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Start Here

You have an interview on the calendar, it is a few days away, and somewhere between relief and dread you have started to notice that you do not actually know what you are going to say. That is a good place to be, because it is honest, and because seven days is enough time to fix it.

This book is written for the person with a normal job interview coming up. An operations coordinator role at a distribution company. A charge nurse position where the manager will ask about a difficult family. A retail store manager job with a district manager who has seen a hundred candidates. A trades supervisor role, a help desk lead, a fourth-grade teaching position, a county clerk's office, an inside sales seat with a role-play at the end. It is not written for investment bankers or people who want to work at a company whose name is a verb. Those people have their own books, and the games are different. Your interview will be run by a busy person who has a job to fill and would like to stop interviewing and get back to work. That person is the audience for everything you say. Keep them in mind and half the advice in this book will occur to you on its own.

The two things nobody prepares for

Most interviews are lost in the first ninety seconds and the last five minutes. That sentence is the spine of the book, so it is worth saying plainly at the start.

Almost everyone prepares for the middle. They find a list of twenty common questions, write answers, and read those answers on the train. Then they walk into the room and the first thing they hear is "so, tell me a little about yourself," and they deliver a spoken version of the resume the interviewer already has open in front of them. The interviewer nods, writes nothing, and reaches for question two. Forty minutes later the interviewer asks whether the candidate has any questions, and the candidate, exhausted and wanting it to be over, says something like "no, I think you covered everything." Two chances to be memorable, thrown away, and the middle rarely makes up for it.

You will not do that. By Thursday you will have a first answer that makes the interviewer put down the pen, and three questions at the end that make them talk about the job in a way they have not talked about it all week. Those two bookends are cheap to prepare and almost nobody does it, which is why they work.

What is happening across the table

Here is what the person interviewing you is actually doing. They are usually under-prepared, because they skimmed your resume in the elevator. They are slightly bored, because you are the fourth person this week and the questions have gone stale in their mouth. And they are trying to answer three questions in their head, whether they know it or not:

	Can this person do the job?

	Will this person be a pain to work with?

	Does this person want this job, or just any job?


Every question they ask is one of those three in a costume. "Tell me about a time you dealt with a difficult coworker" is question two in a costume. "Why do you want to leave your current role" is question three wearing question two's coat. "Walk me through your process" is question one, undisguised. Once you can see the costume, questions stop being traps you have to survive and become invitations to say the thing you came in to say. Most of the middle chapters of this book are about spotting the costume fast and having something true ready.

Notice the word true. This is not a book about faking it. Interviewers who have been doing this a while can smell a rehearsed answer from the second sentence, and even the ones who cannot name it feel a flatness and mark you down without knowing why. What they cannot resist is a real story, told in under two minutes, with a number in it and a result at the end. You have those stories. You have more of them than you think. Day 4 is about digging them out, and it is the one day you may not skip, even if you are certain you already know your stories. Nobody does. People who have hired for years still discover on Day 4 that the story they have been telling for a decade has no result at the end of it.

How the seven days are built

The book is a countdown. Chapter one is the diagnosis: where interviews are actually lost, and a spoken self-check to find out where yours have been leaking. Then each chapter is a day, starting at Day 7 and counting down to Interview Day and the day after. Two of the days, Day 4 and Day 3, are heavy enough that they each get two chapters. Day 4 builds your six stories and then teaches you to say them out loud. Day 3 covers the behavioral questions, the hypotheticals, and the tests, presentations, and role-plays that show up in ordinary jobs more often than people expect.

Every day chapter has the same four parts, so you always know where you are:

	The job of the day, in a sentence or two, so you know what you are trying to finish.

	The exercise, written as numbered steps you can do out loud, on a walk, or at the kitchen table. There is nothing to fill in and nothing to print.

	The scripts, word for word, meant to be spoken and then bent until they sound like you.

	What done looks like tonight, so you can close the book and sleep.


After Interview Day come the follow-up, the second round and the panel, and the offer, the number, and the no. The back of the book collects every script in one place and lists forty common questions with a single line each saying what is really being asked. That is what you read on the train.

If your interview is closer than a week away, do not panic and do not skip around. Do Day 7 and Day 6 together on your first evening, then Day 4 in full, then compress the rest. Day 4 is the load-bearing wall. Everything else can bend.

About Priya

You will meet a candidate named Priya on Day 7 and follow her through every day until the phone rings. She is applying for an operations coordinator job at a regional distribution company. For the last six years she has been the office manager for a three-location dental group, and before that she was an assistant manager at a big-box store. She has not interviewed in six years and her last interview, for the dental job, was mostly a conversation about whether she could start Monday. She has a resume that is fine, a wardrobe question, and a vague sense that "fast-paced environment" in the posting is a warning of some kind.

