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INTERVIEW PREPARTATION 
 

One of  the best  ways to  separate yourse l f  f rom the compet i t ion is  to  be prepared!  
 
Ok,  we made i t  to  the in terv iew,  now what .   F i rs t  o f  a l l ,  you need to  understand what  
the in terv iew is  a l l  about .   Your  winn ing resume,  and the way SPI  o f  Chicago 
presented your ab i l i t ies ,  character  and background have ga ined you ent rée in to  the 
potent ia l  Employer ’s  o f f ice.   The in terv iewer  has a l ready rev iewed your resume in  
deta i l  w i th  me so they are in t imate ly  knowledgeable about  the hard facts  o f  your  
employment  h is tory  and sk i l ls .   The actua l  in terv iew is  a  subt ler ,  more subject ive 
aspect  o f  the job-hunt ing process.   Dur ing the course of  each in terv iew each person 
you meet  wi l l  be forming an op in ion of  you and gauging your  compat ib i l i ty  wi th  the 
needs of  the organizat ion and more impor tant ly  the i r  ab i l i ty  to  work wi th  you wi th in  
that  ro le.   Bot tom l ine – You’re trying to make a good impression!!  
 
You need to  be s incere,  po l i t e  and enthus iast ic  about  your knowledge of  the i r  
company and the indust ry  in  order  to  secure the pos i t ion.   Your  resume may wel l  have 
shown examples of  your  sk i l ls  as a  team p layer ,  but  now you need to  conv ince them 
that  you f i t  the i r  team.   In  order  to  make the best  impress ion you can you need to  be 
prepared,  know what  to  expect ,  and how to  handle  i t  i f  th ings don’ t  go qu i te  as you 
had p lanned.  
 

Preparat ion 
 

Research the company: 

  Check out  the company websi te .  Know about  the i r  h is tory  and growth over 
the years.  

  Check out  o ther  company prof i les  through websi tes l ike Hoovers or  
Dun/Bradst reet .  

  Look for  re levant  press re leases in  major  newspapers or  t rade publ icat ions.  

  Read through again any notes you have surrounding the in terv iewers you wi l l  
meet .   Try  to  understand the i r  ro le  wi th in  the organizat ion and make sure you 
answer  the i r  quest ions wi th a bent  toward the i r  area of  exper t ise.  

  Re-read the job descr ip t ion so you can f i t  your  background most  e f fect ive ly  
to  the i r  needs.  

  Be ready wi th  quest ions for  each in terv iewer  but  focus on responsib i l i ty  
re la ted issues not  “what ’s  in  i t  for  me”  quest ions.  

 



Presenting Yoursel f  

General  Rules For Presenting yoursel f :  

 
  Arr ive ear ly  
  Br ing ext ra  copies of  your  resume,  re ferences,  a  notepad & pen.  
  Be sure you know how to  pronounce your  in terv iewer ’s  name correct ly .  
  Be pol i te  to  everyone  you meet  there.   They a l l  count .  
  Be personable as wel l  as  profess ional .  
  Do NOT chew gum, smoke, swear  or  use s lang.  
  Assume a l l  quest ions are asked for  a  good reason and answer  accord ing ly .  
  Do not  assume that  your in terv iewer  knows how to  e l ic i t  the in format ion 

he/she is  look ing for .  
  Feel  f ree to  ask for  c lar i f ica t ion before answer ing a quest ion.  
  Take some t ime to  formulate your  answers before you speak.  
  Answer a l l  quest ions honest ly ,  but  in  the best ,  most  pos i t ive l ight .  
  Do NOT bad mouth o ld  employers.  

 
Proper Att i re:  
 

  Fi rs t  Impress ions are ext remely  important .   The way you present  yourse l f  can 
be as impor tant  as what  you say.  

o  For a woman:  A su i t  or  conservat ive dress is  appropr iate .   
Min imal  amounts  o f  jewel ry  and per fume.   Sty l ish low heel  shoes 
are best .  

o  For a man:  A conservat ive bus iness su i t ,  long-s leeved sh i r t  and 
t ie  are st i l l  best .   No jewel ry  o ther  than a wedding r ing and a 
watch,  match ing socks and po l ished shoes are the way to go.  

 
**  I f  you are unsure as to  the at t i re  you were p lanning to  wear-p lease ca l l  me.**  
 

 
 
 
Some really good things to read and think about: 
 
These next  few pages are some excel lent  ar t ic les to read pr ior  to going on any 
interv iew.  They were wr i t ten by EXPERTS so they are very much worth heeding 
and apply ing to th is  in terv iew. 
 
 



A Guide to Behavioral Interviewing 
"Tel l  me about  a  t ime when you were on a team, and one of  the members wasn ' t  carry ing h is  
or  her  weight . "  l f  th is  is  one of  the leading quest ions in  your  job in terv iew,  you could be in  for  
a  behav iora l  in terv iew.  Based on the premise that  the best  way to  pred ic t  fu ture behav ior  is  to  
determine past  behav ior ,  th is  s ty le  o f  in terv iewing is  ga in ing wide acceptance among 
recru i ters .  
 
Today,  more than ever ,  every h i r ing dec is ion is  cr i t ica l .  Behaviora l  in terv iewing is  des igned to  
min imize personal  impress ions that  can af fect  the h i r ing dec is ion.  By focus ing on the 
appl icant 's  act ions and behav iors ,  ra ther  than subject ive impress ions that  can somet imes be 
mis leading,  in terv iewers can make more accurate h i r ing dec is ions.  
 
Behavioral vs. Traditional Interviews 
I f  you have t ra in ing or  exper ience wi th  t rad i t ional  in terv iewing techn iques,  you may f ind the 
behaviora l  in terv iew qui te  d i f fe rent  in  severa l  ways.  Instead of  ask ing how you would behave 
in  a  par t icu lar  s i tuat ion,  the in terv iewer  wi l l  ask you to  descr ibe how you d id  behave.  Expect  
the in terv iewer  to  quest ion and probe ( th ink  o f  "peel ing the layers  f rom an on ion") .  The 
in terv iewer  wi l l  ask you to  prov ide deta i ls ,  and wi l l  not  a l low you to theor ize or  genera l ize 
about  severa l  events .   
 
