
Sales Interview Prep

The top 1% of salespeople,  want to work for the top 1% of leaders. But the problem is, those top 1% of
leaders are crushed with resumes and applicants and you cannot be seen to be better unless you're first
perceived to be different.

The following will take you from getting the interview to nailing the interview, to negotiating to get the most
out of your offer.

Everything in sales begins with prospecting.

And so step number one you need to build your criteria and you need to build your target list.

There are four things that matter to me when I'm looking for a sales job.
1, The space.

Do you care about legal tech? Do you care about marketing tech, fintech, or whatever?

2. The size of company A,
series A, and B company. You're going to have a lot more flexibility and room to grow and rise with the
tides of the organization, but it's going to be super ambiguous. There's going to be almost no training for
you, and that's fine if you're comfortable with that. It's not fine if you want to work for a place like Oracle or
Salesforce, where there are a million hours of training. You go through all of your certifications and your
playbooks, but you basically get your territory of X accounts and you're expected to come in and carry a
quota. And that is it. They do not need your help building the organization. That's stage number two.

3. Prestige.  Working for a hot VC (the secret it doesn’t have to be A16Z or Sequoia), or serial founders,
or similar.   This helps you get into their network which can lead to future career opportunities.   If you are
not into early-stage companies or even if you are its not a bad idea to have success with a  large
established company on your resume.  This shows you have learned a proven structure or system.

If you dont know the local VC’s or the major players,  just Google top ten smart money investors in Silicon
Valley, NY or Boston et. You'll find the list of those ten folks. It's Andreessen, it's Sequoia, the common
names that everyone knows about, and then just go on CrunchBase and look at the BB companies that
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Andreessen and Sequoia have invested in and that will easily help you build your list of 10, 20, 30
companies to apply to.

4, Look at your deal size and your complexity. Do you want to work at   B2B or B2C,  Transactional
like Yelp, or  Complex enterprise solutions like SAP?   One call closes versus if you're selling SAP or
something like that, you're usually in a six+ month-long ERP-type deal cycle.

Creating A Top Notch  resume:

1. what's in the resume.
In terms of the content, you need to have your numbers in there.

Net sales is a numbers game. So you should have your activity numbers leading to your pipeline,
numbers, leading to your revenue numbers, which tells you about how well you did against quota. Now, if
your numbers aren't great, that's okay. Try to lean into things like the biggest deal that you closed or some
record you set for the company, or maybe the second rep out of five or whatever else it might be. There's
something you can say even if no one on your team is hitting quota. You might be top of the pack, but find
some numbers that tell a story about why you're great.

2. Formatting of the resume. (This is a commercial, not a movie)
Companies MAINLY want to see what you sold, who you sold, and how well you did

You're going to have a series of job experiences.
2 pages for most.  But Ideally, one page when possible.
So your first experience usually has three or four bullets, and then your next has two or three, and then
the next has one or two.
And then the last least recent experiences might only have one bullet or one sentence. And that's
because it's far less relevant experience nowadays. And the last thing is, on these bullets, they should
all be structured as so what? Action statements or quantifiable.

What I mean by that is it should not say responsible for working accounts or making cold calls. It should
say, made cold calls to build X $100,000 of pipeline per month. In other words, I did X. So that y So that's
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how you build a resume, numbers taper, your job experience, and then two line bullets of so what? Action
statements.

Ideally format:
Company                        dates (far right)
what the company sells /provides
Title

• 1st AE hired, Opened the eastern region

• Top rep  3 yrs in a row - sold  18m in  TCV

• Wins:  GE, Sony, and Goldman

You don’t need your life story on your resume - people generally scan the don’t usually read
resumes word for word.

Interviewing
Developing a point of view, That's the vast majority of how you prep for an interview.
Develop a point of view on if you're starting the job today,
what might you do to ramp yourself?
Why do you care about this company?
What are some of the challenges you think sellers are having?
Those are your tough questions.
The other thing that's slightly different is you're going to go a little bit deeper on the person and on the
company.
You should know everyone on your panel, where did they work before? How long have they been at the
company? What's their role today? Had they performed well? Any accolades? And you can call those out
at the beginning of your interview.

You should know the basics: Things like getting your zoom set up the right way. A lot of times, people
take interviews on zoom with their phone and they're fiddling with their phone selfie-ing me, and I'm trying
to ask them hard interview questions.
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Don't be that guy or gal, please..
if you really want to jump the gun, you can actually send a pre-video to the person that you're about to
interview with, and you can just say, hey, I'm excited to speak with you.
Here are the things that I'm hoping to get out of the call and jump the gun right there.
It'll show that you have some personality.

