Enterprising Recruitment – Interview Success

The interview is an exercise in preparation and communication.  The key to handling any point in the interview is to always think “what is the interviewer looking for?”  The following 6 steps may assist you.

1)  Preparation: 

· What is the interviewer looking for?

· Has this person found out about us before coming to the interview?

· Has this person thought about whether they can do the job?

· Do I think this person can do the job?

· Is this person interested in the job?
· This is absolutely essential, not just for your own peace of mind, but to convey a convincing degree of enthusiasm during the interview. 

· Remember, anyone else going to the interview will almost certainly have prepared thoroughly, so do as much as you can to give yourself the best chance of success. 

· Find out about your prospective employer’s products, target market, competitors, turnover and number of employees. You must look at the company’s website.  Also use the following to aid your research: corporate literature, companies house, trade magazines, network contacts and Enterprising Recruitment.  Don’t be afraid to call some of their existing employees and speak to them to see what they think about the company (bearing in mind potential confidentiality). 

· Also important is to demonstrate to the interviewer that you have done your research. Take information along with you, tell him / her who you have spoken to and what you have found out.  Ask intelligent / subtle questions such as “I contacted XXX, your sales guy in Scotland, and he told me you were bringing out several new ranges – can you tell me about them?” 
· Take along a glory file with a list of achievements, an up-to-date CV, a list of questions (see below) and some ideas about how you would go about the role. 

2)  Make an Impression: 

· What is the interviewer looking for?

· How does this person come across to me? 

· How would this person come across to our clients? 

· Would this person maintain our company’s image?

· Is this person interested in working here?

· First impressions are critical – most people make their minds up about people they meet in 30 seconds, after this it is hard to change their mind. Consider the following.

· Arrive early!  If you are unavoidably running late, warn the interviewer.

· Be formal and smart.  Look the part.

· Know the names and positions of the people interviewing you.

· Take a briefcase and smart notepad and take notes.

· Relax and be yourself, but remain professional and alert.

· Be friendly and maintain good eye contact with each interviewer.
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3)  Interviewers’ Questions and Answering

· What is the interviewer looking for?

· Do I think this person can do the job and add value to my team?

· Is this person someone who will fit in with me and my team?

· Listen carefully to every question before answering.  Answer thoroughly but don’t waffle.  Sell yourself positively and enthusiastically at all times – people recruit people who can make a difference.  Ask yourself the following questions before you launch into your answers:
 “Why am I being asked that”?  “What are they looking for?”  “How can I get my point across?”  
· Practice answering these typical questions, so you can do so fluently in an interview.  
· Talk me through your CV.
· What is your current role all about?
· What do you like / dislike about your job?
· What key successes have you achieved and how?
· Why do you want to leave your current company?
· What interests you about this job / this company?
· Why should we choose you for this position?
· What do you know about us?
· What qualities can you `bring to the table’?
· What motivates you?  How important is money to you?
· How would you describe yourself?  How would colleagues describe you?
· Which management style gets the best out to you?
· Where would you like to be in five years?
· If you could start your career again, what would you do differently and why?
· What are your strengths?  What are your weaknesses?
· Can you back up your successes with evidence / proof?
4)  Your Questions

· What is the interviewer looking for?

· Has this person prepared for the interview?

· Is this person interested in the job / this company?

· You should be as inquisitive as the client - important you ensure you are right for each other. 
· Focus on strategic issues, e.g. the company, role, training and prospects. Don’t focus too heavily on salary, car or pension until you have properly impressed the client – these issues can be discussed once the strategic issues have been talked about.
· Have a prepared list of questions you want to ask, possibly including:
· What are the company’s plans for the future?  How will future successes be achieved?

· How do you stay ahead of the competition?

· How does this company compare to others in terms of new product development?

· What training / induction programmes are in place?

· What is expected of me in the role in 6 / 12 / 24 months?

· What is staff turnover like?
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5)  Concluding

· What is the interviewer looking for?

· Can this person conclude a meeting professionally?

· How would this person conclude a meeting with my clients?

· Do they really want the job?

· Closing is an essential part of the sales process that interviewees often forget.

· End the meeting in the same positive manner that you began it.  Final impressions are just as important as first impressions as this is how the interview will remember you.

· Try and gain commitment from the client to progress your application favourably.

· Ask the interviewer what he / she thinks about your suitability.

· Ask if there is anything they were looking for that you haven’t demonstrated.

· If there is anything you haven’t demonstrated, try and rectify this.

· Try and find out who else is in the frame and how they compare to you.

· Establish the next stage of the process and the timescales involved. 

· Make sure you tell the interviewer that you are very interested in the role.

· Try and get commitment that you will be put forward to the next stage.

· If this is the final stage, try and get commitment that you will be offered the job.

6)  Finally

· It is essential that you call Enterprising Recruitment immediately after the interview with your thoughts, an honest assessment of your performance and your level of interest.

· This is not solely for our benefit.  When speaking to a client after an interview, they are likely to ask us if we have heard from you – if the answer is “no” it can be seen as a negative.  Also, something may come up during that conversation that might be an issue, or you may think of something you forgot to mention in the interview.  We can assist with this.
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