Priya is a composite. She is built from the patterns that show up again and again in ordinary candidates for ordinary jobs, and she is in the book so that every piece of advice can be seen landing on a real situation rather than floating in the air. When you see her decode a posting, build her two-minute answer, and dig out her six stories, do the same thing with your own posting, your own answer, and your own history. Her interview is on Thursday too.

How to use the scripts

The scripts in this book are complete. They are written to be spoken, not admired, and the point of giving you the whole thing rather than a set of bullet points is that a whole thing can be rehearsed out loud. Read a script aloud once as written. Then say it again without looking, in your own words, and notice what you changed. What you changed is the part that was not you. Keep the shape, keep the number, keep the ending, and let the rest turn into how you actually talk. By the third time through, it is yours and it does not sound rehearsed, because you are not reciting anything. You are remembering something true and saying it in the order that works.

Do the exercises out loud. This is the instruction people ignore most, and it is the one that matters most. Interviews are spoken. Something that reads well in your head comes out of your mouth twice as long and half as clear. You cannot fix that by reading. You can fix it in one afternoon of talking to a wall, a phone, a friend, or a dog.

What this book will not do

It will not get you the job. No book can. Hiring is a decision made by people you do not control, about a role whose real requirements you can only partly see, in competition with candidates you will never meet. What preparation does is remove the ways you lose that are your own fault, so that if you do not get this one, it was not because you delivered a spoken resume and then said you had no questions. The candidates who do these seven days tend to get more second interviews and more offers than they were getting before. Some of them still do not get the job on Thursday. Chapter fifteen is partly about why the sixth interview goes better than the first, and it is true.

It will also not turn you into a different person. If you are quiet, you will still be quiet on Thursday. Quiet people who tell one clear story with a number in it beat loud people who tell three vague ones, every time. If you have been out of work for a while, or you are changing careers, or this is your first real interview, there are worked versions of the hard answers for you specifically, on Day 6 and Day 5.

One more expectation to set. Some of this book will tell you that things you have been doing for years are not working. It will do that plainly, because you have a week and there is no time to be gentle about a habit that is costing you offers. Take it as it is meant: from someone on the other side of the table who wants you to walk in and be the easy choice.

Turn the page. Chapter one is about where the interview is actually lost. Then the countdown starts.

*The candidates, companies, interviewers, and situations described in this book, including Priya and everyone she meets, are composites created to illustrate common patterns; they are not real people or real employers. This book is educational. It is not legal, financial, medical, or therapeutic advice, and nothing in it is a promise of employment or an earnings claim. The suggestions for handling nerves are ordinary everyday habits, not medical guidance. Employment rules, pay practices, and what an interviewer may legally ask vary by country, state, and employer; check the rules where you live.*

1. Where Interviews Are Actually Lost

Ask a candidate why the last interview went badly and you will hear about a question. "They asked me about my weakness and I froze." "They wanted an example of conflict and I gave a bad one." "The technical part threw me." The candidate remembers a moment in the middle where something went wrong, and they go home and prepare harder for that moment.

Ask the interviewer about the same interview and you get a different story. They will say something like "she was fine, I just didn't get a feel for her," or "he seemed like he'd take anything," or "solid, but I'm not sure she really wanted it." Then, if you push, they will admit that they had more or less made up their mind before the question the candidate is still losing sleep over. Not because they are unfair, but because they are people, and people form a view early and then spend the rest of the hour confirming it.

That gap, between where the candidate thinks the interview was lost and where the interviewer actually lost interest, is what this chapter is about. Close it and the rest of the week becomes much simpler.

The three questions under every costume

Take any interview question you have ever been asked, from any job, and it will reduce to one of three things the interviewer needs to know before they can say yes to you.

Can you do the job? This is competence. Have you done this work, or work close enough that the gap is small? When something goes wrong, what do you actually do? Do you know the tools, the vocabulary, the rhythm of the day? The interviewer is trying to picture you at the desk on your third Tuesday, and they want the picture to be unremarkable.

Will you be a pain to work with? This is the one interviewers rarely say aloud, and it is the one they care about most, because a competent person who is exhausting to manage is worse than a slightly less competent person who is easy. Every question about conflict, feedback, your last boss, your weakness, a time you disagreed, is this question wearing a costume. They are listening for blame, for grievance, for the story where everyone else was the problem.

Do you want this job, or just any job? This is the one candidates underestimate. A hiring manager who has been burned by a new hire quitting at four months will screen for it hard, and they screen for it through questions that look like something else. "Why do you want to leave your current role" is not about your current role. "Where do you see yourself in five years" is not about five years. Both are asking whether you will still be here in eighteen months and whether you chose this job or fell into it.