Of that interview in the first 90 seconds. Just like on a discovery call, you should be pulling in the context,
you know, about that prospect or company to start a conversation.
And the same thing goes for this interview, which is you don't just wait for them to start the conversation.

I might say, Mike, I saw that you just got promoted. Congrats. Or I might say, Mike, you and I were both
on the baseball team back in the day or went to the same school, how was your experience or who would
we have known?
And the implicit thing that you're doing is you're letting them know you did your research in the first 90
seconds, and you're setting the tone for that call.

Eventually, you can't build rapport over time, but you should spend a small bit at the onset.
Then they're going to ask you something along the lines of, great, tell me about yourself or Walk me
through your resume. And this is when it usually goes deeply downhill,

Rule number one, your riff must be under three minutes, no longer than three minutes. There are a
couple of areas you're going to want to zone in on.
1), You want to zone in on the key transitions from job to job.
Why did you make each jump that you made?

2) You want them to remember one thing max about how you excelled at each important
experience.

3) You want them to know why the hell you're different and why you're here in the first place (what makes
you better than the rest.)

This is your opportunity to craft a personalized story.

When somebody says, Tell me about yourself, they're not asking for a written encyclopedia history.
They're asking you, to tell me about what's relevant here.
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Try to direct the interview in the area of your strengths and away from my weaknesses, just like if you're
on a sales call.

And so when I was applying for my first Ae job,
Say you were coming from an AE job that the company was going under, and you weren’t doing well. You
dont want to spend that interview talking about that specific role in depth.  You want to spend that time
talking about the company that you were the third  AE  hired and built out a region, closed the first  F500
deal or were 150% of your number.  Essentially pivot to, the area that is most relevant to the role that
you’re applying for.  Drive the conversation to areas. That matter Ie… “I started a couple of years ago,
and I can share a little bit about that.”

Direct the interview to where you know you could shine and more importantly. Make the hiring manager
look good.

Overcome objections:
You can't hide behind these objections.
You know people are going to ask why you left a job in five months, Get that out on the front end of the
process. THE IMPORTANT THING is nobody stays in a job forever. They want to understand that you've
left for the right reasons.
The wrong reasons are,

• My manager was a jerk.

• I wasn't getting any training and development,

• and I wanted more one on one time with my manager.
• Moving multiple times for money
• –  Rarely do Managers want to hear the same reason for moving multiple times

All these things come across as whiney and you wanted people to invest in you but you didn’t do anything
to invest in your own self-growth.

Make it a positive.  “What I really care about in my next company is that I'm looking to work for people like
X, Y, and Z. And that's what gets me excited, and I just don't have that today. And that's why you and I are
talking.’

THE MOST COMMON  REASON PEOPLE FAIL INTERVIEWS:
Their energy just sucks it's monotone, there is no enthusiasm, and you are putting people to sleep.
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- Energy, happiness, and passion are contagious. Don’t be afraid to show it!!!

Come in like you're excited about the role/company/people.
Don't be fake or non-authentic but show that you've done your research and that you have a conviction
that you want to work with these people, this product, and the organization.

Throughout the interview, try to weave in your personal brand and what you really want people to
remember.

In your opening riff, give one or two examples about what makes you different or how you sell, and then
as you answer questions, remind people, hey, as I mentioned earlier, one of the things that I care a lot
about is disqualifying early or making sure I don't waste time on certain types of things.

Have them, remember a couple of things about your brand throughout the interview.
People don't remember EVERYTHING. They will remember your energy, and one or two things like style
or how your research/ attn to detail shines throughout the interview..
Try to weave those in throughout the conversation.

Questions.
What do I need to do to actually answer these questions effectively?

The big theme that you need to keep in mind is, you want to change this from an interview to a
collaboration on how I'm going to succeed in the role.

This starts with when you get asked questions, the other person is trying to figure out, are you going to be
able to succeed in this role?  So they might ask you something like,

Bob, can you tell me a little bit about your prospecting process?   Be Specific, Instead of I make an effort
to prospect every day. Say I think prospecting is probably the most important indicator of success. I
schedule 60 minutes on my calendar every morning from 8 am to 9 am. I found that it works best for me if
I have time blocks on my calendar for prospecting and each type of task. Turning off email, I shut down
LinkedIn, and all I'm doing is calling and emailing prospective target customers.

