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Interview tips w/ Bob Martin                                                                                                         What kind of caterpillar are you? 

     "Are you a fuzzy caterpillar, are you lean and mean, are you a leaf-eating machine? Give us your description on this and why are you that type."
      These questions may sound odd, and, indeed, they're rare coming from most employers.  But you should be prepared to answer them--especially if you want to land that dream job with one of the world's largest communications firms at "Success in the City" in New York, where 55 companies attended last April.  
      However, they also stress an important point that Bob Martin, assistant dean for career placement and internships, wishes to illustrate: Be prepared for anything.
     In his role as general sales manager of 4 State College radio stations (WRSC, WBLF, WQWK, and WNCL) in 1994 and subsequent position in 1997 as general manager of all four radio stations, Martin has accumulated several interviewing tips by such means as talking to many candidates for news, sports, and business jobs--tips Martin tells his 32 students in COMM 384: Telecommunications Promotion and Sales, which he began teaching in 1998 as an adjunct professor and picked up again in 2002.
      The class' first assignments is a face-to face, 4-minute interview designed to serve as practice for the real world, "but you can set it up all you want--it still can be a little bit harrowing in front of all your peers."
     Although you can't choose your interviewer or the questions that he or she may ask you as the class, you can minimize distress by applying Martin's techniques yourself before, during, and after the big debut.
     "You gotta come in playing hardball….at all times," adds Martin. "Never assume anything."

     Interview Tips: A "cog" in the
1. Use the STAR or SRR approach to deal with behavior-based interviews, "the way most strong interviewers are interviewing these days," says Martin. Think: Situation, Task, Action, Result or Situation, Response, Result (critical)
2. Research chosen employers to develop two thorough and detailed questions at least a week in advance of the interview.
3. Give proper interview presence by attending to dress, posture, tone, and delivery.

4. Don't ask about salary, but you can give a broad range only "if they actively solicited that range" most preferably on applications. (Remember that an PR entry level in New York, for example, is $28-35,000, or a $5-7,000 range.) Look for an offer first.
5. Employ tactics such as closing the interview after the interviewer has done so by asking about him or her. "When people talk about themselves, they feel good about themselves, Martin says, "and, it,… in essence, makes them feel good about you." Another "so many of our students don't follow through on…"  is sending an e-mail of thanks and then following up a handwritten note that might be based on the overall experience of the interview-- and restates for impact your sincere enthusiasm, in light of the letter's longer arrival time. Ask for a decision idea.
Public relations jobs might appear in research, sales, customer service, marketing, and corporate--as they do at the fall and spring career fairs. "But make sure you sell yourself," Martin says. 
