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Interviewing Ideas for Managers

M
any words have been written on the proper way for a candidate for employment to prepare before and during the process of an interview.  However, very little has been written on how a hiring manager should conduct an interview to attract the best possible candidate for the job. 

During the recruiting, interviewing, offer extension, and employment process, a great deal of time and effort is expended by both the hiring manager and the candidate seeking employment.  Interestingly, about the only formal training ever conducted about interviewing is during the senior year of college when graduates are preparing to embark in their first career employment opportunity.

The candidate that you are seeking is far removed from that “wet behind the ears” college kid who will “take” virtually any job presented to get started in the candidate’s career.  

Our client firms are only interested in hiring experienced, motivated, successful candidates and those possessing proven performance in their field of endeavor.  Then, why is it that some of the best candidates are the ones being treated like the unemployed super-rookie?

Recall the last time that you placed an ad in the newspaper for an open position in your firm.  What percentage of those individuals responding were unemployed, unqualified, desperate job seekers?  40%…  80%…?  How about when you utilized the services of a professional recruiter or had a direct referral from a business associate or colleague?  The odds were greatly improved weren’t they?  Don’t let those well-qualified individuals get away by discouraging them at the first meeting!

As everyone readily recognizes, first impressions make all the difference in the world.  Yet, while we expect our candidates to be sharply dressed, on time, and at the ready, we, as hiring managers, often do not return the same courtesy to these candidates that will potentially make so much difference in our own careers.

Think about it…  the individuals that we are trying to have join our firms are expected to be at the top of their professions.  We need to extend the same courtesy to them.

How many times have you…

•
kept a candidate cooling his heels in your lobby?

•
neglected to return  phone calls?

•
greeted a candidate in very casual attire?

•
conducted an interview in a sloppy office?

•
started the interview by implementing the “third degree”?

•
forced the candidate to focus on what the candidate didn’t like in the last job?

The goal of the interview should be to:


Qualify the Candidate and Attract the Candidate.  

Equal emphasis must be placed on both qualifying and attracting the individual.

To attract the best individual, try the following…

•
Welcome a candidate to your office as you would welcome a guest to your new home — give the candidate a tour!

•
Set the tone by indicating that you already recognize that the candidate is one of the individuals at the top of the candidate's profession.

•
Indicate that you are using these meeting to explore areas of common interest, not to interrogate the candidate.

•
Follow up the meeting with a brief letter — you enjoy receiving them, why shouldn’t your candidate.

•
Set clear expectations of what must occur during the process of interviewing to win the job.  Dates, people to meet, tests that must be taken, etc.

•
When asking for references, offer some of your own!  Tell the candidate about other employees that have recently joined.  Take the candidate to some successful customers.

•
Be spontaneous.  Nobody likes responding to questions from a “form”.

All of these activities will make a candidate feel welcome and at ease.  They will open the dialog necessary to assist you in making a true evaluation of the individuals “fit” in your organization and not focus on the mechanics of the interview.  Simply put, treat the candidate as you might wish to be treated during an interview.

Good Interviewing!
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