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The Ultimate Guide How to break into 
Tech Sales 

​
This white paper offers job seekers a comprehensive guide to 
succeeding in tech sales. It gives a step-by-step plan to help 
candidates do well in interviews by talking about every important 
part, like answering typical questions and doing role-play 
activities. It also helps candidates create a great CV and find 
companies that match their personal values and professional goals. 
 
It's full of useful tips and advice from experts. This guide will 
help you feel confident and know what to do in tech sales 
interviews. It's perfect for anyone, from those starting their first 
job to those planning a career change. 
 

1. Introduction 
 
The demand for skilled tech sales professionals in the SaaS and 
broader technology industries underscores the importance of 
structured interview preparation. Success in tech sales interviews 
depends on demonstrating a solid understanding of sales 
methodologies, the sales cycle, and a proactive approach to tackling 
challenging scenarios. 

Goals of this Guide: 

●​ Empower job seekers with actionable strategies and tailored 
tips for excelling in tech sales interviews. 

●​ Offer insights into common interview scenarios and proven 
techniques for handling them effectively. 

●​ Help candidates align their personal aspirations with 
opportunities that support long-term career growth. 
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2. Where to Start and Which Positions 
Should You Apply For 
Breaking into tech sales often begins with entry-level positions 
such as Sales Development Representative (SDR) or Business 
Development Representative (BDR). These roles are designed to be 
stepping stones into the world of tech sales and are ideal for 
building the foundational skills needed to succeed in the industry. 

As an SDR or BDR, your primary focus will be on prospecting and 
qualifying potential customers. This means identifying businesses 
that could benefit from your company's product or service, reaching 
out to decision-makers, and setting up appointments or 
demonstrations for senior sales team members (=Account Executives). 
These roles are excellent for learning how to effectively 
communicate, handle objections, and develop a strong understanding 
of your company's offerings. 

The great thing about starting as an SDR or BDR is that you don’t 
necessarily need prior sales experience to get your foot in the 
door. Companies often look for candidates with strong interpersonal 
skills, a team-oriented mindset, and a willingness to learn. Many 
organizations provide training programs to help new sales reps 
develop the knowledge and tools they need to thrive. 

This starting point is widely recognized as the best path into tech 
sales, allowing you to learn the inner workings of the sales 
process, gain confidence in professional interactions, and position 
yourself for growth into more advanced roles like Account Executive 
or Sales Manager down the line. 

 

 
 

5 



 

6 



 

3. The Right Mindset for breaking 
into Tech Sales 
When stepping into the world of tech sales and applying for 
positions, it’s crucial to approach the process with the right 
mindset. These roles are competitive, and landing the right position 
can take persistence, patience, and resilience. It’s important to 
remind yourself that rejection is a natural part of the process and 
is by no means a reflection of your potential or worth. Each 
application, interview, or outreach represents a step closer to your 
goal and an opportunity to refine your skills. 

Many successful sales professionals will tell you that it can take 
over 100 applications to secure that one perfect role. This number 
might seem daunting, but it’s a reminder to stay committed to the 
process and keep pushing forward. Treat each setback as a learning 
experience, adjusting your approach where needed and continuing to 
showcase your passion and value to prospective employers. 

Above all, staying positive and keeping your long-term goals in 
sight will help you maintain the motivation and enthusiasm required 
to succeed. Remember, every 'no' brings you one step closer to the 
'yes' that will launch your tech sales career. With diligence, 
determination, and the right attitude, you’ll find the position 
that’s the perfect fit for you. Keep going — you’ve got this! 
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4. Mastering Interview Questions in 
Tech Sales 
After you have secured your first interview this will be your chance 
to showcase your skills, experience, and passion directly to a 
potential employer. Preparation is key to making a strong impression 
and standing out as the ideal candidate for the role. To help you 
succeed, this chapter will guide you through key areas to focus on 
and provide you with thoughtful questions to consider. By 
approaching your interview with confidence and careful preparation, 
you’ll be ready to communicate your value and build meaningful 
connections with decision-makers. Let's get started on setting you 
up for interview success! 

4.1. Behavioral Interview Questions for Tech 
Sales 

Behavioral interview questions are designed to assess how you've 
handled situations in the past as an indicator of how you'll perform 
in the future. They're typically open-ended and ask about your 
reactions, decision-making, and problem-solving in real-life 
scenarios.  

Example prompts might include:  

●​ "Tell me about a time you solved a difficult problem."  
●​ "Can you describe a moment when you had to deal with a 

challenging customer or colleague?"  
●​ "Give me an example of how you achieved a significant goal 

under pressure."  

In tech sales, these questions are especially significant. Why? 
Because success in this field relies on strong communication skills, 
adaptability, and the ability to collaborate effectively with teams 
and clients. Even if you’re new to tech sales, you bring experiences 
from other industries or roles that can illustrate how you're a 
great fit for the world of Tech Sales. 
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A Simple Framework to Answer Behavioral Questions  

If you're unfamiliar with behavioral interview questions, the STAR 
Method is your best ally. STAR stands for Situation, Task, Action, 
and Result — a proven structure that ensures your responses are 
concise and impactful.  

Here’s how it works: 

1.​ Situation: Briefly set the stage by describing the context of 
the challenge or scenario you were facing.  

2.​ Task: Specify the task or responsibility you took on in that 
situation.  

3.​ Action: Explain the steps you took to address the task. Be 
specific about what you did, not what the team or company did.  

4.​ Result: Share the outcome. Whenever possible, use tangible 
metrics (e.g., increased sales by 25%, exceeded a target by 
$10,000).  

Example STAR Answer for Tech Sales  

Question: "Tell me about a time you had to handle an objection or a 
skeptical customer."  

●​ Situation: During my role as a retail associate, I frequently 
interacted with customers who were unsure about purchasing our 
high-end products.  

●​ Task: One day, a customer came in looking for a blender but 
was hesitant, citing that our models were more expensive than 
competitors'.  

●​ Action: I focused on understanding their concerns by asking 
about their priorities — durability, warranty, features — and 
demonstrated how our blender met those expectations better 
than alternatives. I even invited them for an in-store demo 
where they could try it themselves.  

●​ Result: After seeing the blender in action, they purchased it 
and later sent positive feedback about its performance. My 
manager noticed my effort and commended me for driving sales 
in a tight market.  

Even if you've never worked in tech sales, examples like this from 
other roles show dedication to listening, solving problems, and 
closing a deal — all characteristics of a successful sales rep.  
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Common Behavioral Questions Asked in Tech Sales 
Interviews  

Here are some commonly asked behavioral questions tailored to tech 
sales. For each, we’ve included tips on how to respond, even if your 
background isn’t in sales.  

1. "Tell me about a time you worked under pressure to meet a 
strict deadline."  

Why it’s asked: Sales teams often operate under tight quotas. The 
interviewer wants to know how you handle stress.  

How to answer: Highlight your time management and problem-solving 
skills. Examples from college projects, internships, or non-sales 
jobs work well here.  

Example Response:  

"When working as a restaurant shift manager, I was once 
short-staffed on a particularly busy holiday weekend. I assigned new 
roles, jumped in where needed, and prioritized tasks to keep things 
running smoothly. By the end of the night, service was timely, and 
the team felt accomplished."  

 

 2. "Describe a time you exceeded a goal or expectation."  

Why it’s asked: Tech sales is all about being target-driven. They 
want to see your ambition and results-oriented mindset.  

How to answer: Think creatively — did you help your previous 
employer save costs, boost efficiency, or win over a difficult 
client?  

Example Response:  

"In my part-time role as a barista, our cafe was running a loyalty 
program that had low engagement. I proposed changes, such as 
offering double points during off-peak hours, which boosted usage by 
30% over three months."  
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 3. "Give me an example of a time you pivoted your 
strategy when something wasn’t working."  

Why it’s asked: Flexibility and resilience are essential in sales 
when deals don’t go as planned.  

How to answer: Share a time where you adapted creatively to a 
setback. Even personal anecdotes work if they're relevant.  

Example Response:  

"In a freelance project, my client disliked the initial logo designs 
I presented. Instead of giving up, I sought detailed feedback, 
revisited their preferences, and created a revised version that 
perfectly matched their vision. They were thrilled with the 
outcome."  

 

 4. "Tell me about a time you dealt with a difficult team 
member or client."  

Why it’s asked: Relationship management is crucial in tech sales. 
This question tests your interpersonal and conflict resolution 
skills.  

How to answer: Focus on tactful communication, empathy, and 
problem-solving.  

Example Response:  

"As a university group leader, one member consistently missed 
deadlines, frustrating the team. I arranged a private meeting to 
understand their challenges and offered to adjust our role 
distribution. This improved their contributions, and the project was 
completed on time."  
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Pro Tips for Tackling Behavioral Questions  

1.​ Practice Your STAR Stories  

Prepare a list of STAR stories before your interview. Aim for 
variety by showcasing different skills — problem-solving, teamwork, 
adaptability, resilience.  

2.​ Tie Everything Back to Tech Sales  

Even if your examples aren’t directly related, connect them to sales 
skills like communication, persuasion, goal-setting, and handling 
objections.  

3.​ Be Honest About Your Experience  

It’s okay to admit you’re new to tech sales — just focus on 
transferable skills and demonstrate a willingness to learn.  

4.​ Ask Questions During the Interview  

After answering, follow up by asking something like, "Is that 
aligned with how your team handles similar challenges?" It shows 
curiosity and a collaborative attitude.  

 

4.2. Motivation and Resilience Questions 

Motivation and resilience interview questions dig into two key areas 
hiring managers in tech sales care deeply about: 

●​ Motivation refers to your drive, enthusiasm, and passion — 
what keeps you pushing toward your goals, even when challenges 
arise. 

●​ Resilience evaluates how well you bounce back after setbacks 
or difficult situations — a must in any sales role, especially 
in tech where rejection is part of the game. 

