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One of my coaching customers taught 
me something really useful last week.  

Check this out… 
 

She’d recently applied for - and got - a 
fantastic new job (“It’s the job of my 

dreams, Andy. I never thought they’d 

choose me”) 
 

She told me that my interview tips 

had helped her in two ways, in 

that they’d: 

 helped her get the job; and 

 given her new confidence and 

skills to take into every 

interaction – not just the job 

interview 

 

I knew the first. But was surprised 

by the second. She said I should 

share these techniques in a 

Tuesday Tip. In her words, 

“These tips are helpful for 

everyone applying for a job. And 

for everyone who isn’t.” 

 

So, everyone then! 

 

Here are the tips… 

 

#1 Focus on what you cause, 

not what you do 

If I asked you “what do you do?”, 

you’d probably say one of two 

things: 

1. your job title - “I’m an 

accountant”; and/or 

2. the tasks you do most days - “I 

prepare Tax Returns” 

 

But people don’t care what you 

do.  They only care what they’re 

left with after you’ve done it (the 

AFTERs) - “I help people pay less 

tax” 

 

So, it’s what you cause that 

counts. 

 

Therefore, when preparing for an 

important interview/meeting, try 

this: 

 Get a piece of paper 

 On the left-hand side, draw a 

two-column table 

 Title Column #1 ‘The main 

tasks I do’ 

 Title Column #2 ‘The AFTERs 

it causes‘ 

 Populate #1 with the tasks 

you do at work – a new row 

for each task 

 Populate #2 with the positive 

business impact each task 

causes. In other words, why 

the business is better off 

AFTER you’ve done it 

 

When you’ve completed this, 

you’ll notice two things: 

 When you discuss your job, 

you tend to focus more on 

the things in #1. That isn’t a 

surprise - after all, that’s what 

you do all day 

 but others will be much more 

interested in what you’ve 

written in #2 

 

 

So, in interviews/meetings, you 

should focus more on the 

AFTERs. 

 

#2 Prove you caused these 

things to happen 

Your next step is to provide cast-

iron proof that you can cause 

Column #2’s AFTERs to happen. 

So, construct a third column 

called ‘proofs’.  In it, list real-life 

examples of when you delivered 

#2’s AFTERs. 

 

#3 Prove that you’re different 

Interviews involve you proving 

you can deliver the AFTERs the 

interviewer wants in ways others 

can’t. 

 

Although Columns #1-#3 impress, 

others - your ‘competitors’- could 

say the same. So, you now need 

to prove that you cause these 

AFTERs in ways that others can’t. 

 

To do this, create a fourth column 

titled ‘Unlike others…’  In it, list 

the different 

approaches/experiences you bring 

- ones that others simply can’t say 

- that helped deliver #2’s AFTERs 

 

#4 Learn your table 

Now you’ve completed the table, 

learn it.  Don’t take it into your 

interview/meeting! 

 

And, once you’ve learnt it, here’s 

how you should use it… 

 

Andy Bounds 

How to ensure people choose you 

 
 

“If I asked you ‘what do you do?’, you’d 
probably say one of two things: 

1.  your job title – ‘I’m an accountant’; 

and/or 

2. the tasks you do most days – ‘I prepare 

Tax Returns’.” 
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Important Notice 
© Copyright 2016, Bizezia Limited, All 

Rights Reserved 

 

This article appeared in Better Business 

Focus, published by Bizezia Limited ("the 

publisher"). It is protected by copyright law 

and reproduction in whole or in part 

without the publisher’s written permission 

is strictly prohibited. The publisher may be 

contacted at info@bizezia.com (+44 

(0)1444 884220). 

 

The article is published without 

responsibility by the publisher or any 

contributing author for any loss howsoever 

occurring as a consequence of any action 

which you take, or action which you 

choose not to take, as a result of this 

article or any view expressed herein.  

 

Whilst it is believed that the information 

contained in this publication is correct at 

the time of publication, it is not a substitute 

for obtaining specific professional advice 

and no representation or warranty, 

expressed or implied, is made as to its 

accuracy or completeness. Any hyperlinks 

in the article were correct at the time this 

article was published but may have changed 

since then. Likewise, later technology may 

supersede any which are specified in the 

article.  

 

The information is relevant primarily within 

the United Kingdom but may have 

application in other locations. 

 

These disclaimers and exclusions are 

governed by and construed in accordance 

with English Law. 

 

Publication issued on: 1 May 2016 

 

  

 

#5 Focus on their priorities, 

not yours 

Your table contains everything 

you do, the AFTERs it causes, 

proof it works and why nobody 

else can say the same as you. 

 

However, your interviewer won’t 

want to know every single thing in 

your table.  Instead, she’ll be most 

interested in the rows that tie in 

with her priorities. 

 

To find which ones these are, 

ask.  So, script and rehearse the 

questions you’ll use to uncover 

her top priorities. For example, 

you might say “There are many 

areas we could focus on today. 

But let’s start with the most 

important.  Which are your key 

priorities?” 

 

(Note: you don’t have to use 

these words exactly. But you do 

need to know which words you’ll 

use… or you might not ask. And, 

if you don’t ask, you won’t know) 

 

Her answer will (hopefully) be 

something you’ve written in 

Columns #1 or #2 - “our biggest 

priority is… 

 …that you know how to 

complete Tax Returns” or 

 …to help our customers 

reduce their tax bills” 

 

Once she’s told you the row she’s 

interested in, discuss everything in 

it. After you’ve done so, she’ll 

realise you can deliver positive 

business impact in ways others 

can’t. 

 

#6 Remove the things you’re 

dreading 

One final thing to prep: there’ll be 

certain sentences you dread 

hearing her say… “you’re too 

expensive… you don’t have the 

experience… we already have a 

preferred candidate” and so on. 

 

It’s essential you also know how 

to remove these.  This is relatively 

straightforward to do, but takes a 

bit of explaining. 

 

 

 

 

 

 

 

 

 

Action point 
…why not create your table?  It 

won’t take long.  But it will help 

you - as my customer says - when 

you’re in job interviews, and when 

you aren’t. 

 

And, if you want loads more 

simple tips to incorporate into 

your next conversations, check 

out these videos. 

 

 

© Copyright, Andy Bounds 

 

About the Author 
Andy Bounds is an expert at 

helping companies to 

communicate and sell better. 

Author of two best-selling books 

and winner of the title Britain’s 

Sales Trainer of the Year, Andy 

has shared his expertise with 

some of the world’s largest 

companies, helping every one of 

them have more success. 

Marketing legend Drayton Bird 

said Andy had taught him ‘… 

more about effective 

communicating than a lady who’d 

taught two American Presidents’.  

 

Are you following me on twitter? 

 

To receive my weekly tips on how 

to communicate more effectively, 

click here 

 

Short of time? Here are my Quick 

Wins 

 

Co-ordinates 
E-mail: andy@andybounds.com 
Web: www.andybounds.com/tips 

 


