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Candidate Skills Matrix

Client:
     

 


Position:
Telemarketing Manager (Vendor Management)

	Personal Information

	1. Candidate Name:
	

	2. Address:
	

	3. Email:
	

	4. Day Phone
	

	5. Cell. Phone
	

	6. Evening Phone
	

	7. Soft copy of current resume?
	

	Pre-Screening Questions

	1. Have you seen the position description and are ok with it?

http://www.ericyoungassociates.com/JOBBOARD.html
	

	2. OK with the salary:  $65 - $75K + benefits + 4 wks vacation?
	

	3. What was your most recent salary + commissions & bonuses (please break apart)?
	

	4. Ok with location?
	

	5. Are you working now? If no, why?
	

	6. Applied to this company before?
	

	7. When are you available to start a new position (exact start date)?
	

	8. Current vacation entitlement?
	

	9. Can you provide at least 3 references from people you reported to?
	

	10. Preferred interview times/dates?
	

	11. What experience do you have with outsource call centre agencies? Please detail.
	

	12. What exposure do you have to life & creditor insurance campaigns focused on the consumer market?
	

	13. Where are you stronger; outbound or inbound?
	

	Work Experience

	1. For each job on your resume, please explain in detail why you left including why you want to leave your current position.
	

	2. Please describe your current role and most recent relevant roles (where you have managed outbound operations at a third party agency)?
	

	3. Please detail other relevant experience with third party call center agencies? 
	

	4. Please describe the types of products/services your call centre experience involved>
	

	Character

	1. What was your best job? Why?
	

	2. What was your worst job? Why?
	

	3. What are your two best qualities?
	

	4. What turns you off?
	

	5. Where do you see yourself in 3 years?
	

	6. This is a “bank” culture with a lot of processes, meetings and long decision cycles. What can you say that will provide confidence that you will not get frustrated in this type of culture?
	

	7. How do others see you?
	

	Contact Center 

	1. What would be an acceptable completed call rate for an outbound, consumer program on a power dialer?
	

	2. On inbound environments,  what happens to service levels when there is low occupancy?
	

	3. What things would you look at when trying to understand the success rate of an outbound campaign? 
	

	Case Scenarios

	1. Can you explain the correlation between connect time objectives and cph? What would be acceptable objectives for a b2c power dial scenario?
	

	4. Can you identify 2 things an agency could do to inflate list penetration and outbound results?
	

	2. You are not happy with the work of your agency. Agents are not presenting themselves properly, information is not accurate and they are struggling to meet their contractual performance metrics. How do you handle this?
	

	Final Question

	1. Why should we consider you for this role?
	


INTERVIEWER SUMMARY - The Interviewer completes the following section.

	Skills – Interviewer Completes

	1. Outbound experience
	

	2. Inbound experience
	

	3. Business maturity, tact, polished
	

	4. Computer knowledge
	

	5. Agency exposure
	

	6. Communications Skills
	

	Character – Interviewer Completes

	1. People skills
	

	2. Energy level
	

	3. Disposition
	

	4. Other Skills
	     

	Conclusion & Summary

	1. Interviewer Comments
	

	2. Recommend for Presentation to Client?
	

	3. Interviewed By
	



Rating Legend


GOOD	= Meets all requirements, sounds good & presents well


GREAT	= Surpasses all requirements


OK 	= Acceptable


FAIL    = We would not present this candidate





This questionnaire will be passed along to our client if you are presented as a candidate.
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