
Top 10 Outside Sales Representative Interview Questions and Answers [Updated
2024]

Description

When applying for an Outside Sales Representative role, it’s crucial to be well-prepared for the
interview. This entails not only understanding the role and company but also anticipating the types of
questions that may be asked. This guide provides a set of potential interview questions and tips on
how to answer them.

Outside Sales Representative Interview Questions

Can you provide an example of a time when you turned a negative customer
experience into a positive one?

How to Answer
When answering this question, provide a detailed example of a situation where you faced a difficult
customer situation, how you handled it, and what the outcome was. Try to focus on showcasing your
skills in communication, problem-solving, and customer service.

Sample Answer
In my previous job, I had a client who was very unsatisfied with the delivery delay of our product. I took
initiative and directly contacted him to apologize and explain the situation. I reassured him that we
value his business and his satisfaction is our top priority. I offered him a discount on his next purchase
as a way of making up for the delay. He appreciated my efforts and not only continued to do business
with us, but also referred us to several other potential clients.

???? Get personalized feedback while you practice — start improving today

How do you research and identify potential clients for our products?

How to Answer
The interviewer wants to know if you have the ability to identify potential clients and if you understand
the market. You should demonstrate how you research and identify potential clients, the tools you use,
and how you approach them.

Sample Answer
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I typically start by defining the target customer profile based on the product or service I’m selling. This
could be based on industry, company size, job title, location, etc. Then, I use tools like LinkedIn,
industry associations, and trade shows to find companies and individuals that fit this profile. I also use
Google alerts to keep track of industry news and changes in potential client companies. Once I’ve
identified potential clients, I reach out to them via email or LinkedIn, or I try to set up a meeting at a
trade show or other industry event. I also keep track of my interactions with potential clients in a CRM
system so that I can follow up with them and keep them engaged.

? Ace your interview — practice this and other key questions today here

Can you describe a situation where you had to deal with a difficult client and how
you handled it?

How to Answer
When answering this question, it’s important to demonstrate your problem-solving skills,
communication abilities, and patience. Briefly describe the situation, how the client was difficult, and
what steps you took to resolve the issue. Be sure to also mention the outcome and what you learned
from the experience.

Sample Answer
In my last role, I dealt with a client who was very dissatisfied with the previous sales representative and
was considering terminating the contract. I took the time to listen to their concerns, empathize with their
situation, and assured them that their satisfaction was my top priority. I then worked closely with them
to address their needs, and within a few weeks, they not only decided to continue with our services, but
also expanded their contract. This experience taught me the importance of patience, empathy, and
effective communication in maintaining client relationships.

MOCK INTERVIEW PRO
mockinterviewpro.com

mockinterviewpro.com

https://app.mockinterviewpro.com/lp/outside-sales-representative


MOCK INTERVIEW PRO
mockinterviewpro.com

mockinterviewpro.com



MOCK INTERVIEW PRO
mockinterviewpro.com

mockinterviewpro.com



Land Your Dream Outside Sales Representative Job: Your Ultimate Interview
Guide

Expert Strategies to Stand Out and Get Hired

? Conquer Interview Nerves: Master techniques designed for Outside Sales Representative
professionals.
? Showcase Your Expertise: Learn how to highlight your unique skills
?? Communicate with Confidence: Build genuine connections with interviewers.
? Ace Every Stage: From tough interview questions to salary negotiations—we’ve got you covered.

Don’t Leave Your Dream Job to Chance!
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How do you handle rejection in a sales role?

How to Answer
The interviewer wants to understand your resilience and your coping strategies in the face of rejection,
which is a common part of a sales role. You should describe your mental process when you face
rejection, and what you do to stay motivated and focused. Show that you understand rejection is part
of the job, and that it’s an opportunity to learn and improve.

Sample Answer
Rejection is a part of sales, and I’ve learned to not take it personally. I see each rejection as an
opportunity to learn and improve. I try to understand why the customer said no, and use that
information to refine my approach. I also stay motivated by focusing on my overall sales goals, and not
getting hung up on individual losses.

How do you stay motivated when you are not achieving your sales targets?

How to Answer
The interviewer wants to evaluate your resilience and how you handle pressure in difficult times. A
good answer would demonstrate your positive attitude, your ability to keep yourself motivated, and
your strategies to improve your performance. You can talk about your goal-setting practices, seeking
feedback, continuous learning, and celebrating small victories. It’s also useful to mention how you
analyse your performance data to identify areas for improvement.
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Sample Answer
Sales is a challenging field and there are times when things don’t go as planned. During these times, I
remind myself of my past successes and what I learned from those experiences. I also set short-term,
achievable goals to help me stay focused and motivated. I constantly seek feedback from my manager
and peers to identify areas of improvement. I also spend time every week to learn new sales
techniques and strategies. It’s all about maintaining a positive attitude, staying focused on the bigger
picture, and continuously striving to improve.

? Click to practice this and numerous other questions with expert guidance

Can you describe a time when you had to adapt your sales approach to meet a
client’s needs?

How to Answer
The interviewer is looking to evaluate your flexibility and problem-solving skills. Answer by outlining a
situation where you had to change your sales strategy to cater to your client’s specific needs or
demands. Explain the circumstances, how you identified the need for change, the actions you took to
adapt your approach, and the outcome of your actions.

