
Employment Communication - A Lab Based Course
Prof. Seema Singh

Department of Humanities and Social Sciences
Indian Institute of Technology, Kharagpur

Lecture - 36
Tackling Questions during Personal Interviews (PIS)

Hi friends, wish you a very good day. So, today we are going to do lecture number-36,

Tackling Questions during Personal Interviews or PIS is in short. This is the heart of the

four lectures, we have conducted on the personal interviews, because this is the most

repeated question of the candidates  or applicants  or students, how do we answer the

questions. 

So, I will give you some tips, I will try my best, and of course remember that believe in

yourself.  And number 2,  practice  makes perfect.  So,  more and more,  you believe in

yourself and build your self-confidence; secondly more and more you practice, more and

more interviews you give, and conduct mock sessions among your friends and peers and

colleagues, the more you will be able to make a success of it on the d day.

(Refer Slide Time: 01:18)

So, what are the concepts, I will be covering in the course of this lecture. First of all

some traditional interview questions will be placed before you, and you can prepare it in

advance. Then what kind of questions can you ask as a candidate or interviewee. Then

the uses of question types,  this  is very important,  because here I  will  be telling you



something which relates to both sides of the desk. If we have heard, and we have noted

carefully in the previous lecture sets to series of lectures on personal interview in the last

two lectures in a personal interview. We have heard that there are four types of questions

open, closed, and we have heard of primary questions, and secondary questions.

So, let us look at the uses of these question types. And then we will come to behavioral

planning, because this is the latest type of interviews which have been conducted. The

organization,  I repeat once again,  the organization would like to know how you will

behave. So, given a particular situation, how will you react, respond, what will you do,

what will be your behavioral pattern at that point of time. In other words, the company

would like to know what will be your situation and your situational response to it.

Then on the behalf  of the applicant  or the interviewee,  this is number 5, this is also

studied. What is the behavioral pattern or design or you know the kind of tendency of the

candidate  to  react  or  respond or  behave  in  a  particular  situation.  Then what  are  the

behavioral interview questions is number 6, we will cover today. Then we will study the

poor responses to behavioral  interview questions,  and we will  study also lastly good

responses to interview questions. So, let us move forward.

(Refer Slide Time: 03:26)

In traditional interviews, you have let us say, the bedrock the most important question,

which should come to your mind as a candidate or applicant aspiring for a job is how

should I answer traditional interview questions? I have 15 or 16 of them in the next few



slides. The point is there is one standard point one standard idea; you need to keep in

your mind. You must choose answers that  fit  your qualifications,  and your interview

strategy should be more and more developing as you proceed on your career, as you

develop your communication behaviors, and try to better and better your performance is

successful interview sessions, during the course of your life and career.

So, I have the traditional interview questions in bulleted forms. Generally, the first one

would be tell us about yourself. I am not going to give you the answer, because you will

give the answer of who you are. The point is do you need to prepare these questions, and

again  I  will  not  read all  the questions,  but  I  will  read only those which are in  blue

highlighted fonts.

Think very sincerely about what would be your responds if you ask this question, what

makes you think you are qualified to work for this company, and maybe they say the

name or suppose it can be rephrased also like this. We are interviewing 120 people or we

are interviewing almost 100 people for only two vacancies, why should we hire you?

(Refer Slide Time: 05:24)

So, think about your response to this kind of questions, which are also given on this

slide. And moving further, we will come to the last.



(Refer Slide Time: 05:28)

This is I think important, what adjectives would you use to describe yourself?

(Refer Slide Time: 05:35)

And then we come to the last one. Let us say this one, what questions do you have and

we develop on that in the next two slides or three slides. So, if the last question in this

session is what questions do you have, then these are some of the questions which you

could ask. And we have four here, I am not saying that you have to ask these questions, I

am  just  saying  that  you  can  make  your  pick  and  choose.  And  depending  on  your



maturity,  depending  on  your  choice,  depending  on  the  situation,  depending  on  the

context, depending on should you ask, you can ask, I leave it to you.

