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Sales Aptitude Test
Questions Answers

Mastering
the Sales
Aptitude
Test:
Questions,
Answers, and
Proven
Strategies

In  the  competitive
world of sales, landing
the  right  role  often
depends on more than
just a polished resume
and  a  confident
handshake. Many top-
tier  companies  now
re ly  on  the  sales

aptitude  test  to
gauge  a  candidate's
potential  before  they
ever meet a decision-
maker.  Understanding
c o m m o n  s a l e s
a p t i t u d e  t e s t
questions  answers
can  be  the  difference
between  a  callback
and  a  rejection.  This
guide  explores  the
structure  of  these
assessments, provides
sample questions with
detailed  explanations,
and  offers  strategies
t o  h e l p  y o u
demonstrate  your
sales  potential  with
confidence.

The purpose of a sales



aptitude  test  is  to
measure  inherent
t r a i t s  s u c h  a s
persuasion,  resilience,
communication  skills,
and  problem-solving
abi l i ty.  Unl ike  job
knowledge  tests  that
check  product  recall,
these  assessments
evaluate  your  natural
fit  for  the  sales
p r o f e s s i o n .  B y
familiarizing  yourself
with  typical  question
f o r m a t s  a n d  t h e
reasoning  behind
correct  answers,  you
prepare  not  just  for
the  test  but  for  the
real  challenges  of  a
sales career.

Why Sales
Aptitude
Tests Matter

Companies  invest
heavily in recruitment,
and the cost of a bad

hire  in  sales  can  be
substantial.  Sales
aptitude  tests  help
employers  identify
c a n d i d a t e s  w h o
possess  the  co re
competencies required
to  succeed.  These
tests  often  assess
areas  l ike:

Communicatio
n clarity – How
effectively do
you convey
ideas?
Resilience –
Can you handle
rejection without
losing
motivation?
Active
listening – Do
you absorb
customer needs
before proposing
solutions?
Critical
thinking – How
do you handle
objections or
complex
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scenarios?

By  understanding  the
logic  behind  typical
sales  aptitude  test
questions  answers,
you  can  demonstrate
these traits even if you
lack  direct  sel l ing
experience. The key is
n o t  t o  m e m o r i z e
a n s w e r s  b u t  t o
internalize  the  sales-
m i n d e d  t h o u g h t
process behind them.

Common
Types of
Sales
Aptitude Test
Questions

Sales  aptitude  tests
c o m e  i n  v a r i o u s
formats:  multiple-
choice,  scenar io-
based,  situational
judgment,  and  even
p e r s o n a l i t y

assessments.  Below,
we  break  down  the
m o s t  c o m m o n
c a t e g o r i e s  w i t h
sample questions and
d e t a i l e d  a n s w e r
explanations.

1. Situational
Judgment
Questions

The se  ques t i ons
present  a  realistic
sales scenario and ask
you to choose the best
course of action. They
measure  your  ability
to prioritize, negotiate,
a n d  m a i n t a i n
customer relationships
under pressure.

Sample Question:
You are in the middle
o f  a  p r o d u c t
demonstration  with  a
promising  prospect.
S u d d e n l y ,  t h e
prospect  checks  their
phone  and  says  they



need  to  leave  in  five
minutes. What do you
do?

A) Immediately
wrap up the
demo and
schedule a
follow-up.
B) Ask directly if
they have any
pressing
questions and
offer to send
materials.
C) Continue
talking faster to
cover all your
key points.
D) Apologize for
the time and
offer to
reschedule the
entire demo.

Correct Answer: B
Explanation:  Option
B  shows  respect  for
the  prospect's  time
whi le  keeping  the
conversation  alive.
Option A might  seem

courteous  but  misses
the chance to address
immediate  concerns.
O p t i o n  C  r i s k s
overwhelming  the
prospect,  and  Option
D loses momentum. A
skilled  salesperson
reads  the  room  and
a d a p t s — B
demonstrates  both
l i s t e n i n g  a n d
flexibility,  core
qualities  in  any  sales
role.

2. Persuasion
and Influence
Questions

These  assess  your
a b i l i t y  t o  f r a m e
a r g u m e n t s  a n d
overcome  objections
logically.  Often,  you
will be presented with
a  customer  complaint
or  re luctance  and
asked how to respond.