Tech sales can be a rollercoaster ride with plenty of highs and 
lows. Employers need to know if you have the inner grit to handle 
tough days and the energy to stay focused on your long-term vision. 
These questions aim to uncover how you think, what fuels you, and 
how you manage adversity. 
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Common Motivation and Resilience Interview Questions 

Now that we’ve established what these questions are and why they 
matter, how do they actually show up in an interview? Below, we’ll 
look at examples of each type: 

Motivation Questions 

Motivation questions aim to understand what keeps you going, your 
goals, and how you connect to the role or company. Some examples 
include: 

1.​“Why are you interested in tech sales?” 
●​ What they're looking for: Interviewers want to see genuine 

enthusiasm for the field and an understanding of its unique 
opportunities. 

●​ Sample answer: "I've always been passionate about 
problem-solving, and tech sales excites me because it combines 
that with helping businesses find solutions that drive their 
growth. I'm also drawn to the fast-paced nature of this field 
and the opportunity to continually learn about new 
technologies." 

 

2.​“What motivates you to succeed in sales?” 
●​ What they're looking for: Insight into your personal drivers — 

whether it’s financial incentives, meeting targets, or 
personal growth. 

●​ Sample answer: "I'm motivated by the tangible results of my 
efforts, like closing deals and exceeding quotas. It’s 
extremely rewarding to win client trust and deliver a solution 
that genuinely helps their business." 

 

3.​“Where do you see yourself in five years?” 
●​ What they're looking for: Ambition and alignment with a sales 

career trajectory. 
●​ Sample answer: "I see myself progressing to a leadership 

position within a sales team, mentoring new hires, and driving 
revenue growth. I’m eager to develop the skills needed to 
excel in tech sales and grow within this field." 
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4.​“What excites you most about this company/product?” 
●​ What they're looking for: Knowledge about the company and 

enthusiasm for its mission or offerings. 
●​ Sample answer: "I’m impressed by how your SaaS product 

simplifies [specific problem] for small businesses. It’s 
exciting to imagine helping more businesses access such 
innovative solutions." 

Resilience Questions 

Resilience questions explore how you deal with challenges, failures, 
and rejections — common experiences in tech sales. Examples include: 

1.​“Tell me about a time you failed and how you handled it.” 
●​ What they're looking for: Self-awareness, accountability, and 

what you learned from the experience. 
●​ Sample answer: "During my internship, I missed a critical 

deadline on a group project because I overestimated how 
quickly I could complete my tasks. I owned up to the mistake, 
worked late to fix it, and set stricter time management 
practices moving forward. Since then, I've consistently 
delivered on time or early." 

 

2.​“How do you stay motivated after hearing a series of 
rejections?” 

●​ What they're looking for: Perspective and emotional maturity. 
●​ Sample answer: "Rejection is just part of the process. I 

remind myself that every 'no' is feedback guiding me toward a 
better approach. I also celebrate small wins along the way, 
like securing a follow-up meeting — even if it doesn’t lead to 
an immediate outcome." 

 

3.​“Can you describe a situation where you had to push through a 
challenging goal?” 

●​ What they're looking for: Examples of perseverance under 
pressure. 

●​ Sample answer: "While studying, I worked part-time in retail 
and had to hit ambitious weekly sales targets. At first, I 
struggled to balance work and school, but I developed a system 
to prioritize tasks and block out study time. By the second 
quarter, I consistently exceeded my sales goals." 
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4.​“How do you handle criticism or feedback?” 
●​ What they're looking for: Whether you can view feedback as 

constructive and use it to grow. 
●​ Sample answer: "I see feedback as an opportunity to improve. 

For example, during my part-time role, my supervisor suggested 
I refine my pitch tactics. I took their advice, practiced 
more, and saw immediate results in my ability to close sales." 

How to Prepare for Motivation and Resilience 
Questions 

If you’re stepping into an interview and feeling unsure about how to 
approach motivation and resilience questions, don’t worry — we’ve 
got a few tips to help you prepare: 

1.​ Reflect on Past Experiences  

Even if you don’t have direct sales experience, think about times 
you’ve demonstrated perseverance, motivation, or adaptability in 
other contexts. Examples from part-time work, university projects, 
or even volunteering can be valuable. 

2.​ Research the Company  

Tailor your answers to show alignment with the company’s mission, 
values, and products. This demonstrates genuine interest and 
readiness to contribute. 

3.​ Practice Telling Your Story  

Use the STAR technique (Situation, Task, Action, Result) to 
structure your answers in a clear and compelling way. This will help 
you stay focused and communicate effectively. 

4.​ Show Emotional Resilience  

Companies value emotional intelligence. Be honest about mistakes and 
setbacks you’ve faced, but always emphasize what you learned and how 
you grew. 

 

 

16 



 

4.3. Scenario-Based Problem-Solving Questions​
 
Scenario-based problem-solving interview questions ask you to 
analyze, strategize, and solve an imaginary problem or sales 
challenge. Essentially, you’re put into a hypothetical yet realistic 
situation and asked how you’d address it. 

Unlike behavioral questions (which focus on past experiences) or 
motivation questions (which dig into your personal drive), 
scenario-based questions aim to evaluate: 

●​ Critical thinking skills: Can you weigh options and choose the 
best course of action? 

●​ Sales mindset: Do you understand sales pipelines, 
objection-handling, or customer journeys? 

●​ Communication and persuasion skills: How well can you 
articulate your thought process and make a strong case for 
your solution? 

For aspiring tech sales professionals, these questions are vital. 
They allow interviewers to see beyond your résumé and test whether 
you have what it takes to thrive in this career — even if you’re 
just starting out. 

 

How to Answer Scenario-Based Questions Like a Pro 
1. Follow the STAR Framework - You should know it by now 

When crafting your answer, use the STAR framework to stay structured 
and focused: 

●​ Situation: Set the stage. Briefly describe the hypothetical 
scenario. 

●​ Task: Explain the goal or challenge you need to address. 
●​ Action: Walk the interviewer through the steps you would take. 
●​ Result: Highlight the desired outcome and how your solution 

achieves it. 
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2. Showcase Your Analytical Approach 

Don’t rush straight into the answer. Take a moment to analyze the 
problem aloud. This shows that you approach challenges thoughtfully 
and methodically, a must-have skill for tech sales. 

●​ Clarify the objective. 
●​ Identify the constraints (time limits, budget, customer 

hesitation, etc.). 
●​ Break down how you’d prioritize tasks. 

3. Communicate Confidence and Creativity 

Even if you're green in tech sales, this is your chance to shine. 
Demonstrating creativity, logic, and a willingness to learn 
outweighs a lack of direct experience. 

4. Research Common Tech Sales Problems 

One of the best ways to prepare is by becoming familiar with common 
issues tech sales reps face. Proactively thinking through solutions 
to frequent challenges will make your responses sharper and more 
relevant during interviews. 

 

Examples of Scenario-Based Problem-Solving Questions 
in Tech Sales 

Here are some realistic examples you'll likely encounter, along with 
tips to help you answer them. 

1. The Budget-Cautious Customer 

Question: A potential customer is interested in your product but 
says it’s outside their budget. How do you respond?  

How to Answer: Focus on uncovering the customer’s pain points and 
aligning the value of your tech solution with their needs. For 
example: 

Action Plan:  

1.​Acknowledge and empathize with their budget concerns. 
2.​Ask targeted questions to identify their priorities. 
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3.​Tailor your pitch to focus on how your product can save costs, 

improve efficiency, or deliver immediate ROI. 
4.​Present flexible payment options or scalable packages, if 

available. 

What to Demonstrate: Strong listening skills, adaptability, and a 
problem-solving mindset. 

 
 
2. The Long Sales Cycle 

Question: A client expresses interest during outreach, but the sales 
process stalls because their team is focused on other priorities. 
What do you do?  

How to Answer: Frame your response around persistent yet respectful 
follow-ups. 

Action Plan:  

1.​Thank the client for their initial interest, and ask about 
their timeline for revisiting the deal. 

2.​Provide value-driven follow-ups, such as offering relevant 
case studies, industry insights, or an ROI estimate. 

3.​Keep the relationship warm without being pushy — build trust 
and keep your product top of mind. 

What to Demonstrate: Tenacity, patience, and the ability to nurture 
sales relationships over time. 

 
3. The Competitive Bid 

Question: The customer is comparing your solution with several 
competitors. How would you handle this situation?  

How to Answer: Use a consultative approach to showcase why (and how) 
your product meets their unique needs better than competitors. 

Action Plan:  

1.​Ask the client about what they value most in a solution — 
whether it’s price, service, features, or scalability. 

2.​Analyze how your product stacks up against competitors and 
communicate its strengths. 
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3.​Share success stories or client testimonials to build 

confidence in your solution. 

What to Demonstrate: Competitive awareness, value proposition 
clarity, and product knowledge. 

 
 
4. The Reluctant Decision-Maker 

Question: You’ve presented a strong pitch to a decision-maker, but 
they’re hesitant to commit. What do you do?  

How to Answer: Show how you’d address their concerns directly and 
offer solutions. 

Action Plan:  

1.​Ask about the hesitation to uncover hidden objections (budget, 
timing, need for internal buy-in, etc.). 

2.​Provide tailored solutions, such as a free trial, demo, or 
additional resources to build confidence in your offering. 

3.​Express a strong willingness to partner with them to ensure a 
smooth implementation. 

What to Demonstrate: Objection-handling skills and empathy. 

 

Tips for Preparing for Scenario-Based Tech Sales 
Interviews 

If you're stepping into tech sales without prior experience, 
preparation is key. Here’s how to build your confidence: 

●​ Practice Out Loud: Rehearse these sample questions, using the 
STAR framework to guide your structure. 

●​ Understand Tech Sales Fundamentals: Research sales strategies, 
SaaS product lifecycles, and customer pain points. 

●​ Role-Play Scenarios: Work with a friend, mentor, or career 
coach to role-play tough questions. 

These efforts will not only prepare you for interviews — they’ll 
also give you a head start in your new role. 
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4.4. Sales Process & Strategy Questions 

Sales is at the heart of revenue generation for any company, and a 
defined sales process ensures consistency and scalability. During an 
interview, questions about sales processes and strategies help 
hiring managers gauge whether you: 

●​ Understand the fundamentals of a successful sales process, 
●​ Can adapt to their company’s sales methodology, 
●​ Think critically about the customer lifecycle and pipeline 

management, and  
●​ Approach challenges with a strategic mindset.  

