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Interview Guide
Sales & Marketing Manager — Manufacturing (B2B)

Use this guide to conduct a structured, consistent interview across all candidates. Allow the candidate to elaborate — probe for specifics, numbers, and personal accountability.

A. Opening Calibration
1. Walk me through a win with a key account — what changed because of you?
1. What's your 90-day plan when you inherit a mixed pipeline?

B. Behavioural
1. Tell me about a time you protected margin against a discount request.
1. Describe a situation where you recovered collections without losing the account.
1. When did you push back on operations and still keep the customer?

C. Situational / Case
1. Top account asks for a 5% price cut citing a competitor. Your data show higher OTIF and faster response. Outline your response — options and trade-offs.
1. DSO is at 85 days for 3 accounts. List your next 5 actions with owners and timelines.

D. Technical Fluency
1. How do you build a 90-day forecast for your category?
1. Which 3 numbers do you review weekly to decide where to spend your time?

E. Culture / Fit
1. Give an example of keeping a tough commitment.
1. How do you want your manager to review your work?
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