Now, even if your interviewer disagrees with that approach, they're still going to be able to picture that, oh,
this is somebody who actually prospects. He's giving me specific details.
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After explaining your process, ask a question. Because that pulls the manager in to get information out of
him. After you say how you prospect,”I guess I'm curious to hear if you feel like that matches up with what
some of your best reps are doing or if you feel like they're taking a totally different approach.”  It shows
you are always interested in learning and getting better.

Now the Manger answering back and saying, yeah, you know, that's interesting. We've had a lot of
success with video prospecting recently. Great, now we can have a conversation about that. And it's no
longer the manager trying to figure out, if this guy/gal good or not.
We're collaborating on how I'm going to crush it in my first month.

Other common questions that you need to have a couple of bullet points for because you're probably
going to get asked them in every sales interview.

- What's your approach to running a discovery call?
-  What are some of the first things that you're going to do when you come into this role to make sure that
you succeed?
-Tell me about how you've performed relative to your peers.
- Can you tell me a little bit about your sales cycle? What's your superpower?
-If you don't have a couple of bullet points about how you're going to answer those questions, you're
going to come across as flat-footed, have some bullets, and be ready to crush those answers.

If you are a really good active listener, you're not just going to plop open your notebook and use all your
pre-prepared questions along the way throughout the interview. You want to ask based on the questions
that they ask you.

So don't just use the same regurgitated questions that you researched at the beginning. That would be
like asking the same questions in every single discovery call you've ever had.
If you're at the later stages to process what I've seen the best reps do is put together a 30 60 90 plan. To
Show how you will succeed/ attack the new role.

You're probably not going to be closing deals right out of the gate,  You maybe shadow other reps.,
reading case studies on the company's website, and on competitors' websites. Learn the CRM. Literally,
write those things down in bullet point form. Under the first 30 days.

Under the first 60 days, write down the things that you're going to be doing there.
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You're going to be getting the demo ready. You're going to be running discovery calls on your own. Write
down everything that comes into your mind that you feel you need to do to be successful in this role. Even
if you miss or the interviewer doesn't end up using that, this is marketing collateral for yourself.

It shows that, hey, you're going to take your development and success into your own hands. It should be
like a two-page document with a couple of bullet points. Maybe you even put in the first 30 days.
Schedule informational, interviews with and then write the names of reps that you researched online.
Anything you can do to show, hey, I'm putting a lot of thought into it, this is a great way to stand out from
the rest of the crowd.

How to close out the interview -
There are a lot ways to handle this.
Do you just say, thank you so much for your time, hang up the phone, cross your fingers and hope and
wait and pray? Hell No!

It's just like the one-page resume thing where you don't have to do it, but enough people care about it.

You can close your interview by saying look, I've really enjoyed the conversation. I know we're coming up
on time here. Is there anything that I've left on the table or are there any reservations on your mind that
we haven't discussed?
This is your chance to, one, show that you're coachable, but then two, implicitly say, like, hey, is there
anything that's stopping us from moving forward together today? And you'll know where you stand.

The other thing is to start to drive toward the next steps. So say like, hey, let's say this conversation went
well. What is the next step? Looks like, how do I make sure that I'm successful in that next one? You'll
show that you actually have the ability to run a sales cycle.

And then once that interview ends, the biggest money moment you can do is send updates back to the
champion or the hiring manager in the interview process saying, hey, I just talked to Bill, I felt the call went
well, it brought up question or I'm even more interested in the opportunity…. etc  .. Love to get your
feedback. Even better send a VIDEO Thank you note.. you’ll stand out and really show your
interest/ energy.

The offer letter,
Don't be the jerk that just goes, that's horrible. Show that you're thankful that you got an offer, but the
negotiations do begin from the moment you have your first reaction.
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1) First you need to suss out things that aren't necessarily related to comp but are related to how likely
you are to achieve your comp. And so I see way too many folks join a 50% attainment team. And so ask
them how many reps are hitting quota because OTE doesn't matter if you're not hitting your number

2) Try not to join a completely stagnant or declining team that has actually lost headcount or they're only
backfilling. Hey, what are your plans to grow the team?

3) Make sure that they have a real tech stack. If you have to send emails one at a time, make sure you
work with a world-class tech stack so you can actually sell.
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