Module 6 | Lesson 4

Questions That Impress

Winning the Interview’s Final Audition

The difference between a standard candidate and a hire.



[t’s Not a Formality. It’s Your Final Audition.

Standard Q&A The Opportunity

The Mistake The Reality

Most candidates think “Do you have any This IS the interview. Your questions reveal
questions?’ signals the end. They say, “No, professional maturity and strategic thinking.
you covered everything,” and disappear. A candidate who asks insightful questions

stands out immediately.



What Your Questions Reveal About You
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Thinking Level Genuine Interest Critical Evaluation
Are you focused on tasks Have you researched Are you evaluating them as
and perks, or impact and enough to ask something critically as they are
results?” in Inter specific, or are you asking evaluating you? High-value
generic fillers?” in Inter candidates vet their future

employers.” in Inter

“Great questions make hiring managers want to hire you.”



Demonstrate Strategic Thinking: Focus on Impact

What would success You are already planning
look like In this role —> how to deliver results and
after 90 days? hit the ground running.
What's the biggest You understand work is
challenge the team is > about solving problems,

currently facing? and you are ready to help.



Elevate from Task-Doer to Strategic Thinker

How does this role contribute You see the big picture and
to the company’s strategic ——> want to align your work
goals for the next year? with company success.
What separates good You aren’t satisfied with
performers from great > just being ‘good.’ You aim

ones in this position? for excellence.



Don’t Undo Your Hard Work

Avoid questions that signal lack of research, self-centeredness,
or disinterest.

X What does this company do? (Shows zero research)
X How quickly can I get promoted? (Self-centered)
X What’s the salary? (Too early—save for negotiation)
X Do you monitor internet usage? (Major red flag)

X Idon’t have any questions. (The ultimate signal of
disinterest)



Tailor Your Questions to the Audience

HR /
Recruiter

Different interviewers care

about different things. Asking a
CEO about vacation days shows

a lack of social calibration.

Asking a Recruiter about

technical stack challenges yields no
useful data.

Manager

Goal: Demonstrate social
intelligence by engaging each
interviewer on their specific turf.



The Tailoring Matrix in Heldane Display

HR / Recruiter Hiring Manager
Focus: Process, Timeline, Culture, Focus: Role Expectations, Challenges,
Team Structure. Success Metrics.
Goal: Understand the logistics and Goal: Understand the job reality and
organizational health. how to win.
Peer / Team Member Executive
Focus: Day-to-Day Reality, Team Focus: Strategy, Vision, Company
Dynamics, Tools. Direction.
Goal: Get the unfiltered ‘on the Goal: Show you understand the
ground’ perspective. business trajectory.




Supercharge Prep with Al

Tool 1: Interview Question Tool 2: Question Tailorer
Generator
0\
Use Case: Input the job description. Use Case: Refine your base questions
Benefit: Generate role-specific for specific interviewers (e.g., 'Rewrite
strategic questions that sound like for a VP of Engineering').
you've worked there for years. Benefit: Ensures tone and content

match the audience perfectly.




Post-Interview Al Analysis

Tool 3: Post-Interview Analyzer

Use Case: Input notes on their
answers.
Benefit: Discover hidden insights or
sentiments you might have missed.

Tool 4: Red Flag Detector

Use Case: Analyze responses for toxic
workplace signals.
Benefit: Identifies vague answers about
culture or high turnover. Protects you
from a dysfunctional team.




Your Action Protocol

1. Build the Bank

Prepare 5-7 questions for EVERY interview.

2. Selection
Pick the best 3 based on the flow of conversation.

3. The Golden Rule

Never say “No questions.” If prepared questions were answered, ask for elaboration:
“You mentioned X earlier, could you tell me more about how that impacts Y?”




Debrieting for Continuous Improvement

Complete this immediately while the interview is fresh.

¢ 1. What did | ask? (Track your performance)

¢ 2. Which questions got the best response? (Identify engagement)

¢ 3. What did | learn? (New insights on role/company)

¢ 4. Any Red Flags? (Warning signs in answers)

¢ 5. The Missed Opportunity: What do you wish you had asked?
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Key Takeaways

Not a Formality: Questions are your final audition.

Strategy Over Logistics: Ask about impact and
challenges, not just perks.

Tailor to Audience: Customize for HR, Managers,
Peers, and Execs.

Create Conversation: The best questions spark
dialogue, not just data retrieval.

Always Prepare: Have 5-7 questions ready. “No
guestions” is not an option.



Module Completion & Action Items

|:| Build your Question Bank using the provided
Worksheet.

|:| Tailor 3-5 Questions for your next specific interview.

| | Apply Al Tools to generate role-specific inquiries.

Next Up: Module 7: Negotiation.

Where the real money is won.