Once you know the three, the costumes become obvious. "Tell me about a time you had to learn something quickly" is question one with a little of question two (were you a good sport about it). "What would your last manager say about you" is pure question two. "What do you know about us" is question three, and "nothing much" is a fatal answer to it. The interviewer is not trying to trick you. They are trying to get three yeses, and every question is a hand held out for one of them.

One more thing about the second question, because it is where careful candidates lose without noticing. Interviewers listen for a handful of small words. "They" as in "they never gave us the resources." "Unfortunately" as the opener to a story about a coworker. "To be honest," right before a complaint. None of these are disqualifying on their own. But an interviewer who hears three of them in twenty minutes has started drafting the sentence "seemed a little negative" in their head, and once that sentence exists it colors everything else you say. The fix is not to pretend every job was wonderful. The fix is to tell stories where you are the one who acted, and where the other people in the story are described the way you would describe them if they were standing in the room. Day 4 will make this automatic. Today, just start noticing the words.

The same applies to the interviewer's own under-preparedness. When the person across the table is visibly reading your resume for the first time, some candidates get quietly offended and it leaks into their tone. Do not. A skimming interviewer is an opportunity. They do not know your story yet, which means your two-minute answer on Day 6 is the first version of you they will meet, rather than a repeat of something they already read. Give them the version you want them to carry.

This matters for how you prepare. You do not need twenty separate answers. You need to know which of the three you are being asked, and you need a small stock of true things that give each of them a yes. By the end of Day 4 you will have six stories, and between them they will cover all three questions several times over. A question you have never heard before stops being frightening when you can hear which of the three it is.

Why the first ninety seconds carry so much weight

Interviewers form an impression early and then look for evidence that supports it. Anyone who has sat on the hiring side knows this about themselves and does it anyway, because the alternative is to hold every impression open for an hour, which nobody can do while also listening, taking notes, and thinking about the meeting after this one.

Researchers have looked at how quickly interviewers actually decide. One study published in 2016 in the Journal of Occupational and Organizational Psychology, by Frieder, Van Iddekinge, and Raymark, tracked 166 interviewers talking with 691 applicants at a university career center and asked the interviewers when they had reached a decision. The old folk claim, that every interviewer decides in the first four minutes, did not hold up as a universal rule. But the study found that more experienced interviewers, and interviewers who spent more time building rapport at the start, tended to decide faster, and that interviewers who stuck to a consistent set of questions took longer to decide. Read that carefully, because it tells you two useful things. First, the friendly small talk at the start is not a warm-up before the real interview. For the seasoned interviewer it is part of the decision, and sometimes most of it. Second, a structured interview with fixed questions is your friend, because it forces the interviewer to keep listening past their first impression.

Put those together and you get the strategy for the opening. Be someone worth deciding in favor of in the first ninety seconds, and then give the structured part of the interview a reason to confirm it. Chapter eleven covers the ninety seconds in detail, from the lobby to the first answer. For now, the diagnosis is enough: if you have been walking in, shaking hands, sitting down, and waiting for the questions to begin, you have been letting the most decisive part of the hour happen to you.

There is a reason to feel good about this. The opening is the cheapest part of the interview to prepare. It is the same every time, it is short, and almost nobody else prepares it. A candidate who has a first answer that is specific and sixty seconds long is already ahead of most of the people the interviewer will see that week.

The last five minutes and the question about questions

The other neglected moment is the end. Interviews finish with some version of "so, do you have any questions for me," and a surprising number of good candidates say no.

They say no for understandable reasons. They are tired. The interviewer has been talking for a while and it feels like everything has been covered. They do not want to seem to be prolonging things. They have a vague sense that the questions they actually have (what does it pay, how much vacation, will my manager be difficult) are not the questions they are allowed to ask. So they say "no, I think you've answered everything," and the interviewer, who has been asking the questions for forty minutes and would love to be asked one, writes down nothing and stands up.

Here is what the interviewer hears when a candidate has no questions. They hear that the candidate is not curious about the job, which is a no on question three. They hear that the candidate did not do much thinking beforehand, which shades into question one. And they feel, quietly, that the conversation was one-directional, which is a no on the unspoken question of whether you would be good company on a hard day.

Now consider the opposite. The interviewer asks whether you have questions and you say, "I do, three of them. The first one is about the person who had this job before me." The interviewer sits back. Nobody has asked them that this week. They tell you something real, and you respond to it, and for two minutes the interview becomes a conversation between two people who both know something about the work. That is the interview they remember when they are ranking candidates on Friday.

