

changes and skills need to be upgraded.  

be prepared:



What sales book are you reading right now to 

enhance your skills?

Here's a great one that I like to ask: 

You had better think about this one because it really 

speaks to keeping your sales skills fresh and up-to- 

date. The last two books I had the pleasure of reading 

were: The Customer Service Revolution by Dejulius 

and Never Split the Difference by Chris Vos (his 

concept of High Value Trades as it relates to 

negotiation is a key component of the Sales Gauge 

Negotiation Training, SG5). 

be prepared:

The lesson here is you must be self-motivated and 

share why the current book you are reading is helping 

you develop new and improved skills. 

In addition to the ones above, visit the Sales Gauge 

Reading List for other recommended sales books.



How do you evaluate new hires?

This proved to be a very thought-provoking question 

for the survey participants. Most said that they wait to 

see how the rep performs in the first 6 months. This 

statement was in contrast to the fact that they all 

acknowledged it takes 9-12 months to prepare and 

get a return on a new sales rep. Several also 

mentioned the probation period was 90 days and 

only two of the managers ever removed a person from 

their team in the 90-day period. 

This was not the case for one participant who ran the 

equivalent of an old time boiler room. They would 

bring in 30 salespeople and hand them a catalog and 

lead list, instructing them to cold call people from the 

start. This was designed to weed people out in the 

first hour of employment and they regularly lost 50%. 

What a contrast to the first situation! 

be prepared:

Get in the door and be prepared to hit the ground 

running. You must be able to prove your value early 

on because you never know where things will lead. 



So, are you prepared 

to lose your job?

While losing your job is not usually ideal, you can weather 

the storm and locate a new position quickly IF you are 

prepared. One last piece of advice we will offer is to 

carefully think about your LinkedIn profile; is it up-to-date? 

Do you have recommendations for each of your previous 

positions? If not, start working on it. 

Here are two final questions that you should be prepared 

to answer:

Share a time when you had a difficult client that 

wanted to hire your competition. What 

happened? How did you overcome it and did you 

win or lose?

Share in detail how you were able to break into a 

new account and gain access to executive 

management to differentiate your company and 

your product.

To learn more on how to interview, you can read the 

Behavioral Interviewing Guide by Tom S. Turner and take 

the Sales Gauge eLearning that walks you through this and 

skill development.
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