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You like millions of other people have bought this book, (or at the 
very least have deemed it interesting enough to pick up in a book 
shop) as you’re reading this introduction, you are feeling intrigued 
about how you can learn to influence the interview process using 

NLP, psychology and hypnotic persuasion techniques. This book 
does come with a warning; my mission is to help people like 

you secure more job offers, so many that you are able to take your 
pick from the endless list of employers who have been influenced to 

offer you a position, which means you will be learning some 
dark and secretive persuasion techniques.  
 

Job hunters have never had it so hard, the recession has made it easy 
for the employer’s to have the power, this book will teach you the 
dark side of interview manipulation, giving you the power back. With 
fewer jobs around and competition at an all time high, you don’t just 
need to stand out at the interview - you need to influence the 
interviewer.  
 
This book is unlike other interview books, many of these old style 
interview guides fail to add value to interviewee performance, 
describing tired techniques and advising the reader to do common 
sense things that most people would already do. There is little value 
to be drawn from a text that drones on about getting a good night’s 
sleep or answering questions with confidence, they are telling us 
what we must do but not what we actually need to do and how to do 
it!  
 

This is why we have gone above and beyond all other interview 

books, as you will learn the secrets of influencing and 
persuading the job interview, these techniques can be dark 

and dangerous especially if you use the technique to turn other 
interviewees into nervous wrecks, but I would add these techniques 
will get you ahead of the game and as a result you will win more job 
offers. 
 
I need at this point to reiterate that this book comes with a 
WARNING, the powerful techniques you are about to uncover are 
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used successfully by master influencers, successful pick-up artists, 
powerful business leaders and notorious con artists. 

 

You are probably already thinking about the hundreds of ways you 
can use hypnotic persuasion techniques during the job interview, so 
now we will look further. The techniques you are about to learn work 
as our mind is powerful but can be easily influenced – try this next 
exercise: 
 
Read the Text Below Aloud. 
 

I 
Love 

London In The 
The Summer Time  

 
 

Were you one of the 99 out of a hundred people who fell for this 
little mind trick? Did you read the word THE twice? Read it it again! It 
says I Love London in The The Summer Time, did you spot the double 
use of the word IT as well?  
 
This may be a simple mind trick but it is the process in this trick that 
we can use in job interviews to increase your job offers. We have 
uncovered the psychology of interviews and you will shortly be 
learning how to manipulate the employers’ unconscious, making 
them want to recruit you. We have taken the best from NLP, 
Psychology and Hypnotic Persuasion and broken it down to make it 
relevant to the job interview. The techniques are easy to learn, by 
following the step by step instructions ensuring you will perform at 
your very best at every job interview.  
 
The book is a guide with 73 influential rules that you must follow to 
influence the interview; you can read the book from cover to cover or 
dip in and out of the sections that are most relevant to you, from the 
rules designed to give you Instant Confidence to rules that will teach 
you how to con the employer, so they believe your an Industry 
Expert. Others may desire to delve deeper, drawing on the 



3 
 

techniques in the Dark Side of Sales Psychology and Hypnotic 
Language Pattern sections. 
 
If you’re still in the book shop, reading this book you will want to buy 
it now as you will want to practice these powerful influencing 

techniques before your next job interview, because the recession 
has put a demand on all jobs, with over 300 candidates 
applying for each individual position! In addition as an extra 

bonus you can download our best selling interview question and 
answer e-book Tricky Questions Killer Answers – over 60 interview 
questions and answers for FREE, with this purchase.  
 
We have crammed in so much expert knowledge that we want to 
share with you; you might ask why am I giving away so much 
information in one book? It is true that I could have created two 
books with this material and increased my profits, but my mission 
isn’t to have two bestselling books, my mission is to help you achieve 
the career success that you deserve. I have met thousands of job 
hunters just like you, who like you are talented, experienced and 
unemployed or stagnating in a job because they are scared of 
rejection or don’t yet know the 73 rules of interview influence. 
 
Do you really want to stay in a job you hate? Do you want to be 
turned down from even more job applications? Do you like to feel 
like a failure? A reject? No, you don’t and you don’t deserve to. This 
book will change your future; imagine you could pass any job 
interview, while feeling confident and persuasive – The 73 Rules of 
Persuasion will give you a short cut to interview success, giving you 
the edge over other applicants by destroying the competition, while 
manipulating the interviewer.   
 