Day 2 gives you the questions. The diagnosis today is just this: if you have been ending interviews with "no, I think you covered it," you have been spending the last five minutes, the part the interviewer walks out of the room carrying, on nothing.

What the research says about interviews themselves

It helps to know what kind of thing an interview is, from the employer's side, because it changes how you approach the structured ones.

In 1998 Frank Schmidt and John Hunter published a summary of eighty-five years of research on hiring methods in Psychological Bulletin. Among their findings, structured interviews, meaning interviews where every candidate gets the same questions and answers are scored against set criteria, predicted job performance considerably better than unstructured conversations. Their figure was a validity of about .51 for structured interviews against about .38 for unstructured ones. In 2022 Paul Sackett and colleagues revisited those estimates in the Journal of Applied Psychology with newer statistical corrections, and their revised numbers came down across the board, but structured interviews came out at about .42 and at the top of the list, above job knowledge tests, work samples, and general cognitive ability. A 2014 review by Levashina, Hartwell, Morgeson, and Campion in Personnel Psychology surveyed the whole literature on structured interviews and covered, among other things, how structure reduces bias, how candidates try to manage impressions, and the difference between questions about past behavior and questions about hypothetical situations.

You do not need those numbers. You need what they mean for you. Employers who know this research are moving toward structured interviews, which means that more of the interviews you face will have the same questions for every candidate, a scoring guide, and a panel that has been told to write down what you actually said. In that kind of interview, charm buys less and specifics buy more. An answer that contains a situation, what you did, and a measurable result will score. An answer that is warm and general will not, no matter how well it goes over in the room. That is good news for quiet people and bad news for smooth ones.

It also means the two kinds of questions the 2014 review compared, past behavior ("tell me about a time you...") and hypothetical situations ("what would you do if..."), are both going to show up, sometimes in the same interview. Day 3 handles both. The past-behavior questions are where your six stories live. The hypotheticals are where you show how you think, and they have a shape of their own.

Priya takes the self-check

Priya has done exactly one interview in six years, for the office manager job she has now, and she got it partly because the previous office manager had left that week and the practice owner was desperate. Before that she interviewed twice at the big-box store: once for a floor position, once for assistant manager. She does not think of herself as bad at interviews. She thinks of herself as someone who has not had to do many.

Then she sits down with the questions below and says her answers out loud, which is the instruction, and it goes worse than she expected. Asked to describe how she usually opens when someone says "tell me about yourself," she hears herself say, "I've been an office manager for six years, before that I was in retail for four years, I'm organized and I like working with people." She stops. It is her resume, in the same order, with an adjective on the end. Asked what she usually asks at the end of an interview, she realizes she has never asked anything, because at the dental practice the owner was doing all the asking about start dates. Asked which of her past jobs she could tell a two-minute story about with a number in it, she can think of the scheduling overhaul she ran across the three offices, and she starts telling it, and about ninety seconds in she realizes she has not said how it turned out. It just sort of trails off into "and it went a lot better after that."

None of this is unusual. Priya is competent, well liked, and would be good at the operations coordinator job. She would also, as of tonight, have lost the interview in the first ninety seconds, and never known why. Seven days is plenty of time to fix all three problems. That is the whole reason this book exists.

The honest self-check, spoken

Do this now, before Day 7, and do it out loud. Not in your head. The point is to hear what actually comes out of your mouth, because that is what the interviewer hears. If you have a phone, record it. If a friend is around, have them ask. If it is just you, ask yourself the question aloud and answer aloud, and do not stop to fix anything. Answer the way you would in the room.

	Say out loud how you usually begin when an interviewer says "tell me about yourself." Then ask yourself whether what you just said is on your resume. If it is, that is the first problem, and Day 6 fixes it.

	Say the name of the last three companies you interviewed with and one thing you know about each that is not on its home page. If you cannot, you have been walking in as a stranger, and Day 7 fixes it.

	Say the answer you give to "why do you want to leave your current job." Listen for the word "they." If the answer is mostly about what the current employer did wrong, that is a no on the second question, and Day 5 fixes it.

	Tell, right now, a two-minute story about something you did at work that went well. Time it. When you are finished, ask whether you stated the result in a way someone could write down. If the story ends with "and it went better," Day 4 fixes it.

	Tell a two-minute story about something at work that went wrong and what you did about it. If you cannot think of one, or the one you think of is really a story about someone else's mistake, Day 4 fixes that too.

	Say what you usually ask at the end of an interview. If the honest answer is nothing, or "what are the next steps," Day 2 fixes it.

	Say what you did after your last interview, and when. If the answer is "waited," Chapter thirteen fixes it.