Now, onto the good part — what these questions look like and how you 
should answer them!  

 

Common Sales Process & Strategy Interview 
Questions  
1. “Can you walk me through the typical stages of a sales process?”  

This is a foundational question that assesses your understanding of 
the structure behind closing a deal. If you lack direct experience, 
you can still answer by drawing on research or knowledge from 
relevant experiences, like internships or mock sales projects.  

Answer Structure: 

●​ Start with an overview of the key stages (prospecting, 
qualification, demonstration, proposal, negotiation, and 
closing).  

●​ For each stage, briefly explain its purpose.  
●​ Custom-tailor your response to highlight any methodologies 

you’re familiar with, such as MEDDICC.  

Example Response: 

"From my understanding, the sales process typically includes six 
stages. It begins with prospecting, where I’d research potential 
customers and identify decision-makers. Then comes the qualification 
stage to determine whether the lead is a good fit. Next is the 
demonstration stage, where I’d dig deeper into the customer’s pain 
points and objectives and mapping it to the solution I provide. From 
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there, I’d present a customized proposal addressing their specific 
challenges. This leads into negotiations and addressing any concerns 
before moving to the closing stage, where I’d finalize the contract 
or deal. While I haven’t worked directly in sales yet, I’ve gained 
exposure to this framework through my study of MEDDICC methodology, 
and I’m eager to apply it in action.”  

 

 
 2. “How would you prioritize leads in your sales 
pipeline?”  

This question is used to evaluate your ability to manage multiple 
opportunities effectively. Prioritization is critical because sales 
teams often have limited time and resources to focus on the hottest 
leads.  

Answer Structure: 

●​ Explain how you’d prioritize leads by metrics like urgency, 
budget, or decision-making timeline.  

●​ Showcase a tool or framework, such as BANT (Budget, Authority, 
Need, Timeline), to demonstrate your analytical approach.  

●​ Highlight your willingness to work closely with team members 
to align on priorities.  

Example Response: 

"I’d prioritize leads by first gathering as much information as 
possible through discovery calls or research. I’d categorize them 
using BANT — evaluating their budget, key decision-making authority, 
need for the product, and timeline for purchase. Leads with 
immediate timelines and clear decision-makers would move to the top 
of my list. Additionally, I’d use a CRM tool to track the lead score 
and ensure I’m focusing on those closest to conversion. 
Collaborating with marketing or customer success teams to understand 
historical patterns would also help refine my priorities.”  
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3. “What metrics would you track during the sales process 
and why?”  

Metrics allow sales teams to analyze performance, identify 
bottlenecks, and make data-driven decisions. This question tests 
your ability to think strategically and evaluate progress 
quantitatively.  

Answer Structure: 

●​ Mention key sales metrics, like conversion rates, average deal 
size, or the average sales cycle.  

●​ Highlight why tracking each metric is important to achieving 
sales goals.  

●​ If you’re new to sales, focus on your learning mindset and 
interest in using data to improve processes.  

Example Response: 

"I’d focus on tracking conversion rates between each stage of the 
sales funnel, as this helps identify where potential customers might 
be dropping off. The average Sales Cycle in days would be another 
important metric to see how quickly deals are closing, which could 
reveal bottlenecks in the process. Lastly, I’d monitor the average 
deal size to ensure I’m targeting accounts that align with revenue 
goals. My ultimate aim would be to use these insights to optimize my 
process and contribute to team KPIs.”  

 
  
4. “How do you handle long sales cycles?”  

Long sales cycles are common in tech sales, especially when clients 
are making significant investments. A strong answer here shows 
hiring managers that you have the patience and strategy to nurture 
relationships over time.  

Answer Structure: 

●​ Talk about staying organized and motivated throughout a long 
sales cycle.  

●​ Highlight follow-up strategies and engagement tactics.  
●​ If you haven’t experienced long sales cycles before, focus on 

transferable skills, like project management or relationship 
building.  
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Example Response: 

"In a long sales cycle, consistent follow-up and relationship 
management are key. I’d use CRM software to maintain a calendar of 
touchpoints so I can stay connected with prospects without 
overwhelming them. Adding value during each interaction — whether 
through industry insights, a case study, or a product update — would 
keep the conversation relevant. While I haven’t worked on long sales 
cycles yet, I’ve managed multi-month projects in other industries, 
which taught me the importance of patience, organization, and clear 
communication.”  

 
 
5. “How would you handle an unresponsive prospect?”  

This is a common scenario in sales, and your answer should 
demonstrate tact, persistence, and creativity.  

Answer Structure: 

●​ Discuss different channels (email, LinkedIn, phone) you’d use 
to re-establish contact.  

●​ Mention how you’d adjust your messaging to reignite interest.  
●​ Show that you’d focus on genuine value over pushiness.  

Example Response: 

"I’d start by reaching out through a different channel — if email 
hasn’t worked, I might try LinkedIn or a quick phone call. I’d also 
revise my messaging to focus on a specific pain point or benefit 
they previously expressed interest in. For instance, I might share a 
recent success story related to their industry or even a 
time-sensitive offer to create urgency. My goal would be to 
re-engage them without being overly persistent."  

 

 How to Stand Out Even Without Experience  

Breaking into tech sales without direct experience can feel 
intimidating — but remember, everyone starts somewhere! Here are a 
few additional tips to shine in your interview for process and 
strategy questions: 
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●​ Do Your Research: Familiarize yourself with common sales 

methodologies (e.g., SPIN, MEDDICC , Challenger), and mention 
them to show that you’ve done your homework.  

●​ Practice Mock Answers: Use the STAR method (Situation, Task, 
Action, Result) to structure your responses clearly.  

●​ Leverage Transferable Skills: Highlight experiences in 
customer service, project management, or data analysis that 
show you already have sales-relevant skills.  

●​ Ask Questions: At the end of the interview, ask questions 
about the company’s sales strategies or tools — they’ll 
appreciate your curiosity and desire to learn.  
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5. Asking the Right Interview 
Questions as a Candidate 
When you ask thoughtful, well-researched questions during an 
interview, it shows hiring managers that you’re proactive, 
strategic, and serious about excelling in this field. 
But there’s another side to this — interviews are a two-way street. 
It’s your chance to gather information about the company’s sales 
environment, leadership, and growth opportunities. After all, you’re 
not just looking for any role — you want a position where you can 
thrive. 
Whether you’re a recent graduate or transitioning into tech sales, 
here’s how the right questions help: 

●​ They reveal crucial insights about the job and the company’s 
inner workings. 

●​ They show that you’ve done your homework and understand what 
it takes to succeed in sales. 

●​ They position you as someone who thinks critically and 
strategically, qualities every sales leader admires. 

Now, let's dig into what to ask. 
 

 

Essential Questions Every Tech Sales Candidate 
Should Ask 

1. How many sales reps on your team consistently hit 
their quota? 

Why ask this: 

This question dives deep into the company’s sales environment and 
helps you understand its performance standards. A robust sales team 
with at least 50%-60% of reps hitting quota indicates that the 
company sets realistic targets, has strong management, and provides 
adequate tools and support. If only 30% or fewer reps hit their 
quota, it could be a red flag. That might signal poorly designed 
goals or systemic issues. 

Follow-up question: 
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●​ "What percentage of your reps hit at least 80% of their 

quota?" (A figure around 80% would represent a healthy 
competitive atmosphere.) 

What this tells you: 

●​ How realistic the company’s goals are. 
●​ Whether the team operates in a supportive or overly pressured 

environment. 

2. How do sales reps typically grow in this role? 

Why ask this: 

Career development is critical in tech sales, especially if this is 
your entry point into the industry. Asking how sales reps grow — 
whether through promotions, training, or skills development — shows 
that you’re already thinking about your future with the company. 

Follow-up questions: 

●​ "What are some examples of recent promotions from within the 
team?" 

●​ "Does the organization offer mentorship or access to courses 
for skills development?" 

What this tells you: 

●​ If the company invests in skill-building and promoting 
internally. 

●​ How structured and clear the growth paths are, which can help 
you see how you might fit into the team long-term. 

3. Can you describe the traits that make your 
top-performing sales reps successful? 

Why ask this: 

Tech sales teams thrive on collaboration, and understanding what 
separates the top performers from the rest gives you insight into 
the sales culture. It also helps you understand whether the 
characteristics of successful reps align with your own strengths. 

Follow-up questions: 
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●​ "Are these traits qualities the team looks for during the 

hiring process, or are they developed over time?" 
●​ "What kind of support do top-performing reps receive from 

leadership?" 

What this tells you: 

●​ What leadership values in its top talent. 
●​ If you have the potential to emulate these traits or acquire 

them through training. 

4. What tools and resources does the sales team use 
to support daily operations? 

Why ask this: 

Many sales professionals live and die by their tools. From customer 
relationship management (CRM) software to sales enablement 
platforms, the right resources can drastically improve your 
efficiency and help you meet your goals. This question highlights 
your focus on using technology effectively to succeed. 

Tools to listen for: 

●​ Common tools in tech sales include Salesforce, HubSpot, 
Outreach, and Gong. 

●​ If the company has its own proprietary tools, ensure they 
provide training for effective usage. 

What this tells you: 

●​ The company’s openness to investing in tech tools. 
●​ Whether the resources match modern sales expectations. 

5. What does onboarding look like for new sales reps? 

Why ask this: 

Every sales team has a unique culture, rhythm, and process, 
especially in tech. Understanding their onboarding process gives you 
insight into how quickly you’ll be expected to ramp up, what kind of 
initial support you’ll receive, and whether training programs align 
with your experience level. 

Follow-up questions: 
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●​ "What KPIs will I be expected to meet during my first 90 

days?" 
●​ "Is there shadowing or mentoring to help new reps adapt?" 

What this tells you: 

●​ If the company provides sufficient resources to support new 
hires. 