Finally I want to offer you the best of luck with your next job 
interview, let me know your interview success stories, e-mailing to: 
 
 info@employmentking.co.uk    
 
 

mailto:info@employmentking.co.uk
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Sales - The Dark Side of 

Psychology: 

Influential Rules 1 to 8 

 
As a young job hunter, I had been invited to an interview for a sales 
job; I was relatively disinterested in the role but desperate for a job. I 
was mortified to be asked within the first five minutes to have to Sell 
a pencil to the interview panel. My opening was terrible; 
 
 “Erm... do you want to buy this pencil?....It’s really 
good...erm...you can write things down and then erase them if you 
don’t like what you wrote.... it only costs about..5p”  
 
At the time I was probably impressed with my performance, it could 
have been a lot worse, being quite shy and hating being put on the 
spot I wasn’t what you might deem a natural salesman. To hear “Is 
that it?” was a real slap in the face, my prospective employer 
proceeded to take the pencil from me to take the opportunity to 
show me how it should be done.  
 
“You there!” he boomed with confidence, pointing a finger directly at 
me. 
  
“Do you know how many uses this pencil has?” 
 
 “No” Came the shaky reply, unsure if this was still a job interview. 
 
 “If you owned this amazing Z10 pencil, name three things you 
would use it for?” 
 
“Erm...writing shopping lists, homework and..I suppose drawing” 
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“So you want a Z10 pencil that can be used to build lists, create 
technical drawings and a pencil that will help answer tricky exam 
questions?” 
 
 “Yes..I think-” 
 
“Given a choice would you want to buy a pencil that can create 
sketches, write lists and can be used to complete all of your 
homework with ease OR would you buy a pencil that can do all 
these tasks plus more?..” I was sold.  
 
 “...A pencil that can write under water and in outer space, a pencil 
that can erase mistakes with a flick of the hand using the Z10 Eraser 
designed by NASA scientists – NOW which would you choose?” 
 
 “The last one, sir”  – the dynamic had switched to teacher- pupil by 
this point as he dominated the conversation. 
 
“Now, how much would you pay for this pencil?” 
  
“Erm..well..around…” 
 
“How much is it worth, a pencil that can write in outer space, 
designed by NASA scientists?” he pressured. 
 
“A pound?” I shouted. 
 
His raised eyebrows signalled that I had given the wrong answer. 
 
“No I mean two pounds.” 
 
“So, you want to pay 2 pounds for this pencil, don’t you?” It was 
agreed. 
 
“Well, as I like you and you have shown yourself to be an affable 
type of chap, you can buy one Z10 pencil for £2 or 2 for £2.50, what 
will it be?” he asked while reaching over to take a second similar 
pencil from his desk tidy.  
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I left that interview with two pencils, no job offer and the 
foundations of understanding the importance of sales techniques in 
job interviews.  
 
Let me start by asking you - do you want to win more job offers?  
 
Of course you do, to win more job offers you first have to understand 
the power behind sales techniques, before you skip forward to the 
exciting chapters on influential language patterns that can be used to 
bypass the interviewer’s conscious mind persuading them to offer 
you any job, you first need to understand how to sell yourself, as this 
is a critical part to all job interviews.  
 
Why do people buy certain goods over other products? What 
influences a persons’ unconscious mind, when all they originally 
wanted was a bottle of milk and 30 minutes later they walk out of the 
supermarket with a bottle of milk nestled amongst a trolley full of 
impulse purchases that they didn’t initially go in for?  
 
Imagine you understood sales psychology even on a basic level, what 
if you knew how to turn your skills and experiences into an 
irresistible product for the employer? You are probably already 
thinking of hundreds of ways you can use sale techniques in your 
next job interview, but first ask yourself is a job interview really just a 
sales pitch? 
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Rule No.1  
Blow Out The Competition With a Secret Sales Pitch 

 

 “I don’t want to have to sell myself; I want to be natural, if they 
don’t like me it’s there loss” DIRECT QUOTE from Thousands of 

Unemployed people. 
 
The fact is an interview is in essence a secret sales pitch, you can be 
yourself, you can be natural, but you have to sell your skills, qualities, 
qualifications and experiences.  
 
So many failed job hunters HAVE the skills and experiences required 
by the employer and in many cases the employer does miss out by 
not employing them. But during the interview if the interviewee 
undersells themselves, then the employer has no choice but to 
recruit the other less talented candidate.  
 
I have met thousands of people just like you who desire a job, who 
can’t pass interviews even though they are the best in their field – 
remember employers only know what you tell them about yourself 
during the interview. 
 
So let’s get started, to influence the interview you need to first have 
an end game, what are the 3 key points you want the employer to 
remember about you? What 3 pieces of information will secure you 
a guaranteed job offer? What do you have (skills, qualities, 
experiences, qualifications, etc) that the other job hunters don’t 
posses? What are your key selling points? What value will you add to 
their organisation?  
 
