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Resou rces

Five Ways to Hire Employees Who Will Stay Longer;
Complain Less and Produce More

How do you select
the best candidate among

severa I job applicants,
especially if all appear
to have good related

experience, work history
and appearance? Veteran

trainer, speaker and
author Monica Wofford

shares insight into other
considerations that could

help make hiring
your next employee a

given success.

S fi q;fl.s. I have a grear deal of experience

Y using Microsoft Excel. ln facr, I
g creared my resume using rhar pro-

gram." The interviewwas goingwell. She had the

look, spoke well and Bill thought she rvould get

along with the other team members. He missed

the part about Excel and hired her an1'rvay. Her
resume showed even more experience in his indus-

try than he really thought she needed. Six months

later with hours of training, coaching that went on

for days and a ream of documenration, he was let-

ting her go.

Bill, like many managers, had conducted inrer-
views lor years and after an all-day session of "back

to backs," he had missed a few key points of th.is

candidate's intcrview commenrs. She had the

background, had the way with rvords that so many

do in an inrerview, but did she have the right arti-
tude? She came up r,vith good answers ro all of his

questions, but how would she perlorm and,how

could he possibly know? Simple... rvell, sort of.

All interview candidates seem ro go to "interview

school." They have the ansrvers to "$Zhat are your
weaknesses" and "Vhy did you leave your previous

.job" down pat. You have to look deeper and fol-
lowing are some techniques that will help.

Hire for Attitude lnstead of Skill
Paul owned a PR company and had been in the

business for 20 years. He could teach almost any-

one how to call a radio station. -What he had also

learned is that when hiring PR reps from other

agencies, he had to spend hours un-rraining all

their old habits. Ifyou are hiring a sales person,

hire a go-getter with a love ofpeople and a high

self esteem, not necessari-

ly someone who has sold

for years. You can teach

skills, you cannot teach

someone to o\.ercome

rejection and surly cus-

tomers, nearly as easily.

It is the attitude that will
outlast problems and the

attitude that ivill readily

learn new skills.

Assign a Task in the lnterview
Put your candidate on the spot. Avoid the

same old questions; ask them to do the job, right

then, right there. Ifyour vacancy is an IT supporr

persor.r, role-play a difficult end-user calling with a

seemingly impossible problem that must be fixed
"yesterday." See what they say. Ifyou are hiring
lor sales, have them sell your own product to you.

Then, observe how many questions they ask about

it before just .jumping into the six-step sales

process.

Pay Attention to the Past...
Differently

The candidate has had 10 years working with
your competitor. He has won every award for this

type of posirion possible. So, how much do you

think he will question your direction when you tell
him to do something different than what he has

been rewarded for? How quickly do you think he

will become loyal to the very company he has com-

peted against lor years? Perhaps the candidate who

has worked in a completely different indusrry but
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can demonstrate to yoll the righr :rttitude

toward hard rvork, leaning :rnd s'ould :rctu-

ally require less training.

Try Story Time
A'kirrg clo:cd (lrrr\tions irt .tu intcrvicn.

limits creativiry and gives candidates a

50/50 chance ofgetting the right ansrver.

Do yotr only *.:rnt a 50/50 chance that

tl-rcy'll stay and be productive? Tiy asking

hirn or hcr to tell you a story such as, "Tell

me about a tirne rvhcn you and co-rvorker

completed a project and receivecl rccogr.ri-

tion." Then listen to the story lor hints on

horv they prclcr praise, get :rlone rvith oth-

ers. share creclit rvith co-rvorkcrs or bad

rnouth their boss. Also. "listen" to thcir

body l:rnguage and fbr creative story telling.

Much is reve:rlecl rvhen a person tells you a

story and :rlmost ahvays, the story r'vill bc

true as most can't rn:rke up that kind of
dctail spontaneously.

Ask for Passion
This one must be done delicately. Alter

yor-r have askcd yor:r stand:rrd questions and

testecl lor skills that you need, find out thc

passion oF thc person yolr are about to

entrust with this job. Whether you provide

him or her r,vith a profile or merely ask thc

question, the results are immediately reveal-

ing. For example, Melissa rvas hiring a sales

person. She thought she had lound some-

one. All thc questions had been ansrvered

rvith ease. 'I'he candidate's background sug-

gested shc had the atti-

tude ar-rd making of a

great sales person. Yet,

rvl-rer.r Melissa casually

said. "What is it that

absolutely lighrs your

fire? \What is it tl-rar you

absolutely LOVE to
clo?" the candidate

looked her straight in

the eye and s:rid, "I

absolurely lovc ro type.

I lovc to scc if I car-r bcar

my own typing speed

record r.Lnd enter more

inlormation th:rn any-

one else can." Now this

candidare doesn't do

sales rvith N4eliss:r, but

she is one ol the best

administrativc data

clerks she h,rs ever secn.

and both Melissa and

the nerv hire are extremely happy. Many

people don't know rvho they really are but

most do knorv what they like to do. Make

sure it is rvhat you are hiring lor.

Hiring is tricky and getting tbe right

person in the right job can be a dorvn right

complicated gamble. \fe make matters

worse by usir-rg the same old lormula that

evcn the car-rdidatcs know and by looking at

experience that n-right or might not matter.

Tiy to keep in mind that finding the

riglrr perron lor rlre iob is lal rnorc impor-

tanr than finding a person to filt the job.
'Want more rvork; keep filling jobs rvith

those rvho think they kr.rorv it all ar-rd tcll

you i,vhat you want to hear, but knorv little

of rhemselves. \fant morc productivity and

a long rerm team; spend more titne learning

:L:j* 
person rather than reading their

Q*
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