The in terv iew wi l l  be a more s t ructured process that  wi l l  concentrate on areas that  are 
impor tant  to  the in terv iewer ,  ra ther  than a l lowing you to  concentrate on areas that  you may 
fee l  are impor tant .  You may not  get  a  chance to  de l iver  any prepared s tor ies.  Most  
in terv iewers wi l l  be tak ing copious notes throughout  the in terv iew.   The behav iora l  in terv iewer  
has been t ra ined to  ob ject ive ly  co l lect  and evaluate in format ion,  and works f rom a prof i le  o f  
des i red behav iors  that  are needed for  success on the job.  Because the behav iors  a candidate 
has demonstrated in  prev ious s imi lar  pos i t ions are l ike ly  to  be repeated,  you wi l l  be asked to 
share s i tuat ions in  which you may or  may not  have exhib i ted these behav iors .  Your  answers 
wi l l  be tested for  accuracy and cons is tency.  
 
I f  you are an ent ry- leve l  candidate wi th  no prev ious re la ted exper ience,  the in terv iewer  wi l l  
look for  behav iors  in  s i tuat ions s imi lar  to  those of  the target  pos i t ion:  "Descr ibe a major  
problem you have faced and how you deal t  w i th  i t . "  "Give an example of  when you had to  
work wi th  your  hands to accompl ish a task or  pro ject . "   "What  c lass d id  you l ike the most? 
What  d id  you l ike about  i t?"  
 
Fo l low-up quest ions wi l l  tes t  for  cons is tency and determine i f  you exhib i ted the des i red 
behavior  in  that  s i tuat ion:   
"Can you g ive me an example?"   
"What  d id  you do?"   
"What  d id  you say?"  
"What  were you th ink ing?"  
"How d id you fee l? 
"What  was your  ro le?"  
"What  was the resul t?"  
 
You wi l l  not ice an absence of  such quest ions as,  "Te l l  me about  your  s t rengths and 
weaknesses."  
 



How to Prepare for a Behavioral Interview 
Recal l  recent  s i tuat ions that  show favorab le  behav iors  or  act ions,  especia l ly  invo lv ing course 
work,  work exper ience,  leadersh ip,  teamwork,  in i t ia t ive,  p lanning,  and customer serv ice.  
Prepare shor t  descr ip t ions of  each s i tuat ion,  be ready to  g ive deta i ls  i f  asked.  Be sure each 
s tory  has a beginn ing,  a  midd le ,  and an end,  i .e . ,  be ready to descr ibe the s i tuat ion,  your  
act ion,  and the outcome or  resu l t .  Be sure the outcome or  resu l t  re f lec ts  pos i t ive ly  on you 
(even i f  the resu l t  i t se l f  was not  favorable) .  Be honest .  Don' t  embel l ish or  omi t  any par t  o f  the 
s tory .  The in terv iewer  wi l l  f ind out  i f  your  s tory  is  bu i l t  on a weak foundat ion.  Be spec i f ic .  
Don ' t  genera l ize about  severa l  events ;  g ive a  deta i led account ing of  one event .  
 
A poss ib le  response for  the quest ion,  "Te l l  me about  a  t ime when you were on a team and a 
member  wasn ' t  pu l l ing h is  or  her  weight "  might  go as fo l lows:  " I  had been ass igned to a  team 
to bu i ld  a  canoe out  o f  concrete.  One of  our  team members wasn ' t  showing up for  our  lab 
sess ions nor  do ing h is  ass ignments.  I  f ina l ly  met  wi th  h im in  pr ivate,  exp la ined the f rust ra t ion 
of  the rest  o f  the team, and asked i f  there was anyth ing I  cou ld  do to  he lp .  He to ld  me he was 
preoccupied wi th  another  c lass that  he wasn' t  pass ing,  so I  found someone to  he lp  h im wi th 
the other  course.  He not  on ly  was ab le  to  spend more t ime on our  pro ject ,  but  he was a lso 
grate fu l  to  me for  he lp ing h im out .  We f in ished our  pro ject  on t ime,  and got  a  'B '  on i t . "  
 
The in terv iewer  might  then probe:  "How d id  you fee l  when you confronted th is  person?"  
"Exact ly  what  was the nature o f  the pro ject?"  "What  was h is  respons ib i l i ty  as a team 
member?"  "What  was your  ro le?"  "At  what  po in t  d id  you take i t  on yourse l f  to  conf ront  h im?" 
You can see i t  is  impor tant  that  you not  make up or  "shade"  in format ion,  and why you should 
have a c lear  memory of  the ent i re  inc ident .  
 
Don't Forget the Basics 
Ins tead of  fee l ing anx ious or  threatened by  the prospect  o f  a  behav iora l  in terv iew,  remember 
the essent ia l  d i f ference between the t rad i t iona l  in terv iew and the behaviora l  in terv iew:  The 
t rad i t iona l  in terv iewer  may a l low you to pro ject  what  you might  or  should do in  a g iven 
s i tuat ion,  whereas the behav iora l  in terv iewer  is  look ing for  past  act ions on ly .  I t  w i l l  a lways be 
impor tant  to  put  your  best  foot  forward and make a good impress ion on the in terv iewer  wi th  
appropr ia te  at t i re ,  good grooming,  and a f i rm handshake and d i rect  eye contact .  There is  no 
subst i tu te  for  promptness,  cour tesy,  preparat ion,  enthus iasm,  and a pos i t ive at t i tude.  
 
General Overview 
Behaviora l  In terv iewing,  a lso re fer red to  as St ructured Behaviora l  In terv iewing,  is  by  des ign a 
more systemat ic  and s tandard ized process of  evaluat ing job candidates than is  typ ica l  o f  the 
" t rad i t ional "  in terv iew process.  I ts  pr imary in tent  is  to  increase the success rate of  an 
organizat ion 's  in  "good ' "  h i res and is ,  therefore,  the form of  in terv iew be ing used more of ten 
by a wide var ie ty  o f  recru i t ing organizat ions.  Behav iora l  in terv iewing is  based on the 
"Behaviora l  Cons is tency Pr inc ip le"  which essent ia l ly  s ta tes that  the best  pred ic tor  o f  fu ture 
per formance is  past  per formance in  a  s imi lar  c i rcumstance.  Therefore,  the quest ions that  are 
asked of  you wi l l  tend to  focus on behavior ,  and a t tempt  to  evoke how you responded to  a  
var ie ty  of  spec i f ic  personal  and in terpersonal  s i tuat ions and what  resu l ts  occurred f rom your  
act ions.  
 