	Say, in one sentence, why you want this particular job rather than a job. If the sentence would work for any job at any company, that is a no on the third question, and Day 7 starts fixing it tonight.


Most people who do this honestly find that they are losing on five or six of the eight. That is not a verdict on you. It is a list of what to do this week, and every item on it has a day.

The countdown starts with Day 7, which is about the posting and the company, because everything else you build this week is aimed at a specific job and you cannot aim at what you have not read carefully. Day 6 builds your two-minute answer. Day 5 decodes the questions that feel like traps. Day 4, in two parts, builds and rehearses the six stories. Day 3, also in two parts, covers the behavioral questions and hypotheticals, and then the tests, presentations, and role-plays. Day 2 is your questions for them. Day 1 is logistics and nerves. Then the interview itself, in two chapters, then the day after.

You will notice that "memorize answers to the fifty most common questions" does not appear anywhere in that list. It is not there because it does not work. Memorized answers sound memorized, and they fall apart the moment the interviewer asks a question that was not on the list. What works is knowing the three questions, having six true stories, and being able to say them out loud in under two minutes. That is what you are building. The interview is Thursday. Start Day 7 tonight.

2. Day 7: Decode the Posting

The job posting you applied to is the only document the employer has written specifically for you. Everything else this week, the stories, the two-minute answer, the questions you ask at the end, has to be aimed at what is in it, and most candidates read it once, the day they applied, and never again.

Read it again tonight, slowly, as a message from a worried person. Because that is what it is. Someone at that company had a problem: a person quit, a person was fired, a team grew, a task nobody owned kept falling through the cracks. They sat down, probably in a hurry, probably starting from the last posting they had on file, and tried to describe a human being who would make the problem go away. The words they chose tell you what the problem was. Your job on Day 7 is to hear it.

The job of the day

By tonight you will know three things you did not know this morning. You will know what the job actually is, underneath the list of duties. You will know what the employer is worried about, which is the thing the interviewer will be listening for whether or not they say so. And you will have one sentence, said out loud until it is smooth, that answers "why do you want this job" in a way that could not be said about any other job. That sentence is the seed of the whole week. Day 6 grows the two-minute answer out of it, and Day 2 grows your closing questions out of it.

Priya prints the posting for the operations coordinator role, which she has not looked at since she hit apply eleven days ago. It is from a company called Northline Distribution, a regional distributor with two warehouses and an office, somewhere around three hundred employees according to the company's own about page. She had skimmed it the first time and registered "coordinator," "scheduling," and "vendors," decided it sounded like what she already does, and applied. Reading it now, at the kitchen table with a pen, it looks different.

Every posting has three layers, and only one of them is honest.
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	Read the entire posting aloud once, including the boring parts. Hearing it will catch things your eyes skip.

	Say, in one sentence, what the daily work actually is, ignoring the marketing paragraph and the copied lines. Start with "Most days, this job is..."

	Point to the two lines in the posting that sound most like something that went wrong recently. Say out loud what you think happened.

	Find every one of the five phrases that appears in your posting. For each, say the worry behind it aloud, in the employer's voice: "We are worried that the person we hire will..."

	For each worry, say the name of a time in your own working life that would settle it. You do not have to tell the story yet. Just name it: "The time the second office lost its receptionist and I covered the front desk for three weeks."

	Say three specific things about the company that are not on its home page, from your hour of research, and say where you found each one.

	Say one true sentence about who the interviewer is and what they are probably trying to do in this role, based on what you found.

	Say your "why this job" sentence, using the script below, five times, changing the words each time until one version sounds like you talking.




















































	Say your hook out loud. Then say it again a different way. Do this at least eight times, and stop only when a version comes out that you would actually say to a stranger who asked what you do.

	Say your present in three or four sentences, starting from the hook. Include one number. If you cannot find a number, count something: people, locations, vendors, customers a day, dollars, years.

	Say your past by choosing exactly two or three moments. Say each in one or two sentences, and for at least one, say the result in a way that could be written down.

	Say your future, which is your Day 7 sentence, adjusted so it follows from what you just said.

	Now say the whole thing straight through with a timer running. Do not stop to fix anything. Note the time.

	If it ran over two minutes, cut the past section first. Say it again. If it ran under seventy-five seconds, you have left out the story with the result; put it back. Say it again.

	Say it three more times, each time without looking at anything, and let the words drift. What stays the same across all three is your answer. What changes is decoration you do not need.

	Say the hook and the last sentence one more time, alone, because those are the two pieces the interviewer will remember, and those two should be smooth.














































	Say why you are leaving, or why you left, in under forty-five seconds, with no word that blames anyone. Listen for "they" and "unfortunately" and take them out.

