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Name:  

Date:  

	
	Question
	Brief Answer

	1. 
	Name/City:
	

	2. 
	Goals:  What would you ideal next career situation look like? 
	

	3. 
	Project mgmt VS Sales:  In the last 10 years, what % of your work was in a true sales job, in which you were primarily responsible for bringing in new business rather than managing or implementing projects?  
	

	4. 
	Hunter/Farmer/SME sales support: Approximately what percentage of your experience in the past several years has focused on retaining accounts (farming) VS acquiring entirely new clients (hunting) VS serving in an overlay role?  Which is your preference? 
	

	5. 
	Inside/Outside Sales: Approximately what percentage of your experience in the past few years has been strictly inside sales VS outside (field) sales?  Which is your preference? 
	

	6. 
	Sales/Sales Mgmt:  Approximately what percentage of your sales experience in the past several years has been managing a sales team VS selling or managing accounts?  Which is your preference?  
	

	7. 
	Executive-level responsibilities:  What have been your primary responsibilities, other than managing a sales team?  For example, P&L, sales strategies, operations, finance.  
	

	8. 
	Sales Teams:  Briefly describe your sales teams, including:  # reps, local or remote, hunters VS farmers, inside VS outside, territory, turnover.
	

	9. 
	Inside/Outside Sales Teams:  Which percentage of your sales mgmt experience was with inside sales or telemarketing teams?
	

	10. 
	Building sales teams:  Have you ever started a sales team from scratch or rebuilt a struggling sales team?  If so, at which companies?  
	

	11. 
	Direct/Channel: Approximately what percentage of your experience & your teams’ experience in the past several years has been selling directly to the end-user VS selling through an indirect channel?  Which is your preference?  
	

	12. 
	Direct/Channel: Approximately what percentage of your experience in the past several years has been selling directly to the end-user VS selling through an indirect channel?  
	

	13. 
	Product/Services:  Which percentage of your sales over the past several years was product and which was services?  
	

	14. 
	Types products/services:  
a.  What products and/or services have you sold over the past few years?  
b. Approximately what % of your sales experience has been in telecom?  
c. In Internet, networking, data, or storage related services?  
d. In ERP or industry-specialized software applications?  If so, which applications providing which types of solutions?
e. In analytics, BI, or data warehousing?

f. In professional or consulting services? 

g. In PBX or VOIP specifically?

h. In managed services or ASP?

i.  In TEM?
	a.

b.

c.

d.

e.

f.

g.

h.  
i.  

	15. 
	Target verticals:  Which industries have you targeted as clients in the past several years?    
	

	16. 
	Typical sales $:  What's the dollar value of your typical sale? 
	

	17. 
	Size clients:  Which size companies do you target? 
	

	18. 
	Territory:  In which geographic territories do you have established client relationships?
	

	19. 
	Sales cycle:  Typically, how long is your sales cycle from first contact to signing on the contract? 
	

	20. 
	Quotas:  

a. What’s your typical team quota?  

b. Have you always met or exceeded the sales goals?   

c. Have you carried an individual quota along with being responsible for a team quota?  

d. If so, at which company?
	a.

b.

c.

d. 

	21. 
	Ranking:  Typically, how have you ranked among your sales peers?  
	

	22. 
	Location:  
a. To which major cities are you within a daily commutable distance?   

b. Approximately how far would each commute be?    
	a.

b.



	23. 
	Education:  Education & certifications will be verified.
a. Do you have a 4-year or graduate college degree?  

b. If not, please specific approximately how many years or hours you have of college credit & in which discipline(s).
	a.  

b.  

	24. 
	Income:  Income history will be verified, so please state clearly if these are estimates.
a. What’s your current or most recent base salary?

b. What’s your most recent annual income, including base, commissions, & base salary?

c. If your most recent income isn’t typical, to what annual income are you accustomed?  
d. What are your income expectations for your next job? 
	a.

b.

c.

d.



	25. 
	Job changes:  Job history will be verified.
a. Why did you leave your previous job? 

b. If employed, why would you consider a job change? 
	a.

b.

	26. 
	Home/office:  
a. Would you be willing to work from home?  
b. From an office? 
	a.

b.



	27. 
	Legal authorization:  Are you authorized to work for any employer in the US? 
	

	28. 
	Travel:  How much overnight travel would you consider? 
	

	29. 
	Relocation:  Would you consider relocating?  If so, to which areas?
	

	30. 
	Non-compete:  
a. Do you have a current non-compete agreement?  
b. If so, which primary restrictions will that place on your next employment?
	a.

b.

	31. 
	References:  Please include or attach 3-5 business references & their daytime contact information.  I would not contact them without checking with you first, & that would normally be late in the hiring process.  
	

	32. 
	Interviews:  

a. When would you be available in the next 2 weeks for phone interviews?  

b. For local in-person interviews?   
	a.

b.


OPTIONAL
SURVEY – What Makes a Great Sales Person Great?

Having recruited sales people since 1997, I’ve learned to respect the ones who do their jobs well year after year, as well as the managers who motivate them.  I’m intrigued by what separates the great sales professional from the average.  

Please consider taking a few minutes to write down your thoughts about what makes the great sales person great.  By completing this survey and emailing it to STORMS Associates, you are giving STORMS Associates approval to use some or all of your comments in the company’s training and marketing materials. Thank you for sharing your insights and experience.  Mary Storms, Chief Recruiting Officer

	OPTIONAL SURVEY - Questions
	Answers

	Date
	

	Your name
	

	City/State
	

	Industry
	

	Job/Title
	

	Personal and/or business emails
	

	Office and/or cell phones
	

	1. Which traits or skills do you feel are most critical to being a successful sales person?  Please note which quality you feel is the #1 requirement to be a great sales person.
	

	2. Which critical trait or skill do you feel is most difficult to find in sales people?
	

	3. Thinking back to your best sales managers, which qualities or skills made them the best?
	

	4. If you’re a hiring authority, which hiring techniques and/or questions do you use to identify which sales candidates will be great rather than adequate?  
	

	5. Other comments?
	

	6.  Anecdotes about X-treme sales people?
	


Thank you!
