This week’s newsletter is written by Deborah Walker, who is a Certified Career Management Coach.
Her expertise includes executive recruiting, resume writing and career coaching. She holds membership
in the National Resume Writer’s Association, Career Masters Institute, and Professional Resume
Writer’s and Research Association. Her career-related articles are featured in numerous professional
associations’ publications as well as national and local newspapers. Sharing her article does not mean
that TENG, Bruner Consulting Associates or | endorse her services. Each of our contributing authors
should leave you with at least one “take away” element, which you can use in your search campaign. |
am grateful to Deborah for her contribution to TENG. You will find her contact information at the end
of this article. Ed Pospesil

TENG Newsletter, VVol. 4 No 14

For Interview Success Start by Asking the Right Questions

Often the greatest interview anxiety focuses on trying to anticipate all the correct answers to interview
questions. Equally important, however, are the questions YOU ask the interviewer. If job interviews
are getting you no closer to an offer, maybe you are not asking the right questions.

There are three types of questions that help jobseekers gain interview advantage:

Questions to uncover the interviewer’s top hiring motives
Questions to illustrate the candidate’s interest and intelligence
Questions to uncover the interviewer’s unspoken concerns

1. Questions to uncover the interviewer’s top hiring motives

You’ll answer the interviewer’s questions better once you know his/her particular hiring concerns. Here
are examples of questions that will help you “get inside the head” of the interviewer:

What do you see as the toughest challenge of this position?
What qualities do you see as most important for this position?
Why have others failed in this position?

Once you’ve asked any or all of the above questions, listen very closely. The first thing the interviewer
says reveals his/her truest feelings. Use this information as insight for answering his/her questions to
you. After all, what is an interview but a sales presentation? Any salesperson will tell you that you
cannot sell until you know what the buyer wants.

2. Questions that illustrate your interest and intelligence



Did you know that an intelligent question can impress an interviewer even more than a snap answer?

The best types of questions to showcase your intelligence and interest come out of your research of the
company and industry. You may want to ask questions concerning:

Strategy for reaching a specific niche market
The company’s long-range goals
Territorial expansion plans

Granted, some information may be deemed confidential. If you begin your inquiry with, “Can you tell
me...” you give the interviewer an out if he/she cannot speak on the subject. Either way, you get the
opportunity to impress the interviewer with your intelligent curiosity about corporate goals and plans.

Remember, pre-interview research is the key to forming insightful questions. Never try to “wing your
way” through an interview without finding out facts ahead of time. Some good sources for research
include:

Online searches using search engines such as Google or Yahoo
Public library reference materials

Company website

Press releases

If you’ve been out-performed in interviews lately, try this strategy and see if you don’t get called back
for second interviews more often.

3. Question to uncover the interviewer’s unspoken concerns.

As you sense your interview winding down, don’t forget to find out what issues or concerns the
interviewer has concerning you as a good candidate fit. Don’t make the assumption that the interviewer
will volunteer his/her concern. Nine times out of ten they won’t. If you don’t ask, the interviewer won’t
tell you his negative perceptions of you. The most straightforward way to find out is just to ask:

“What concerns do you have that prevent you from asking me back for the second
interview?”
“What concerns ... that prevent you from offering me the position?”

Once you’ve asked this question, be still and listen closely to how the interviewer responds. Pay
attention to body language as well. If the interviewer says “I have no concerns,” while averting his eyes,
or touching his face, it’s a sure sign the interviewer DOES have concerns but is reluctant to state them.
If so, a little gentle prying is in order as long as you don’t make the interviewer too uncomfortable.

Once the interviewer has stated his concerns, use the opportunity to answer with one of your previously
thought out success stories that illustrate your ability to meet or exceed his expectations.



If you’ve done your pre-interview homework and conducted a little role-play practice, using these three
types of questions in your next interview will help you reach your career objective faster. Here’s hoping
you get a chance very soon to try out all three of these types of questions in an interview.
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