●​ How realistic the expectations are for someone breaking into 
tech sales. 

6. What challenges does your team face, and how are 
you working to address them? 

Why ask this: 

No company is perfect, and addressing challenges honestly can show 
how transparent they are about their shortcomings. This question 
also demonstrates your desire to understand and contribute to 
solving these pain points. 

Follow-up question: 

●​ "What role do new hires typically play in improving 
processes?" 

What this tells you: 

●​ The organization’s openness to feedback and improvement. 
●​ How they support their teams in overcoming obstacles. 

7. Where do you see the company’s tech sales team in 
three years? 

Why ask this: 

Tech sales is inherently tied to an industry that moves fast. Asking 
this question shows interest in both the company’s long-term vision 
and your place within it. 

Follow-up question: 

●​ "How does the sales team contribute to achieving these goals?" 

What this tells you: 
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●​ If the company has a clear strategy for scaling its 

operations. 
●​ Opportunities for you to grow as the company achieves its 

goals. 

 

A Few Final Interview Tips 
●​ Do your research: Tailor your questions to the specific 

company and role. Review the job description, company website, 
and LinkedIn posts to uncover potential discussion points. 

●​ Prioritize a few key questions: You likely won’t have time to 
ask everything, so pick the questions that align most with 
your priorities. 

●​ Be attentive and engaged: Great questions often come from 
listening carefully to the interviewer. Adapt your list during 
the conversation to reflect what you’ve learned. 

Remember, asking thoughtful questions not only cements your interest 
in the role but also confirms whether the position is right for you. 
Success in tech sales starts by making informed decisions — and 
asking the right questions can be the first step toward launching 
your career. 
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6. Interview Role Play Scenarios 
Beyond knowing the products, markets, and competition, one of the 
most crucial components of the hiring process is acing the sales 
interview. For many aspiring tech sales professionals, the interview 
isn't just about showcasing your resume — it's about demonstrating 
your ability to sell, problem-solve, and connect with clients in 
real time. That's where interview role play scenarios come in. 

Role play exercises are a pivotal part of tech sales interviews. 
They allow hiring managers to assess your ability to think on your 
feet, adapt to customer needs, and maintain a professional demeanor 
under pressure. These exercises simulate real-world customer 
interactions, giving you a chance to prove you can close deals, 
handle objections, and build rapport — all skills that are crucial 
in tech sales. 

But there's a catch. Role plays can be intimidating, even for 
seasoned professionals. The fear of being put on the spot or 
stumbling over your pitch can be nerve-wracking. That’s why 
preparation is key. This section of the guide dives into everything 
you need to know about mastering interview role play scenarios 

 

6.1. Mastering the Art of Handling an Inbound 
Call in a Tech Sales Interview 

Handling an inbound sales call successfully is one of the 
foundational skills a tech sales professional needs to master. It’s 
not only about qualifying leads but also demonstrating your ability 
to connect, build trust, and set the stage for the next steps — 
something every hiring manager in a tech sales interview will look 
for. 

If you're stepping into a tech sales interview and feeling unsure 
about how to approach this scenario, don't worry. This guide will 
walk you through the essential strategies that can help you shine. 
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Why Handling an Inbound Call Matters 

Inbound sales calls represent hot leads — potential customers who 
have already expressed interest in the product or service you’re 
selling. When you are asked to handle such a call during a sales 
interview, the hiring manager is looking for your ability to: 

●​ Qualify the lead effectively. 
●​ Ask the right questions while keeping the conversation fluid 

and engaging. 
●​ Demonstrate strategic thinking and confidence. 
●​ Secure a clear next step at the end of the conversation. 

Mastering this exercise shows prospective employers that you can 
handle real-world sales scenarios with finesse. 

Use the BANT Methodology 

One of the most effective ways to qualify a lead on an inbound call 
is by using the BANT methodology. BANT stands for Budget, Authority, 
Need, and Timeline, and it helps you determine the readiness of a 
potential customer to move forward. Here’s how you can apply it: 

1. Budget 

Ask questions to understand whether the lead has the resources to 
invest. Keep your tone curious, not confrontational, to avoid making 
it sound like a barrier: 

●​ “What budget have you set aside to solve this issue?” 
●​ “Is your team open to exploring premium solutions if they 

align well with your needs?” 

Avoid directly asking, “Do you have enough money for this?” It can 
sound off-putting and derail the conversation early on. 

2. Authority 

Determine whether the person you’re speaking to has decision-making 
power or, at the very least, influence: 

●​ “Who else is involved in the decision-making process for 
solutions like this?” 

●​ “Do you typically approve purchases of this nature, or is 
there someone else we should bring into the conversation?” 
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This ensures you direct your efforts effectively and don’t end up 
chasing someone who can’t take the deal forward. 

3. Need 

Identify the problem they’re seeking to solve and how urgent it is: 

●​ “Can you tell me what prompted you to explore solutions like 
ours?” 

●​ “What’s the biggest challenge you’re hoping to address with 
our product?” 

Ask open-ended questions to encourage detailed responses, helping 
you better understand their requirements and pain points. 

4. Timeline 

Establish whether there’s urgency to move forward or if this is a 
long-term consideration: 

●​ “When are you hoping to implement a solution?” 
●​ “Do you have any upcoming deadlines we should align with?” 

These questions help determine how soon this lead could convert into 
a paying customer. 

Keep the Conversation Engaging, Not an Interrogation 

While the BANT framework is invaluable, it’s equally important to 
ensure the conversation feels natural and engaging. The key is to 
ask open-ended questions and listen actively. Here are a few tips to 
master this balance: 

●​ Start with a friendly tone. Build rapport quickly by showing 
genuine interest in their goals or challenges. For example, “I 
appreciate you taking the time today! I’d love to hear more 
about what brought you to us.” 

●​ Follow up on their responses. Active listening is critical. If 
they mention a specific challenge, dig a little deeper with 
follow-up questions like, “That sounds frustrating. How has 
that been impacting your team’s productivity?” 

●​ Avoid rapid-fire questioning. Space out your questions and 
weave in conversational statements to keep things flowing. For 
example, “That makes sense. A lot of companies I’ve worked 
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with have faced similar challenges — they often find that 
[solution benefit] works well for them.” 

Remember, the goal isn’t to check all the BANT boxes as quickly as 
possible. It’s to have a meaningful conversation that provides 
insight into their needs and builds trust. 

Handle Objections with Confidence 

A good sales professional anticipates objections — and every sales 
interview will test your ability to handle them gracefully. Here’s 
how to address two common challenges you might face on the call: 

1. The "Just Send Me Information" Objection 

Sometimes, the person on the other end may push you to simply send 
over materials or a PDF instead of agreeing to a follow-up meeting. 
Here’s how to respond effectively: 

●​ Acknowledge their request politely, then highlight the value 
of a conversation. For example: 

●​ “I’d be happy to send over some information! At the same time, 
I’d love to understand your specific needs a bit better so I 
can tailor the recommendations. Maybe we could set aside just 
15 minutes to chat — how does Thursday morning look for you?” 

●​ Offer to send preliminary materials to build trust and keep 
the door open for further discussion. 

2. Handling Unqualified Leads 

If it becomes clear that the lead doesn’t meet qualification 
criteria (e.g., their budget is too low), don’t shy away from 
addressing it tactfully. For example: 

●​ “It seems like our solution might not match the budget range 
you're considering right now. Is that something you anticipate 
changing later on, or should we revisit this in a few months?” 

This ensures you’re not wasting time on leads that won’t convert 
while maintaining professionalism and respect for the other party. 

Always End with Clear Next Steps 

The most critical part of handling an inbound call — whether in real 
life or a sales interview — is to establish clear next steps before 
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ending the conversation. Leaving a call open-ended can make it feel 
unproductive. 

Here’s how to wrap up effectively: 

●​ Summarize what you’ve learned during the call. For example, 
“To recap, you’re looking to address [key challenge] and are 
hoping to implement a solution by [timeline]. Is that 
correct?” 

●​ Propose the next step based on their engagement level. 
Ideally, this will be scheduling a follow-up meeting: 

“I’d love to dive deeper into this with you and share how our 
solution can help. How does a 30 minute call next week sound?” 

Bringing It All Together 

Handling an inbound call in a sales interview is a golden 
opportunity to showcase your potential as a tech sales professional. 
By mastering the BANT methodology, keeping the conversation 
engaging, addressing objections confidently, and securing the next 
steps, you can demonstrate that you’re ready to tackle real-world 
challenges. 

Remember, interviews are as much about mindset as they are about 
skills. Approach the call with curiosity and confidence, and even if 
it doesn’t go perfectly, view it as a valuable learning experience. 

 

6.2. Mastering the Art of the Outbound Cold 
Call in a Sales Interview  

For newcomers, the thought of handling an outbound cold call during 
a sales interview can feel intimidating. Why? Because it’s a task 
that tests not just your communication skills but also your ability 
to handle objections, build rapport, and take control of 
conversations on the fly. 

The good news? With the right preparation and a structured approach, 
you can confidently ace this key part of your tech sales interview. 
This section will walk you through how to prepare, use a flexible 
call script, and engage effectively during an outbound cold call. 
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Understanding the Objective of the Outbound Cold Call 

When asked to handle an outbound cold call in an interview, your 
interviewer isn’t necessarily looking for a perfect performance. 
What they are evaluating is: 

●​ Your ability to structure a conversation. 
●​ How well you adapt to challenges or objections. 
●​ Whether you can communicate value clearly and confidently. 
●​ Your approach to closing next steps, like a follow-up. 

Keep in mind that breaking into tech sales doesn’t require extensive 
outbound experience. It’s about showing potential — not perfection — 
and demonstrating a willingness to learn and improve. 

The Importance of a Call Script 

To succeed during an outbound cold call interview, preparation is 
key. Walking into the conversation without a plan will only create 
unnecessary stress. This is where having a flexible call script can 
make all the difference. 