	Say your weakness in the four-part shape: the weakness, the moment it cost you, what you do now, the evidence it works. If you cannot find the evidence, you have not actually fixed it yet; pick a weakness you have.

	Say where you see yourself in five years as a direction, not a title, and end on something that is in this employer's interest.

	If you have a gap, say it in the four-part shape, and then say it again with one fewer sentence. Keep going until it is a clause and a forward step. If you do not have a gap, skip to step five.

	Say why this employer, in two parts: the specific thing about them, the true thing about you.

	Now have someone ask you all five in random order, or record yourself asking them and answer on playback. The point is to practice recognizing the costume fast, not to practice the words.

	For any answer that came out over a minute, say what you would cut, then say the answer again without it.



























	Say the names of every job you have had, in order, including part-time and volunteer work. For each one, say out loud what you were actually responsible for, in plain words, as if telling a friend.

	For each job, say the answer to this question: "What was the worst week?" Something went wrong, someone quit, a deadline moved, a system failed. Every worst week has a failure story, a conflict story, or a led story inside it. Say what happened.

	For each job, say the answer to this: "What did I build or change that was still there when I left?" A process, a schedule, a document, a routine, a relationship with a vendor. Those are your win stories, and the fact that it lasted is your result.

	For each job, say: "When did I argue for something and lose, or argue for something and turn out to be wrong?" Do not skip this because it is uncomfortable. The discomfort is why it works.

	For each job, say: "What did I have to learn in a hurry, and how did I do it?" A system, a product line, a regulation, a new boss's way of working.

	For each job, say: "Who did I disagree with, and how did it end?" Look especially for the disagreements that ended with you understanding something you had not.

	Now go back to your Day 7 notes. For each worry you found in the posting, say which candidate stories would settle it. Choose your six with those worries in front of you. A story that answers a worry beats a bigger story that does not.

	For each of the six you chose, say the result out loud in one sentence. If any story's result comes out as "and it went better," stop, and either find the number or find a different story. Every one of the six must end in something that can be written down.





















































	Take your win story and say it straight through with a timer running and the phone recording. Do not stop, do not restart, do not fix anything. Note the time.

	Listen back once, and only listen for two things: how long it took before you did anything in the story, and whether you stated the result and stopped. Say out loud what you found.

	Say the first sentence of the win story ten different ways, on the ground each time: a day, a place, a problem, one breath. Keep the one that makes you want to say the next sentence.

	Say the whole story again from that first sentence, with three verbs in the middle and no more, and land on the result. Time it. If it is over two minutes, cut the situation to two sentences and say it again. If it is under seventy-five seconds, you have summarized the middle; put the moment back.

	Do steps one through four for your failure story, and this time also listen for softening: any sentence before the mistake that explains why it was understandable. Cut every one. Say "that was on me," or your own version of it, in the first three sentences.

	For the remaining four stories, say each one with a timer but without recording, using the first-sentence rule and the three-verb rule. Time each. Say each result sentence alone afterward, twice, until it comes out flat and certain.

	Say all six first sentences in a row, from memory. Then all six last sentences in a row. Those twelve sentences are the parts you plan word for word; everything between them can bend.

	Have someone say "tell me about a time you failed" and "tell me about a time you disagreed with someone" with no warning, and answer from a standing start. If you have no one, record yourself asking, wait ten seconds of silence on the recording, and answer on playback. Time the gap between the question and your first sentence. It should be under five seconds.


















































	Have the partner read the first four words of a question and stop. Say which family it is, past or hypothetical, out loud. Do this for twenty questions in a row until you are right every time within a second.

	Have the partner read ten behavioral questions in full. For each, before answering, say which of your six it is asking for, then say the bridge sentence, then say only the first sentence of the story. Do not tell the whole story yet. This drills the matching.

	Now have the partner ask five behavioral questions in full and answer each completely, with a timer. Each should land between seventy-five seconds and two minutes. Note which story you reached for. If you used the same story twice, say which other story could have carried the second question, and answer it again with that one.

	Have the partner ask three hypotheticals. Answer each in the four moves, assumption, principle, actions, check, and end each with one sentence of bridge to a real story. Time these too; ninety seconds is plenty.

	Have the partner ask one question you have no example for. Answer it with the adjacent story if there is one, naming the adjacency out loud, and with the honest hypothetical if there is not. Say "I haven't done that" cleanly, in the first sentence, without a wince.

	Take your win story and tell it three times to three different questions the partner chooses, changing the bridge and the emphasis each time and nothing else. Ask the partner whether it sounded like three answers or one.