 
 



"HOW DO I KNOW WHEN I 'M BEING GIVEN A BEHAVIORAL INTERVIEW?" 
I t  is  qu i te  poss ib le  that  the in terv iewer  may make you aware pr ior  to  the in terv iew that  you 
should expect  a  s t ructured or  competency-based in terv iew.  However ,  you shouldn ' t  have 
much t rouble ident i fy ing whether  or  not  you ' re  be ing g iven a behaviora l  in terv iew even 
wi thout  pr ior  
in format ion.  I f  you hear  quest ions that  are ask ing you to  descr ibe or  recount  spec i f ic  
s i tuat ions in  which you carr ied out  a  job-re levant  act ion,  and are then asked to  descr ibe the 
consequence or  resu l t  o f  your  act ion,  you know you ' re  be ing behav iora l ly  in terv iewed.  
 
Behaviora l  in terv iews are des igned to assess your  " rea l "  ab i l i ty  or  sk i l l  level  in  funct ion ing in  
any number  of  work re la ted act iv i t ies  by de lv ing in to  how you func t ioned in  your  past  jobs or  
ext racurr icu lar  act iv i t ies .  As wi th  any sor t  o f  in terv iew,  there are a number  of  common 
behaviora l  " themes" or  "per formance d imens ions"  that  most  recru i ters  are l ike ly  to  be 
in terested in .  These inc lude (but  are not  l im i ted to)  leadersh ip ,  in terpersonal ,  communicat ion,  
mul t i - task ing,  management  and cogni t ive  sk i l ls ,  Trans i t ion ab i l i ty  (e .g . ,  personal  f lex ib i l i ty ,  
to lerance for  ambigui ty) ,  mot ivat ion,  dec is iveness and commitment .  The k inds of  inqui r ies 
you 'd  hear  f rom a recru i ter  might  resemble the fo l lowing:  

  What do you est imate to  be your  b iggest  academic achievement  a t  th is  po in t? What  
d id  you do to  cont r ibute to  that  ach ievement?  

  Cite  an example of  when you were faced wi th  an unpleasant  task.  How d id you go 
about  fac ing i t?  

  Give me the most  recent  example of  a  conf l ic t  you had wi th a coworker  or  a  
superv isor .  How d id you handle i t?   

  Descr ibe a s i tuat ion in  which you had to use your  communicat ion sk i l ls  in  order  to  
make an impor tant  po in t .  Tel l  me about  a  t ime when you had to  use a persuas ive 
argument  to  he lp  someone see th ings your  way.  How did you do i t?   

Note that  each of  the above examples integrates three universal  components of  a  good 
behavioral  inquiry:  a  part icular  performance si tuat ion or  task,  an act ion on your part ,  
and the consequences of  your act ion.  
 
I t  is  h igh ly  cr i t ica l  that  you f i rs t  do some preparat ion.  For  any g iven job in terv iew,  th is  should 
begin wi th  an analys is  on your  par t  o f  what  you bel ieve to  be the most  impor tant  sk i l ls ,  
ab i l i t ies ,  and personal  qual i t ies  needed to successfu l ly  fu l f i l l  the var ious respons ib i l i t ies  o f  
the job.   
 
Once ident i f ied,  th ink carefu l ly  about  any k ind of  "work ing"  exper ience that  you 've ever  had 
that  requi red you to use these sk i l ls ,  what  courses of  act ion or  s t ra teg ies you used to 
accompl ish the tasks,  and what  pos i t ive resul ts  came about  f rom your  d i l igence.  I t  is  o f ten the 
case that  an in terv iewer  wi l l  seek a re la t ive ly  h igh level  o f  deta i l  in  your  responses (e .g . ,  the 
conversat ion you had,  the mood of  the person you were ta lk ing to ,  your  spec i f ic  thought  
processes at  the t ime of  act ion,  e tc . ) .   
 
The f ina l  key is  preparat ion,  you don’ t  want  to  be t ry ing to  th ink of  examples “on- the-spot”  
dur ing the in terv iew.   Rev iew your  past  and make some notes to  he lp you recal l  your  past  
successes dur ing the in terv iew.   On the next  page is  a  sheet  format ted to  he lp  you recal l  and 
deta i l  those successes.    
 
 



In terv iew Preparat ion Work  sheet .  

REVIEWING YOUR PROFESSIONAL ACHIEVMENTS –  Star t  w i th  your  most  recent  Employer  
–  focus  on  the  i ssues  tha t  w i l l  re la te  to  th is  pos i t ion .  

Company:  ____________________________  Posi t ion:  _____________________________ 
 
L i s t  y o u r  Ac c o m p l i s h m en t s / A c h i e v em e n t s   L i s t  t h e  s t r a t e g y ,  i m p l e m e n t a t i o n ,  a n d  d e v e l o p m e n t  
w h i l e  w o r k i ng  a t  t h i s  p o s i t i o n  :    p r o c es s es  y o u  u s e d  t o  b r i n g  a b o u t  t h e s e  r es u l t s :  
 
______________________________________________________________________________________________________

______________________________________________________________________________________________________

______________________________________________________________________________________________________

______________________________________________________________________________________________________

______________________________________________________________________________________________________

______________________________________________________________________________________________________

______________________________________________________________________________________________________

______________________________________________________________________________________________________

______________________________________________________________________________________________________

______________________________________________________________________________________________________

______________________________________________________________________________________________________

______________________________________________________________________________________________________

______________________________________________________________________________________________________ 

 

Company:  ____________________________  Posi t ion:  _____________________________ 
 
L i s t  y o u r  Ac c o m p l i s h m en t s / A c h i e v em e n t s   L i s t  t h e  s t r a t e g y ,  i m p l e m e n t a t i o n ,  a n d  d e v e l o p m e n t  
w h i l e  w o r k i ng  a t  t h i s  p o s i t i o n  :    p r o c es s es  y o u  u s e d  t o  b r i n g  a b o u t  t h e s e  r es u l t s :  
 
______________________________________________________________________________________________________

______________________________________________________________________________________________________

______________________________________________________________________________________________________

______________________________________________________________________________________________________

______________________________________________________________________________________________________

______________________________________________________________________________________________________

______________________________________________________________________________________________________

______________________________________________________________________________________________________

______________________________________________________________________________________________________

______________________________________________________________________________________________________

______________________________________________________________________________________________________

______________________________________________________________________________________________________

______________________________________________________________________________________________________

______________________________________________________________________________________________________ 



Company:  ____________________________  Posi t ion:  _____________________________ 
 
L i s t  y o u r  Ac c o m p l i s h m en t s / A c h i e v em e n t s   L i s t  t h e  s t r a t e g y ,  i m p l e m e n t a t i o n ,  a n d  d e v e l o p m e n t  
w h i l e  w o r k i ng  a t  t h i s  p o s i t i o n  :    p r o c es s es  y o u  u s e d  t o  b r i n g  a b o u t  t h e s e  r es u l t s :  
 
