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Some Employment Interviewing Tips and Case Study 

Apart from qualifications and work experience, many more employers are 

looking for a positive attitude. 

This is why companies of all types will ask you the same five questions.  These 

are fundamental questions that must be answered correctly and with precision. 

Your ability to impress the interviewer and get the job depends on how well you 

answered at least the basic questions. 

Question 1: “Why are you leaving your current job?” 

This question trips a lot of people up because it can get you into a negative 

mindset or a rant against your present (or previous) job. The interviewer only 

wants to know that you aren’t leaving purely for money and that you don’t have 

trouble getting along with people. 

http://www.cohenandklein.com/
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Even if you were fired, the key to answering this question is to maintain 

undying positivity. Put a positive twist on the negatives to show your 

interviewer that you’ve learned significant and valuable lessons. 

If at all possible, show the interviewer that your moving jobs is all about 

passion and career growth. 

Question 2: “Tell me about yourself” 

When interviewers ask this question, they don’t want to hear about everything 

that has happened in your life; the interviewer’s objective is to see how you 

respond to this vague, yet personal question. 

Most people are quick to give details about their life story or their passions 

outside work. In the process, people have the tendency to slip up and to reveal 

things that cast them in a negative light. You don’t want to be too loose with 

your personal life with someone you have just met. 

The idea here is to give the most important points of your resume and how 

these experiences make you a great fit for the job. All you need to do is show 

the interviewer why you’re the best fit for the position and leave all the other 

unnecessary details out. 
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Question 3: “What are your weaknesses?” 

It’s difficult to find a genuine weakness that makes you appear competent. 

For instance, telling your interviewer that your weakness is working so hard 

that you have trouble prioritizing your family life is a little too cliché and comes 

across as disingenuous. But telling your interviewer that you lose interest in 

mundane tasks (though this may be genuine) makes you an unappealing 

candidate as well. 

To answer this question perfectly, pick weaknesses that are minor which can 

be developed and explained easily. 

A good approach is to choose a past weakness that you have an awesome story 

about fixing. For example, if your weakness is that you have difficulty 

confronting people with bad news, tell your interviewer that you’ve learned to 

begin with something positive before moving into the negative. This is a perfect 

example because the issue is minor (interviewers won’t consider it a deal-

breaker), and you’ve shown that you’re someone who can learn and seeks 

improvement. 

Question 4: “What is your desired salary?” 

The unwritten rule when it comes to salary is this: whoever proposes a number 

first, loses. 
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When you interview, you should never feel pressured to answer this question. 

Simply let your interviewer know that the most important thing to you is how 

well you fit the position. 

Say something simple like, “Though I know salary is relevant, I don’t make 

decisions based solely on it, and I would prefer to discuss it later once you 

know more about me and I know more about the role.” 

This shows the interviewer that you have put thought into the question and 

that you would prefer to focus on fit before pay. You’ll have far more leverage in 

a salary negotiation if you wait until they want to hire you before discussing it. 

Question 5: “Tell me about a time when you changed a negative situation 

into a positive outcome.?” 

This question sounds simple, but it’s difficult to clearly and concisely share a 

meaningful story. 

Laszlo Bock, the head of HR at Google, says you should approach this question 

like this: “Here’s the attribute I’m going to demonstrate; here’s the story 

demonstrating it; here’s how that story demonstrated that attribute.” 

Bock also says, “Most people in an interview don’t make explicit their thought 

process behind how or why they did something and, even if they are able to  



5 
 

www.cohenandklein.com 

TEL: 954-731-6340 |FAX: 954-731-6606 | collect@gate.net 

TEL:  212-709-8026| FAX: 212-943-2300 

 

come up with a compelling story, they are unable to explain their thought 

processes.” 

A perfect answer to this question shows what you did and why you did it (i.e., 

how you think). 

Have stories prepared that demonstrate different desirable attributes of 

yourself. Just don’t forget to explain the thinking that went into your actions as 

you tell them. 

In Summary: 

Now that you know how to answer the five most important questions in any 

interview, you’ll have a leg up on the competition. Just don’t forget to prepare 

and practice your responses until you can share them without your answers 

sounding rehearsed. 
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Is a Resume an Exaggeration or Lie? 

