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Acing the Interview Isn’t Easy 


• Nearly one-third of CFOs surveyed believe job 


applicants make more mistakes at this stage of the 


hiring process. 
 


• How candidates behave during the interview is 


often seen as an indicator of how they will perform. 


 







PHASE ONE: 


Preparation and Practice 


• What is the hiring manager looking for? 


• Preparing for the interview 


• Doing your homework 


• Most common interview questions 







What is the Hiring Manager  


Looking For? 


• Ability to perform the job 


• “Fit” 


• Motivation and enthusiasm 


• Knowledge of the company 


– Little or no knowledge of the firm is the most common 


mistake during interviews 







Preparing for the Interview 


• Define and clarify objectives 


• Consider values, skills and interests 


• Hone basic interviewing techniques 


– Active listening 


– Answering clearly and concisely 


– Positive body language 







Active Listening 


• Focus carefully on what the person is saying 


• Maintain eye contact 


• Let the interviewer know that you’re listening 







Responding to Questions 


• Talk about accomplishments 


• Don’t rush 


• Keep answers simple and focused 


• Don’t wing it 


• Use examples to back up answers 







What Message Are You Sending? 


• The importance of body language 


• Correct distracting habits 


 







Doing Your Homework 


• Company resources 


– Brochures, annual reports 


• Online resources 


– Company website, trade journals, news reports 


• Facts you should know 


– Company history and recent developments 


– Key products/services and chief competitors 


– Financial history/current outlook 


– Executives and Board members 


 







Most Common Interview 


Questions 


• Types of questions:  open, closed and leading 
 


• Most common interview questions to practice 
 


– “Describe your current (previous) position.” 


– “What was the most challenging assignment you ever 


had?” 


– “Where do you see yourself in five years?” 


– “How will you contribute to our company’s success?” 







PHASE TWO: Presentation Skills 


• Look and feel your best 
 


• Keep the jitters under control by being organized  


and prepared 







Look and Feel Your Best 


• The importance of a professional appearance 


• “Appropriate dress” 


• The safest decisions 


• Choices to avoid 







Beating the Interview Jitters 


• Be prepared 


• Get organized 


• Give yourself plenty of time 







PHASE THREE:Interview Strategies 


• Making a good first impression 


• Avoiding interview blunders 


• Asking questions 


• Ending the interview on a positive note 







Making a Good First Impression 


• Arrive on time 
 


• Be pleasant to everyone 
 


• Relax and review your notes or read  


company literature 
 


• Let the interviewer take the initiative 







Avoiding Interview Blunders 


• Tardiness 


• Falling asleep 


• Excessive candor 


• Wanting the job for the wrong reasons 


 


 


 







Asking Questions 


• Inappropriate questions are as bad as 


inappropriate answers 
 


• Avoid asking about benefits, salary, etc. during the 


first  interview 
 


• Ask about the company and the position 







Ending the Interview 


• Conclude the meeting on a positive, upbeat note 


• Show enthusiasm if you’re interested in the job 


• Avoid game-playing tactics 







PHASE FOUR: Evaluation and Follow-up 


• Judging how well you did 


• Writing the follow-up letter 


• Waiting for the phone to ring 


• Learning from the experience 







Writing a Thank-You Letter 


• Express gratitude 


• Show interest in the position 


• Stress your abilities and your “fit” 


• End on a positive note 







Waiting for the Phone to Ring 


• To call or not to call? 


• Be professional, positive and pleasant 







Learning from the Experience 


• Important questions to ask yourself 


• What did you learn? 


• How can the next interview be even better? 







Secrets for Successful 


Interviewing 


• Prepare and practice 


• Look and feel your best 


• Master effective interviewing techniques 


• Handle yourself well post-interview 


• Learn from the experience 
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• Daily Activity
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• Refining Your Personal Skills
• Mapping to the Right Company Culture
• The Hiring Process: Resumes, Interviews, etc. 







Welcome!


Michael Swiszcz, Senior Manager, Recruitment and 
Business Development


Michael Swiszcz joined VincentBenjamin in 2010 specializing in the direct and 
contract placement of accounting and financial professionals.


Michael brings with him deep knowledge of the profession and a vast resource 
network, with more than ten years of accounting and financial staffing experience, 
as well as active affiliations with several professional organizations. Michael 
currently serves as the President and Co-Founder of the Phoenix CEO-CFO 
Group, a networking group for C-Level executives. He also serves on the Board of 
Directors for the AZ Valley of the Sun Chapter of the Institute of Management 
Accountants, and is actively involved with the CFO Alliance, Urban Land Institute, 
Construction Financial Management Association, Financial Executives International 
Arizona Chapter and the Association for Corporate Growth-Arizona Chapter.


