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11r* ;n16;'.riew,was gcing rvell. Stre had the

look, spoke well, and Bill thcrrqht she wculd

get along with the otlrer team memhr:rs' lle

nrissed the part about ExceI and hileC her

anywav. Her resurne certainly showcci even

more experience in his industry than he

really thought shc needed. Six rnonihs later,

urillr hours oitraining, coachinQ lhlt v,/ent on

for Cly:;, and a team o[ dcrcunrentalir:n, he

was iettinq her qc.

tiilt, lika nrany ntanag-crs, had ccndrrcted

interviclvs ior years, and afler an all day

session of "back to backs," he had rrisserJ a

fe'.v key pcints of lhis errpioyee s irrte rvie'1.

5he had tlre background, had the v'/ay '.vith

rnrcrds tlral so nlaiy dc in an intr:t vicrv, but

did slre havo the riohl attitude? She c;rtrte

rip with ;n answerr.cr all of his q'res[icn:,

but lrow rvould she perfcrnr and hov" coutd

he possibLy know? Sirnple. $/eli, sort c{..AlL

inteivi?v/ canclidates seenl to qo to "intcrvielv

sclrooL, They have the an-<wers lo "Whal are

your rveal<nesses? and Why clid ycu [eave

yorrr pre,rious job? do'wn pat You heve to

look deepcr, arrtl the follr:vvirrg lechtritlues

will hetp.

l{ire for Attitude lnstead of Skitt

Paul owrred a PR conrnany and had beett in

the business for twenty years. 11e cou[d teach

olmr:st anyone how to caLl a radio station

Vr'hat hc had aiso [carned is that when hirinq

FrR reps frorrt cther agi:ncies, he had lc

spend hcurs un-traininq atl their oLd habits.

lf yru arc hiring a sales 0erscn. hite a go-

getter with a love of people and a lrigh self-

egteern, not necessarity sctr]eoIre who rtJg

scid lor years. You can teach ekitls, bul you

cannot teach sRnreone to overcome rejection

and surly custonrers nearly as easil'v. it

is atlilude thaf wili outlast probl.ei'n:, and

attitude that witl reaCily [earn neur skills'

Assign a Task in the lnterview

Fut yrc,ur candi'late on the :irct. Avoid tl-ie

sanie old queslicns; ask thetn to dc the job,

r iglrl lrcrr, r ight thrre. lf ycrr' 'rac.anc.i, ,s

an lT support persnn, rolc -play a dif f ic'l[t

enrl-riser catIirrg wilh a seeminqly irnpolsibl-'

probtrm thai rrust be fix:d yestlrnay. See

what irtervierve e:, =ay. l! you are hlring !or

salcs, have lhcrn sell you,vcilr orr;n prodlrcl.

See how rrarry queslions they ask abcut it

before just jumpinq inlc 'rhe six-step saies

proce:;:i,

Pay Attention lo tlre Past..' Differentty

Your canclidate has had ten yeat s *'crkinq

with ycur compctitor. She has rvcn every

awari for this type of position possil'le. So'

hcvv much do yorr think she will qrres,ticn vour

direciion r,.;her yott ask her lo c1o somethirrq

rlifferentty thtrr the rvay sire l-'as been

re'.,varded fcr? How quickty do you think stre

wiLt he loyaL to the verv compeny sire lraE

ccmpeted aqainsl for years? Per haps the

canCirlate lvho has vrorked in a conrptelely

dilfcrenl inrluslry bul can denronstfalc to yotl

the riqht attittrde toward hard rvork' learning,

anil custcmers vrould actuatly take less

tra irr itlg.

Try Story Time

Askinq closcd questlons in an intcrview

limits cr-ealivily atrd qive: candidates a 5u'l/50

chance cf q.Ltinq thc riqht answer. Do riou

cnl.y want a 5t),/5C clrancr tlial their'll slay

."nd be nrcdur:tivq? Try asl(ing hinr cr her trt

teli yr;u a slory. i tll tttc lllcul I tirltr: '"';lrr:tr

,vou and co-workei- ccrnpleterl a praiecl anrJ

received retcgniliorr.' Iher lisilr il tlre

stlry [cl hints cn hcl"'tlrey p:e{er prri:e'

clet alcnq with otlrer:, share ctr':dit ivith

cc-worker:, or bad molth thllr bc:s. Alsl,
'Listen tc tlreir hcciy lanqurge anti for

c real ive sto r,vte Il i nq. lv'! t-tc lr is re';ea le d tr,'he rr

a pclrion lr:Lls yt-.u r sloty, ;rt:tl aliIloll ali\r.'r\.ls

lhe rtory will he true, as nrost can t nrakr-' trli

that kind ol deiail cn lhc flY.

Ask for Passion

ThiE cne mlrst be done delicalely. Alter

yor,r h:rvc r::kr:d ylur slarrdlrd qrjir:::tic11:;

and iested for skllls lhat yc'.1 neeci, firrd

clrt the pa:!ion cf tite pei-son yott ate

aboul to enirusl u,ith tlris ]ob. Wlrcther ycu

prcvicie lhem with a profilc or nrerely asli

the quesiion,lhe resLrl.ts are irlmetiiafely

5 \4/ays to Hire llmpleryees trVlrt) 14/ill
Stay i,nttget, Cornplain l,ess, ancl Protluce More
I Tk. llorricr 'llirflbritl
"1'ci sir, I lraye ,r p,rcat dru! ,r{ erpericnce usirg }licrosofi l')xccl. In firr:t, I crcltcrl !}!v r{rsunrc ttring; t}tnt Pt4{lrtril
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reveaLing. For example, Melissa was hiring

a salesperson. She thought she had found

sonreone for the job. Al[ the queslions had

been answered with ease. The candidate's

backqround suggested she had the attitude

and makings of a great satesperson. Yet,

when Me [issa casuatly said. What is il that

absotutety lights your fire? What is it that

you absolute[y LOVE to do?" The candidate

[ooked her straight in the eye and said "l

absotutety love to type. I love to see if I can

beat my own typirrg speed record and enter

more information than anyone else can.'

Consequentty, this candidate doesn t do

saIes for Melissa, but she is one of the best

arlmin rlata clerks Melissa has ever seen,

and boih Melissa and the candidate are

extrerreLy happy. Many peopte don t know

who they realty are, but most do know what

they tike to do. Make sure it jibes with what

you are hiring for.

Hirinq is tricky and getting the right
person in the right job can be a downright

comp[icated gambte. We make matters

worse by using the same old formula [hat

even the candidates know and by tooking at

experience that may or may not matter. Try

to keep in rnind that finding the right person

for the job is far more important than Iinding

a person to f itt the job. Want more work?

Keep f itting jobs with those who think they

knolv it a[[ and telI you what you want to

hear, but know very littte about themselves.

Want more productivity and a [ong-term

team? Spend more time learning about

the person rather than reading his or her

re9uffre.

About the Author

Monica Wof ford, President of Monica Wofford

lnternationat, lnc., is a certified C0RE coach

and lrainer. She and the 1 2 coaches she

teads help hundreds tc deterriine who they

are, how to work with others, and what their

own true gi{ts are . \{offord brings more than

17 years of leadership experience to the

companies she serves and provides training

in Leadership, Service, and Confidence

that irnpacts hcr clients' bottorrt Iitres and

provides [ong tasting resutts. 5he is the

author of The Tvpe A Myth, Contagious

Leadership, Contagious Confidence, and

Contagious Customer Service and can be

reac h e d at Www-.m-o-d-qe-W-s|iqd..c-q-m o r

1-18661 382-0121