In a crowded job market, the last thing you want is to be forgettable. 

Yet people do it every day with this one mistake: not asking any questions in 

a job interview.  

The mistake is understandable. You’ve been so busy preparing 

to answer questions, that you forget to show the curiosity that lets interviewers 

understand what you really want to know.  After all, even if every single one of 

your responses are flawless and on point, by not asking a question or two of 

your interviewer you run the risk of coming across as generic and not assertive. 

On the other hand, you don’t want to ask terrible questions. That’s even worse. 

Here’s how to show the person interviewing you how you are different and why 

you stand out from the rest.  

Why did you join the company? 

If the interviewer tells you it was because of vacation days or benefits, chances 

are good that there isn’t all that much below the surface. If, however, they tell 

you about the creativity or integrity of the brand as well as the vision and 

mission, you know you’re potentially going to work for a winner. 
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How does this role further your company’s mission?  

While job duties and company culture are important to understand, 

determining why a company and role exists is just as important.” It will also 

allow you to better understand if you “align with the company’s mission and 

will feel a sense of purpose in your new role. 

Tell me about your most successful employees.  What do they do 

differently? 

The answer to this question will help a candidate understand how a company 

defines success and what specific behaviors can lead to that success.  In short 

order,  you’ll find out what success means to this company and how you can 

better achieve it.   

What do you expect someone in this position to accomplish in the first 

60-90 days? 

Great candidates hit the ground running, find out how you will be expected to 

jump in and start contributing to the organization from day one.  It’s fine to 

modify the question for an internship and ask about expectations for the first 

few weeks. 
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What, if anything, in my background gives you pause? 

By asking this question, you’ll be able to overcome any objections the 

interviewer might have before you leave the room.  You can find a way to 

combat any preconceived notions by addressing them in a follow up note.  

What is the turnover in your company, in the executive suite and in the 

department, I am interviewing for? 

While people no longer expect to stay at any given job for decades or more, it’s 

nice to know how long you can expect to stick around if given the opportunity. 

If the interviewer grows uncomfortable or shares the fact that turnaround at 

their company is higher than Dancing with the Stars, you might want to think 

twice before accepting the position.    

What are the opportunities for growth and advancement? 

This can help you to understand the structure of the organization and if there 

are opportunities to move up and advance your career.” It’s also a great way of 

finding out about different ways to progress or move into different roles “Also, it 

could help you to learn if they offer continued training or professional 

development for employees. 
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If you had a chance to interview for your company again (knowing what 

you know now), what questions would you ask next time?   

If the interviewer suddenly looks uncomfortable before spouting the company 

line? Do they greet this with a giant grin? You might have more answers to this 

question by what they don’t say, than even by what they do share. 

What are the next steps in this process? 

If they haven’t already shared this information, it’s important to ask about their 

timeline so you’re aware of when you could be notified of a second interview, or 

a potential offer. 

What to ask yourself  

1. What level of work-life balance do you wish to enjoy?  

2. How casual do you like to dress?  

3. Is your ideal employer an up-and-coming small business, or a century-

old corporation with time-tested values and a clear path for future 

promotions?  

4. Do you like the management style of the leadership team?  

5. What are the company initiatives you can stand behind? 

6.  
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10. There is a simple interview technique that is easy to learn and very 

powerful. You can teach this approach to a high school kid, and you can 

use it yourself. 

11. Once you get to the interview stage, your biggest obstacle as a job-seeker 

is your hiring manager's overloaded brain. 

12. It is very easy for a hiring manager to interview so many people in such a 

short time that the candidates run together. The manager's brain gets 

overloaded, and they can't remember the candidates clearly. You will 

blend in with everybody else. 

13. The best way to stand out in your interview and be memorable is to 

convey the message your hiring manager (a/k/a Possible Next Boss) 

wants to receive. What is that message? Here it is: 

14. "I understand what you are up against." 