Sample Question:
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A  customer  says ,
"Your  compet i tor
offers  the  same
service for 20% less."
How do you respond?

A) "Our service
is superior, but I
understand if
price is your
only concern."
B) "Price is
important, but
let me show you
how our
additional
features save
you money long-
term."
C) "We can
match that price
if you sign
today."
D) "The
competitor's
product lacks
key support we
provide."

Correct Answer: B
Explanation:  Option
B  acknowledges  the

customer 's  po in t
(active listening) then
shifts the conversation
to  value  rather  than
p r i c e .  O p t i o n  A
concedes  too  easily.
Option  C  resorts  to
discounting,  which
erodes  profit  margins.
Option  D  attacks  the
competitor, which can
feel  defensive.  The
b e s t
approach—reframing
c o s t  a s  a n
inves tment—is  a
hallmark  of  effective
sales  communication.
Understanding  this
n u a n c e  i n  s a l e s
a p t i t u d e  t e s t
questions  answers
helps you choose the
most strategic reply.

3. Numerical and
Analytical
Reasoning

Not  all  sales  aptitude
tests  are  purely  soft



skills.  Many  include
basic  math  and  logic
questions  to  gauge
your  ability  to  work
w i t h  q u o t a s ,
commissions,  or  sales
data.

Sample Question:
A sales representative
has  a  monthly  quota
of $50,000. After three
weeks,  they  have
closed  $35,000  in
d e a l s .  B y  w h a t
percentage  has  the
r e p r e s e n t a t i v e
exceeded  or  fallen
shor t  o f  the  pace
needed  to  meet  the
quota  at  the  end  of
the month? (Assume a
4-week month.)

A) 6% behind
pace
B) 5% ahead of
pace
C) 10% behind
pace
D) Exactly on
pace

Correct Answer: A
Explanation:  After
three  weeks  (75%  of
the month),  the  pace
required is $50,000 ×
75%  =  $37,500.  The
rep  has  ach ieved
$35,000,  which  is
$2 ,500  l e s s .  The
difference  is  $2,500  /
$37 ,500  =  abou t
6.67%  below  pace,
r o u n d i n g  t o  6 %
b e h i n d .  S u c h
questions  test  your
c o m f o r t  w i t h
numbers—a  critical
skill  for  forecasting
and reporting.  Always
read  the  quest ion
carefully;  sometimes
t h e  t r a p  i s  i n
m i s i n t e r p r e t i n g
"ahead" or "behind."

4. Personality
and Behavioral
Questions

T h e s e  a p p e a r  a s
statements  you  rate
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o n  a  s c a l e  ( e . g . ,
s t rongly  agree  to
strongly  disagree).
They  measure  traits
like  competitiveness,
pers i s tence ,  and
emotional intelligence.

Sample Statement:
"I  enjoy  working  on
m u l t i p l e  s a l e s
c a m p a i g n s
simultaneously,  even
when  some  require
f o l l o w - u p s  w i t h
previous  cl ients."

There  is  no  s ingle
"correct"  answer,  but
consistency  matters.
Sales  roles  typically
require  high  energy
and  adaptability,  so
l e a n i n g  t o w a r d s
"strongly agree" if you
genuinely  thrive  in
m u l t i t a s k i n g
environments  usually
a l i gns  w i th  wha t
r e c r u i t e r s  s e e k .
H o w e v e r ,  a v o i d

e x a g g e r a t i n g ;
personality tests often
include validity checks
to  catch  inconsistent
responses.

How to
Prepare for
Sales
Aptitude
Tests

Preparat ion  goes
beyond  brows ing
s a m p l e  s a l e s
a p t i t u d e  t e s t
questions  answers.
Here  are  actionable
strategies  to  boost
your  performance:

Review the job
description –
Identify the key
competencies
the employer
values (e.g., B2B
negotiation, cold
calling, account



management)
and tailor your
mental
preparation
accordingly.
Practice with
time limits –
Most tests are
timed. Work
through sample
questions under
pressure to build
speed and
accuracy.
Reflect on
your
experiences –
Think of past
situations where
you persuaded
someone,
handled
rejection, or
solved a
customer's
problem. Your
authentic
examples will
help you choose
answers that
sound genuine.