______________________________________________________________________________________________________

______________________________________________________________________________________________________

______________________________________________________________________________________________________

______________________________________________________________________________________________________

______________________________________________________________________________________________________

______________________________________________________________________________________________________

______________________________________________________________________________________________________

______________________________________________________________________________________________________

______________________________________________________________________________________________________

______________________________________________________________________________________________________

______________________________________________________________________________________________________

______________________________________________________________________________________________________

______________________________________________________________________________________________________ 

 
ANSWERING EXPERIENCE QUESTIONS THE RIGHT WAY 

 

 F IRST RUL E –An swers  need  to  b e  be tween  1  –  3  minutes  in  l ength .  If it’s too short no one will 
believe you, and if you’re too long, you’ll be considered insensitive and boring. This advice will only work if you’ve 
done something comparable. It will backfire if you try to fake it.  
 

  SECOND RULE – Structure your answers using the S.T.A.R.C.H. principle. 
S = situation – Explain the situation surrounding your example 
T = task – What task where you trying to accomplish 
A = action – What actions did you take to accomplish the task 
R = results – What were the results of this action 
CH = change – What would you do differently this time because of you what you learned 
 
 
**Important – When giving these answers use both the words “I” and “we” in your 
examples.  If you only use the word “I” during your response you come across as 
arrogant and not team player.  If you over use the word “we” you appear as a 
follower who is incapable of functioning under their own iniative. 

 

 
 
 
 
 
 
 



 
 

Don' t  Ta lk  Too Much  
b y  M i c h a e l  N e e c e ,  f o u nd e r  o f  I n t e r v i e w  M a s t e r y  

M o n s t e r  C o n t r i b u t i n g  W r i t e r  

T h e  g i f t  o f  g a b  c a n  b e  s om e t h i n g  o f  a  c u r s e  d u r i ng  a n  i n t e r v i e w .  Y o u  c o u l d  e n d  u p  t a l k i n g  y o u r  w a y  r i g h t  
o u t  o f  t h e  j o b .   

I t ' s  i m p o r t a n t  t o  r e m e m be r  t h a t  i n t e r v i e w e r s  a r e  o n l y  h u m a n ,  a n d  t h e i r  a t t e n t i o n  t e n d s  t o  w a n e  a s  y o u  
s p e a k .  F u l l y  u n d e r s t a n d in g  t h i s  i s  c r i t i c a l  t o  e f f e c t i v e l y  c o mmu n i c a t i n g  d u r i n g  a n y  i n t e r v i e w .  Y o u r  
r e s p o ns e  s ho u l d  b e  l e s s  t h a n  a  m i n u t e  a n d  a  h a l f  w h e n  a n  i n t e r v i e w e r  a s k s  y o u  t o  “ t e l l  m e  a b o u t  
y o u r s e l f . ”  Wh y ?  Y o u ' l l  h a v e  t h a t  i n t e r v i e w e r ' s  a t t e n t i o n  f o r  j u s t  a b o u t  9 0  s e c o n ds .   

T h e  a v e r a g e  i n t e r v i e w e r ' s  a t t e n t i o n  s p a n  l o o k s  s om e t h i n g  l i k e  t h i s :   

  A s  y o u  b e g in  s p e a k i n g ,  t h e  i n t e r v i e w e r  i s  l i s t e n i n g  w i t h  n e a r l y  f u l l  a t t e n t i o n .   
  A f t e r  a b o u t  1 0  s e c o n ds ,  h e  b e g i n s  l i s t e n i n g  w i t h  l e s s  i n t e ns i t y .   
  A f t e r  6 0  s ec o n d s ,  h i s  m in d  b e g i n s  t o  w a n d e r  a n d  h e ' s  d e v o t i ng  l e s s  t h e n  h a l f  h i s  a t t e n t i o n  t o  y o u .  

T h e  i n t e r v i ew e r  s t a r t s  as k i n g  q u es t i o n s  a b o u t  y ou r  r es p o n s e  o r  b e g i n s  f o r m u l a t i n g  h i s  n e x t  
q u e s t i o n .   

  A f t e r  y o u ' v e  b e e n  s p e a k in g  f o r  9 0  s ec o n d s  w i t h o u t  i n t e r r u p t i o n ,  t h e  i n t e r v i e w e r  i s  b a r e l y  l i s t e n i n g  
a t  a l l .   

A n  i n t e r v i e w e r ' s  a t t e n t i on  l e v e l  c a n  b e  n e a r l y  i mp o s s i b l e  t o  d e t e c t ,  b e c au s e  m o s t  p eo p l e  a r e  s k i l l e d  a t  
n o d d i n g  t h e i r  h e a d s  a n d  s a y i n g  “ hm mm ”  w h i l e  l o o k i n g  a t  y o u ,  a l l  i n  a n  e f f o r t  t o  d i s g u i s e  t h e i r  w a n de r i n g  
m i n d s .  T h e  l o n g e r  y o u  s p e a k  w i t h o u t  i n t e r r u p t i o n ,  t h e  l e s s  a t t e n t i o n  t h e  l i s t e n e r  i s  g i v i n g  y o u .  H e nc e ,  
w h e n  y o u  p r o v i d e  a  l o n g  a n s w er  t h a t  b u i l d s  t o  a n  i m p o r t a n t  c o n c l u s i o n ,  o f t e n  t h e  i n t e r v i e w e r  i s  no  l o n g e r  
l i s t e n i n g .  T h i s  i s  p a r t i c u l a r l y  i m p o r t an t  w h e n  y o u  r e s p o n d  t o  an  i n t e r v i e w e r ' s  r e q u es t  t o  t e l l  h i m  a b o u t  
y o u r s e l f ,  b e c a u s e  t h e r e  i s  j u s t  s o  m uc h  y o u  c a n  s a y  o n  t h e  s ub j e c t ,  a n d  y o u  c a n ' t  b e  s u r e  w h a t  p a r t  o f  
y o u r  b ac k g r o u n d  t h e  i n t e r v i e w e r  i s  m o s t  i n t e r es t e d  i n  l e a r n i n g  a b o u t .   

Y o u r  Q u e s t io n s  A r e  K e y  

N e a r  t h e  e nd  o f  y o u r  r e s p o n s e ,  i t ' s  i m p o r t a n t  t o  k e e p  t h e  i n t e r v i e w e r  e n ga g e d  b y  a s k in g  q u e s t i o n s .   