Prior to joining VincentBenjamin, Michael served as Director of Business 
Development for RSM McGladrey’s Desert Southwest practice, where he was 
responsible for its strategic growth initiatives. Before RSM McGladrey, Michael 
worked in various other recruiting roles where he was responsible for sales, staffing 
and client satisfaction. 


Michael holds a Bachelor’s degree in Finance from Bentley University.







Recruiting Challenges & Opportunities


• The Current Job Market
• Opportunities


– Great candidates market – Skilled/certified professionals are 
leading the way.  


– Companies adding bench strength as we come out of the Great Recession
• Leadership
• Skill Sets
• Culture Fit
• Goal Alignment


• Challenges 
– “You Snooze, You Lose”


• Networking your way into your next role.
• New role of a job seeker is a full time Sales Role


– “Behind the times”
• If you are not using the latest tools, you will be left out.
• Centers of Influence (COI) are your best resource







Recruiting Recommendations


• The Changing Face of Career Search


– 2011 – Job Search is a Full Time Sales Job
• Daily effort in the job search
• What activities are closest to the $$
• Tools at your finger tips


– Review the job boards for “current” opportunities
• Indeed.com
• CareerBuilder.com
• Monster.com
• Jobing.com
• Ladders.com







The Importance of Networking


• How Workers Found Their Latest Jobs:


– Networking/word of mouth - 61%
– Newspaper Ad - 16%
– Walk in/applied in person - 9%
– Newspaper web site - 5%
– Internet job site - 4%
– Employment agency/recruiter - 2%
– Through School - 1%


• Source : The Bernard Haldane Associates Internet Job Report 
conducted by Taylor Nelson Sofres Intersearch of 703 respondents.







The Importance of Networking


• Daily Activity
– “If you fail to plan, plan to fail”


• What is your daily activity plan?
Calls, Meetings, Research


• What is best the mix of activity?


• How Big Is YOUR Network?
– Online – LinkedIn, Social Media
– Centers of Influence – COI’s







The Importance of Networking


• Daily Activity – 6-8 hours a day
– Calls – Outbound Calls


• How many are you making?


Typical Sales person makes 20-50 calls a day


How many are you making?
– Meetings – In Person


• Networking Meetings


1-3 a week
• COI Meetings


2-5 a week
– Research


• Online, LinkedIn







The Importance of Networking


• How BIG is your Network?
• Centers of Influence


– Bankers
– Attorneys
– CPA Firms
– Insurance Providers
– Staffing experts
– Educators
– Prior Co-Workers
– Other ideas? 







The Importance of Networking


• How BIG is your Network?
• LinkedIn


– Are you using it?
– How can it benefit you in your search?
– Your Profile


• Keywords
• Your Beliefs (MVV)
• Goals


– Your Connections
• Prior Co-Workers


– Other ideas? 







The Importance of Networking


• Professional Networking Groups:


– Phoenix CEO-CFO Group – www.phoenixceocfo.com
– Association of Corporate Growth (ACG-Arizona Chapter)–


www.acg.org/arizona
– Enterprise Network – www.en.org
– Arizona International Growth Group – www.azigg.org
– ASWA Local – American Society of Women Accountants - Mesa-


East Valley Chapter – www.aswa-mev.org
– Financial Executives International – Arizona Chapter (FEI) -


www.feiaz.org
– Arizona Business Leadership (ABL) – www.azbl.org
– Turnaround Management Association (TMA) -


www.arizona.turnaround.org







The Importance of Networking


Resources for Networking Meetings


Networking Phoenix - www.networkingphoenix.com
Phoenix Business Journal – www.bizjournals.com/phoenix


Others?  







Mapping To The Right Company Culture


• What’s Important To You?
– Mission, Vision, Values?
– Leadership?
– Benefits?


• Develop a Career Profile
– Clearly Define the Type of Role you are looking for
– Clearly Define the Responsibilities you are looking for


• What Else is Important To You?







Refining Your Personal Skills


• How are your INTERPERSONAL SKILLS?
– It is not always about skill sets, its about fit


• References 
– With supervisors, peers, subordinates


• What will they say about you?


– Did you know that your references could be a great COI for 
you?  


• 360 view on references
• Where are they working?  







The Hiring Process


• The Hiring Process
– Interviewing Skills


• First impressions
• Good questions
• Prepared answers
• What you have accomplished, not just your responsibilites


• Resources – www.VincentBenjamin.com
Great examples of Questions to Ask







The Hiring Process


• The Hiring Process
– Resumes


• Planning
• Writing
• Layout
• Resume Examples – www.VincentBenjamin.com


– How many resumes should you have?
• Tailoring your resume to the specific role


– Professional Profile for COI’s
• Highlights of what to think of you for







Questions, Answers, and Open Discussion


Contact Information:


Michael Swiszcz
Senior Manager, Recruitment & Business 
Development at VincentBenjamin, Inc. 