Understand
the test
provider –
Common
platforms
include Criteria
Corp (PI
Cognitive),
Wonderlic, and
SHL. Familiarize
yourself with
their typical
question styles.
Read books on
sales
psychology –
Concepts like
SPIN selling,
consultative
selling, and
objection
handling may
appear
indirectly. A
basic
understanding
helps you
choose the most
sales-effective
answer.
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Sample
Answers
Explained:
Breaking
Down the
Logic

Let's  dissect  a  more
complex  scenario  to
i l l u s t r a t e  t h e
reasoning behind ideal
responses.

Scenario:
Dealing with a
Vague Prospect

Question:
A prospect  says,  "I'm
not sure we need this
solution  right  now."
Which of the following
is  the  most  effective
response?

"I understand.1.
Perhaps I can
contact you in a

few months."
"What specific2.
concerns are
holding you
back? Maybe I
can address
them."
"Many3.
companies find
that delaying
the decision
actually
increases costs.
Can we explore
your timeline?"
"Our solution is4.
best for
companies in
your industry. I'd
hate for you to
miss out."

Correct Answer: B
Explanation:  Option
B  uses  the  powerful
technique  of  probing.
It  opens  a  dialogue
and uncovers the root
objection.  Option A is
too  passive—good
salespeople  don't



abandon  a  lead  so
easily. Option C uses a
fear-based  tactic  that
might come across as
p u s h y .  O p t i o n  D
focuses on FOMO (fear
of missing out) without
a d d r e s s i n g  t h e
prospect 's  actual
hesitation.  Probing
quest ions  are  the
c o r n e r s t o n e  o f
consultative  selling,
and  that's  why  B  is
optimal.

Common
Mistakes to
Avoid

Even  experienced
candidates can slip on
sales  aptitude  tests.
Here  are  t raps  to
watch  for:

Choosing the
"ethical"
answer over
the "sales"

answer –
Sometimes a
polite but
passive option
(like "I'll respect
their decision")
sounds kind but
fails to
demonstrate
tenacity. The
best salespeople
know when to
persist.
Overthinking –
Many questions
have a clear
best answer
based on sales
principles. Trust
your first instinct
if you have
studied the
basics.
Ignoring
context – If a
scenario
involves an
existing
customer, the
priority might be
retention and
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service, not
closing a new
sale. Always
read the roles
carefully.
Being too
generic –
Personality
questions often
have "neutral"
as an option, but
selecting it too
frequently may
make you
appear
indecisive.
Choose direction
where you
genuinely have
a preference.
Neglecting to
read
instructions –
Some tests
penalize wrong
answers; others
do not. Know the
scoring rules so
you can decide
whether to
guess or leave

blank.

Integrating
Sales
Aptitude Test
Insights into
Your Career

P a s s i n g  a  s a l e s
aptitude test  is  just
the  first  step.  The
same  qualities  that
help  you  select  the
right answers will help
you excel in interviews
and  on  the  job.  Use
the  test  preparation
process as a chance to
refine  your  sales
p h i l o s o p h y .  F o r
example,  consider:

Resilience:
How will you
bounce back
from a lost deal?
Curiosity: Do
you ask
thoughtful



questions in real
life?
Organization:
Can you track
multiple leads
and follow-ups
systematically?

Treat  the  test  as  a
diagnostic  tool  for
your  own  strengths
a n d  a r e a s  f o r
improvement.  If  you
consistently  choose
answers  that  favor
direct  confrontation
over strategic probing,
y o u  m a y  w a n t  t o
p r a c t i c e  a c t i v e
listening in your daily
interactions.

Conclusion

Understanding  sales
a p t i t u d e  t e s t

questions  answers
is  about  more  than
memor izat ion—i t ' s
about  adopting  the
m i n d s e t  o f  a
success fu l  sa les
p ro fess i ona l .  By
dissecting  sample
scenarios,  recognizing
t h e  l o g i c  b e h i n d
optimal  choices,  and
prac t i c ing  under
realistic  conditions,
you  position  yourself
a s  a  s t a n d o u t
candidate.  Remember
that  employers  seek
individuals  who  can
build  relationships,
think on their feet, and
deliver  results.  Use
this  preparation  as  a
stepping stone to not
only ace the test  but
a l s o  t o  l a u n c h  a
thriving  sales  career.
Good luck.