These could include your experience, your attributes, qualities or 
anything you think the employer would be extremely impressed with. 
 
Record them here, now: 
__________________________________________________ 
__________________________________________________ 
__________________________________________________ 
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Did you write down your selling points? 5 out 10 people who bought 
this book didn’t, as they continued to read on but I would add, the 
techniques in this book will help you win more job offers and this will 
increase with each of the exercises completed, so if you didn’t write 
anything down, go back and do it now. 
 
Throughout the interview you need to answer each interview 
question, referring to at least one of your unique selling points, 
showing the employer how you can add value to their organisation, 
forming the employers overall impression of you. By referring to your 
unique selling point in a variety of ways, you will be secretly selling 
your skills to the employer without them realising what you are 
doing. In marketing the rule of 7 states “a customer needs to see or 
hear about a product 7 times before they purchase it”  
 
So with your end game in mind and armed with a list of your most 
impressive selling points you can use the psychology of sales to sell 
your key selling points in 3 easy steps, using the techniques used by 
the masters in the field of sales..... 
 

Rule No.2 Three Steps to Annihilation 

 
“Here is a simple but powerful rule … always give people more than 

they expect to get” - Nelson Boswell 
 

The secret to winning job interviews is learning how to sell yourself, 
this often sounds harder than it really is,  as most people have never 
had to sell anything before (unless your applying for sales positions)  
Think back to a time when you purchased something, a holiday, a car 
or even a new coat. Take the holiday - How did you choose the 
destination, hotel and airline?  
 
To make your choice you had a list of criteria, one person going on 
holiday will look for a place with sun and sea, somewhere they can 
relax and chill out – it must have lots of bars and restaurants serving 
up delicious food.   
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A second holiday seeker will be looking for somewhere full of 
excitement, a place where you can go off the beaten track, a place 
full of activities; rock climbing, hiking and canoeing. They seek 
adventure not rest. 
 
Once a Holiday Sales Representative has gleaned this information 
they can match your criteria to the suitable holidays in their range 
and will be able to sell you the perfect holiday (they will also use 
some sneaky description/language tricks that you will learn in future 
chapters). This scenario is the same during job interviews; once you 
have gleaned this information from the employers you will be able to 
understand the employer’s criteria and match yourself to this and 
SELL yourself to them. 
 
Don’t think too much about interview questions and answers yet, we 
will come on to that later. First though write a list of criteria the 
employer requires. If you’re struggling use job adverts, job profiles, 
job specifications or do some research! The employer’s criteria often 
include qualifications, experience, skills and qualities.  
 
Record down your criteria here; remember if you don’t understand 
your customer’s criteria you can’t sell them anything.  
 

Example Job Criteria  
 

 5 years experience in X 

 Negotiation skills 

 Excellent communication 
skills 

 Able to quickly build rapport  

 MBA Qualification  

Job Criteria  

 
Step one: Now you know the employer’s criteria, you can answer 
each interview question using an answer that matches one of the 
employer’s criteria. Often interviewees will make the mistake of 
talking at length about irrelevant information which can quickly turn 
the employer off. Imagine you wanted to purchase a family car with a 
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big boot for the pram and shopping bags, etc but the Car Salesperson 
keeps talking about sports cars and how fast they can go, you would 
quickly be turned off, wouldn’t you?  
 
Step two: You need to sell and highlight your benefits; these can be 
the benefits or selling points you recorded at the start of this book. 
When answering interview questions don’t just give general 
information “I have 10 years experience in X...” explain how this will 
add benefit to their organisation, project and team “I have 10 years 
experience in X which mean’s A, B and C...” the successful Car 
Salesman will match the customers criteria to the benefits of the 
product – in this case the car. 
 
“This is a great family car, I have kids myself and I know how hard it 
is trying to fit all the daily essentials - bags, prams, shopping and 
children into a small car. One of the benefits of this model is the big 
boot size, you can fit in a pram and 5 shopping bags in this boot, it 
also has 2 free booster seats and specialised seat belts designed to 
keep children safe during the unlikely event of a car accident, this is 
new technology only available in this model, let me show you how 
it works...” 
 
Step three: A salesperson will summarise, reiterating the features 
that they observed received the most interest from the customer. As 
an interviewee you need to imbed a clear impression of your key 
benefits throughout the interview, at the end of your interview 
answer summarise the criteria you have sold them during each 
individual interview question: 
 
“To summarise I would say...” 
“You will agree having X skill/experience means I can...”  
“Overall I would say....” 
‘’You asked me about my ability to X and I have supplied you with a 
scenario when I effectively displayed this behaviour..’’ 
 
