Questions and Answers:

“The Right Response Can Help You WIN the Job!”


You are all set to go to that first interview.  You have studied and rehearsed all the possible questions that he/she could possibly ask me. Does this scenario sound like deja vu?


If all of the interviewer’s are asking the same questions, how can job seekers provide answers that will make them stand out from others?  I suggest that you go right out and buy the latest copy of Martin Yate’s book entitled, Knock’em Dead, 200_.  If you don’t have time to get this book, you may review these insightful answers to the standard job interview questions.  Of course, you will want to personalize these and build upon these answers.

Q: “Why should we hire you?”

A:  “There are three reasons why I’m your best choice.  First, I have the skills and experience to excel in this sales job. Second, your company is in an industry that I know and /or that I have a real passion for because… And finally, I’m not looking for just a job.  I want a career opportunity that will help both me and the company prosper. I would be proud to work with a company of your reputation and would dedicate myself to the company’s needs and goals.”

Q:  “What are your strengths?”

A:  Remember, the most often hired candidates are those who can prove they can do the job and are persistent. Communicate in a way that demonstrates your ability to produce results. Use result-oriented picture words such as “enlarge” and “accelerate” rather than process words like “interface” and “modify” Rehearse your knowledge of the job with a friend beforehand.  You will, of course, be able to give documented examples of each quality you indicate as a strength.

Q:  “What are your weaknesses or areas of improvement?”

A:  “My areas of improvement are my treasures.  They reward me with more and more learning about myself as well as others. That learning fuels continuous self-improvement. Here are my greatest treasures…” Be prepared to show solid evidence of how you have improved via courses, mentors, etc.  Always anticipate the follow-up questions.

Q:  “Tell me about the best boss you have ever had?”

A:  “My best boss was someone who promoted an open door policy.  I had enough independence to feel confident in making decisions and if I was unsure of something, I could go to her for direction. Goals were set high for our team, and we were always challenged to do better. Our boss was a tough but supportive and encouraging manager who always strived to ensure we excelled.  I grew both professionally and personally under her leadership.”

Q:  “Where do you see yourself in five years?”

A:   The interviewer is usually looking to see if your aspirations fit the realities of the organization. This question can also be a way of gauging your level of ambition. Some organizations would like to hear you say that you plan to be the president in five years. Others would immediately screen you out for the same answer.  Suggest career paths that you know are realistic and reasonable for the organization and the opportunity.  For example, “I would hope to earn the right, by my performance, to be placed in a development program that would allow me to be a Divisional Manager within the five year period.

Q:  “What is the best part of your current sales job?”

A:  I believe that the interviewer is just trying to get to know you. In addition, they want to evaluate what motivates you and at what level. Will you thrive in their environment?  Are your goals aligned with the responsibilities of the position?  The question is a “slow pitch” as it is easy to answer and offers the candidate an excellent opportunity to hit a home run.  I would strongly recommend that candidates answer this question with multiple examples given enthusiastically and without hesitation.