(Refer Slide Time: 06:22)

So,  the  next  we  continue,  we  have  five  more  of  these  questions  on  this  slide.  For

example, you can begin the sounds like a great job, but what are the drawbacks in this

job? So, test yourself, and decide which question to ask when?

(Refer Slide Time: 06:48)

And if not why, and these are some more, and the last few. 



(Refer Slide Time: 07:07)

So, let us move to the most important segment of this lecture 36, the uses of question

types, let us look at it in detail. So, we have this table for you, and for your examination

and close study, which is titled uses of question types. So, first of all, we look at open

and closed questions.

Now, this half of the table that is the left hand side columns are about the interviewer,

and this is what are the exact wordings of the questions, they will be asking. Suppose, the

interviewer would be using open questions to evaluate the communication skills of the

interviewee,  then  what  is  the  exact  wording  of  the  question,  he  will  ask.  If  the

interviewee asks you interviewer sorry ask you the question, suppose you had 30 seconds

to persuade a prospective customer to buy this product, what would you say? Then you

can understand that your communication skills are being assessed.

Let us come to closed questions, and I will take one of them for you are read in this

lecture. Suppose this is a closed question, give specific information of for example this.

When you left at 10:30 PM was there, anyone remaining in the building? So, the answer

would be none or two or more that is the closed question, because maybe no further

questions can arise from this kind of response. But, the aim of the interviewer has been

to gain specific information from you to his question, when you left the office at 10:30

PM was there (Refer Time: 08:53) in the left in the building.



(Refer Slide Time: 08:56)

So, let us move further, and come to secondary questions. Suppose, you have answered

already to a question, and your response had been incomplete, the previous answer was

incomplete. Then the candidate will be put forward the question in these words, you said

the service, you received was fair within double quotes single quotes, can you explain

what you meant?

(Refer Slide Time: 09:26)

And the last is a set of questions called neutral, and leading questions neutral and leading

questions. So, let us do this leading question. Suppose, the intention of the interviewer is



to guide you to think is not it? So, the question will be like this, have you thought about

the cost of service, after the warranty expires. And you can understand that you are being

nudged, you are being coaxed, you are being poked, you know to think properly.

(Refer Slide Time: 10:04)

Then there are hypothetical questions, and these kind of questions can be asked by the

interviewer. When the interviewer wants to know, how the interviewee might react in

future, and the question maybe for example phrase like this. If I were your patient, and I

had an incurable disease would you definitely tell me ok, so that would be enough and it

is time to move forward now.



(Refer Slide Time: 10:36)

I would like you to watch this small,  but very sensitive video from the great classic

movie the pursuit of happiness. 

Yes, I did (Refer Time: 10:48). 

Mister Gardner. (Refer Time: 10:58). This way, it will be right this way, Chris Gardner. 

Chris Gardner, how are you? Good morning. Chris Gardner, Chris Gardner, good to see

you again. Chris Gardner pleasure, I have been sitting out there for the last half-hour

trying to come up with a story that would explain my being here dressed like this. And I

wanted to come up with a story that would demonstrate qualities that I am sure you all

admire here like earnestness or diligence, and team playing, to something. And I could

not think of anything. So, the truth is I was arrested for failure to pay parking tickets.

Parking tickets? 

And I ran all the way here from the Polk station, the police station.

What were you doing before you were arrested?

I was painting my apartment. 

Is it dry now? 



I hope so. 

Jay says you are pretty determined.

He is been waiting outside the front of the building with some 40-pounds of gizmo for

over a month.

He said you are smart. 

I like to think so.

And you want to learn this business.

Yes, sir, I want to learn this business.

Have you already started learning on your own?

Absolutely.

Jay?

Yes, sir. 

How many times have you seen Chris?

No, I do not know. One too many, apparently.

Was he ever dressed like this?

No. No, jacket and tie. 

First in your class in school, high school?

Yes, sir.

How many in the class?

Twelve, it was a small town. 

I will say.