The three steps to annihilation (and how to sell anything)  
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1. Understand the customer’s criteria (in this case the 
customer is the employer) 

2. Highlight the benefits of the product (you are the product)  
3. Reinforce the benefits by summarising  

 
You need a threefold understanding of the employer’s essential 
criteria, an understanding of the psychology of job interviews and to 
understand how to use the interviewers hard wired programme of 
comparison to your advantage... 
 
 

Rule No.3 Stand Next to Stupid and Look Smart 
 

 “The better I get, the more I realize how much better I can get”  
- Martina Navratilova 

 
One thing you can guarantee during any interview is that the 
interviewer will quickly stereotype you and compare you to other 
interviewees; we have all heard that employers make an opinion 
about you in the first 5-10 minutes of the interview, this is true but 
the timeframe is closer to 5-10 seconds.  
 
On a basic level we stereotype people to assess in the first seconds of 
meeting them if they are a danger or not, this is a primeval instinct. 
As we have evolved our unconscious minds uses fashion (the clothes 
the person is wearing), posture and accent among many other things 
to quickly assess a new person to see what “grouping” they belong 
to.  
 
We all identify with certain groups and feel an association and affinity 
to some more than others, we are in each in possession of a “Social 
identity” - This could be based on our nationality, profession, age, 
hair colour, ethnicity, hobbies, sports team or values. It can be any 
characteristic, feature or trait that you feel associates you with a 
particular group of people, creating an “Us” and “Them.” 
 
If you can quickly identify a common trait with the employer to one 
of their particular groups, you will have the opportunity to forge an 
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instant bond. We see this all the time in the workplace, in a large 
office the formation of groups will occur often based on a common 
trait. Look at your workplace, how many groups have formed and for 
what reason?   
 
We quickly put the people we meet into groups; in some cases an 
interviewer can form an unfavourable opinion of the interviewee due 
to their perception of the candidate and the group to which the 
interviewer thinks they are allocated to. All is not lost at this point, 
when you have identified that this snap judgement has occurred you 
need to get to work breaking this stereotype early on by giving 
evidence that contradicts this belief. 
 
Now we will look at this in practice, an employer may stereotype 
teenagers, believing all teenagers are lazy with no ambition or drive. 
In order to break this limiting belief a teenager will employ tactics to 
break the interviewer’s stereotype – “In my last position I was 
quickly given a promotion, due to the extra responsibilities I 
undertook...” 
 
As well as stereotyping you the employer will automatically compare 
you to the other applicants. So, is this good or bad? – Well it all 
depends on the other interviewees.  
 
We all make comparisons often without realising it, when out 
shopping for a bottle of wine as a gift, which bottle of wine would 
you consider expensive?  
 

 
 
A bottle that cost:   £3.99  £5.99                  £7.99  
 

Research has proven that most people would consider the £7.99 
bottle of wine as expensive when compared to the other two bottles 
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of wine, with many people wanting to purchase the £5.99 bottle (the 
middle of the road price) believing that the £3.99 bottle will be 
cheap, nasty and taste bad.  
 
But what if there were 4 bottles of wine;  
 

 
 
 

   £3.99                 £5.99      £7.99  £9.99  
 

Which wine would you purchase as a gift for your loved one now? 
First, most people would no longer consider the £7.99 bottle as 
expensive even though the £7.99 bottle is still the same price as in 
the original scenario and surprisingly more people would purchase 
the £7.99 bottle once there is a forth more expensive bottle on offer.  
 
This is because we compare everything we see, this is one way our 
unconscious mind makes sense of the world. So next time you’re in a 
supermarket buy the product at the price you originally went in to 
spend, as supermarkets understand and invest a large sum of their 
profits in researching and implementing selling psychology and will 
place more expensive products next to middle price products to 
make you purchase the middle price rather than the cheaper one. 
 
Interviewers do the same with interviewees – they compare us, 
unlike supermarkets though this is often done unconsciously. If the 
other interviewees perform poorly and your performance is average 
then the interviewer will see you as a strong applicant. If you perform 
well and the other interviewees perform exceptionally well, the 
employer will see you as a poor candidate, through comparison.  
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This can seem obvious when you read it, but why do so many people 
fail to win over interviewers? To win interviews, you need to 
understand that your performance is just one aspect of the interview 
and how other applicants perform is equally important. Many 
applicants knowing they have the required experience and skills don’t 
always try as hard during the job interview believing their experience 
will see them through but this lack of effort can be their downfall as 
the employer recruits a less experienced but more enthusiastic 
employee.  
 
A final thought on comparison is that the interviewer won’t 
remember everything that was said and the way you acted 
throughout the interview, as we all delete, generalise and distort the 
world we live in, which means you will be compared to an edited 
version of the other interviewees - but more on that later. 
 