A call script isn’t about memorizing word-for-word dialogue (you 
don’t want to sound robotic). Instead, think of it as a toolkit. 
Each part of your script provides you with a framework to guide the 
conversation, helping you stay focused and hit all the important 
points. 

A great script includes: 

1.​A strong introduction. 
2.​ A value-driven middle section, supported by references to 

customer success stories or the company’s product offerings. 
3.​ A concise closing statement, focused on setting up the next 

step with confidence. 

Below, we’ll break these key pieces down and provide examples you 
can use as inspiration. 

How to Handle an Outbound Cold Call (Step by Step) 

Step 1: Prepare Thoroughly  

Before you even pick up the phone — or practice for your interview — 
take time to prepare. Here’s how: 
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●​ Research the product/service the company sells. Familiarize 

yourself with its value proposition so you can articulate it 
clearly during the call. 

●​ Understand your target audience. If you’re tasked with calling 
a specific persona, such as a business owner or an IT manager, 
learn about their challenges or pain points. 

●​ Study the company’s success stories. Great cold callers 
leverage examples of similar customers who’ve benefited from 
the product or service. 

This preparation shows the interviewer that you’re thoughtful and 
diligent, which are key traits for any tech sales role. 

Step 2: Craft a Compelling Introduction  

The first moments of a cold call can set the tone for the entire 
conversation. A strong introduction grabs attention and positions 
the call as relevant. Keep it concise and engaging. 

Example Introduction Script:  

"Hi [Prospect’s Name], this is [Your Name] calling from [Company]. 
I’m reaching out because we helped companies like [Prospect’s 
Industry/Type] solve [Industry Challenge your product solves]. I 
noticed [specific observation about their business] and thought our 
solution could also be beneficial to you. I’d love to share how 
we’ve specifically can help to solve [Industry Challenge your 
product solves." 

Why It Works:  

●​ You introduce yourself politely to demonstrate respect for 
their time.  

●​ You tailor the script to the prospect’s industry, showing 
you’ve done your homework.  

●​ You open with a hint of value, which keeps them listening. 

Step 3: Build Value Through Success Stories  

Once you’ve secured the prospect’s attention, shift the conversation 
toward value. A great way to do this is by sharing relatable 
customer success stories. This ensures the conversation is less 
about “selling” and more about solving the prospect’s challenges. 
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Example Success Story Script:  

"We recently worked with [Public reference Customer], a company 
similar to yours in [industry/field]. They were struggling with 
[pain point], and by using our [solution], they were able to 
[specific outcome, like increasing efficiency or cutting costs]. I’d 
love to explore whether we could create similar success for your 
business." 

Why It Works:  

●​ Highlighting real success stories creates credibility and 
trust.  

●​ It positions the product/service as a practical solution to a 
pain point.  

●​ You subtly transition into a collaborative conversation rather 
than a pushy sales pitch. 

Step 4: Handle Objections Gracefully  

Expect objections. Whether it’s skepticism, budget concerns, or lack 
of time, objections are part of any cold call. Treat them as 
opportunities to engage further, rather than obstacles. 

Example Objection-Handling Framework:  

1.​Acknowledge their concern. 
2.​Show understanding. 
3.​Provide a solution or redirect the focus. 

Example Response to “We don’t have the budget right now”:  

"I completely understand. That said, would it be helpful to have an 
open conversation to explore your goals and challenges? We could 
focus on how we bring value, so when the timing is right, you’ll 
already have a clear idea of how we can help."  

Why It Works:  

●​ It fosters an open dialogue, emphasizing collaboration and 
value.  

●​ You build a relationship now, making future engagement more 
natural when the timing aligns. 
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Step 5: Close with a Clear Next Step  

Never end a cold call without clearly defining the next steps. 
Whether it’s scheduling another call, sending over resources, or 
booking a product demo, make sure you secure a commitment before 
wrapping up. 

Example Closing Script:  

"Thanks for your time today, [Prospect’s Name]. I’d love to set up a 
follow-up meeting to explore this further and discuss how 
[company/product] could support [their business goal]. How does that 
sound to you?" 

Why It Works:  

●​ It positions the follow-up as a natural progression, not an 
imposition.  

Bonus Tip: Stay Positive and Energetic  

Cold calls are inherently challenging, which can make them 
nerve-wracking for newcomers. But remember, confidence and energy 
are contagious. When you stay positive, prospects are more likely to 
reciprocate and engage with you. 

Even if the interview call doesn’t go as planned, end with 
enthusiasm and gratitude. This will leave a lasting impression on 
the interviewer. 

Why this Process Matters for Sales Interviews 

Handling a successful outbound cold call during a sales interview 
showcases your potential to thrive in tech sales. A well-thought-out 
script, combined with preparation and adaptability, will help you 
stand out to interviewers and show that you’re ready for the 
challenge of working in a high-energy sales environment. 

Ultimately, this skill is foundational to long-term success in tech 
sales. Not only will it impress interviewers  — it will also set the 
stage for securing real-world deals, building customer 
relationships, and growing your career in the field. 
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6.3. Mastering the Discovery Call in a Sales 
Interview  

A Discovery Call is the first real conversation between a sales 
professional and a potential customer (or "prospect"). This is where 
you uncover the prospect's pain points, learn about their goals, and 
gather insight into their buying process. It’s not about pitching 
your product — it’s about listening and collecting information.  

For an interview, a Discovery Call is designed to evaluate your 
ability to ask thoughtful, open-ended questions and engage in a 
natural, conversational way. It’s critical to demonstrate that you 
understand the goal of the call and can guide the discussion without 
turning it into an interrogation.  

Will I Be Asked to Do a Discovery Call in My 
Interview?  

If you’re applying for entry-level roles like Sales Development 
Representative (SDR) or Business Development Representative (BDR), 
you might not be asked to conduct a formal Discovery Call. Instead, 
the focus will likely be on your ability to prospect, email, or cold 
call leads.  

However, if you’re targeting positions like Account Executive (AE) 
or Associate Account Executive (AAE) — roles typically associated 
with closing sales — showcasing your Discovery Call skills could be 
essential. Hiring managers will want to see how you approach 
conversations with prospects and whether you can identify their 
needs.  

The Core Goals of a Discovery Call  

Before we get practical, it’s crucial to remember the objectives of 
a great Discovery Call during a sales interview. Here’s what you 
should aim to achieve:  

●​ Identify Pain Points: What problems is the prospect facing? 
What’s holding them back from achieving their goals? 
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●​ Understand Their Timeline: When does the prospect want to 

solve their issues or achieve their goals? Are they ready to 
move now, or is this a down-the-road project? 

●​ Map the Decision-Making Process: Who has decision-making 
power? Is there a team you’ll need to win over?  

These insights will guide how you tailor your solution — and in the 
context of an interview, they’ll demonstrate that you can think 
strategically and empathetically.  

How to Conduct an Effective Discovery Call in an 
Interview  

Now, let's get into the practical steps you can follow to nail a 
Discovery Call during your sales interview.  

1. Do Your Homework  

Before the call, read up on the hypothetical company or prospect 
scenario the interviewers have provided. If no scenario is given, 
ask for context about the mock prospect — such as their industry, 
common challenges, and potential goals. Use this information to 
brainstorm relevant questions and anticipate the prospect's possible 
pain points.  

2. Set the Right Tone  

Start the call in a friendly and professional way. Here’s an example 
of how you can open the conversation during an interview Discovery 
Call role-play:  

"Hi [Prospect Name], it’s great to meet you! I appreciate you taking 
the time for our exchange today. My suggestion is that we start with 
a short round of introductions and you tell me what is most 
important to you today, so that when you leave the meeting, you can 
say your time was well spent."  

This sets the tone for a collaborative, open discussion rather than 
a rigid Q&A session.  

3. Ask Open-Ended Questions  

Instead of questions that can be answered with a simple "yes" or 
"no," focus on open-ended questions that encourage prospects to 
elaborate. For example:  
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●​ “Can you tell me about the biggest challenges your team is 

currently facing?”  
●​ “What does success look like for you in the next 6–12 months?”  
●​ “What are your team’s top priorities right now?”  
●​ “Are there any processes you’re looking to improve or 

streamline?”  
●​ “What’s the biggest obstacle keeping you from reaching your 

goals?”  

These kinds of questions invite more in-depth responses and reveal 
the prospect’s underlying needs and decision-making process.  

4. Practice Active Listening  

One of the most crucial parts of a Discovery Call is showing that 
you’re genuinely listening. Nod, acknowledge what the prospect has 
said, and ask follow-up questions when appropriate. For instance, if 
they mention struggling with efficiency, you might ask, “What impact 
has that inefficiency had on your day-to-day work?”  

This demonstrates that you’re engaged and eager to understand their 
challenges on a deeper level.  

5. Summarize and Clarify  

Periodically summarize what the prospect has shared to ensure you’re 
both aligned. For example, you might say:  

"Just to make sure I’ve understood correctly, it sounds like your 
team is dealing with [Challenge A] and [Challenge B], and you’re 
hoping to achieve [Goal]. Is that right?"  

This technique also gives the prospect a chance to expand or correct 
your understanding.  

6. Avoid Sounding Like an Interrogator  

While asking questions is essential, make sure the call feels 
conversational rather than robotic or scripted. Here’s how to strike 
the right balance:  

●​ Space out your questions naturally, allowing the prospect to 
speak without interruptions.  

●​ Make your tone and delivery friendly and engaging.  
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●​ Share small bits of context or empathy between questions. For 

example, “I hear that a lot from other companies in your space 
— it can be so challenging!”  

7. Wrap It Up Gracefully  

End the call by thanking the prospect for their time and summarizing 
the key points you’ve learned. For example, you could say:  

"Thanks so much for sharing all of this, [Prospect Name]. It sounds 
like you’re aiming to [Goal], but you’re currently facing challenges 
like [Pain Point]. We’d love to explore how our [Product/Service] 
might help you achieve that."  

For an interview, be sure to also state how you’d plan to proceed 
with the account (if applicable). This demonstrates that you 
understand the next steps in a real-world sales process.  