But, I was also first in my radar class in the navy, and that was a class of 20. Can I say

something? I am the type of person if you ask me a question and I do not know the

answer, I am going to tell you that I do not know, but I bet you what? I know how to find

the answer, and I will find the answer. Is that fair enough? 

Chris. What would you say if a guy walked in for an interview without a shirt on, and I

hired him? What would you say? 

He must have had on some really nice pants. 

Chris, I do not know how you did it dressed as a garbage man, but you really pulled it

off. 

Thank you very much, Mister. Twistle.

Hey, now you can call me Jay. We will talk to you soon.

So, I will let you know, Jay.

(Refer Slide Time: 15:06)

So, I hope you have taken the learning points from this short and very sensitive video,

honesty is the best policy, and a pinch of humor if the situation, so permits. So, next we

come to behavioral planning. And let us look at what happens on the aspect or on the part

of  the  interviewers.  So,  the  interviewer  can  plan  behaviors  which  will  be  relatively

straightforward  meaning  that  the  response  from  the  applicant  should  be  equally



straightforward. So, let us say that without not much of modification, generally the plan

for the interviewer will be to seek information to give information, to seek information,

and to test understanding the details are given after the dash.

(Refer Slide Time: 15:54)

To move  further,  the  role  of  the  interviewer  in  seeking  information  is  predominant,

because they are assessing you. So, the information you provide will be also related to

your views, feelings, opinions, and this is the main part of the interview. The interviewer

will also plan his questions or her questions in such a manner that you can reflect, and it

will make you encouraged to talk, if required.

The  interviewer  would  be  interested  to  testing  understanding  to  make  an  internal

summary for himself herself what to do with all, the information you have provided as an

interviewee. The seeking information process will continue in two ways; a by obtaining

some information which has been omitted. Remember you saw in the video also that the

interviewers keep on making notes. And the second one is be to encourage questions for

information from the applicant, they will give you a chance, when they can say. Do you

have any questions to ask? And lastly giving information that is final details of what will

happen next that is on the result front.



(Refer Slide Time: 17:19)

On your part as an applicant or an interviewee, your behavioral pattern is anticipated to

be  straightforward.  Everybody  wants  honest  persons  to  whatever  the  interviewer  is

asking. So, you also will be giving information in response to the initial settling-down

questions, how is the weather where you are putting up, how did you like our office, did

you have trouble finding or locating our office so on and so forth. Seeking clarification,

testing understanding will continue, and you will be asked questions about aspects of the

job  which  may  not  have  been  clarified  in  your  CV or  resume.  Giving  information

seeking information will continue on your part as an applicant.

(Refer Slide Time: 18:14)



So, let us come to the behavioral interview questions. And here we have only a sample of

such questions,  so that  you can prepare by looking at  your past  career  by making a

flashback  to  your  memory.  By  thinking  about  such  episodes  or  ex  incidents  or

experiences during your career, so that you can respond to questions such as describe a

situation in which you let us say the last one took a project from start to finish, and the

rest of them you can think about it. We move further.

(Refer Slide Time: 19:02)

There are many of these situational or behavioral interview questions. And we make use

of the last  one.  Here once again describe a situation,  where you made an unpopular

decision that is something you did, which were not taken very nicely or positively by the

rest of your colleagues at your workplace or in your project or team at your workplace,

we move further.



(Refer Slide Time: 19:51)

And let us look at a table which will make you understand or the idea I want to convey to

you my advice to you is do not give these kind of poor responses to behavioral interview

questions. So, let us see the chart. Now, first we go to the source, this table has been

taken, and I am crediting this stable to Carolyn Murray, a savvy recruiter at W.L Gore

and associates. If you Google on Gortex, you will know, what it is and what the company

does.

So,  Carolyn  Murray  pays  little  attention  to  a  candidates  scripted  responses  to  her

admittedly softball questions, you are throwing soft questions like a softball, you know

what softball is. And the candidates in their in their enthusiasm or in their you know

longing to get selected, they learn some parrot like answers scripted responses, it is said

here. So, instead she listens for a throwaway line, even within your scripted or practiced

responses, sometimes there will be the opportunity or the chance for truth to be revealed.

