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1. Always be on time to client meetings. No excuses. (Or let them know you’ll be a
little late).

2. Always admit when you don’t know an answer. No guessing. (And tell them
you’ll consult with your teammates to get the best possible outcome).

3. Have fun and project enthusiasm. No one wants to deal with a downer.

4. Minimize drama. We’ll all live longer.
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Candidate will never be a good fit.
Eliminate this candidate.
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The Importance Of People To Your Success
Last week, I met with a longtime client. He is a co-owner of
a multiple franchised restaurants, and you’d instantly
recognize the business name if I was of a mind to tell you.
He’s such a good person that I agreed to meet with him in
person at his office across town. (It was the first time I’ve
worn long pants in more than two months).
On my drive back home, I remembered one of my favorite
stories about their business and a constant reminder about
how every employee – no matter who they are or what they do is so critical to success, and why
being quick on the trigger to fire is better than the opposite (although lawyers and HR
‘professionals’ have been trying to brainwash us the other way for years).
Here’s the story:
In 2010, I was invited to speak to about 200 of their franchise owners at their annual franchisee
meeting in Las Vegas
I showed up early and watched a breakout session. Apparently there was one franchise owner
who was renowned for being able to take over a low performing restaurant and turn it around
almost immediately. Everyone wanted to know his secret.
He said, “I buy the restaurant, and the first thing I do is fire all of the employees and hire new
ones.”
It was that simple.
He put in employees who were better at customer service, who were trained how to upsell, who
were better with people.
I’ve used that story in one of my books and many times when giving keynotes at conferences.
People are the one thing that takes most consumers from feeling transactional about our
product, service, restaurant, to feeling transformed by our service, product, restaurant.
People are the difference between going somewhere once and becoming lifelong customers.
As a leader, in this economy, you’re about to have your pick of many people grateful to have
this experience and you shouldn’t settle for anything less than fantastic, transformative,
passionate and enthusiastic about what you do and whom you do it for.
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What I’m Thinking When I Interview You

Years ago, I lost track of how many people I’ve interviewed. There was a four year period
where it was easily over 100 candidates a month (we were a sales division with lots of
turnover).
A few years after that, part of my job was to be involved in a 3-manager interviewing panel,
where we interviewed about 15-20 people every Thursday. It became mind-numbing for
someone like me who resists routines (“If it’s Thursday, it must be…”)
But when I started my own company and interviewed my first candidate for my own, I
changed. I was no longer interviewing for my business; I was interviewing for my life – both
present and future. Even though I had a huge experience conducting interviews, it didn’t
matter. Interviewing as if your future depends on it changes someone. It certainly changed
me.
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I now interview hundreds of people each year, mainly for my clients but also for my own
business. I’ve interviewed candidates for CEO positions and waiters and bartenders. I may
have seen it all.
But I digress.
My fundamental point is that I know what I’m looking for by the time I’m interviewing you.
While you’re giving me some answers to questions, here’s what I’m thinking about:
1. I don’t care about your experience or education. I’ve seen your resume, and it’s likely
I, or someone who works for me, did a video or phone screen with you already. So
don’t spend time on that. Your resume got you to this point. Now it’s time for you to
make an impression. After 10,000 interviews, I want you to be memorable. I have a
really low tolerance for boring people.
2. If I hire you, what gaps will there be? Sorry to be the one to tell you – you’re not
going to be perfect at everything I need, so if you join the team, what will the rest of
us need to do more of? And of course, what gaps are you filling? What differences
are there between you and the person you’re replacing?
3. Are you trainable? Experience is overrated. What I’m looking for is someone who I can
develop to be the person I need them to be. I want to know if I can develop you, and
that you’re willing and able to learn.
4. Do you have an open mind? If I think you have one way of viewing things, and one
way only, you can’t be on a team that demands innovation and adaption to change.
5. What new ideas/innovations can you bring to my team? “Culture Fit” is, fortunately, a
dying concept. I want people who can add to my team, not conform to it.
6. Can you fit on my team without pissing everyone else off? On the other hand, you
can’t be so far away from the rest of my team’s values and norms that you’re going to
piss everyone off. Are you a team player? Are you answering my questions about your
past work/education with “We’s” or “I’s”?
7. What intangibles do you have that I don’t have? I recently hired a project and
innovation manager. Her attributes are technology-driven. She’s a gamer, she has her
own 3-D printer, and she knows things that I’ll never know. She’s a perfect fit for what
I need in terms of knowledge but also in ways she looks at things. She has the
potential to greatly help me change my view of work.
8. Are you capable of growing enough to be the person I’ll need 5 years from now? I’m
absolutely not hiring for today. I’m hiring for two years from now, or beyond. I’m in it
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for the long run (it’s my company, after all). I want people who will comfortably fit in
the vision I have for the future.
9. Do you have a sense of humor? Can you laugh at your mistakes, or take a joke?
Working with people who don’t have a sense of humor makes for very long days. And
people who take themselves too seriously are never good to be around.
10. Do you want a job, or do you want a job working at my company? I’m going to ask
you a lot of questions about what you know – or don’t – about my business. If you
don’t know, it tells me you want a job more than you want to work for me. Bad
mistake.
And finally, don’t worry about being nervous. That’s something I generally overlook; people
who are nervous often want the job enough that they don’t want to make a mistake. If
you’re paralyzed with fright, that concerns me. But if you’re simply nervous, that’s normal.
Good luck, and I can’t wait to interview you someday!

SWEBL072320

www.tanzaniteleadership.com
20

21

22

23