	Finish with ten questions in a row, mixed families, no pauses between, as close to the real pace as you can stand. Note the longest gap between a question and your first sentence. Under five seconds is done.













































	Send the email asking what the exercise, test, presentation, or role-play covers, how long it runs, and whether it uses a particular system. Say the sentence aloud first so it sounds like a person and not a demand. If you already know, skip to step two.

	Say out loud the two or three core repeatable tasks of the job you are applying for, the ones "walk me through your process" would most likely be about. For each, say the process in the spoken shape: sequence with reasons, a check, the common failure and the branch, the close, the time it takes, the weak point and the guard. Time each. Under ninety seconds.

	If your interview has a skills test, spend one hour on the basic operations it will use, and then say aloud the sentence you will use when you hit something you cannot do, until it comes out without embarrassment.

	If it has a presentation, build it with three points and a number, deliver it once standing up to a phone, time it, and cut it to two-thirds of the limit.

	If it may include a case, have a partner build one from your posting with three or four numbers in it, and answer it in the shape: restate the numbers, one assumption, break it into parts, pick and name the trade-off, the check. Do two.

	If it has a role-play, run it once with a partner who objects twice and stalls at the end. Count how many of your sentences were questions. More than half is the target.

	Say, once, the sentence for a system you have not used: "I haven't used yours, and here is what happened the last time I had to learn one fast," followed by the first sentence of your learned-fast story. That sentence will get used on Thursday.























	"What does a good week look like in this job, and what does a bad one look like?" The picture question in its plainest form. The second half is the part that gets an honest answer.

	"What happened with the person who had this job before?" The worry question that works everywhere, which gets its own section below.

	"What would you want me to have finished by the end of the first ninety days?" The yardstick question, and the one most likely to make an interviewer picture you at the desk.

	"What is the thing about this job that people underestimate when they take it?" A picture question with an edge. Interviewers answer it with the real reason the last person struggled.

	"How do you find out when something has gone wrong in this area, and how do you like to hear about it?" A worry question about the manager rather than the process. The answer tells you what kind of boss they are.

	"What is one thing you are trying to change this year that this role touches?" A yardstick question aimed at the future, best when the company has changed recently.

	"Is there anything about my background that gives you pause, that I could speak to now?" The closing question, and the bravest one. Asked last, asked once, and handled in chapter twelve.






















	Say your picture question aloud, aimed at the specific job. Start from "What does a good week look like" and change the words until it names the real job you found on Day 7.

	Say the question about the person who had the job before, and then the version for a new role, until neither one sounds nervous.

	Say your worry question aloud. It must point at the scar in your posting without naming the posting. If you cannot find one, use "What is the thing about this job that people underestimate."

	Say your yardstick question aloud, either the ninety-days version or the year-from-now version, aimed at this role.

	Now have someone answer each question the way a real interviewer might, or answer it yourself in the interviewer's voice. Then say your one sentence back, out loud, connecting their answer to something true about you. Do this for all three. This step is the one that matters.

	Say the closing question, "Is there anything about my background that gives you pause," aloud, until you can say it without your voice going up at the end.

	Say your salary range aloud in the spoken shape, ending with the question that hands it back. Say the number as if it were the price of something ordinary, because it is.

	Write the three questions, the spare, and the logistics question on one card, in order, and put it in whatever you are carrying on Thursday. It is fine to look at it in the room. Looking at a card says you prepared. Reading from a phone says you are checking your messages.



























































	Make the trip, at the hour, or test the link, from the chair. Say out loud where you will park and which door you will use, or say out loud what you will do if the video drops.

	Put on tomorrow's clothes and wear them for an hour, sitting, reaching, walking. Fix whatever binds, slips, or squeaks. Say out loud whether the outfit is one step above the floor, and if you are not sure, send the dress-code question to the coordinator now.

	Print three copies of your resume and check that the printer actually works, tonight, not tomorrow. Put them in the folder with the card, the notepad, the pen, the posting, and the interviewer's name and number, and say the interviewer's name and title aloud twice.

	Do the breathing count twice today, at ordinary moments, four rounds each, so it is familiar.

	Say your hook sentence aloud three times, standing up, and then say the first sentence of each of your six stories once. Nothing else from the stories. Only the first sentences.

	Say the running-late call aloud once, with your own name and the interviewer's, so the words exist before you need them.

	Say aloud, in one sentence, what time you will leave the house, what time you will arrive at the lot, and what time you will walk in. Then set the alarm and put the folder by the door.

	Go to bed at your normal time, and if you are lying awake, do the breathing count once and then let it go. The work is done.




















































	Say out loud the name of the person you are meeting, their title, and the time, in one sentence, the way you will say it at the desk.

