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	What Others Are Saying About
Interview Superpower

 

“Whether you've never done it before, or need a refresher, this easy-to-read guide to surviving the interview is all you need to blitz it. Daniel Sage manages to humanise this often nerve-wracking experience with wit and eloquence. You'll find practical examples of how to answer the toughest questions, how to present yourself and how to ensure you're memorable.”

Carolyn Hyams, Director of Marketing, Aquent

 

“Encouraging and inspiring and soothing in one go. This book will help many candidates to prepare well for any interview but also, crucially, to be themselves authentically in the process.”

Emily Fine, BHP

 

“Spot on, effective, and funny, which is always a bonus. Sage definitely knows his onions! Highly recommended.”

Ricard Faverley, Managing Director, Epson

 

“Worth reading for any interviewee, young and old.”

Mateo Nakamura, Former COO, Nomura International
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INTERVIEW SUPERPOWER

How To Ace Your Interview And Get The Job You Really Want!
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This how-to-guide gives you the confidence you need to meet your interviewers on equal terms and to present them with all the answers they are looking for.

It shows you that being human and using “soft skills” is still the most effective and powerful means of entry, even as automated interviews and online testing are on the rise, and Covid-19 has left its mark on the ways we interact.

The book’s easy-to-read style belies a steely heart. We are in it to win it, whatever the level: executive, student, and starter alike.

Combine your emotional intelligence with solid preparation and a deeper understanding of the interview process and you can walk into that room with your head held high and your hand held out ready for a firm shake.


INTERVIEW SUPERPOWER

How To Ace Your Interview 
And Get The Job You Really Want!

 

: : o : :

 

Published by Forward Books

Copyright 2021 Daniel Sage

All rights reserved

Cover design: Donovan Campbell

No part of this book may be reproduced, or transmitted in any form, or by any means, electronic or mechanical, including photocopying, recording, or by any information storage and retrieval system, without permission in writing from the author. 

A CPI catalogue record for this book is available from the British Library

ISBN

978-0-9567193-3-1


Contents

INTRODUCTION

Inspection Time!

They’re Just People

The Importance of Evidence

Persuasion’s Little Helpers: Cognitive Biases

PREPARING FOR YOUR INTERVIEW

Resumés and CVs

Query Letters

LinkedIn Profile, Website

Your One-Minute Elevator Pitch

Psychometric Testing

Automated Interviews

Online Interviews (Zoom, Skype, Meet, Teams…

Authenticity

TYPES OF INTERVIEW

First Entice, Then Reassure

Affirm, Repeat, Reinforce

Pick Me!

CONFIDENCE

Fake It

Recipe For Self-Confidence

360 Degree Peer Vision

INTERVIEW DAY

Standing Tall, Trim and Terrific

Consider, What Do They Want To Hear?

Befriending Superiors

THE USUAL QUESTIONS

Six Of The Best / Frequently-Asked Questions

STAR STORIES

Preparation

Story Time

6 Ws

Numbers

If (When) You Get Stuck

UNUSUAL QUESTIONS (INCLUDING ILLEGAL ONES)

Neutralise Them

Deflect

Mean Questions

Uncivilised

Your Turn – What Do You Want To Know?

MONEY TALK

The Negotiating Table

Know Your Worth

Future Proofing

CORE DESIRABLE ATTRIBUTES

The Importance Of Attitude

Curiosity

Be Conscientious

How To Tell If You Are Conscientious

RELATIONSHIP MANAGEMENT

Courtesy is Kung Fu

Model Grandparents

PSYCHOLOGICAL ADVANTAGE

Take Better Control Of How People See You

The Power Of A Piece Of Paper

The Copy-Machine Study

Match Style With Substance

COGNITIVE BIASES

Different Types of Bias

FOLLOW UP

Gentle Persuasions

LIST OF PSYCHOMETRIC TESTS

Glossary

STUDENT LIFE

Competition

Preparation

Group Interviews

Online Interviews: Zoom and the Gang

Interview The Interviewer

Warming Up

Etiquette (A.K.A. Manners)

Common School Interview Questions

FURTHER READING

ABOUT THE AUTHOR

ACKNOWLEDGEMENTS

DISCOUNT OFFERS


[image: Image]

 

“Fortune favours the prepared mind.”

Louis Pasteur

 

“I can count on one hand the number of people who wrote me a thank-you letter after having an interview, and I gave almost all of them a job.”

Kate Reardon, Editor of Tatler

 

“Whether you think you can, or you think you can’t, you are right.”

Henry Ford

 

“One important key to success is self-confidence. An important key to self-confidence is preparation.”

Arthur Ashe, Tennis Champion

 

“A word of advice: your interview is about you. It's not about the school you went to, what you majored in, what your GPA was, or who your parents happen to be or know. Most of that stuff is right on your resumé, and it might even have gotten you into the room, but it won't get you much farther.”

Ivanka Trump
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Part ONE

PREPARE
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INTRODUCTION

Inspection Time!

Nobody likes an interview. Inspections, they should be called. You’re put under a microscope, judged by someone else, and usually for something you badly want. It's hard to decide if they're civilised or barbaric.

But they are a part of everyday life—for work, school, even for love (many a date can feel like one).

The modern interview has evolved to fit busy schedules and to filter candidates quickly and accurately. Questions are asked, coffee is drunk. Sometimes mistakes are made, but in general interviews help the world spin around and keep us busy humans hiring and aspiring.

This guide gives you insider knowledge of what interviewers are looking for, with tips and pointers to help you prepare, approach and win the interview game. Because, make no mistake, there is a game aspect, as in almost all negotiations, and knowing more about how it’s played makes it easier to crack.