Understanding psychological aspects of the job interview including 
comparison is important, but to influence the interviewer you first 
need to understand what your customer requires from you, the 
product..... 
 

 

Rule No.4 Get Inside The Interviewer’s Head 
 

 “Confidence and enthusiasm are the greatest sales producers in 
any kind of economy” - O. B. Smith 

 
A Salesperson will tell you, if you understand your customer you can 
sell anything to them. They will also tell you the importance of 
observing the golden rule that the customer is always right. We all 
know that the reality is that customers are often wrong,  but there is 
no better way of losing out on a job position than when a difference 
of opinion during an interview turns into a disagreement, so what 
this means is that you sometimes have to let things go. Although, if 
you are finding it difficult at the interview stage to get along with 
your prospective  employer then perhaps they are not the employer 
for you! 
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To understand your customer (the interviewer) you have to 
understand what they are thinking or how they perceive their world. 
To understand how we all perceive the world differently, complete 
this quick exercise;  
 

 Think of a mini car and write down what you see in your 
mind’s eye, recording all the details; the colour, the 
condition, the environment, whether the car is parked or 
moving?  

 Now ask 3 willing candidates to complete the same activity – 
to  think of a mini car and write down what they see, just as 
you did, recording all the details; the colour, the condition, 
the environment, whether the car is parked or moving?  

 
I can guarantee that all of your friends will have a different 
description of a mini even though all were given the exact same 
instructions. 
 
We all have our own map of the world (we all see things differently) 
due to our personal filters (filters: your beliefs, your values, how you 
take in information through your senses; sight, audio, taste, smell 
and feelings and your current state) people using these filters, will 
generalise, distort and delete information to make sense of their 
world. 
 
Your brain has to process thousands of pieces of information a 
second and this is why your brain will generalise, delete and distort 
information. Imagine trying to cross a busy road and your brain starts 
concentrate on the sound of a passersby’s mobile ringtone, rather 
than deleting this sound to concentrate on crossing the road. Your 
hands have a weight, but you delete the feeling of the weight in your 
arms until you choose to think about this and it enters your conscious 
mind.  
 
To make sense of the world we often distort information due to our 
past experience, you may have come across this in the past when you 
have been walking down the street and you recognise an old friend 
only to find when you get closer to the person it’s not the old friend 
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you thought it was. Magicians use distortion for tricks, they may 
show you a playing card from a pack, the King of Hearts but the card 
suit colour will be Black rather than Red – this will distort the 
information you have received, enabling the magician to trick you to 
think you have seen the King of Spades instead of the King of Hearts. 
 
To make quick decisions our mind will generalise information based 
on our previous experiences. We all generalise, just think of all the 
times you may have heard people saying positive and negative 
stereotypes in everyday conversation: 
 

“Women are bad drivers”   “Blondes are dizzy”   
“Men can’t cook” 

“Women are better multi-taskers”    
“All students are intelligent” 

“Italians are the best cooks”       
“Male hairdressers are gay” 

 
We generalise every day, we have learnt that doors open one way at 
a young age, so we generalise that all doors open that way, which 
helps us speed up decisions rather than having to spend conscious 
time thinking about how to open each particular door that we are 
faced with.  
 
The aim of the interview apart from receiving a job offer is to 
communicate your point to the interviewer, but interviewers will 
often interview all day and will delete, generalise and distort what 
you say, they will even remember the interview differently to how it 
really happened with some interviewers believing someone else’s 
answers were yours and vice versa. 
  
Due to this unconscious trick of the mind, you need to repeat your 
key selling point which is the main reason why you have to 
summarise your interview answers. To make the interviewer not only 
remember you and your answers (and key selling points) you need to 
make your answer relevant to them using their language which you 
will learn how do later in the book.  
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Never presume the employer will think the way you do, as you have 
seen in the Mini-exercise people create different images in their mind 
from the same question. Ensure you build a positive image of 
yourself by describing a detailed picture of you throughout the 
interview, it is like reading a character in a book “A tall attractive 
women walked through the office” you have now created an image 
in your mind, is the women blonde or brunette? Is she wearing a 
dress or a business suit? The author throughout the initial chapters 
will add detail to the character “Her beauty was natural, her manner 
unpolished and unrefined but when she looked at you it felt like she 
was staring onto your soul..”  
 
Has this altered the picture in your mind’s eye? Don’t leave your 
answer open to interpretation allowing the interviewer to generalise, 
delete or distort your interview answers unless their interpretation 
creates a distorted version of you that actually paints you in a more 
positive light, in which case leave well alone!  
 
