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What to expect

Product Demonstrator interviews are practical. Employers want to see that you can set up a stand, start
conversations with shoppers, handle stock and sales, and report results without constant supervision.
Many roles involve a short interview followed by a trial shift or a role play at a stand.

* Process and logistics: Questions about setting up and packing down stands, managing stock, and
keeping the sampling area safe and tidy.

» Customer engagement and sales: How you approach shoppers, explain products, handle
guestions, and turn interest into a sale.

» Scenario and judgement: What you would do when a customer is hesitant, a product runs out, or
a store is quiet.

* Reliability and shift fit: Your availability for weekend, casual or part-time shifts and how you
manage a consistent schedule.

* Reporting and feedback: How you record sales, stock use and customer comments and pass
them back to the brand or agency.

A typical interview starts with a short phone or in-person screen covering availability and previous
customer-facing work. If you progress, you may be asked to do a trial shift or role play at a stand, where
the interviewer watches how you greet shoppers, offer samples and handle the point of sale. Final
guestions usually cover reporting and how you would represent the brand.

1. Walk me through how you set up a demonstration stand from arrival to
first customer.

Why they ask

This shows whether you can work independently and follow a safe, organised routine.

How to structure your answer
A step-by-step walk-through. Start with arrival and check-in, then move through equipment, stock,
safety and presentation, and finish with your first customer approach.

Example answer

“When | arrive, | check in with the store manager and find the agreed spot. | unpack the stand, table,
signage and samples, then wipe down surfaces and set out products in the order | want to talk about
them. | check that any electrical equipment is tested and tagged and that the area is clear of trip
hazards. | rotate stock so older samples are at the front. Once everything is ready, | do a quick
product knowledge refresh, then greet the first shoppers as they walk past, offering a sample and
asking if they have tried the product before.”

2. Tell me about a time you turned a shopper's interest into a sale.
Why they ask
It tests your sales instinct and how you handle a real customer conversation.

How to structure your answer
STAR: Situation, Task, Action, Result.

Example answer

“At a supermarket demonstration for a breakfast cereal, a shopper stopped to try a sample and said
she liked it but already had cereal at home. | asked what she usually bought and explained that this
one was on special and came in a smaller pack that suited her household. | showed her the price per



serve and offered a second sample for her child. She took the special pack and bought it at the
checkout. | recorded the sale on the daily sheet and told the brand representative that the smaller
pack was a strong talking point with that demographic.”

3. A customer tries a sample and says they'll buy it later, but you know the
special ends today. What do you do?

Why they ask
Shows judgement and how you balance honesty with a sales opportunity.

How to structure your answer

Judgement under pressure: acknowledge, clarify, offer a clear next step, and respect the customer's
choice.

Example answer

“I would thank them for trying it and say | understand they might want to think about it. | would
mention that the special price ends today, so if they come back after today it will be back to the usual
price. | would offer to walk them to the shelf or show them where it is, and let them know | can answer
any other questions. If they still want to wait, | would leave it there and wish them a good day. | would
note the interaction on my feedback sheet so the brand knows the special timing came up.”

4. How do you keep track of stock and samples during a busy shift?
Why they ask
This role depends on having enough samples and knowing what has been used.

How to structure your answer
Process and technical: describe your method, tools and checks.

Example answer

“I start by counting what | have and writing the opening stock on my sheet. | keep a small clipboard or
tablet nearby and mark down each time | open a new box or bag. When | get a quiet moment, | do a
quick visual check of the front of the stand and the back-up stock. If | am running low on a popular
item, | let the store contact or my agency know straight away so they can arrange a top-up. At the end
of the shift | count remaining stock and record it with sales and feedback, so the numbers line up.”

5. This role involves weekend and casual shifts. How do you manage
reliability?

Why they ask

Employers want to know you will show up on time and be consistent.

How to structure your answer
Behavioural: describe your routine, how you plan, and give a short example.

Example answer

“I treat casual shifts like any other commitment. | check my roster the week before and put shifts in my
calendar with travel time included. | plan my weekend around the shifts so | am not rushed. If
something unexpected comes up, | contact my manager as early as possible and try to help find
cover. In previous retail work | had a run of early weekend shifts and did not miss one, because |
knew the store relied on me to open the stand on time.”

6. How would you report daily results to the brand you represent?
Why they ask
It shows you can communicate clearly and give the client useful information.

How to structure your answer



Process: what you record, how you record it, and how you pass it on.

Example answer

“At the end of each shift | write down sales, stock used, and any customer questions or comments
that came up more than once. | use a simple Excel template or a tablet form, depending on what the
agency provides. | keep it factual and brief: what sold well, what ran out, and any issues with the
stand or store. Then | send it to the brand representative or agency contact by the agreed time,
usually the same evening. If something urgent happened, like a broken piece of equipment, | would
call rather than wait for the report.”



