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HIRING THE BEST SALES
TALENT FOR YOUR TEAM
American businessman Larry Bossidy said,
“I am convinced that nothing we do is more
important than hiring and developing people.
At the end of the day, you bet on people, not
on strategies.”
What are your methods of hiring and training
people? Has sales turnover hurt your selling
HIIRUW"'R\RXÀQGLWGLIÀFXOWFRPSHWLQJ
with other dealerships in the market that are
perceived to be better places to work?
In today’s market, your competitive edge
is won or lost on your front lines. Your
salespeople are the face of your dealership to
many prospective customers. It is their ability
to build rapport, to understand the needs of the
customer and their closing skills that help you
grow your business. That being said, you can’t
afford to take the hiring process lightly. Many
dealers and general managers tell me that
hiring good salespeople is one of the biggest
challenges they face.

7. Past Performance Is An Indicator of Future Success — If you don’t typically call a

candidate’s references, start now.
Now it’s time for the interview. If you are like a lot of employers, you ask many of the standard
questions that interviewers ask of sales candidates: strengths, weaknesses, past successes, etc.
Be careful of “telegraphing” your questions. Sales candidates are expecting the typical questions
and often prepare standard responses to these questions. By catching your candidate off-guard,
\RXPD\ÀQGWKDW\RXJHWPRUHKRQHVWDQVZHUVDQGEHWWHULQIRUPDWLRQWRKHOS\RXPDNHDJRRG
hiring decision.
I have 30 interview questions that I use as tools to get the best idea of whether a salesperson
LVDJRRGÀWIRURXUFRPSDQ\RUQRW7KLVLVDSDUWLDOOLVWRILQWHUYLHZTXHVWLRQVWKDW\RXUVDOHV
candidate probably hasn’t been asked. Consider using one or more of them to learn more about
future salespeople who are applying for sales jobs at your dealership.
15 (of 30) New Interview Questions to Ask Potential Salespeople:
1. Describe, in detail, your ideal boss. How does he or she get the most out of you?
2.

What would you like to accomplish with our dealership that you were not able to
accomplish in your last job? Why?

3.

What personal issues could impact your job? What personal issues have impacted past
performance?

4.

Who is the toughest employer you have ever worked for and why? (Ask for a story)

5.

What makes you angry?
Consider this list of the seven key
6.
How do you rank yourself among your peers? Why?
considerations of hiring good salespeople when
evaluating a potential new hire:
7. How would you let a customer know that he or she is wrong about something? (Ask for an
1. Hire What You Can’t Train – You can
example)
teach a salesperson word tracks, dealership
8.
If you had to pick one type of personality that you have trouble selling a car to, what would
processes and business principles, but you
it be? Why?
can’t teach character, attitude and drive.
9. What would you do if another dealer in town offered you a sales position while you worked
2. Sometimes the Best Sale a Salesperson
for our dealership?
Makes is the One That Got Them Hired
10. What would you do if I told you that I thought you were giving a poor interview today?
— Everybody will tell you how great they
11. Tell me about an experience where you feel you were at your best while helping a customer.
are. Have the candidate tell you VSHFLÀF
stories about their successes and failures.
12. What situations kept you from going to work at your last job? How often did that occur?
What the person has to say is often more
important than how they say it. Don’t let
personal style cloud your perception of their
potential.
4. You Can’t Buy Heart with a Paycheck —

Everybody will tell you they want to make a
lot of money, but only a few prepare to win.
Ask them why they want to make a lot of
money.
5. Some People Have 10 Year’s Experience,

Others Have One Year Repeated 10 Times
— Just because a salesperson has been in the
car business a long time doesn’t mean they
are more effective than a less-experienced
salesperson. Avoid those with bad habits.
6. Everyone is a Movie Star on Paper

— Always remember: Resumes can be
deceiving.
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What is an acceptable number of days it is OK to miss in a year?
13. What qualities in your co-workers bother you most? (Ask for a story)
14. If I were to ask your last boss to tell me one thing that you do that drove him or her crazy,

what would it be?
15. What question should I ask you that I haven’t yet?

If you read through these questions, you may notice that many of them ask the candidate to tell
you a story about their answer — to give an illustration that sheds light on the point they are
trying to make. My experience has shown that those candidates who can share a multitude of
VWRULHVDERXWWKHLUSDVWSURIHVVLRQDOOLIHWHQGWREHEHWWHUTXDOLW\FDQGLGDWHV2QWKHÁLSVLGH
those who struggle to come up with stories and illustrations are often “empty suits.”
+LULQJJRRGVDOHVWDOHQWLVGLIÀFXOWEXWZLWKSURSHUWHFKQLTXHVLWGRHVQ·WKDYHWREHVRKDUG'R\RX
have success stories you would like to share or questions of your own? I’d like to hear from you.
Let me know if you have interview questions that works well for you. Contact me at the address
below with the subject line “INTERVIEW” to get the remaining 15 New Interview Questions.

Jeff Doerrer is the sales manager for G&A Marketing. He can be contacted
at 866.855.6616, or by e-mail at jdoerrer@autosuccessonline.com.
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3. Judge People on Content, not Style –