As you use the techniques you are learning in this book, during your 
job interview the interviewer will be in constant rapport with you and 
will start to generalise and distort your answers in a positive way, 
deleting any negative information, as the interviewer will search your 
answers to focus on your positives.  
 
But be aware if your interview is not going well, as the interviewer 
will then unconsciously search and focus on your negatives. Your 
mind is a powerful tool but can only concentrate consciously on a 
number of tasks at one time by focusing on what you tell your mind 
to focus on. You may have come across this when you can’t find your 
car keys; you keep telling your mind “I can’t find my car keys.” Your 
mind than concentrates on not finding your car keys so you can’t see 
the car keys even when there on a table in front of your eyes, until 
someone comes in and points them out to you.  
 
The trick to winning all your job interviews is to focus the 
interviewer’s mind on your strengths, skills and key qualities, relevant 
to the position you are applying for. This is achieved through rapport, 
confidence and influencing techniques. You need to come across as a 
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positive investment, a valuable commodity and you need the 
interviewer to see Value in you.... 
 

 
Rule No.5 Become a Valuable Asset 

 
 “If you are not taking care of your customer, your competitor will” -

Bob Hooey 
 

Think back to when we discussed the price of a bottle of wine, out of 
the 4 bottles of wine which one do you think will taste the best? 
£3.99, £5.99, £7.99 or £9.99 bottle of wine?  
 
Obviously most people would say the £9.99 bottle, because we all 
relate cost with quality. You see this all the time, imagine you wanted 
to treat yourself to a special holiday for a special anniversary and 
money wasn’t a problem, which holiday would you pick?  
 

 Holiday one costing £999.99 for one week  

 Holiday two costing £599.99 for one week 
 
Because you’re looking for a special holiday, most people will book 
the more expensive one as expense = quality even though we don’t 
have any of the basic holiday information, including the destination.  
 
To get the interviewer to see you as a quality investment you need to 
highlight your value. So how much are you worth in monetary terms? 
 
£_______________________________ 
 
You need to believe that you are worth employing; you need to show 
your value and your worth, as an interviewer will pick this up 
unconsciously which is why we added the chapters on confidence 
building. If you could give yourself a value in monetary terms what 
would it be? I hope your answer was in the six figure region, if not re-
look at yourself, look at your skills, qualities and everything you can 
bring to an organisation – write these down and ask yourself again 
“How much am I worth?”  
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Record – What you can bring to an organisation?  

  

  

  

  

  

  

  

  

 
Once you believe your worth, this belief will transfer itself to 
interviewers who will pick this up during the job interview, because if 
you act confident they will believe that you are confident. A con artist 
is able to successfully con people as they act and seemingly believe 
that what they are doing/acting/selling is legitimate, legal, honest 
and beneficial to the person they are conning.  
 
Throughout the interview you will be selling your skills, qualities and 
strengths, with each selling point the employer will see the value in 
you.  
 
As an example, by discussing your long list of dedicated clients 
throughout the interview to the interviewer, will lead them to infer 
that you may have a caseload of clients or business contacts that you 
will bring to a new organisation, the employer will see this as a great 
opportunity to increase their profit. Possessing a skill is seen as 
valuable, imagine your skills and experiences are in turning around 
underperforming teams, making companies of the brink of closure 
profitable – you are indispensable - no employer in this situation 
could afford to turn you down – you are a valuable commodity.  
 
Value can put employers off, when applying for a job that is seen 
below your academic or experience level. The employers may feel 
you have applied for this role as a “stop-gap” until you find a better 
paid position. In this case think about how supermarket use sale 
psychology: “Was £19.99 Now Only £7.99 – limited time only” we all 
love a bargain, which means you can present yourself as a real 
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bargain to the employer, if you are challenged on this particular point 
you should tell them; 
 
“I agree I could get a higher paid salary with my qualifications and 
experiences, but my passion is X (company benefit such as “helping 
vulnerable people” “working in a job sector that does X”) which 
means I can bring my skills and experiences to this organisation, as 
this is the job role that I intend to turn into a successful career”  
 
One final thought on value, when negotiating your wage after a job 
offer, you need to first set the value high by you first setting the 
initial offer, the employer will then come in under what you stated, 
but due to you setting the mark high (this has to be realistic) you will 
often receive a higher salary compared to when the employer sets 
the first initial offer, which is often low.  
 
This is because we use the initial offer as a baseline and then the 
employer and employee negotiate from this first offer, all the 
following negotiations or salary offers are compared to the original 
offer as we naturally compare everything.   
 
In this example the employer’s original offer is £25,000, your counter 
offer is £35,000, the final offer will be around £30,000. 
 