Key Takeaways  

A Discovery Call is your opportunity to show that you’re not just a 
good talker, but a skilled listener and a thoughtful problem solver. 
Even if you’re new to tech sales, following a clear structure and 
practicing ahead of your interview will help build your confidence.  

Remember to approach the conversation with curiosity and empathy — 
it’s about collaborating with the prospect, not pressing them for 
answers. If you can prove you understand how to spot the right 
opportunities and build rapport, you’ll be one step closer to 
landing your dream role in tech sales.  

 

6.4. Mastering Negotiation Role Plays in a Tech 
Sales Interview 

Imagine sitting in a sales interview for an Account Executive (AE) 
or Associate Account Executive (AAE) role. The hiring manager turns 
to you and says, "Let's do a quick role play. Pretend I’m a 
potential customer, and you’re pitching me our solution (let’s 
assume it’s a cybersecurity product). Then, when I start negotiating 
the price, show me how you’d respond."  

For many aspiring tech sales professionals, these role plays can 
feel daunting — especially when negotiation comes into play. But 
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don’t worry — while challenging, nailing a negotiation role play is 
an opportunity to showcase your potential employer exactly what 
you’re made of.  

This section breaks down the key strategies to help you ace 
negotiation simulations in your sales interviews, even if you’re new 
to the tech world.  

Why Negotiation Role Plays Are Common for Tech Sales 
Roles  

Negotiation is one of the most critical skills in tech sales, 
particularly for Account Executives (AEs) or Associate Account 
Executives (AAEs). These roles involve closing deals, managing 
objections, and advocating for the business value of complex 
products.  

If you're applying for entry-level roles like Sales Development 
Representative (SDR) or Business Development Representative (BDR), 
you're less likely to face a negotiation simulation in your 
interview since your focus will be on prospecting and lead 
generation. However, if you're stepping directly into an AE or AAE 
position, expect this skill to be scrutinized.  

When facing a role play, remember this key principle of negotiation 
in sales interviews: it's all about showcasing how well you can 
create and communicate business value.  

How to Approach Negotiation in a Sales Interview  

1. Understand the Question Behind the Negotiation  

Negotiation requests often fit within a few patterns: 

●​ Price Objections: The interviewer (or “customer” in the role 
play) might say, “The price is too high” or “We have a limited 
budget.” 

●​ Request for Extras: They might ask for added value, like 
extended payment terms, more features, or higher service 
levels. 

Before answering, think about why they are making the objection. Are 
they unsure of your ability to advocate for your product’s value? 
Are they testing whether you’d concede too much? These scenarios 
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test your ability to stand your ground professionally while finding 
mutually beneficial solutions.  

2. Focus on Business Value, Not Discounts  

When faced with a price objection in the role play, steer the 
conversation away from pricing reductions and toward the value your 
product delivers. This is a critical principle for sales success, 
particularly in tech sales. Here’s how to do it effectively: 

●​ Quantify the Value of Your Product: Prepare to back up your 
claims with numbers. For instance, if you’re “selling” a 
cybersecurity solution during the role play, contextualize its 
value. Highlight how it prevents risks, potentially saving the 
“customer” millions of dollars in breach recovery costs or 
reputational damage. 

○​ Example Response: “I understand that managing costs is a 
priority. However, consider the potential fallout from a 
security breach, which often costs companies an average 
of $4 million. Our solution minimizes that risk by up to 
90%, offering a significant return on investment.” 

○​ Leverage Customer References: When numbers aren’t on 
hand, cite examples of how other companies have benefited 
from similar solutions.  

○​ Example Response: “Another tech company like yours 
recently saw a 85% reduction in their vulnerability risk 
within the first year of implementing our solution.”  

 

3. Practice “Give and Get” Negotiation ​
If you must make a concession to close the deal, demonstrate how to 
trade concessions effectively in your role play. The foundation of 
strong negotiation is reciprocity — if you give something up, always 
ask for something in return.  

○​ What You Can Offer: Small concessions like a limited 
introductory discount, extended trial periods, or special 
onboarding.  

○​ What to Request in Return: Faster deal closure, 
multi-year contracts, or a commitment to roll out your 
solution across other departments or regions.  
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○​ Example Response: “To help reach an agreement, I can 

offer a discount on Year 1 for a three-year partnership 
commitment. Would that work for you?”  

This approach shows the hiring manager that you negotiate with the 
bigger picture in mind, which is especially critical in tech sales 
where strategic partnerships drive long-term revenue.  

​
 4. Maintain Confidence and Control the Discussion  

​
A negotiation role play isn’t just about the specifics of the deal — 
it’s a test of your ability to maintain composure and assertiveness 
under pressure. Here’s how to handle the situation with confidence: 

○​ Stay Professional, Don’t Fold Too Quickly: Recognize that 
objections and requests for discounts are normal, but 
avoid agreeing to concessions immediately. Instead, ask 
questions to clarify their concerns.  

○​ Example Response: “I’d love to understand more about your 
budget constraints. Could you share a bit more detail so 
we can see what’s possible?”  

○​ Use Silence Strategically: After making a point, take a 
pause. Silence can encourage the other party to share 
more information while making you appear calm and in 
control.  

 

5. Showcase Active Listening Skills 

The ability to listen and adapt during a negotiation role play is a 
top quality hiring managers look for. Demonstrating this skill can 
set you apart from other candidates.  

○​ Ask Open-Ended Questions: Use queries that dig into the 
“customer’s” true needs or priorities.  

○​ Example Question: “What specific outcomes are you hoping 
to achieve with this solution?”  

○​ Paraphrase and Confirm Understanding: Reflect their 
concerns back to them to show that you’re listening 
attentively.  
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○​ Example: “It sounds like you’re looking for a solution 

that aligns with both your risk management priorities and 
budget constraints. Is that correct?” 

 

6. Prepare, Practice, and Adjust  

Walk into your interview role play ready to impress: 

○​ Do Your Homework: Research the company, products, and 
challenges customers in their industry might face. For 
example, if it’s a SaaS company with a cloud-based CRM 
solution, think about common CRM objections, like complex 
implementation or insufficient ROI.  

○​ Practice with a Peer: Rehearse potential role play 
scenarios with a friend or mentor. The more you practice 
negotiating out loud, the more natural and confident 
you'll appear.  

○​ Adapt on the Fly: Respond dynamically during the role 
play. If the interviewer throws an unexpected curveball, 
take a moment to process and adjust rather than 
panicking. This resilience is what sales roles demand in 
real life.  

Key Takeaways ​
Negotiation role plays are not about being perfect; they’re about 
showing how you approach challenges, focus on business value, and 
create win-win outcomes. For tech sales roles, these simulations are 
your chance to highlight core skills like strategic problem-solving, 
active listening, and confidence under pressure. ​
By practicing the strategies above, you’ll walk into your interview 
ready to showcase exactly why you’re the right fit for that Account 
Executive position. Remember, the goal isn’t just to “win” the 
negotiation — it’s to prove that you’re ready to help the company 
achieve real, measurable success. ​
And one more thing — don’t forget a big smile and a handshake at the 
end of that role play. Confidence is contagious, and your 
interviewer will remember it.  
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7. Crafting a Winning Tech Sales CV 
Your CV is your first big opportunity to “sell” yourself to 
potential employers. And here’s a little insider tip — sales 
managers look for more than just experience. They value transferable 
skills, a results-driven mindset, and, yes, your ability to 
creatively pitch yourself.  

A strong Tech Sales CV addresses the following questions: 

●​ Can you demonstrate excellent communication and 
relationship-building skills? 

●​ Do you have the work ethic and adaptability to meet ambitious 
targets? 

●​ Can you solve problems and create value for both the company 
and the client? 

Even if you’ve never had a formal tech sales role, tailoring your CV 
to highlight relevant skills and achievements can make you stand 
out.  

7 Steps to Crafting a Winning Tech Sales CV  

Step 1: Start with a Powerful Summary  

Your CV summary is the first opportunity to catch a recruiter’s 
attention. Think of it as your 60-second elevator pitch. Be concise, 
enthusiastic, and clear about your goals. Highlight any relevant 
skills or achievements upfront—even if they stem from experience 
outside the tech world.  

Example  

“Results-oriented professional with a strong background in client 
relationship management and a passion for technology-driven 
solutions. Skilled in building trust, exceeding targets, and 
delivering value in competitive environments. Eager to bring 
exceptional communication and problem-solving skills to a dynamic 
tech sales team.”  
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Step 2: Highlight Transferable Skills  

Don’t have formal tech sales experience? That’s okay! Employers in 
tech sales value skills like: 

●​ Customer relationship management – Demonstrated success in 
dealing with clients or customers in retail, hospitality, or 
service industries.  

●​ Problem-solving – Proven ability to identify pain points and 
offer actionable solutions.  

●​ Presentation skills – Experience presenting ideas, solutions, 
or projects.  

●​ Team leadership or collaboration – Examples of mentoring 
others, leading a team, or contributing to group success.  

●​ Time management and adaptability – Proven ability to multitask 
and stay flexible in fast-paced environments.  

Use bullet points to list these skills clearly and provide one or 
two lines explaining how you applied them successfully.  

Step 3: Tailor Your Work Experience  

If you don’t have direct tech sales experience, don’t just list your 
previous jobs — explain the outcomes and achievements that align 
with the skills necessary for tech sales. Hiring managers care about 
quantifiable results, so focus on metrics whenever possible.  

For example, if you worked in customer service, you could write: 

●​ "Led a team to successfully onboard 100+ customers, improving 
retention rates by 25% and streamlining the onboarding process to 
enhance overall customer experience." 

Or, if you worked in retail:  

●​ "Identified customer preferences and recommended tailored 
solutions, consistently exceeding daily sales targets by 15%." 

Step 4: Showcase Results with Metrics  

Tech sales is result-driven, so your CV should showcase the 
measurable impact you’ve made in previous roles. Wherever possible, 
use numbers to illustrate your achievements. This could include: 
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●​ Percentages (e.g., “Increased team productivity by 25% through 

streamlined processes”). 
●​ Dollar amounts (e.g., “Generated $50,000 in new revenue 

through upselling strategies”). 
●​ Targets (e.g., “Consistently exceeded sales targets by 10-20% 

every quarter”).  

