Ten Ways to Wreck a Medical/Surgical Sales Interview

10) Shaking hands like a limp fish—Have a firm (not crushing) handshake. A two-shake handshake works. A multi-shake pumping action is too much.

  9) Showing up late—No matter how valid our excuse, you make a poor first impression if you’re late. Get good driving directions. Ask where to park and if there is a security check you must go through—things that can eat up the last couple of minutes you may have allotted for arrival. Have the name and cell phone number of your interviewer with you, just in case. If “just in case” happens, always show respect for your interviewer and call to let the interviewer know about the delay. Your objective should be to be in the place the interview is taking place at least 15 minutes prior to the time for the interview.  If in a hotel, check the front desk for the room or look around the lobby for the manager.
  8) Not making eye contact with the interviewer—Do not engage in a stare down contest, but do make eye contact. People still believe that failure to do so is a sign of dishonesty.  In a group interview, make eye contact first with the person who asks the question and include the others in your scope as you complete your answer.

  7) Exhibiting very little self-confidence—If you don not know why you should get the job, how will the company know? Everybody knows that interviews can be stressful.  If you can demonstrate poise and assurance, you make a favorable statement about your ability to function well under pressure.
  6) Exuding aggression and conceit—On the other hand, acting like you’re the best thing to hit the workforce since Donald Trump’s apprentice is a little over the top.  Part of the interview is for you and the interviewer to decide if the chemistry is right for working together.  Arrogance won’t get you there.

 5) Failure to research the company or ask questions about the job—Have an answer ready in case you get asked why you’re interested in the company and the job. It shows purpose and focus.   Take advantage of the opportunity to ask questions so you can decide if it’s the right place for you to work. Internet research is NOT ENOUGH.  Call industry or job specific sales representatives, visit hospitals, surgical suites, surgeons, etc.

  4) Talking too much or too soon about salary and benefits—Yes, there will be an appropriate time for this, but not before you and the interviewer have explored how your qualifications and experience fit the company’s needs. You should be able to have a ball park idea from your medical sales recruiter. However, in most situations, the recruiter can only give you a ball park idea and it should not ever be considered etched in stone. This can only come from the hiring manager.
  3) Badmouthing previous employers—This always makes interviewers wonder if you were a malcontent and what you’ll say about them behind their backs.  Everyone has had some unhappy job experiences.  If you have to talk about them, position them as learning experiences and discuss how you grew professionally.

  2) Dressing wrong—Men should wear a heavily starched white button-down or tab collar shirt.  No place for the “Regis Philbin” look-a-like dress in the medical-surgical sales profession. Wear a conservative dark business suit with a conservative matching necktie. Dress shoes, wing tip lace ups or tassel-loafers are appropriate.  Be judicious with the cologne.  Absolutely, NO FACIAL hair other that a well-trimmed moustache.
Women should dress in a conservative dark women’s business suit.  Be judicious in the use of perfume, jewelry, makeup, and color selection.

  1) Being inarticulate—There are not many jobs in which you won’t have to talk to someone.  Assume the sales manager is looking for good communication and interpersonal skills—and demonstrate that you have them.