If you set the initial offer for the same position at £42,000, the 
employer’s first offer will be around £30,000 which means the final 
offer will be around £35,000.  
 
Now obviously these figures and offers will vary depending on your 
experiences, negotiation skills and the employer’s business acumen, 
but the point is by setting the initial offer high, highlighting your 
value, you will be offered a higher wage while leaving the employer 
believing that their shrewdness has secured them a good deal (you 
asked for £42,000 and accepted £35,000 - £5,000 more than you 
would have accepted if the employer set the bar low with his initial 
offer).  
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As you have stated your perceived value in monetary terms with your 
initial offer, the employer is forced to offer you a higher salary as 
they can’t offer a salary that is dramatically lower unless they believe 
that you are not worth the money or if the company has set a non-
negotiable salary limit for your position. 
 
Once you can see the value you are worth, the tide of powers will 
change, use this new power to influence, manipulate and to get your 
own way... 
 
 

Rule No.6 Alien Manipulation 
 

“For every sale you miss because you’re too enthusiastic, you will 
miss a hundred because you’re not enthusiastic enough” -Zig Ziglar 

 
Let’s forget about job interviews for a second and imagine you 
currently work for the LS Chocs Bar Company as a chocolate bar sales 
person. And on this day the earth in invaded by an amicable variety 
of aliens. After the initial shock humans realise that the aliens have 
only landed at earth to refuel and they are willing to exchange gold 
bullion for food. Hearing this, your manger sees for the opportunity 
to increase sales, hoping to monopolise the alien chocolate bar 
market. You are sent to sell the aliens a million LS Chocs bars.  
 
While at the negotiations, preparing to make the sale of a lifetime 
what would you say to sell the aliens a million LS Chocs bars?    What 
benefits would you discuss? What words would you use? 
 
Record everything you would say here: 

 

 

 

 

LS Chocs Bar 
Selling Points 
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Look back at your mind map, hopefully as you understand the 

importance of selling on a more conscious level, you would have 

record a large list of selling points. Previous clients have used:  

 

 Full of energy 

 They come in different sizes 

 A pocket sized treat 

 Nut free for those with allergies  

 Full of sugar for instant energy  

 They taste really nice 
 

As you can see from your list and the list from my previous clients, all 
the selling points are positive. There are no negative comments 
about the chocolate bar rotting your teeth, making you put on weight 
or causing an onset of acne, as this wouldn’t help you help you SELL 
the product. 
 
It is the same in job interviews; you need to state your positives and 
ignore the negatives. During job interviews nerves can easily take 
hold of you, often nervous people waffle to fill silence rather than 
savouring these opportunities to regroup your thoughts and within 
these waffles we will often spill out negative information. 
 
“I’m a really good time keeper....100% of the time...unless I have to 
get the bus if my husband has the car but we all know how public 
transport can be unreliable, probably about as unreliable as my 
alarm that didn’t go off today... but ...I was really lucky as I rushed 
to make it just on time, it’s great to be here...” 
 
The more you do something the better you become at it; a baby 
starts by making undistinguishable sounds, very quickly these turn 
into words. You need to be fully aware of your selling points, the 
more you think about your skills, qualities and strengths the more 
easily you will be able to discuss them during the interview, which 
means you will want to record a list of your skills, strengths, qualities 
and career successes here. Examples are provided to get you started 
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– although by now you should be forthcoming with your key selling 
points! 
 

Skills 

 Typing Speed 40 WPM 

  

  

  
 

Qualities 

 Ability to mediate and empathise with all people 

  

  

  
Strengths 

 Familiarity and interest with worldwide markets – 
experience on international scale 

  

  

  
Career Successes 

 Headhunted and subsequently employed by Publicity 
department within current organisation to interview for 
new role 

  

  

  

 
The key to winning more job offers is knowing your key selling points, 
what you can offer the employer (your value from the employer’s 
perspective) but what really makes you stand out from the interview 
crowd is passion, by knowing what YOU value in your career will 
allow you to find your passion and passionate workers make the best 
employees and all employers know this, so what do you really 
value?.... 
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Rule No.7 Discovering the Power of Values 
 

 “It is not your customer’s job to remember you. It is your obligation 
and responsibility to make sure they don’t have the chance to 

forget you” - Patricia Fripp 
 

What do you value in a career? What is important to you in a job or 
company? Your values tell you what is right or wrong and how to act, 
your values make a big difference to you enjoying your career or have 
that Sunday evening feeling of dread swiftly followed by the Monday 
morning blues.  
 
