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Interview Protocol:  Business Developer 
Candidate’s Name:  ___________________________________

       Interview Score:  _______

Interviewer’s Name:  __________________________________

       Date:  ________________

Evaluate each candidate response, immediately after it is given, using the following rating scale:

1=“Poor,” 2=“Below Average,” 3=“Average,” 4=“Above Average,” 5=“Outstanding”

1) Tell me about a little bit about yourself.  

2) Where have you worked before?
3) Give me some of the highlights of those positions and companies.
4) What did you learn about sales, people, customers, and yourself?   

5) What type of experience do you have in sales and for how long? 

6) What have you sold?

7) Do you have any experience in landscape maintenance industry?  Explain it.

8) Walk me through your sales process from start to close. 

9) Think of one of your most successful sales you've ever achieved.  With that sale in mind, tell me about it and what you did to successfully achieve the sale.
10) What is your biggest challenge in selling in today’s market? 
11) How have you overcome this?

12) Give me an example of a recent difficult sale and how you closed the deal.

13) Tell me about a recent sale that you failed to get.  

14) What was learned?

15) What are your goals? 

16) How have you performed relative to your goals?

17) What lead sources have you found most productive? 

18) How do you find new prospects?

19) What do you think will be the most important thing(s) you'll have to convince people of in order to turn them into customers? 

20) Do you have any thoughts on how to meet those challenges?

21) How do you plan to go about learning what you need to know in order to do this job?

22) How do you plan to make yourself part of our team?

23) On average how many first appointments do you have each week? 

24) What has been your best sales achievement to date?  

25) How did you achieve this? 

26) What do you do personally for your professional development? 

27) What sales skills do you think are most important to having success in sales? 

28) What are your top three open-ended questions for initial sales calls? 

29) What was the largest group you've presented to (externally/internally)? 

30) How do you move forward when faced with a number of objections?  Give me an example. 

31) Describe a time your company did not deliver with its service and how you responded. 

32) Describe one or two of the most difficult challenges and/or rejections you've faced in the past and how you responded to them. 

33) If you were given this position, what would your first 90 days look like? 

34) Describe how you would go about building and implementing a Marketing and Sales campaign.

35) What questions do you have for me?
	Evaluation Criteria

	
	Poor
	Average
	Outstanding
	Comments

	Eye Contact
	
	
	
	

	Posture
	
	
	
	

	Didn’t Fidget
	
	
	
	

	Smiled
	
	
	
	

	Voice Volume
	
	
	
	

	Voice Speed
	
	
	
	

	Grammar
	
	
	
	

	Confidence
	
	
	
	

	Sincerity
	
	
	
	

	Enthusiasm
	
	
	
	

	Listening
	
	
	
	

	Industry Experience
	
	
	
	

	Sales Experience
	
	
	
	

	Sales Knowledge
	
	
	
	

	Marketing Knowledge
	
	
	
	

	Career Pattern
	
	
	
	

	Professional Appearance
	
	
	
	

	Sales Skills
	
	
	
	

	Sales Process
	
	
	
	

	Results Achieved
	
	
	
	

	Time Management
	
	
	
	

	Planning
	
	
	
	

	Team Player
	
	
	
	

	Goal Oriented
	
	
	
	

	Asked Good Questions
	
	
	
	

	Overall Evaluation
	
	
	
	


Notes:
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