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The intervie,l'was going l^rell. S6e had the

[ook, spcke wel[, and Bill thcuglrt she vrould

qet alonq with ihe other team nrembers. He

misse{J thc part about ExceI and hir ed her

anyw'ay. ller resrtnre sure shcwed even more

experiencc in his indLrstry than he thouqht

she reallv needed. Six months laler, r,vith

hours oi lr:rininq. coachinr.; that urcnt orr f or

days, and a ream ol dercumentation, he lvas

lclting her qc'.

Bitl, like nrany rnanaqer5, had conducted

interviews for vears and after an ai[-day

session of "back to backs, he had missed a

few key points of tiris etnployee s int-"rview.

She had the background, had lhe way wiih

wcrr:ls that so many do in an itrterrrielv, but

did she have the right attiluCe? She came

up vrith an anslver to atl of his questions,

but how would she perform, and how cculd

he possihLy know? Sirrrote. Vy'ell, sort cf. Atl

interview carrdidaies st-.enr to qo to "intetview

srhool." They l-'ave tlre answers to, "What are

your weaknesses? anrJ, Why CiC you leave

your previous joh? ciorvn pJi. You hiJVe to

took deeper, and these techniques rrill. hetp.

Hire for Attitude lnstead of Skill

Paut ouined a PR comprany and had been in

the business for 20 years. He coulcl teach

aLrnost anyone how to calt a radjo station.

Whai he had atso tearned is that when

hirirrq Ff? reps f totrr other agenr:ics. hc h;:d

to spend hour: un-trainirrg atI their otd

habits. lf yor-r are hinng a sales perscn, hire
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a go-getteruritlr a love of people and a high

sel{-esteenr, not necessarily sorneone who

has sold for years. You can teach skills; yoit

cannot teach sonrecne to overcolI)e rejection

arrd surty custonrers nearly as easily. lt is the

attitude that wilI or:t{ast problerns and the

attitude that n'itl readity learn new skills.

Assign a Task in the lnterview

Put your candidates on tlre spot. Avoid llie
;ame old questicns: ask them to dr lhe.job

nght tiren. riqht there. lf ycur vacancy is for
an lT support person, role ptay a difficutt

end-user catling with a seenringly irnpossible

probtem that must be fixed yesterday. See

v/hat they say. lf you are hiring for sa[es.

have them se[[ you your own product. See

hor.r nrany.!uestions they ask about it befole
just jumping inlo the six-step saLes prnces<.

Pay l\ttention to the Past.,.Differentty

Your candidate has spent 1 0 years r,vorl<ing

with ycur cernpelitor. She has won every

award for this type of position possil;le. 5o

how much do yori think she witt questicn

vorr direction v,rhen you say to do scmething

different than whal she has been rewarded

for? Hcw qr"rick[y do yorj think she will be

loyal to the very company she has compeied

aq:rinst fcr years? Pcrhaps that canrlidalc

who has worked in a comptetely dif ferent

industry can denronstrate to you the right

attitude tcu/ard hard wo'k. learrring, and

customers and vri[[ actua[y require iess

Irainin-o.

Try Story Time

Asking ctosed questions in an interview

Lirnits creativity and qives .andidates a 50/50

chance nf getting the riqht ansrver. Do you

v.rant only a 50150 ch.rnce that they lI stay

and bc productivc' Try a:;king him or hcr to

tet[ ycu a story. 'fel[ me about a litre ';vhnn
you and a co-v,,orker r:cnrpleterl a Dr oject

and received recoqnition. lhen lister io
the story for hints on hcw he cr she prefer;
praise, qsts a[onq u,,ith others, shares rreCit

vrith cc-wor kers. or becl rnouths his cr
her boss. Also, 'Iisten'to lris or he. bcdy

!anquage and cr eative story tclling. lvluch is

revcalod rvlren a norscn lells yru a slorv and

aImcst ahvays, tha story wilt be true, as rnosl

people can l make up r'hat kind cf detail. on

the fly.

Ask for Passion

this cne rnust be done deticate ly. .Aftcr ycu

havc askcd yoLrr standard rluesi ionr ancl

lested for the skills that you need, linC out

the passirn of the persorr ycu are trbot,t to

entrust vrith this job. Whether you pro,.'ide

hirn or her urith a profi[c cr merely asl<

!he question, the results are immediate[y

reveatinq. For exanrpte. l'4el.issa was

hiring a sa[es person.5he thouglrl slre

had found someone. AtI thc ques;fions hacl

been ansuycred with ea:;e. I he candidale s

backqround ruqqested slrc lrad the rttilud{)
and rroking of a gre,:t sel.es per:on, Yet,

vvhen Melissa casr_ra[[y caid, "Wirat is it tlrat
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absolutety lights your fire? What is it that you

absotutety L0VE to do?" the candidate looked

her straight in the eye and said, I abso[ute[y

tove to type. I love to see if I can beat my

own typing speed record and enter more

informalion than anyone else can.' Now this

candidate doesn'i do sates with Melissa,

but she is one of the best admin data clerks

she has ever seen, and both Metissa and the

candidate are extreme[y happy. Many don't

know who they reatly are, but most do know

what they Like to do. Make sure it is what you

are hiring for.

Hiring is tricky and getting the right
person in the right job can he a downright

comp[icated gamble. We make matiers

worse by using the same old formutas that

even the candidates know and by looking at

experience that may or may not matter. Try

to keep in mind that finding the right person

lor the job is far more important than linding

a person to fitI the job. Want more work?
Keep f itting jobs with those rvho think they

know it alt and tetI you what you want to hear

but know littte of themsetves, Want more

productivity and a tong-term team? Spend

more time learning about the person rather

than reading his or her resume.
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