Richard Moorhead & Associates, LLC
How To Ace A Phone Interview
With no visual cues for a hiring manager to rely on, you need to make the most of your voice!
While there’s nothing that beats a face-to-face meeting, a phone interview can help surmise, without the expense, if (YOU), the candidate, meets the minimum qualifications for the job and thus there is less bias than in a face-to-face interview .

Managers don’t have the luxury of being able to read body language.  When you have a phone  interview, you want it to be about your credentials, your verbal and written communication abilities, and your ability to be the right fit for the organization (be able to get along with others, be a great fit, and be highly dependable). I think there’s definitely more room for bias in a face to face interview than in a phone interview; being able to judge someone by tone of voice when someone is not on their guard is much easier than when you have to read whether someone’s telling the truth when they’re more guarded.

 As the interviewer, they are more concerned with whether a person’s answers are consistent than if they constantly make eye contact, since some people are great “fakers” and those people waste the company time & money. Training costs are steep and the company cannot afford to take on a person who is unable or unwilling to learn and adapt to the company.

Most good interviewers are trying to give you every opportunity to succeed. Most of them always start with the presumption you are a star. They know how stressful interviewing is (especially on the phone), and want to help you do your best.

Turn-off: cell-phones and interviews from your car. Be on a land-line.

Turn-offs: People who don’t listen, and don’t answer a question. Especially people who are in a hurry to tell you how great they are, that they forgot the question, such as “where are you working now?” Listen to the question!!!

Many, many interviewers use some variation of a behavioral interview - “tell me about a time when” questions. Before your interview, make a long list of all the things that you’ve done at work in the last six - twelve months that you’re really proud of. Keep it high level, but bullet a few key points under each that highlight details that showed how you demonstrated teamwork, leadership, initiative, etc. The list can be pages long, but you should be able to refer to it quickly. 

When you get the interview questions over the phone, quickly scan the list for the best example you have. Then, be sure to hit the bullets under the items.

At the end, you’ll pick your best examples from a list you’ve already prepared. You won’t forget that “perfect” answer because you’ve got it right in front of you. It’s like an “open book” interview.

As a candidate, I can’t stress enough the importance of knowing about the company you’re applying to. You don’t have to know about the position - you may not have been told much, after all - but it’s *critical* to know about the company, its products/services, etc. If you’re not informed, what that says to me is that you can’t be bothered to spend the five minutes it takes to go on the company’s website and take a look. You don’t have to do in-depth research, just spend 5 or 10 minutes before you get on the phone. 

Make sure you have researched the prospective business and know as much as possible what the job entails. It becomes very difficult in a phone interview to manage the long pauses and not know when to stop and when to begin. So a good ploy will be to always take some time before replying to a question and arranging your thoughts nicely and present them. 
The best way of approaching a sales interview is to think of it like a normal sales meeting with a customer. But instead of selling goods or services, in a sales interview, the product is YOU.
Professional salespeople never visit a customer without having done some research first. At the very least they will have Googled their customer to find out the latest developments and announcements. They should also have checked recent files and had a look to see what is going on in the customer's marketplace.
There is no set pattern for a sales job interview. Some companies have a highly structured approach; others will be more amorphous in character. Regardless of structure, there are usually two questions that you can expect. You may be asked a something like "Tell me about yourself". The answer should be a very brief recap of your career lasting no more than three minutes, which highlights key achievements and finishes with the question "...what would you like to know about in particular?" Do not fall into the trap of rehearsing details of your childhood and upbringing thereby wasting valuable time on information that will not support the product on sale - you.

The second question you can expect is a derivation of "Why do you want this job?" Again, you must align the answers with the skills you are offering. An answer like "I read in your accounts that you are planning to expand into the South West. I have built up a considerable network in that region, am very familiar with the political issues and feel that with the new products you announced last week I can make a significant contribution..." will play very well and serves both to demonstrate the skills you bring and the fact that you have done your homework.

Inexperienced interviewers will often take off their watch and say "sell this to me! Don't be tricked into doing a "feature push" sale. Step back and remember your basic sales training. Respond by asking questions about what he wants in a watch before constructing a sales presentation aligned to his needs. 
Good interviewers nearly always provide the opportunity to ask some questions. Do not let the opportunity slip by. This is your chance to showcase your research and ask about the company's markets, plans and processes. Even if some of these items have been covered during the interview, you should be able to find a way to open up another angle especially if it will highlight one of your key strengths.
YOUR GOAL IS TO CONTINUE TO THE NEXT STEP IN THE PROCESS WHICH WOULD BE A FACE TO FACE INTERVIEW!

THE CLOSE PORTION IS MOST IMPORTANT! THIS IS NOT SELLING A CAR OR INSURANCE—IT’S SELLING THE PRODUCT YOU KNOW BEST, YOU!
If you can demonstrate that you know how to sell and are confident, well researched and have the energy and drive to perform well them you will be well on the way to meeting your objective of passing the interview.
Good luck and call me when you are done!
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