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 Can you provide an example of where you’ve had to deal with ambiguity? How did you provide clarity and direction 

for your organization and team

 Can you provide an example of when you’ve built a GTM strategy from scratch

 How do you drive the right behaviors through compensation plans

 How do structure a sales team in this market? Take us through examples of when you’ve had to design an 

organizational structure

 What kinds of levers have you put in place to drive revenue from X to Y

 What do you do for non-performing team members

 What is your viewpoint on how to align sales and marketing

 Have you led a sales enablement function

 What key metrics do you look at to make sure you have enough funnel to hit your revenue targets

 What experience do you have reporting to external parties such as investors, board members? 

“What technologies and tools have you found most effective in optimizing the sales process and enhancing 
revenue generation?”


“In the face of market fluctuations or economic challenges, how do you adapt and sustain revenue growth 
for an organization?”


“How do you approach customer retention and ensure ongoing revenue streams from existing clients?”


“How do you handle pricing strategies and negotiations to maximize revenue without compromising client 
relationships?”


“Can you share an instance where you successfully expanded into new markets?”


A CRO's proficiency with sales technologies is critical in today's digital landscape. This question assesses their 
awareness of industry trends, commitment to staying technologically current, and their ability to leverage 
tools for improved efficiency and effectiveness in the sales process. It also reflects their openness to 
innovation and adaptation to evolving business environments.



This question evaluates the candidate's adaptability, resilience, and strategic agility. A CRO needs to 
demonstrate the ability to navigate uncertainties and implement measures to sustain revenue growth during 
challenging times. Their response provides insights into their risk management and decision-making 
capabilities.



Retaining existing customers is often more cost-effective than acquiring new ones. This question gauges the 
candidate's focus on customer satisfaction, loyalty, and strategies for maintaining long-term relationships.



Pricing is a delicate balance. This question examines the candidate's ability to navigate pricing intricacies, 
ensuring profitability while maintaining positive customer relations.



This question assesses the candidate's strategic thinking and ability to identify growth opportunities beyond 
existing markets. Successful expansion into new markets requires a nuanced understanding of different 
demographics, cultures, and competitive landscapes. Secondly, it allows the candidate to showcase their 
leadership skills in orchestrating and managing such expansions.

Recommended Questions From Experienced CROs

Sample Questions

Revenue Leadership  Interview Questions
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