S k i l l e d  i n t e r v i e w e r s  w i l l  p o s e  b e h a v io r a l - e v e n t  qu e s t i o n s ,  as k i n g  y o u  t o  d e s c r i b e  s p ec i f i c  e x a m p le s  o f  
y o u r  ex p e r i en c e .  I n  t h e s e  s i t u a t i o n s ,  y o u r  r e s p o ns e  c a n  e as i l y  l a s t  m u c h  l o n g e r  t h a n  9 0  s e c o n ds .  I n  s u c h  
s i t u a t i o n s ,  i n t e r r u p t  y o u r s e l f  b y  as k i n g  t h e  i n t e r v i e w e r  a  q u e s t i o n  l i k e ,  “ I s  t h i s  t h e  l e v e l  o f  d e t a i l  y o u  a r e  
l o o k i n g  f o r ? ”  o r  “ I s  t h i s  t h e  t y p e  o f  ex a m p l e  y o u ' r e  i n t e r e s t e d  i n ? ”  T h i s  s t r a t e g y  h e l p s  t o  r e e n g a g e  y o u r  
l i s t e n e r  a n d  p r o m o t e s  tw o - w ay  c o m mu n i c a t i o n .   

A c c o r d i n g  t o  K e n t  K i r c h ,  t h e  g l o b a l  d i r e c t o r  o f  r ec r u i t i n g  a t  D e l o i t t e ,  i n t e r v i e w e r s  a r e  mo r e  i m p r e s s e d  w i t h  
y o u r  q u es t i o n s  t h a n  a n y  s e l l i n g  p o i n t s  y o u  t r y  t o  m a k e .  " W h a t ' s  r e a l l y  d i s a p p o i n t i n g  t o  a n  i n t e r v i e w e r  i s  a t  
t h e  e n d  o f  a n  i n t e r v i e w  a n d  I  a s k  t he  c a n d i d a t e ,  ‘ D o  y o u  h a v e  a n y  q u e s t i o n s  I  c a n  a ns w er  f o r  y o u? '  a n d  h e  
s a y s ,  ‘ N o p e ,  I  t h i n k  y o u  a n s w er e d  t h e m  a l l , '  a n d  t h a t ' s  t h e  e n d  o f  i t ;  i t ' s  j u s t  r e a l l y  f r u s t r a t i n g , ”  he  s a y s .  
“ I t  a l l  g o e s  b a c k  t o  p r e pa r a t i o n ,  a n d  [ y o u r  q u es t i o n s ]  t e l l s  t he  i n t e r v i e w e r  y o u  t h o u g h t  a b o u t  t h i s  i n t e r v i e w  
b e f o r e  y o u  w a l k e d  i n  t h e  d o o r . ”   

A s k i n g  q u e s t i o n s  c a n  a l s o  g i v e  y o u  a  s t r a t e g i c  e dg e .  " P e o p l e  l o v e  t o  t a l k  a b o u t  t h e m s e l v e s , ”  s ay s  A u s t i n  
C o o k e ,  t h e  g l o b a l  r e c r u i tm e n t  d i r e c t o r  a t  S a p i e n t .  “ S o  i f  y o u  as  a  c a n d i d a te  c a n  k i n d  o f  g e t  i n t e r v i e w e r s  
t a l k i n g  a b o u t  t h e m s e l v es ,  y o u ' r e  o n e  s t e p  u p . "   

Y o u r  i n t e r v i e w  g o a l s  a r e  t o  e n s u r e  y o u  a r e  u n d e r s t o o d  a n d  t o  m a k e  t h e  be s t  p r es e n t a t i o n  o f  y o u r  t a l e n t s .  
E n g a g i n g  i n t e r v i e w e r s  i n  t w o - w ay  c om m u n i c a t i o n  b y  a s k i n g  qu e s t i o n s  h e lp s  y o u  e n s u r e  t h e y  a r e  l i s t e n i n g  
w h i l e  y o u  d e l i v e r  y o u r  r es p o n s e .   



Six  In terv iew Mistakes  
b y  M i c h a e l  N e e c e ,  f o u nd e r  o f  I n t e r v i e w  M a s t e r y  

M o n s t e r  C o n t r i b u t i n g  W r i t e r  

I t ' s  t o u g h  t o  a v o i d  t y p i c a l  i n t e r v i e w  t r a p s  i f  y o u ' r e  u n s u r e  w h a t  t h e y  a r e .  H e r e  a r e  a  h a l f  d o z e n  t o  w a t c h  
o u t  f o r .   

1 .  C o n f u s in g  a n  In t e r v ie w  w i t h  an  In t e r r o g a t io n .   

M o s t  c a n d i da t e s  e x p ec t  t o  b e  i n t e r r og a t e d .  A n  i n t e r r o g a t i o n  o c c u r s  w h e n  o n e  p e r s o n  a s k s  a l l  t h e  
q u e s t i o n s  a nd  t h e  o t h e r  g i v e s  t h e  a ns w er s .  A n  i n t e r v i e w  i s  a  b u s i n e s s  c on v e r s a t i o n  i n  w h i c h  b o t h  p e o p l e  
a s k  a n d  r e s po n d  t o  q u e s t i o n s .  C a n d i d a t e s  w h o  ex p e c t  t o  b e  i n t e r r o g a t e d  av o i d  a s k i n g  q u e s t i o n s ,  l e a v i n g  
t h e  i n t e r v i e w e r  i n  t h e  r o l e  o f  r e l u c t a n t  i n t e r r o g a to r .   

2 .  M a k i n g  a  S o - C a l l ed  We a k n e s s  S e e m  P o s i t i v e .   

I n t e r v i e w e r s  f r e q u e n t l y  as k  c a n d i d a t es ,  " W h a t  a r e  y o u r  w e a k ne s s es ? "  C o nv e n t i o n a l  i n t e r v i e w  w i s d om  
d i c t a t e s  t h a t  y o u  h i g h l i g h t  a  w e a k n es s  l i k e  " I ' m  a  p e r f e c t i o n i s t , "  a n d  t u r n  i t  i n t o  a  p o s i t i v e .  I n t e r v i e w e r s  
a r e  n o t  i m p r e s s e d ,  b ec au s e  t h e y ' v e  p r o b a b l y  h ea r d  t h e  s a me  a n s w er  a  h u n d r e d  t i m e s .  I f  y o u  a r e  a s k e d  
t h i s  q u e s t i on ,  h i g h l i g h t  a  s k i l l  t h a t  y o u  w i s h  t o  i m p r o v e  u p o n  a n d  d e s c r i b e  w h a t  y o u  a r e  d o i n g  t o  e n h a n c e  
y o u r  s k i l l  i n  t h i s  a r e a .  I n t e r v i e w e r s  d o n ' t  c a r e  w ha t  y o u r  w e a k n e s s es  a r e .  T h e y  w a n t  t o  s e e  h o w  y ou  
h a n d l e  t h e  q u e s t i o n  a n d  w h a t  y o u r  a n s w er  i n d i c a t e s  a b o u t  y o u .   