There are no end of books and websites teaching interview lore, many of them excellent. This guide doesn’t profess to cover everything. Use it in conjunction with your other resources. But its intention is to go to the heart of the matter: being human in an increasingly automated world, and making that work in your favour to win the role, place, promotion or raise you want. Its engine is emotional intelligence. You are the driver.

Simply put: Be yourself, be concise, be confident, and prepare. Realise you have a lot to offer.

Three Sections

The book is in three parts. The first part is about getting ready, ticking off the checklist of stuff we need to do to prepare in an efficient and personal way—the interview is about you, and fashioning the best or most appropriate version of you is the aim.

The second part explores the day, room, and interview itself, when you’re on best behaviour for something you really want, with tips for making it work to your strongest advantage, and even enjoying it while you’re there.

Thirdly, we take a deeper look into what’s going on behind the scenes in the interviewer’s mind and within the institution you are trying to join. There is more detailed discussion of the brain’s tricks and ways of seeing. To some extent these can be skipped if you are in a hurry to cherry-pick information, perhaps with an interview coming up soon, but they do contain valuable nuggets for understanding what is going on, of how humans appraise other humans, and this can greatly boost your confidence and success in dealing with the people and situations you encounter.
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The crazy thing is, we are often in such a rush to give a good impression—'pick me, pick me!'—that we fail to look closely enough at the institution we are trying to enter, and who we want approval from.

What if they don't like me, our mind says. What if I get it wrong? What if my hair is not right/sticks up/falls flat? What if I forget all the key points I prepared—that I rehearsed over and over and I know by heart, and which I know are my best-selling features? What if the interviewer is in a bad mood! Maybe they woke up too early, had a bad night, argued with their partner? They may have already decided who they're going to pick and are just stringing me along…?

They’re Just People

Imagination is a fine thing when it's fired up. These are good questions, great and useful questions, but they are best left outside the interview room. And this is where solid preparation pays off.

As the old saw goes, worry is a deposit on a bill you may never have to pay. So, let your fears bubble up if they must; look them in the eye, let them clamour around you. But then ignore them. Get on with your business. Send those fears back gasping for breath to the depths they came from.

As we will discuss later, there are ways to soothe your nerves before the interview, during your preparations, and on the day itself.

The curious fact is, most people who conduct interviews are not qualified to do so. Perhaps, especially at the outset, you will have someone from HR who knows what they are doing, what to look for, how to gauge if a candidate is a good fit, but the majority of others who get a look-in along the standard interview course are no expert at all. They’ll believe they can judge character or competence or suitability, as we all do, but often what guides their opinion is quite separate from the task at hand.

This guide takes a close look at this human element, and on how your pitch, your manner, and your presentation all stream in to the visceral, emotional and instinctual antennae of the interviewers. A good deal of the actual business that decides your success goes on beneath the glossy interview room surface.

We’ll look closely too at the view from the other side of the desk, the interviewer's side, where there is one element in particular that trumps all others: evidence.

The Importance of Evidence
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Evidence is the gold. Evidence you know what you're talking about. Evidence you have done what you say you have done and can do it again. Evidence that when thousands are spent to set you up in your role, you're going to stick around and make a decent go of it.

The canny interviewer wants you to show them, to prove to them, you are the person for the role. And then they can take that evidence and show it to whomever they report to and the whole process will rumble on.

The peculiar thing about evidence is, it can be quite slight, something you might usually pass over or deem unworthy of sharing. It might be an insignificant sliver of action from your past, but these can show initiative or depth, such as, say, the time you were able to use your Italian to help out your boss when a new client visited the office who couldn't speak English.

Or, it could be a grand and planned manoeuvre that proved a success. Like when you climbed Mount Everest with a fridge on your back for charity.

To what degree these are relevant to your new role is for you to establish. But your 30 minutes, 60 minutes or whatever time you have to make your first impression, are yours to show you can really do what you say you can do.

As with most things worthwhile, moderation is a good guide. Don't plan to spiel a verbal film reel of all your greatest achievements. This would be raving. Avoid.

First impressions count and first impressions last. But so do relevant, demonstrable skills and a cheerful, positive attitude.

The classic idea from Hollywood of an elevator pitch is part of the bundle too. You need to be able to describe yourself and what you do in a few sentences, which you can deliver in a minute if you need, or expand into a few minutes, and which will form the basis of selling yourself to whichever lucky organisation you have decided to try for.

We will also be looking at how you bring up the subject of money when you want to, as it’s often a shy and sometimes prickly elephant in the room; see the Money Talk chapter.

Persuasion’s Little Helpers: Cognitive Biases
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Whenever we make our fast and complex first impressions in a first meeting, a range of biases spring into action. We are wired to make micro-observations on the fly, at lightning speed. What the other person looks like, sounds like, how they carry themselves, their body language, smell, neatness or lack thereof, and a host of subtle “tells” that, while comforting, are often simply wrong!

Understanding what’s going on here is invaluable. These numerous tiny influences each act like emotional or psychological pixels in the image others keep of us, and the decisions that arise therefrom.

In the last hundred years, we have come to fathom the human brain in astonishing depth. From Freud’s radical theories of desire to the marketing algorithms that rule the online modern world, why we do what we do has never been better understood or more manipulated by those who know what they are up to.

This guide is peppered with allusions to this new science. It is a vital addition to the interviewing toolbox. For our purposes, we are mostly concerned with what are known as “cognitive biases”, the subtle ways of thinking that skew the reality of what’s happening in the room to fit pre-existing ideas or assumptions an interviewer may bring. A glossary at the back lists the more common ones.

For example, one better-known bias is
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