Customer Reference Check Form
Customer Telephone Reference Check

Candidate:     
Company:           


Checked By:     
Person:          


Date:     

Title:        


Phone:             

· Describe relationship to candidate:

· How long was he calling on you as an account?

     
· Was he selling mostly commodities or specialties?

     
· Was he mostly focusing on mostly Purchasing contacts or R&D contacts?

     
· How often did he call on you and how well did he keep you informed or abreast of industry trends, new products or special problem solving ideas?

     
· How would you compare him to the other sales reps. who call on you?

     
· Did he open your account?  If no, do recall who did?

     
· Did you purchase more or less product from him over the period of time he was calling on you?

     
· Anything special he did for you or your company that you recall?

     
· How well did he work in a team environment?  Ever bring anyone else in on meetings with him?  How did he manage that person?

     
· How satisfied were you with the way your account was serviced?

     
· Was there anything that he did that displeased you or others in your company?

     
· How does he handle criticism?

     
· How well does he handle himself during tough negotiations?

     
· Is he aggressive or passive in asking for more business?  Does he persist or give up easily?

     
· What do you think of his image? (If we haven’t met him yet)  What’s he look like?

     
· How well does he communicate his ideas?  Verbally and in writing?

     
· Did you socialize outside of the office? Give me some examples of your activities.

     
· How well does he interact or socialize in an outing or entertainment setting with other employees?  Customers?  Or with Key executives?

     
· When was the last contact you had with him?

     
· Has he called on you while with his current company?

     
· Any other comments?

Networking
· Do you know of any openings in your division?

     
· Are you aware of any “other” needs else were in your company? In Sales, Marketing, Manufacturing or R & D?

     
· What about outside of your company, are you aware any other companies who have needs? 

      
· Just like your companies sales people, with the economy tight, we’re scratching and digging for every lead we can find right now.
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