3 .  F a i l i n g  t o  A s k  Q u e s t io n s .   

E v e r y  i n t e r v i e w  c o nc l u d e s  w i t h  t h e  i n t e r v i e w e r  a s k i n g  i f  y o u  ha v e  a n y  q u es t i o n s .  T h e  w o r s t  t h i n g  t o  s a y  i s  
t h a t  y o u  h a v e  n o  q u e s t i o n s .  H av i n g  n o  q u e s t i o n s  p r e p a r e d  i n d i c a t e s  y o u  a r e  n o t  i n t e r es t e d  a n d  n o t  
p r e p a r e d .  I n t e r v i e w e r s  a r e  m o r e  i m p r e s s e d  by  t h e  q u e s t i o n s  y o u  a s k  t h a n  t h e  s e l l i n g  p o i n t s  y o u  t r y  t o  
m a k e .  B e f o r e  e a c h  i n t e r v i e w ,  m a k e  a  l i s t  o f  f i v e  q u e s t i o n s  y ou  w i l l  a s k .  “ I  t h i n k  a  g o o d  q u e s t i o n  i s ,  ‘ C a n  
y o u  t e l l  m e  a b o u t  y o u r  c a r e e r ? ' ”  s ay s  K e n t  K i r c h ,  d i r e c t o r  o f  g l o b a l  r e c r u i t i n g  a t  D e l o i t t e .  “ E v e r y bo d y  l i k e s  
t o  t a l k  a b o u t  t h e m s e l v es ,  s o  y o u ' r e  p r o b a b l y  p r e t t y  s a f e  as k i n g  t h a t  q u e s t i o n . ”   

4 .  R e s e a r c h i n g  t h e  C o m p a n y  B u t  N o t  Y o u r s e l f .   

C a n d i d a t e s  i n t e l l e c t u a l l y  p r e p a r e  by  r e s e a r c h i n g  t h e  c o m p a n y .  M o s t  j o b  s e e k e r s  d o  no t  r e s e a r c h  
t h e m s e l v es  b y  t a k i n g  i n v e n t o r y  o f  t h e i r  e x p e r i e nc e ,  k n o w l e d ge  a n d  s k i l l s .  F o r m u l a t i n g  a  t a l e n t  i n v e n t o r y  
p r e p a r es  y ou  t o  i m m e d i a t e l y  r e s p o n d  t o  a n y  q u e s t i o n  a b o u t  y o u r  e x p e r i e n c e .  Y o u  m u s t  b e  p r e p a r ed  t o  
d i s c us s  a ny  p a r t  o f  y o u r  b a c k g r o u n d .  C r e a t i n g  y ou r  t a l e n t  i n v e n t o r y  r e f r es h e s  y o u r  me m o r y  a n d  he l p s  y o u  
i m m e d i a t e l y  r e m e m b e r  ex p e r i e n c es  y o u  w o u l d  o t h e r w i s e  h av e  f o r g o t t e n  d u r i n g  t h e  i n t e r v i e w .   

5 .  L e a v i n g  Y o u r  C e l l  Ph o n e  O n .   

W e  m a y  l i v e  i n  a  w i r e d ,  a l w a y s - a v a i l ab l e  s o c i e t y ,  b u t  a  r i n g i n g  c e l l  p h o n e  i s  n o t  a p p r o p r i a t e  f o r  a n  
i n t e r v i e w .  T u r n  i t  o f f  b e f o r e  y o u  e n t e r  t h e  c o m p an y .   

6 .  W a i t i n g  f o r  a  C a l l .   

T i m e  i s  y o u r  e n e m y  a f t e r  t h e  i n t e r v i e w .  A f t e r  y o u  s e n d  a  t h a n k - y o u  e m a i l  an d  n o t e  t o  e v e r y  i n t e r v i e w e r ,  
f o l l o w  u p  a  c o u p l e  o f  d a y s  l a t e r  w i t h  e i t h e r  a  q u e s t i o n  o r  a d d i t i o n a l  i n f o r m a t i o n .  C o n t a c t  t h e  p e r s on  w h o  
c a n  h i r e  y o u  - -  n o t  t h e  H R  d e p a r t m e n t .  H R  i s  f a mo u s  f o r  n o t  r e t u r n i n g  c a l l s .  A d d i t i o n a l  i n f o r m a t i o n  c a n  b e  
d e t a i l s  a b o u t  y o u r  t a l e n t s ,  a  r ec e n t  c o m p e t i t o r ' s  p r e s s  r e l e as e  o r  i n d u s t r y  t r e n d s .  Y o u r  i n t e n t i o n  i s  t o  
k e e p  e v e r y on e ' s  m e m o r y  o f  y o u  f r es h .   

 



In terv iewers '  Pet  Peeves  
b y  C a r o l e  M a r t i n  

M o n s t e r  C o n t r i b u t i n g  W r i t e r  

Y o u  s i t  f a c i n g  t h e  i n t e r v i e w e r ,  f e e l i n g  l i k e  t h i n g s  a r e  m o v i n g  a l o n g  n i c e l y  w h e n  a l l  o f  a  s u d d e n  t he  
i n t e r v i e w  t a k e s  a  d r as t i c  t u r n  f o r  t h e  w o r s e .  W h a t  j u s t  h a p p e n e d ?  Y o u  m a y  h a v e  h i t  on e  o f  t h e  
i n t e r v i e w e r ' s  p e t  p e e v e s ,  o n e  o f  t h o s e  t h i n g s  t h a t  a u t o m a t i c a l l y  t r i g g e r s  a  n e g a t i v e  r es p o n s e .  