Sample Answer
In my previous role, I had a client who was not very tech-savvy. Most of our products were high-tech,
and my usual sales approach included a lot of technical explanations and demonstrations. However, I
quickly realized that this approach was overwhelming for this client. I adapted my strategy and started
explaining our products in simpler terms, focusing more on the benefits and uses rather than the
technical aspects. I also used more traditional methods of communication like telephone calls and face-
to-face meetings instead of emails and online product demos. This made the client more comfortable
and eventually led to a significant sale.

Can you share an example of a successful sales pitch you have made, and what
made it successful?

How to Answer
When answering this question, it is important to not only describe the sales pitch but also the strategies
you used to make it successful. Discuss the steps you took to understand the customer’s needs, how
you communicated the benefits of your product or service, and the tools or techniques you used to
close the deal. Be sure to highlight your communication, persuasion, and relationship-building skills.
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Sample Answer
In my previous role, I was selling enterprise software solutions. One of my most successful pitches was
with a client who was initially resistant to change. I first spent time understanding their business
operations, challenges, and needs. Next, I presented our solution not as a simple product but as a
comprehensive solution to their issues. I demonstrated the potential ROI and efficiency gains, and
addressed their concerns about implementation and transition. In the end, they agreed to a one-year
contract, which later extended to a long-term partnership.

? Practice this and many other questions with expert feedback here

Can you explain how you would leverage social media platforms for outside
sales?

How to Answer
In your answer, demonstrate your understanding of the importance of social media in today’s sales
environment. You should discuss specific tactics you would employ, such as content marketing,
customer engagement, and analytics. Also, explain how you would tailor your approach to different
platforms and audience demographics.

Sample Answer
Social media platforms play a vital role in outside sales today. They enable us to reach a wider
audience, engage with potential customers, and gather valuable insight into customer behavior and
preferences. For instance, LinkedIn is an excellent platform for B2B sales, where I could share
informative content, participate in relevant groups, and directly connect with potential clients. On the
other hand, for B2C sales, platforms like Instagram or Facebook might be more appropriate. I would
use these platforms to share product images, promotional videos, and customer testimonials. I would
also make use of analytical tools provided by these platforms to monitor engagement and adjust my
strategy accordingly.

Describe a time when you had to sell a product or service that you did not believe
in. How did you handle it?

How to Answer
This question is designed to assess your integrity, sales skills, and ability to handle difficult situations.
Begin by acknowledging that it’s often challenging to sell a product or service you don’t believe in.
Then, explain how you navigated the situation – whether you found aspects of the product or service
you could genuinely endorse, or you communicated your concerns to management. It’s important to
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show that you managed to maintain your honesty and integrity throughout.

Sample Answer
In the past, I was assigned to sell a software product that had received some negative customer
feedback. Initially, I was skeptical about its effectiveness. Rather than focusing on the negatives, I
chose to concentrate on its unique features and the problems it could solve for certain businesses. I
also provided constructive feedback to our product development team, who were able to improve the
product over time. This experience taught me the importance of clear communication, both with
customers and internally within the company.

How do you manage your time and prioritize tasks when you are out in the field?

How to Answer
The interviewer wants to understand your organizational and time management skills, which are crucial
for an Outside Sales Representative. Discuss how you plan your day and prioritize tasks based on
urgency and importance. It would be beneficial to mention any tools or strategies you use to stay
organized and efficient.

Sample Answer
I start my day by planning my tasks in order of priority. I use a CRM to keep track of my appointments,
follow-ups, and tasks. I always allocate time for unexpected tasks or appointments that may arise
during the day. If I have multiple appointments, I plan my route to minimize travel time. I also keep
some time for administrative tasks such as updating client records and responding to emails. My goal
is always to be efficient and make the best use of my time.

? Boost your confidence — practice this and countless questions with our help today

Download Outside Sales Representative Interview Questions in
PDF

To make your preparation even more convenient, we’ve compiled all these top Outside Sales
Representative interview questions and answers into a handy PDF.

Click the button below to download the PDF and have easy access to these essential questions
anytime, anywhere:

Click here to download the PDF
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Outside Sales Representative Job Title Summary

Job Description

An Outside Sales Representative is responsible for selling products or
services through the phone and face-to-face interactions with
customers. They travel within sales territories to meet prospects and
customers, conduct demos, and sell products. They are also
responsible for maintaining relationships with clients and identifying
new sales opportunities.

Skills
Excellent communication and negotiation skills, Customer service,
Product knowledge, Time management, Self-motivated and goal-
oriented, Ability to work independently, Proficient in CRM software

Industry
Pharmaceutical, Telecommunications, Consumer Goods, Software,
Manufacturing, Insurance

Experience Level Mid-level

Education 
Requirements

Bachelor’s degree in Business, Marketing or related field

Work 
Environment

This role requires frequent travel to meet clients. When not travelling,
representatives may work from a home office or sales office. They
usually work full time and may have to work evenings or weekends to
meet with clients.

Salary Range $50,000 – $80,000 annually, often with additional commissions

Career Path

Outside Sales Representatives can advance to sales manager
positions or specialize in an industry or type of customer. Some may
also transition into roles such as Account Manager or Business
Development Manager.

Popular 
Companies

Oracle, Cisco Systems, Pfizer, Procter & Gamble, Verizon
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