	Say your hook three times, at speaking volume, standing outside the car, the same each time.

	Say one real question you could ask the person at the front desk about the place, not about them.

	Say a specific one-sentence answer to "did you find us okay," and one to "how was the drive," each ending in a question about their day.

	Say the resume sentence: "I brought a copy in case it's useful."

	Say "yes, please, thank you" as if you had just been offered water, because you are going to be, and the small voice needs to be gone before you are in the room.

	Say the last sentence of your two-minute answer once, alone, and then say nothing for two full seconds, so that the silence after it is something you have practiced.




















































	Say the bridge sentence for a behavioral question and then say "and when the pen stops, I stop."

	Say "Let me think about the best example for that," and then count four seconds of silence, aloud if you need to, so you know what four seconds feels like.

	Say the honest-no sentence for a fact you do not know: "I don't know that for your operation. Here's how I'd find out." Then finish it with the way you would actually find out.

	Say the one-sentence steer for a talker: "That's close to something I dealt with, and I want to make sure I tell you about it before we run out of time."

	Say "I do, three of them, and the first one is about the person who had this job before."

	Say the brave question once, flat, and then say the two-sentence answer you would give if they named your most likely gap.

	Say "I want to say plainly that I'd like this job," with your one-clause reason, and then say one specific thank-you sentence about something you expect to learn today, so the shape is in your mouth before you know the content.




















































	Say, then write, every question you were asked, in order, in the interviewer's words as closely as you can. This is your own list of forty, and by the third interview it will be more useful than the one at the back of this book.

	Say which of your six stories you used for each, and which story you reached for twice or did not use at all. A story you never use across three interviews is a story you should replace.

	Say the one answer that wobbled and then say the answer you wish you had given, in full, out loud, and write it down. If it is fixable by email, you have already sent it. If not, it is now fixed for next time.

	Say the interviewer's phrases, the ones you wrote two words for, and what each told you about the job. Those phrases are the material for your thank-you note, your live question next round, and your negotiation in chapter fifteen.

	Say the names and roles of everyone you met, including the desk, and one thing about each. You will meet some of them again, and remembering the receptionist's name in round two is worth more than it should be.

	Say what you learned about the job that was not in the posting, and whether it made you want the job more or less. Be honest. This is the sentence you will read when the offer comes.

	Say what was said about money, if anything, and about timeline, exactly, with the date.

	Say one honest line about how it went, and then say one line about why you might be wrong.





	Say the one specific thing the interviewer said that you have been thinking about, in their words. If you have to search for it, look at your two-word notes.

	Say your thank-you note aloud, in the shape: their phrase, your one thought, the thanks with one specific detail, the plain statement, your name. Time it. Under forty-five seconds spoken is under a hundred and fifty words written.

	If one answer wobbled, say the better version aloud, in three sentences, without apologizing, and then decide whether it goes in the note.

	Say the two dates: the day they said you would hear, and three working days after. Put both in the calendar now.

	Say the follow-up you will send on the second date, with its something and its light ask, so that it exists before you are anxious enough to send a worse one.

	Say the names of two postings you will apply to this weekend. Then apply to them.

	Do the log, all eight items, aloud and then written, tonight.


















































	Say the names and roles of everyone you expect to meet tomorrow, and if you do not know them, say the email you will send the coordinator tonight to ask.

	Say one question you will ask a peer about their day, and one you will ask about what breaks most often. Then say the honest-no sentence for the gap they are most likely to ask about.

	Say what you will order at a meal if there is one, and say "water is fine, thank you" once so it is in your mouth.

	Say the panel sweep out loud: pick a story, tell its first sentence to one point on the wall, and turn your head to two others as you say the result.

	Say the ninety-second answer for the senior person to "why this," including one thing you expect to learn tomorrow and the plain statement, and then say the question you will ask them about the business.

	Say the names of your three references, and for each, say which of your six stories they can confirm. If any of them has not been briefed, do it tonight.

	Say the plain statement one more time, in the same voice you used on Thursday, because it is the same person saying it.
























































	Say the holding line, so it is in your mouth before the adrenaline: gratitude, a request for the terms in writing, and a day to read them.

	Say your one ask in full: the plain statement that you want the job, the reason anchored in the market and one feature of the role, the number, and then nothing. Practice the silence until you can hold it.

	Say the relocation of the ask, for when the base is firm: the start date, a week of time off, or a written review at six months.

	Say the acceptance, warm and brief, and remind yourself of the order: written terms first, accept second, resign third.

	Say the decline, with one honest reason and the door left open.

	Say the reply to a rejection: thanks, one specific thing, the ask to be kept in mind, and the light request for feedback.
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