H e r e  a r e  s ev e n  o f  t h e  m o s t  c o mm o n  pe e v e s  p r o v i de d  b y  e x p e r i e n c e d  i n t e r v i e w e r s ,  a l o ng  w i t h  s o m e  t i p s  
o n  h o w  t o  a v o i d  t h e m :  

1 .  S m e l l s :  T o o  Mu c h  o f  a  G o o d  Sm e l l  C a n  B e  B a d  

P a t  R i l e y ,  a u t h o r  o f  S e c r e t s  o f  B r e ak i n g  i n t o  P h a r m a c e u t i c a l  S a l e s ,  h a s  a  p e t  p e e v e  s t o r y  t o  r e l a t e :  
" P r e p a r i n g  f o r  a n  i n t e r v i e w  i s  n o t  l i k e  p r e p a r i n g  f o r  a  d a t e .  I  h a d  o n e  i n t e r v i e w  w i t h  a  w o m a n  w h o  d o u s e d  
h e r s e l f  w i t h  p e r f u m e  ( t h e  s a m e  p e r f um e  m y  ex - g i r l f r i e n d  u s e d  t o  w e a r )  r i gh t  b e f o r e  s t ep p i n g  i n t o  t h e  s m a l l  
i n t e r v i e w  b oo t h .  T h e  p e r f u m e  w a s  ov e r p o w e r i n g  a n d  b r o u g h t  b a c k  b a d  m em o r i e s . "  

2 .  C o m m u n ic a t i o n :  T o o  L i t t l e  L e a v es  I n t e r v i ew e r s  E x a s p e r a t e d  

" M y  n u m b er  o n e  i n t e r v i e w i n g  p e t  p e e v e  i s  a n  a p p l i c a n t  w h o  w o n ' t  t a l k , ”  s ay s  S t ev e  J o ne s ,  a  m a n a ge r  o f  
c l i e n t  s e r v i c e s  a t  a  s o f tw a r e  c o m p an y  i n  D a l l a s .  “ I  t r y  t o  a s k  o p e n - e n d e d  q u e s t i o n s  an d  p r o d  t h e m  f o r  
l o n g e r  a n s w e r s ,  b u t  n o  l u c k .  I ' v e  e v en  m e n t i o n e d  t o  a  f e w  t h a t  I  n e e d  m o r e  i n f o r m a t i o n  s o  I  c a n  ge t  a n  
i d e a  o f  w h e r e  t h e y ' r e  c om i n g  f r o m  - -  s t i l l  n o  l u c k .  I  a l w a y s  e nd  t h e  i n t e r v i e w  s ay i n g ,  ‘ N o w  i t ' s  y o u r  t u r n  t o  
a s k  q u es t i o ns , '  a n d  s t i l l  n o  l u c k ;  t h ey  d o n ' t  h a v e  a n y .  O h  w e l l  - -  n e x t ! ”  

“ H e l p  m e  o u t  h e r e , ”  s a y s  J o n e s .  “ C o me  p r e p a r e d  t o  a n s w er  q u e s t i o n s  a n d  t a l k  a b o u t  y o u r s e l f . ”  

3 .  C o m m u n ic a t i o n :  T o o  M u c h  C a n  B e  T o o  M u ch  

" C a n d i d a t e s  w h o  r a m b l e  a r e  t h e  o n e s  w h o  g e t  t o  m e , "  s ay s  D o t t i  B o u s q u e t  o f  R e s o u r c e  G r o u p  S t a f f i n g  i n  
W e s t  H a r t f o r d ,  C o n n e c t i c u t .  “ L a s t  w ee k ,  I  w as  i n t e r v i e w i n g  a  c a n d i d a t e  a n d  a s k e d  h e r  o n e  q u e s t i o n .  T h e  
c a n d i d a t e  t a l k e d  a n d  t a l k e d  a n d  t a l k e d  f o r  4 5  m i n u t e s  s t r a i g h t .  I  w a s  u na b l e  t o  s t o p  h e r .  I  h a d  t o  s a y ,  
‘ L e t ' s  w r a p  t h i s  u p , '  a n d  I  s t o o d  u p  w h i l e  s h e  c o n t i n u e d  t o  t a l k .  I  w a l k e d  t o  t h e  d o o r  o f  t h e  o f f i c e  a n d  
o p e n e d  i t .  S h e  l e f t ,  b u t  c o n t i n u e d  t o  t a l k  w h i l e  w a l k i n g  o u t  t h e  d o o r . "  

T h e  l e s s o n ?  “ C a n d i d a t e s  s h o u l d  s t ay  f o c u s e d ,  a n d  a n s w er  t h e  q u e s t i o n  a s k e d  - -  i n  l e s s  t h a n  t w o  t o  t h r e e  
m i n u t e s , "  a dv i s es  B o u s qu e t .  

4 .  L a c k  o f  F o c u s :  R e s u l t s  i n  L o s in g  t h e  In t e r v ie w e r  

" T y p i c a l l y ,  c a n d i d a t e s  a r e  s i m p l y  t o o  i n t i m i d a t e d  b y  t h e  p r oc es s , "  s ay s  M a r k  F u l o p ,  p r o j e c t  d i r e c t o r  f o r  a  
l a r g e  n o n p r o f i t  a g e n c y .  " R e l a t i n g  t h e  a n s w er  g i v en  t o  o n e  q u e s t i o n  b a c k  w i t h  a n o t h e r  - -  a n d  a s k i n g  
c l a r i f y i n g  o r  f o l l o w - u p  q u e s t i o n s  - -  s ho w s  m e  t h a t  t h e  c a n d i d a t e  i s  c o n f i d en t  a n d  t h i n k i n g  a b o u t  t h e  w h o l e  
p i c t u r e  i n s t ea d  o f  e n d u r i n g  a n  i n t e r r o g a t i o n . "  

5 .  A v e r t i n g  Y o u r  E y e s :  O n e  W a y  t o  A v e r t  a n  O f f e r  

" P e o p l e  w h o  d o  n o t  m a k e  a n y  e y e  c on t a c t  d u r i n g  t h e  e n t i r e  i n t e r v i e w ”  i r r i t a t e  G w e n  S ob i e c h ,  a n  a g e n c y  
r e c r u i t e r  i n  W e s t  H a r t f o r d ,  C o n n e c t i c u t .  “ I  r e a l i z e  s o m e  p e o p l e  a r e  s hy ,  bu t  t o  n e v e r  l o o k  a t  m e  on c e  - -  
t h e y  l o o k  d ow n ,  a r o u n d ,  e v e r y w h e r e ,  b u t  n o t  a t  m e  f o r  t h e  e n t i r e  i n t e r v i e w .  I  f i n d  t h a t  e x t r e m e ly  a nn o y i n g .  
I  a l s o  t e n d  t o  d i s t r u s t  s om e o n e  w h o  w i l l  n o t  l o o k  a t  m e  w h e n  I ' v e  a s k e d  a  q u e s t i o n . "  

I f  y o u  a r e  u nc o m f o r t a b l e  l o o k i n g  i n t o  s o m e o n e ' s  ey e s ,  l o ok  a t  h i s  " t h i r d  ey e , ”  j u s t  a b o v e  a n d  b e t w e e n  t h e  
p e r s o n ' s  t w o  e y e s .  