15. Most of us have been taught to go to a job interview and talk about 

ourselves. We've been taught to say that we're smart and hard-working 

and all kinds of nonsense that no one cares about. 

16. Here's how to use this simple interview technique to become the top 

candidate for almost any job. In our first example, sixteen-year-old Flynn 

is interviewing for his first job. Flynn is interviewing for a cart attendant 

job at a big retail store. 

Manager: So, Flynn, tell me about yourself. 

Flynn: For sure! Well, I grew up here in the city and I'm a junior at City 

High. I play on the volleyball team. Say, can I ask you a quick question 

about the job? 
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Manager: Definitely! 

Flynn: Great. I've only been in the store as a shopper so far, of course, but 

I notice the cart attendants collect the shopping carts in the parking lot and 

bring them back in the store — and I guess they help people out to their 

cars with big purchases. I imagine they back up the cashiers and maybe 

do something in the back — returns? Am I missing any major parts of the 

job? 

Manager: You did well! You'd also clean the bathrooms. 

Flynn: Okay, great! It all makes sense. 

Manager: When can you start, Flynn? 

End of Script 

Why was Flynn's manager so happy to hear Flynn's description of the cart 

attendant role? The manager was delighted because most young job-seekers 

don't have a good grasp on the elements of the job — or if they do, they don't 

communicate them. 
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Here is Melissa, using the same technique in her interview for a Sales 

Coordinator role. 

Manager: So, Melissa, I'd love to hear your story. 

Melissa: Great! I graduated from City College three years ago, and I've 

had two jobs since then. I was the Marketing Assistant at Jaundiced 

Marketing Partners for one year, and then I moved over to one of our 

clients, “Underwater Nightwear,” for two years. Now I'm job-hunting 

because I want to keep learning and growing. 

Manager: Awesome! What do you consider your greatest strengths? 

Melissa (dispensing quickly with this brainless question): I'd say my 

ability to roll with changes, because that's what both of my jobs have 

required. Can I ask you a quick question about the Sales Coordinator 

job? 

Manager: Sure! 

Melissa:  From the job ad and my conversation with your recruiter 

Paula I understand this is a new role, designed to support your inside 

and outside salespeople with proposals, order tracking, maintaining the 

customer database and perhaps other projects. Am I in the ballpark? 
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Manager: Yes! That was a good summary. One of the biggest issues is that 

smaller customers can get neglected. They don't hear from us often 

enough. 

Melissa: So, you'd be looking for me or whoever you hire in this job to 

devise ways to keep in touch with those folks —beyond what your 

Marketing team is doing? It sounds like the purpose of this position is to let 

your salespeople focus on selling — and to be the backstop for anything 

your clients need. 

Manager: Exactly! 

End of Script 

All you have to do to make an immediate, strong and positive impression in 

your hiring manager's mind is to think through the job that you are 

interviewing for. Don't take the view "I'll learn about the job once I get to the 

interview." It's too late by then! 

A manager who's considering hiring you is a potential client. If they hire 

you, they will be your only client and thus a very important person in your life. 

Every client wants the same thing from an initial meeting. They want to be 

heard. They want to know that the consultant who proposes to solve their 

problem truly understands the challenge.  
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Clients don't like it when you half-listen to them and then sail right into your 

sales pitch. Who could blame them? All of us want and expect to be heard. 

Hiring managers especially need to be heard. They cannot care about your 

sterling credentials until they know that you understand what they are looking 

for, as well as the void they are experiencing now. If there were no void, they 

would not be hiring anyone! 

Practice this technique for a few days before any upcoming job interview. Put 

yourself mentally into the job. Imagine the conversation between the hiring 

manager and his or her tight-fisted CFO — the person who had to approve the 

job opening. What arguments did the hiring manager put forth to get approval 

to spend those salary dollars? 

That question is worth reflection! It is the key to your ability to change the 

hiring manager's mindset from "Which one of these candidates can help me?" 

to "How quickly can I get this brilliant person on board?" 

Finally, there other factors to consider when writing a resume or doing an 

effective interview.  But, the intent of this document, is to provide a basic 

approach to this subject matter. 

 

Best of luck, and best wishes! 
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