
 

Winning Interview Strategies: Stand Out and Secure the Offer 

 

1. Mindset: Sell Yourself as the Solution 

• Approach the interview as if you are a consultant diagnosing a problem, not just a 
candidate looking for a job. 

• Ask yourself: What business problems does this role solve? Then tailor your 
responses to show how your skills and experience directly impact the company’s 
bottom line. 

• Use measurable impact stories to demonstrate past success (e.g., “I increased 
territory revenue by 27% in under a year by implementing a new prospecting strategy.”).  
Details sell, generalities do not.  Round numbers / figures sound made up, be specific.  
(e.g., “ I finished the year @ 116% of my quota..). 

 

2. Phone Interviews: First Impressions Matter 

• Hiring managers often eliminate candidates based on lack of enthusiasm, monotone 
delivery, or weak responses — even if their resume is strong. 

• Stand out by being engaging and asking strategic questions: 
o “I’m really excited to speak with you today! Before we dive in, I’d love to 

understand—what are the top challenges your team is currently facing in this 
role?” 

o This positions you as someone who cares about their needs, not just about 
landing the job. 

 

3. The Power of Research: Go Beyond the Basics 

• Many candidates scan the company website, but few will dig deeper. Set yourself apart 
by: 

o Checking LinkedIn profiles of employees in the department to identify common 
trends in their experience.  Also, what does the stability of the company 
employees look like?  Does management / leadership change every couple of 
years?  For sales roles, what is the average tenure of reps?  

o Look deeper at their industry – Who are their biggest competitors?  Where do 
they fit in / rank? 

o Looking at press releases for product launches, expansions, or leadership 
changes—then integrating that knowledge into your answers. 

 

 



Page 2 

Example: 
"I noticed the company recently launched a new product line focused on [X]. How do you see 
that impacting this role’s priorities over the next year?" 
This demonstrates initiative and business awareness. 

 

4. Have a Compelling “Tell Me About Yourself” Answer 

• Many candidates waste this opportunity by giving a chronological job history. Instead, 
craft a 30-second pitch that summarizes: 

1. Who you are (e.g., “I’m a consultative sales professional with a strong track 
record in [industry].”) 

2. What you bring to the table (e.g., “I’ve helped [company name] increase client 
retention by X% by implementing [specific strategy].”) 

3. Why you’re excited about this role (e.g., “I love working at the intersection of 
[industry expertise] and [key responsibility in the job posting].”). 

 

5. Use the STAR Method for Responses 

When answering behavioral questions, structure responses using: 

• Situation – Briefly explain the context. 
• Task – What was the challenge/problem? 
• Action – What did you do to solve it? 
• Result – What was the measurable impact? 

Example: 
If asked about a time you exceeded a sales goal: 
"In my previous role, I noticed a gap in our lead nurturing process that was causing stalled deals 
(Situation). I took the initiative to implement a targeted follow-up sequence (Action), which 
resulted in a 30% increase in closed deals within one quarter (Result)." 

 

6. Closing the Interview: Ask for the Next Steps Like a Sales Pro 

• Never leave an interview without reinforcing your enthusiasm and asking about the next 
steps. 

• Example closing statement: 
“I really appreciate your time today and am even more excited about this opportunity. 
Based on our conversation, I see a strong alignment between my skills and your team’s 
needs. What are the next steps in the hiring process?” 

• Summary close:  This is the traditional and safest, close. You simply reiterate the 3-4 compelling 
requirements the interviewer shared with you regarding the role (which you’d asked about 
previously) and supply a succinct parallel to YOUR qualifications, indicating you meet or EXCEED 
their requirements. Then you ask for either ‘the next step’ or if it’s early in the process and you’ll be 
meeting more team members, ‘ask for his /her recommendation.’  

• These closes help position you as proactive and signals confidence. 
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Final Takeaways: What Separates Top Performers? 

• Energy & Enthusiasm — Passionate candidates leave a lasting impression. 

 
 

• Preparation — Know the company, role, and common objections in advance. 
• Sales Mindset — Treat the interview like a discovery call, focusing on the company’s 

needs. 
• Storytelling — Use real examples with measurable impact. 
• Follow-Up — Send a thoughtful email reinforcing key points discussed. 

 

By implementing these types of interview strategies, you'll position yourself as a great choice for 
the role you’re seeking.  

Best of luck! 🚀 

 

 

 

 

These documents are written by SB Solutions Inc. . Any reproduction in any manner, directly/ indirectly, in whole or in part, without 
written consent of SBS is strictly prohibited. © Steven Beck   |   Ultimate Resume   |  Valencia, CA 91355 | (661) 295-1300 