6 .  S l a n g  a n d  S t r e e t  Sp e a k :  L e a v e  T h em  o n  t h e  S t r e e t  

" P o o r  c o m m u n i c a t i o n s  s k i l l s  r e a l l y  ge t  t o  m e , "  s ay s  R o b e r t  F od g e  o f  P o w e r  B r ok e r s  i n  D o v e r ,  D e l aw a r e .  
" W h a t  I  m e an  b y  t h i s  i s  n o t  m e r e l y  t h e i r  l a n g u a g e  f l u e n c y ,  bu t  m o r e  a b ou t  t h e  u s e  o f  l a n g u a g e .  S l a n g  
w o r ds  a n d  s t r e e t  s p e ak  j u s t  d o n ' t  h a v e  a  p l a c e  i n  m o s t  b u s i ne s s  e nv i r o nm e n t s .  A l s o ,  c a n d i d a t e s  w h o  s ay  
' u m , '  ' l i k e '  a n d  ' u h '  b e t w e e n  e v e r y  o th e r  w o r d  l os e  m y  a t t e n t i o n  v e r y  q u i c k l y . "  

7 .  D e c e p t io n :  L i t t l e  L i es  L e a v e  a  B i g  I m p r e s s i o n  

O n e  m a j o r  c o m p l a i n t  a m o n g  r e c r u i t e r s  i s  w h e n  a  c a n d i d a t e  i s  n o t  c o m p l e t e l y  t r u t h f u l ;  s m a l l  l i e s  a r e  a l l  t o o  
c o m m o n  i n  t h e  w o r l d  o f  r e c r u i t m e n t .  T h i s  i n c l u d es  n o t  b e i n g  c o m p l e t e l y  f o r t h c o m i n g  w i t h  r e l e v a n t  
i n f o r m a t i o n ,  e m b e l l i s h i n g  a c c o m p l i s hm e n t s ,  h i d i n g  j o b s  o r  l e a d i n g  t h e  p r o c e s s  o n  w i t h  n o  i n t e n t i o n  o f  e v e r  
f o l l o w i n g  t h r o u g h .  B u i l d i n g  t r u s t  d u r i n g  t h e  i n t e r v i e w  i s  k ey  t o  g e t t i n g  a n  o f f e r .  

 

Questioning the Interviewer 

Even i f  you  don ’ t  ask  any  ques t ions  dur ing  an  in te rv iew,  many in te rv iewers  w i l l  ask  you  i f  
you  have any  ques t ions  a t  the  end.   How you respond  w i l l  a f fec t  the i r  eva lua t ion  o f  you .   So  
be  p repared  to  ask  ins igh t fu l  ques t ions  about  the  o rgan iza t ion .  

  Making  a  l i s t  o f  any  ques t ions  you  have regard ing  the  company is  impor tan t  (bu t  i t  
shou ld  con ta in  on ly  ques t ion  you  weren ’ t  ab le  to  f ind  ou t  th rough your  own 
research  o r  th rough us)  th is  w i l l  he lp  you  iden t i f y  i f  th is  i s  the  r igh t  pos i t ion  fo r  
you .  

Good top ics  to  touch  on  inc lude :  

  The compet i t i ve  env i ronment  in  wh ich  the  o rgan iza t ion  opera tes  

  Execut ive  management  s ty les  

  What  obs tac les  the  o rgan iza t ion  an t i c ipa tes  in  meet ing  i t s  goa ls  

  How the  o rgan iza t ion ’s  goa ls  have  changed over  the  pas t  3  years  

  What  obs tac les  were  commonly  met  in  reach ing  corpora te  goa ls  

  What  resource  a re  ava i lab le  f rom the  company and what  must  be  found e lsewhere  
to  reach  pos i t ion  ob jec t i ves .  

Genera l l y  i t  i s  no t  recommended to  ask  about  compensat ion  o r  benef i t s .   Ques t ions  in  th is  
a re  make you  seem more  in te res ted  in  what  they  can  do  fo r  you  and less  en thus ias t i c  about  
the  pos i t ion .   A lso ,  make sure  you  ask  a t  leas t  some ques t ions  so  you  don ’ t  appear  to  
pass ive  in  pursu ing  the  oppor tun i ty .  

 

 

 



The “ONE” question you must ask each interviewer: 

The last question you should ask before concluding with any interviewer is this. 

“Do you feel I have the qualifications necessary to be successful in this position?” 

Now listen very carefully to how the interviewer responds.  If they give you a resounding “yes”, you have 
done a good job of covering all the issues that are important to them. 

If they say something like: 

“You appear to have all the qualifications we’re looking for, but…” 

Listen for that “but”, whatever comes afterwards is an area you need to re-strengthen their view of your 
background in, try to go over your experiences in that area one more time.  It can make all the 
difference in the world. 

 

A Few Last Reminders:  

Line up your  re ferences in  advance and ver i fy  that  they wi l l  be good ones.  

I f  we at  The Gr i f f in  Group have redone your  resume and you need addi t ional  copies 
jus t  le t  us know.  

Fo l low up immediate ly  wi th  thank you emai ls  to  everyone that  you in terv iew wi th .  

Your  u l t imate goal  should  be to  go in  there and make them want  to  g ive you an of fer .   
Remember an in terv iew is  not  a  f ish ing t r ip ,  t ry ing to  f ish out  in format ion.   I f  you go in  
wi th  that  approach of ten you wi l l  d iscover  that  you l ike a l l  you hear  about  the company 
and opportun i ty ,  yet ,  you ’ve been so focused on gather ing in format ion for  yourse l f  you 
have forgot ten to  se l l  your  ab i l i t ies  and now i t  is  too la te  to  g ive them the impress ion 
of  yourse l f  you wanted.  

The company wi l l  be anx ious to  know how you thought  the in terv iew went  so i t  is  
impor tant  that  we ta lk  as soon as poss ib le  so that  I  can pass a long your  feedback to  
them.   So ca l l  me as qu ick  as you can…and a ce l l  phone in  the park ing lo t  is  not  too 
soon.  

Good Luck!  

SPI  Of  Chicago,  Inc.                                                                
815-261-4403  
www.sp io fch icago.com  