And this is by a throwaway line, you are not aware of it, but these lines have been put in

this chart.

So, such throwaway lines will reveal the reality behind and otherwise benign reply, you

know benign reply? Benign looking innocent, benign is the opposite of malignant, you

know a cancerous,  tumor or a malignant  tumor, which has the capacity  of spreading

cancer. On the other hand a benign tumor a tumor or a growth which is not going to



become cancerous at any point of time. So, you are reply might be benign, you are reply

might be seemingly soft simple, but she can detect, where you are lying.

Here by Murray delivers a post-game analysis of how three job candidates weft during

their  interviews, so they failed they stumbled. So, let  us say the question of Carolyn

Murray was give me an example of a time, when you had a conflict with a team member.

And one of the sentences in your response was one leader, sorry our leader asked me to

handle all of the FedExing for our team, I did it, but I thought that FedExing was a waste

of my time. Now, look at the evaluation which Carolyn Murray does.

At gore, we work from a team concept. This candidate she is a female her answer shows

that she would not exactly jump, when one of her teammates need help. We can do one

more the last one. Suppose, the question from the interviewer was; what is the one thing

that you would change about your current position. And in within your response, this

double inverted comma is for your whole dialogue, your whole response. And the single

inverted let us say this is the sentence which reveals, and it is your turning point, because

it makes the interviewer, evaluate you negatively.

Suppose,  you  say  my  job  as  a  sales  man  has  become  mundane.  Now, I  want  the

responsibility of managing people, now you think you are doing a great job, but what

does the interviewer think as per Carolyn Murray. So, this is a male candidate, he is not

maximizing his current position, selling is never mundane, if you go about it the right

way, so look at the expression, selling is never mundane, if you go about it the right way,

and this is a fact. And you thought that you said something like this given in the center

column and you got away with it, but you are proved to be wrong. So, be careful of these

kind of situations. 

And let us move to good responses on the other hand. So, generally that is what they do,

they ask you for do you want the good part first or the bad part first, and most of the

human species, most of the human race would say I want the bad part first. So, we have

shown  you  the  poor  responses  to  interview  questions.  Now,  what  would  be  good

responses to interview questions, what should you do? 



(Refer Slide Time: 24:17)

Let us look at the chart, good responses to interview questions. Suppose, the question is

let  us look at  it  again the source,  this  is from the motley fool.  And this  is  a widely

popular investment website, and the CEO at that point of time, when this chart was made

Eric Rydbolm has little time for fooling around with undesirable job candidates. There

are maybe 20, 30 coming for only two vacancies,  and out  of 20,  30,  10 maybe just

useless stuff, mediocre persons just fooling the paper requirements for the job, but not

fitting the job in person, because what or who works at the workplace is the person not a

machine, not facts and figures, but a person.

So, let  us look at  this  to streamline  the interview process,  he is  come up with three

questions that quickly separate the fools from the fools. Look at the way in which the

capitalization has been done from on the alphabet f for fools. We have adapted this from

fast company published January 1999, and 157 page number. So, let us say the question

here in middle, the second question should the motley fool consider putting its name on

mutual funds and selling a line of financial services. And your response is he encouraged

us to consider, whether branding a fund would undercut our integrity, and whether it

even related to our core competencies, now how are you being evaluated, if you give this

response.

He understood that there is integrity to the motley fool brand; this is the interviewer’s

point  of view. The interviewer now understands that the candidate  has evaluated the



motley fool brand to be integral integrative. And the candidate has recognized the risk of

undercutting that integrity. So, here is a response which can get you selected, which can

get you on the other side of the desk as I would say, you would be with the interviewer,

you would be inducted into the organization. So, let us move ahead.

(Refer Slide Time: 27:00)

And this is the list of references, I have used for the preparation of this lecture.

Thank you for being with us, and may god bless you always.


