
Door-to-door Salesperson interview questions
careertips.com.au: common questions and what they're really testing

What to expect
Interviews for door-to-door sales roles focus on resilience, persuasion and process discipline.
Employers want to see you can handle rejection, follow a script, log leads accurately and represent their
brand professionally.

• Process and script walk-through: Questions that ask you to explain how you approach a door
knock from start to finish, so they can check you have a repeatable method rather than an ad hoc
approach.

• Behavioural and resilience questions: Questions that probe how you have handled rejection,
kept motivation up over long shifts and adapted your pitch when something was not working.

• Scenario and objection handling: Hypothetical situations where a householder is disinterested,
has a competing quote or raises a common objection, to see how you respond under pressure.

• Technical and CRM questions: Questions about how you record leads, set follow-ups and use
tools like Salesforce, HubSpot or Zoho CRM, and why data accuracy matters.

• Safety and lone working: Questions about personal safety when working alone in unfamiliar
suburbs, especially in the evening, and how you follow company procedures.

• Client-facing and brand representation: Questions that test how you build trust quickly, respect a
householder's decision and leave a positive impression even when no sale happens.

Usually an initial phone or video screen with a recruiter, then a face-to-face interview with an area
manager. Some employers add a paid trial shift or ride-along where you knock on doors with a
supervisor. Group interviews are also used, and you might be asked to perform a mock door knock in
front of the panel.

1. Walk me through how you approach a door knock from the first knock to
closing or booking an appointment.
Why they ask
This shows whether you have a repeatable process or just wing it. Employers want to hear a clear
structure they can train and trust.

How to structure your answer
Process walk-through: start with preparation, then the opening, then discovery, pitch, objection
handling, close or appointment, and finally logging.

Example answer

“I start by checking my route on Google Maps and reviewing any prior notes in the CRM. At the door, I
stand back, make eye contact and introduce myself clearly with the company name and reason for
calling. I ask an open question about their current setup, listen for pain points, then tailor my pitch to
what they've said. If they show interest, I present the offer and price, then ask for the sale or an
in-home appointment. If they object, I acknowledge it and respond with a relevant benefit. Either way,
I log the outcome in the CRM before moving to the next house.”

2. Tell me about a time you faced repeated rejection and how you kept going.
Why they ask
Resilience is the core of door-to-door work. They want to see you can stay motivated and learn from a
tough patch.

How to structure your answer



STAR: describe the situation, your task, the actions you took to adapt, and the result. Focus on what
you changed, not just that you endured it.

Example answer

“In a previous canvassing role, I spent a full week in a suburb where most homeowners either weren't
interested or weren't home. I kept a tally of doors and conversations, and after each shift I reviewed
which opening lines got the best responses. I adjusted my script to lead with a question about rising
power bills for solar, and by the end of the week I had booked several appointments. That experience
taught me to treat rejection as data and to refine my approach rather than take it personally.”

3. A homeowner says they're not interested and closes the door. What do
you do next?
Why they ask
Tests your judgement and professionalism when a conversation ends abruptly, which happens often in
this role.

How to structure your answer
Judgement under pressure: stay calm, respect the decision, decide whether to leave materials, log the
outcome, and move on without dwelling.

Example answer

“I respect their decision immediately. I don't try to force the conversation or block the door. I thank
them for their time and move on to the next house. I note the outcome in the CRM so we don't call
again if they've asked not to be contacted. If they've given a reason like being too busy, I might
politely ask if I can leave a brochure, but only if it feels appropriate. The key is to keep the interaction
respectful and protect the company's reputation.”

4. How do you record leads and follow-ups in a CRM, and why does that
matter?
Why they ask
Employers need reliable data for follow-up and compliance. They want to know you can keep the
pipeline clean.

How to structure your answer
Technical and process: name the tools, explain what you log, how you set follow-ups, and why accuracy
matters to the team.

Example answer

“I log every door I knock on, whether there was a conversation, and the outcome. For interested
householders, I capture their name, contact details, product interest and any objections. I set a
follow-up date and note what was discussed so the next person has context. Accurate CRM data
matters because it stops us wasting time on doors that are a dead end and helps the team target
follow-up visits. I've used Salesforce and HubSpot, and I'm comfortable picking up new systems
quickly.”

5. You're working alone in an unfamiliar suburb in the evening. How do you
manage your personal safety?
Why they ask
Lone working is common in this role, and employers want to know you'll follow safety procedures
without being told twice.

How to structure your answer
Safety scenario: outline your pre-shift planning, on-the-ground habits, and what you'd do if something
felt wrong.



Example answer

“Before I start, I check the area and let my manager know my route and expected finish time. I keep
my phone charged and share my location with a colleague. I avoid entering homes, stay in well-lit
areas, and trust my instincts. If a situation feels unsafe, I leave and report it. I also follow any
company safety procedures, like checking in at set times and not carrying large amounts of cash.”

6. How would you sell a solar package to a homeowner who already has a
quote from another company?
Why they ask
Tests your ability to handle a competitive objection and frame value without criticising the competitor.

How to structure your answer
Scenario and objection handling: ask about their current quote, highlight your differentiators, address
price with total value, and ask for the sale or a specialist follow-up.

Example answer

“I'd start by asking what they liked and didn't like about the other quote. Then I'd highlight what makes
our offer different, like the warranty, after-sales support or installation timeline. I'd avoid criticising the
competitor and instead focus on the total value. If price is the main issue, I'd explain the savings over
time and any flexible payment options. Then I'd ask for the sale or book a follow-up with a specialist if
the decision needs more time.”