Values 
 
What is important to you in your career? Write down your answers 
below: 
 

Example Values Your Values 

Money 
Career progression 

Working with others 
Seeing the end result to my work 

Working close to home 
Having targets 

Feedback 
Personal development 

Flexibility 
Reliability 

Ongoing support 
Variation 

 

 

 

 

 

 
Now you have a list of your career values; you need to reorder them 
according to importance, which of your values is more important to 
you? If you had a choice would you take a job that had value A or 
value B? 
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Your Values in Order of Importance  

1.  
2.  
3.  
4.  
5.  
6.  
7.  
8.  
9.  
10.  

 
Once you know your career values and the values you most require, 
ask your self could I have a job that didn't have Value X? – Pose this 
question for all the values on your list. 
 
People who accept a job offer with a company who don’t have the 
same values will soon become bored, agitated or stressed, which will 
lead to them quitting their job or becoming depressed and falling ill. 
If you have not reflected on and identified your values then you may 
fall into the trap of applying for similar unsuitable roles in which you 
quickly become bored, creating a cycle of negative career choices.  
 
Take your top 3 values and ask “Why is it important to me to have X 
value?” as an example; Variation – because I get bored quickly and 
when I am bored I tend to feel low and have time off work, which 
often leads to me being sacked. This will help you understand your 
values in more detail and is an insight to what motivates you - Pain or 
Pleasure? But more on motivational traits later.  
 
Once you know what you truly value in a career, you can match your 
values to that of the position you are applying for and I would add, 
once you find your values in the position you are applying for you will 
quickly become more excited about the position and this excitement 
will shine through during the interview which will lead to leaving a 
lasting positive impression. Often enthusiastic, passionate and 
motivated interviewees gain job offers over experienced but boring 

http://www.employmentking.co.uk/nlp/motivating-your-team-%e2%80%93-towards-and-away-from-motivation/
http://www.employmentking.co.uk/nlp/motivating-your-team-%e2%80%93-towards-and-away-from-motivation/
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interviewees – candidates might give the same answers but they are 
not always heard the same by the bored interviewer.  
 
Your values drive who you are, for a successful career pick a role and 
a company that have the same values that you require to thrive - 
what you believe is important to you. By knowing your values you 
can now find your hidden passion.... 
 
 

Rule No.8 Make Your Interview Passionate 
 

 “You are surrounded by simple, obvious solutions that can 
dramatically increase your income, power, influence and success. 

The problem is, you just don't see them” 
 - Jay Abraham 

 
One thing that will really get you noticed and remembered during a 
job interview is your passion. When coaching clients meet me for a 
session, they react positively to my passion for helping people, which 
means they know that they will get a good service. My clients are 
right of course, as I put my all into helping other people become 
successful. This passion motivates me to constantly update my 
knowledge and improve my skills, I constantly read coaching/self 
improvement books, research new techniques, and attend training 
sessions and seminars, which all contribute to the delivery of a 
professional and motivating coaching session.  
 
It is the same with any passionate person, not just in a career sense 
but also in sports, hobbies and volunteering, if you’re passionate you 
will live and breathe your passion and when people meet you, your 
passion will be conveyed as it rubs off on others and they to become 
quickly excited as they get caught up in the moment often through 
your tonality and expressions.  
 
If you apply for a career that you are passionate about, a career you 
want to succeed in, you will automatically impress the interviewer as 
your passion has to shine through. 
 

http://www.woopidoo.com/business_quotes/authors/jay-abraham/index.htm
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Customers will buy into almost any product that a sales assistant has 
to sell as long as it is sold with passion. Selling passionately works for 
all products from holidays to mobile phones, as long as the product’s 
criterion closely or completely matches that of the customer’s 
criteria. As the customer gets caught up in your passion, they will 
start to view you the product through excited eyes and when you feel 
excited about a product you want it.  
 
One way to find your career passion is to match your personality to 
career ideas, you can visit the Employment King website for a free 
personality/career matching test today, or ask yourself what career 
would I do for free or what job would I pay to do?  
 
As well as having passion you also need to be an expert in your career 
– this is such a powerful combination (passion and expertise) which 
will guarantee you more job offers, so here’s how to become an 
industry expert.... 
 

Sales – The Dark Side of Psychology 

 

1. Sell yourself throughout the interview 

2. Understand the employer’s criteria, highlight your benefits and 

reinforce your benefits through the use summary 

3. Be aware that an employer will compare you to other candidates – 

ensure that you are not complacent and plan, prepare and deliver 

with passion – even if you think that the job is a done deal already. 

4. Remember we all view the world differently; ensure the image you 

portray to the employer is positive  

5. Highlight the value you will bring to the organisation 

6. Only discuss your strengths throughout the interview   

7. Be passionate about your career  

 

 