By including numbers, you’re demonstrating accountability and a 
proven ability to deliver—both key traits any hiring manager will 
appreciate.  

Step 5: Integrate Technology  

To break into tech sales, you need to show that you’re tech-savvy. 
Include any tools or platforms you’ve worked with, even if they’re 
not specifically sales-related.  

Examples: 

●​ CRM Platforms (e.g., Salesforce, HubSpot)  
●​ Productivity Tools (e.g., Microsoft Teams, Slack, Asana, 

Monday.com, Trello)  
●​ Basic Data Analysis (e.g., Excel, Google Analytics)  

Even self-taught proficiencies or certifications (like a HubSpot 
sales certification) can make a difference. It shows initiative and 
a willingness to learn.  

Step 6: Don’t Forget Soft Skills  

While technical skills are important, soft skills like 
communication, empathy, and negotiation are often the deciding 
factor in sales success. Often overlooked, soft skills have their 
place in your CV — just be sure to weave them into your achievements 
rather than listing them separately.  

For example: 

●​ "Built a strong rapport with hesitant clients, converting 60% 
into repeat customers.”  

●​ "Negotiated pricing agreements that increased customer 
retention rates by 30%.”  

 

53 



 
Step 7: Education and Continuous Learning  

Formal education is essential, but hiring managers in tech sales are 
equally impressed by continuous learning. Include any 
certifications, courses, or workshops that demonstrate your 
commitment to growth in the field of tech or sales.  

Examples: 

●​ “Google Analytics Certification – January 2023”  
●​ “Intro to Software Sales, Coursera – May 2023”  

Education sections may be brief, but additional training or 
certifications can be a game-changer, especially if you’re 
transitioning into tech sales without direct prior experience.  

Bonus Tips to Ensure Your CV Stands Out  

●​ Keep Design Professional: Use a clean layout with clear 
headings. Avoid overly fancy fonts.  

●​ Tailor for Each Role: Use the job description to identify 
keywords and tailor your CV to match.  

●​ Proofread Twice: Sales demand attention to detail — so your CV 
should be typo-free.  
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8. Understanding Key SaaS/Tech Sales 
KPIs 
If you’re looking to make your mark in SaaS sales, understanding Key 
Performance Indicators (KPIs) is crucial. KPIs are the backbone of a 
sales team’s strategy — they measure performance, identify 
successes, and highlight areas for improvement. For aspiring tech 
sales professionals, knowing these metrics is an excellent way to 
stand out during interviews and hit the ground running in a new 
role. 

By the end of this section, you’ll have a clear grasp of essential 
SaaS sales KPIs, such as ARR, ACV, TCV, Retention Rate, and 
Conversion Rate, and understand how they fit into a tech sales 
strategy. We’ve broken these terms down to ensure you gain a 
practical understanding, even if this is your first foray into tech 
sales. 

What Are SaaS Sales KPIs, and Why Do They 
Matter? 

KPIs for SaaS sales track critical aspects of the customer 
lifecycle, sales performance, and overall company health. They give 
sales organizations a quantifiable way to measure results against 
goals. Why should you care? Because as a tech sales rep, your 
performance will be evaluated against these KPIs. It’s the language 
spoken by your future managers, teams, and clients. Mastering this 
language early will give you a leg up in your career and showcase 
you as a proactive problem-solver. 

Some KPIs focus on revenue, while others track customer satisfaction 
or the efficiency of your sales funnel. Every SaaS company has 
slightly different priorities, but the following KPIs are 
universally significant in tech sales. 
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Key SaaS Sales KPIs Explained 

1. ARR (Annual Recurring Revenue) 

What is it?  

ARR measures the value of recurring revenue from subscriptions over 
a one-year period. It’s a crucial metric for any SaaS business built 
on recurring subscription models. 

Why does it matter?  

ARR provides a clear picture of a company’s predictable, recurring 
revenue, helping sales teams and organizations forecast growth. 
Selling contracts that increase ARR will likely be central to your 
role. 

Example scenario:  

If you close a deal for a yearly subscription worth $5,000, that 
$5,000 becomes part of the company’s ARR. If an existing customer 
expands their subscription to pay $7,000 annually, your efforts have 
contributed an additional $2,000 to ARR. 

Pro tip for beginners:  

When discussing ARR during interviews, emphasize your focus on 
landing high-quality accounts that have long-term value potential. 

2. ACV (Annual Contract Value)  

What is it?  

ACV measures the revenue generated from a single customer contract 
over the span of a year, standardizing contract values to an annual 
basis. It excludes one-time fees and focuses solely on recurring 
revenue.  

Why does it matter?  

ACV provides insights into the annual revenue contribution of each 
customer, helping businesses forecast income and assess the 
long-term value of their deals. It’s also useful for comparing 
customer contracts and prioritizing high-value opportunities.  
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Example scenario:  

Say you close a deal worth $30,000 over a 3-year contract. To 
calculate the ACV, divide the total contract value ($30,000) by the 
number of years (3). The ACV for this deal would be $10,000 per 
year.  

Pro tip for beginners:  

When discussing ACV, highlight your ability to focus on deals with 
high annual returns and sustainability. Show how you’d balance 
pursuing valuable contracts while maintaining a manageable sales 
cycle. 

3. TCV (Total Contract Value) 

What is it?  

TCV represents the total revenue a customer contract is expected to 
generate throughout its term. This includes recurring payments and 
any one-time fees. 

Why does it matter?  

TCV helps sales managers measure the overall value of a deal. It's 
also useful for understanding how long-term relationships 
financially benefit the business. 

Example scenario:  

Let’s say you close a 3-year subscription deal where the customer 
pays $10,000 annually, with an additional $2,000 onboarding fee. The 
TCV for this deal would be $10,000 x 3 (years) + $2,000 = $32,000. 

Pro tip for beginners:  

When discussing TCV, highlight how you would encourage customers to 
commit to longer contracts, demonstrating your understanding of the 
value this brings to the company. 

4. Retention Rate 

What is it?  

Retention Rate measures the percentage of customers who continue 
renewing their subscriptions over a given period. 
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Why does it matter?  

For SaaS businesses, retaining customers is often more 
cost-effective than acquiring new ones. A high retention rate 
indicates that customers are satisfied with the product and willing 
to continue paying for it. 

Example scenario:  

Imagine your company starts the year with 100 customers. Over the 
year, 90 customers renew their subscriptions. Your retention rate 
would be calculated as (90 ÷ 100) × 100 = 90%. 

Pro tip for beginners:  

Retention rate highlights how well a product meets customer needs. 
Show your understanding by discussing how building trust and 
maintaining long-term relationships can positively impact retention. 

5. Conversion Rate 

What is it?  

Conversion Rate tracks the percentage of prospects who take a 
desired action — such as booking a product demo or signing a 
purchase contract. 

Why does it matter?  

It’s one of the clearest metrics for gauging the effectiveness of a 
sales funnel. A high conversion rate indicates that the sales team 
is successfully moving leads through the funnel. 

Example scenario:  

If 50 out of 200 leads you engage with convert into paying 
customers, your conversion rate would be (50 ÷ 200) × 100 = 25%. 

Pro tip for beginners:  

Familiarize yourself with strategies to boost conversion rates, such 
as addressing objections early and emphasizing how the product 
solves specific pain points for customers. 
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How These KPIs Work Together 

Individually, each KPI provides valuable insight. Taken together, 
they offer a fuller picture of a company's overall health and sales 
success. For instance, a high ARR paired with strong retention 
indicates a business with a steady income stream and satisfied 
customers. On the other hand, a low retention rate or poor 
conversion rate may highlight weak points in the product or sales 
strategy. 

When starting your career in tech sales, understanding how these 
KPIs interconnect positions you as a valuable asset to any 
organization. 

The Practical Side of SaaS Sales KPIs for 
Beginners 

Here are a few actionable tips for putting these KPIs into practice 
as an aspiring tech sales professional: 

●​ Do Your Research: Familiarize yourself with how the company 
you’re interviewing for measures success. If ARR or retention 
is their priority, tailor your talking points to reflect those 
goals. 

●​ Speak the Language: During interviews, demonstrate fluency in 
these KPIs. A simple sentence like “I understand how critical 
ARR growth is for a subscription-based SaaS model” can leave a 
strong impression. 

●​ Ask Questions: Show curiosity by asking how the sales team 
approaches improving KPIs like TCV or conversion rate. This 
highlights that you’re thinking like a team player. 

Next Steps to Elevate Your SaaS Sales Knowledge 

Understanding these SaaS sales KPIs is your first step into the tech 
sales world, but continued education is key to staying competitive. 
Whether you’re amplifying ARR growth or boosting your retention 
strategy, mastering these terms puts you on the path to success. 

To explore more strategies, tips, and resources to break into tech 
sales, visit Tech Sales Temple Dictionary — your go-to hub for 
everything tech sales-related. 
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9. Other Strategies how to break into 
Tech Sales Without Simply Applying to 
Job Posts 
Tech sales is one of the hottest career paths right now, offering 
lucrative earning potential, growth opportunities, and a high-energy 
environment. If you’re looking to transition into tech sales, simply 
scouring job boards and clicking “apply” can only get you so far. 
Competition is fierce, and the most effective strategies often go 
beyond traditional applications. 

This section explores creative and proactive strategies to break 
into tech sales. If you're a career changer or a job seeker ready to 
stand out, these methods will guide you toward your dream role. 

 

1. Reach Out Directly to Hiring Managers on 
LinkedIn  

One of the most effective ways to bypass a flooded application pool 
is to message hiring managers directly on LinkedIn. Companies like 
Gartner report that over 80% of modern hiring is influenced by 
networking rather than just applications.  

How to Do It Successfully: 

●​ Create a Strong LinkedIn Profile: Before reaching out, make 
sure your LinkedIn profile is polished. Highlight transferable 
skills, relevant achievements, and a professional photo.  

●​ Personalized Messaging: Send a concise pitch that communicates 
who you are, why you're interested in tech sales, and what you 
bring to the table. Keep it professional but approachable. For 
example: 

 > Hi [Hiring Manager’s Name], I’m [Your Name], and I’ve been 
following [Company Name]’s growth in [specific area]. With my 
background in [relevant field], I’m eager to transition into tech 
sales and believe my skills in [specific skill] can bring immediate 
value to your team. I’d love to discuss any openings or learn how I 
can contribute.  
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Direct outreach not only helps you stand out but also shows 
initiative — an invaluable quality in sales. 

 

2. Connect with Sales Reps for Coffee Chats  

Sales reps at your target company are your gateway to better 
understanding its culture, tools, and team dynamics. Building a 
network of current employees can give you insider knowledge — and 
increase your visibility as a candidate. 

How to Start Coffee Chats: 

●​ Search for Reps on LinkedIn: Use filters like location, title 
(e.g., Account Executive, SDR, BDR), or “People” under 
specific company pages.  

●​ Send a Request with a Message: Instead of just sending a blank 
connection request, include a friendly note, such as: 

 > Hi [Name], I noticed your work as [their position] at [Company 
Name]. I’m planning to transition into tech sales and am really 
inspired by [specific detail about their work or company]. Would you 
be open to a 15-minute coffee chat to share your experience?  

●​ Be Respectful of Their Time: Keep your coffee chat focused and 
brief. Prepare questions like: 

●​ What’s your daily experience as a [job title] at [Company]? 
●​ What skills or traits does your team value most? 
●​ What advice would you give to someone looking to start their 

career at [Company]?  

This approach not only builds relationships but could also lead to 
referrals. 

 

3. Attend Tech Sales Networking Events and 
Meetups  

Networking events are a treasure trove for aspiring tech sales 
professionals. These gatherings are often filled with hiring 
managers, recruiters, and current sales reps, all in search of 
driven individuals. 
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Pro Tips for Getting the Most Out of Meetups: 

●​ Find Local Meetups: Look for tech sales-focused events on 
Meetup, Eventbrite, or LinkedIn Events. Industry expos and 
trade shows are also great options.  

●​ Prepare Your Elevator Pitch: Be ready to introduce yourself — 
who you are, what your background is, and your intent to break 
into tech sales. For example: 

 > Hi, I’m [Your Name]. I currently have experience in [relevant 
skill/role], and I’m pivoting into tech sales. I’m especially 
skilled in [specific skill] and eager to bring that to the [specific 
type of sales] space.  

●​ Follow Up: After meeting someone, send a "thank you" LinkedIn 
message and reference your conversation to reinforce the 
connection.  

Building these face-to-face relationships can make you more 
memorable and enhance your job search. 

 

4. Join Tech Communities Online  

Building relationships with a community of like-minded professionals 
is invaluable. Many online groups, Slack channels, and forums cater 
specifically to tech sales enthusiasts and professionals. 

Make sure to check out our community: The Tech Sales Temple Forum. 

Be active in these communities — share insights, ask for advice, and 
contribute to discussions. Engaged participation puts your name on 
the radar of helpful professionals. 

 

5. Leverage Informational Interviews  

Informational interviews are an underutilized strategy for career 
changers. Unlike job interviews, these are exploratory conversations 
where you can understand a potential career path or role directly 
from an insider. 

How to Get Started: 
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●​ Reach Out to Mentors: Previous managers, colleagues, or even 

professors might have valuable connections. Ask if they can 
introduce you to someone in tech sales for an interview.  

●​ Approach with Humility: When reaching out, explain that you’re 
eager to learn about their profession and value their time.  

●​ Prepare Thoughtful Questions: Some examples include: 
●​ What does success look like in your role? 
●​ What’s the biggest challenge facing tech sales professionals 

right now? 
●​ How do you see this industry evolving over the next five 

years?  

Informational interviews help you gain insights while discreetly 
building connections that might turn into job opportunities later. 

 

6. Consider Sales Bootcamps or Tech Sales 
Training Programs  

Sometimes the best investment you can make is in yourself. Bootcamps 
and sales training programs are specifically designed to provide 
marketable skills and insights into the tech sales space.  

Companies often prioritize graduates of these programs, knowing 
they’ve gained specialized skills in prospecting, CRM tools, and 
closing techniques. 
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10. Getting the Company-Job Fit Right 
in Tech Sales 
When you're breaking into tech sales, finding that first opportunity 
can feel like the ultimate goal. But, here's the thing — it’s not 
just about landing any job; it’s about landing the right job at the 
right company. The truth is, no two tech sales organizations are 
alike, and where you work has a huge impact on your success, growth, 
and overall happiness. 

This chapter will help you evaluate potential employers to ensure 
you find a company that aligns with your values, supports its 
employees, and creates an environment for you to thrive. Let's 
explore some practical ways to get the “company-job fit” just right 
in tech sales. 

Why the Company-Job Fit Matters in Tech Sales 

Tech sales is fast-paced, competitive, and constantly evolving. It’s 
a career with tremendous growth potential, but it also comes with 
its fair share of challenges. The wrong company can make or break 
your experience, leaving you feeling undervalued, overworked, or 
unfulfilled. On the flip side, the right organization will provide 
the support, culture, and leadership you need to excel. 

When assessing company-job fit, you’re looking for factors like: 

●​ Quota Expectations and Attainment Rates – Can you 
realistically meet (and exceed) their sales goals? 

●​ Company Culture – Does the organization foster collaboration 
and balance, or is it a high-pressure, cutthroat environment? 

●​ Management Style – Will your boss support and guide you, or 
micromanage you? 

Finding a tech sales job that aligns with your goals, aspirations, 
and working style is critical for long-term success and 
satisfaction. Here’s how to do it. 
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Tips for Getting the Company-Job Fit Right 

1. Leverage Review Platforms Like RepVue and 
Glassdoor 

One of the easiest ways to get a clearer picture of how a company 
operates is by reading anonymous employee reviews. Platforms like 
Glassdoor and RepVue allow employees (and former employees) to share 
their experiences with the company, from culture to compensation. 

Why Glassdoor?  

Glassdoor provides a comprehensive overview of a company, including 
employee ratings, CEO approval scores, and insights into the 
company’s work environment. Look for comments on work-life balance, 
leadership, career development opportunities, and diversity. 

Why RepVue?  

RepVue focuses specifically on sales organizations, ranking them 
based on factors like compensation, quota attainment, and growth 
opportunities. Checking quota attainment rates is essential because 
they reveal how achievable sales goals are. If most reps are missing 
their quotas, it could be a red flag indicating unrealistic 
expectations or poor product-market fit. 

Pro Tip  

Don’t just focus on the overall company rating—dig into specific 
trends and feedback. For example, are sales reps complaining about 
unachievable quotas? Is the leadership team transparent and 
supportive? 

2. Connect with Current or Former Employees 

First-hand accounts from people who’ve worked at the company can 
give you an invaluable perspective. Reach out on LinkedIn and ask to 
have a quick, informal chat about their experiences. 

Here’s how to approach it: 

●​ Be Professional and Polite – Start by introducing yourself and 
sharing why you’d like to connect (e.g., “I’m exploring 
opportunities in tech sales and would love to hear about your 
experience at [Company Name]!”). 
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●​ Ask Open-Ended Questions – For example: 

○​ “What’s the team culture like?” 
○​ “How would you describe the management style?” 
○​ “What’s the onboarding process like for new sales reps?” 

●​ Understand Regional Differences – Management styles can vary 
significantly based on location. If you’re applying to a 
regional office, ask specifically about the leadership team 
there. 

These conversations often reveal insights that you won’t find in 
public reviews or on the company’s website. 

3. Research News and Public Updates 

Public information about a company can be incredibly telling, 
especially when it comes to how they treat their employees in good 
times and bad. For instance: 

●​ Have they laid off employees recently? If so, how did they 
handle it? Were they transparent and supportive, or overly 
secretive? 

●​ Have they been recognized for workplace awards, such as “Best 
Places to Work”? 

●​ Do they invest in training and development for their team? 

A quick Google deep-dive can bring up press releases, news articles, 
or social media updates that offer insights into the company’s 
priorities and values. 

4. Evaluate Their Sales Training and Onboarding 
Process 

A company’s investment in employee development can say a lot about 
its culture. During the interview process, ask questions like: 

●​ “What does the onboarding process for new sales reps look 
like?” 

●​ “Do you provide ongoing sales training or certifications?” 
●​ “What tools and resources are available to help reps succeed?” 

A robust onboarding program is a great sign that the company values 
long-term growth and prioritizes setting employees up for success. 
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5. Consider Your Personal Values and Long-Term Goals 

This step is just as important as researching the company. Ask 
yourself: 

●​ Do I value work-life balance above all else, or am I willing 
to put in long hours for higher earnings? 

●​ Am I looking for a company that promotes from within? 
●​ Do their products/services inspire me and align with my 

interests? 

Identifying your priorities will help you avoid taking a job that’s 
not aligned with your personal and professional goals. 

6. Trust Your Gut During the Interview Process 

Remember, interviews are not just about a company evaluating you — 
you’re also evaluating them. Pay attention to red flags, like: 

●​ Disorganized communication or scheduling. 
●​ Vague answers to questions about training, quotas, or company 

culture. 
●​ A lack of transparency about sales performance metrics. 

If something feels off during the interview process, don’t ignore 
it. Trust your instincts and keep looking for the right fit. 

Wrap-Up and Final Thoughts 

Breaking into tech sales is an exciting challenge, but success 
doesn’t just depend on landing a job — it depends on landing the 
right job at the right company. By taking the time to research 
prospective employers, reach out to current team members, and 
evaluate your own goals, you’ll set yourself up for a thriving, 
fulfilling career in tech sales. 

If you still have specific questions about identifying the best 
companies to work for — or need advice tailored to your situation — 
check out the Tech Sales Temple Community Forum. Engage with 
like-minded professionals, explore expert advice, and tap into a 
supportive community that’s here to help you succeed. 

Cheers to finding your fit and thriving in tech sales! 
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