President & Co-Founder of the Phoenix CEO-CFO 
Group 


Office (602) 606-7447
Cell (602) 758-8103
mswiszcz@vincentbenjamin.com


LinkedIn: http://www.linkedin.com/in/swiszcz






Dana Gagnon is an accomplished professional with over 15 years corporate, entrepreneurial and management experience. Dana has worked for such large and prestigious companies as News Corp, Disney Corp, Miramax Films, Major League Soccer, and Ajilon/Parker & Lynch Consulting.

Dana began his career working for a fledgling news outlet under the News Corp umbrella, Fox News Channel. He became a key member of the finance and accounting team that stewarded the organization from simple beginnings to being a dominant business success in the cable news industry. He then moved to Miramax Films, a wholly owned Disney Corp subsidiary. At Miramax, he became intimately familiar with the business models for most media platforms. While at Miramax he was recruited for and accepted the Manager of Finance position at Major League Soccer. Among his accomplishments during his time at Major League Soccer, he served as Associate Producer/Finance Manager on the 2006 World Cup US English language broadcasts for which he was nominated for a Sports Emmy.

Dana’s entrepreneurial experience includes undertaking numerous ventures including creating a small film development and production company at the age of 19 with proceeds from investing in the stock market. In 2007, he also founded PHX Soccer Development to manage the effort to bring a Major League Soccer team to his home town, Phoenix, Az.. Additionally, he has provided business advisory services to business and business owners in diverse industries including retail jewelry, sports entertainment, new media, and traditional media. Sports entertainment and media clients have included sporting event marketing and management, newspaper publishers, magazine publishers, book publishing and distribution, websites and media technology companies.

Dana is currently a Senior Manager for Parker and Lynch Consulting (fka Ajilon Solutions), one of the largest finance and accounting consulting firms in the world. He studied in New York City and received his undergraduate degree from Marymount Manhattan College in Business Management and Communications. He currently resides in the Ahwatukee area of Phoenix, Az.



Introduction



The New World of Accounting

· The Truth: There are less “accounting” jobs than there used to be

· Understanding the temporary effects of a down economy

· Understanding the systemic long term changes, i.e. the new world of Accounting

· The Changing Profile of Accounting

· Skill sets: Functional and Technical

· The New Emphasis on Communication Skills

· The Good News

· Identifying new positions that utilize accounting skills and knowledge

· The 2 decades of prosperity ahead

· Companies are hiring now



Interview Tips

· Have a good story

· What are you doing now to better prepare yourself for your next job; Do something, anything

· Your career is a story

· [bookmark: _GoBack]Keep it positive 

· Talk about your experience in reference to what  you can do for your potential employer

· Research enough to have a general understanding of the company’s operations and therefore their potential finance and accounting structure/challenges

· From your research, you should be able to draw some basic conclusions about how their company runs and you should also be able to develop probing questions to further your understanding

· The 2 best indications of a successful interview

· You got the interviewer to laugh

· You got the interviewer to do at least half the talking

· With that said, make sure you properly answered the questions put forth by the interviewer

· Tangents are ok when pertinent, but always remember to come back around


Josh Guinn Biography



Josh graduated from ASU with a major in Communication/Mass Communication.  He has been with Robert half International for over a year now currently as Staffing Manager with their temporary division Accountemps. Previous to RHI I was at Enterprise rent-a-car for three years right after college and promoted three times to branch manager.




Michael Swiszcz -  Senior Manager, Recruitment and Business Development

VincentBenjamin - Phoenix  

(602) 606-7447 - mswiszcz@vincentbenjamin.com

LinkedIn Profile: http://www.linkedin.com/in/swiszcz 

 

Michael Swiszcz joined VincentBenjamin in 2010 as a Senior Manager specializing in the direct and contract placement of accounting and financial professionals. Michael brings with him deep knowledge of the profession and a vast resource network, with more than ten years of accounting and financial staffing experience, as well as active affiliations with several professional organizations. Michael currently serves as the President and Co-Founder of the Phoenix CEO-CFO Group, a networking group for C-Level executives. He also serves on the Board of Directors and is a Past President for the AZ Valley of the Sun Chapter of the Institute of Management Accountants, and is actively involved with the CFO Alliance, Urban Land Institute, Construction Financial Management Association, Financial Executives International Arizona Chapter and the Association for Corporate Growth-Arizona Chapter.  

 

Prior to joining VincentBenjamin, Michael served as Director of Business Development for RSM McGladrey’s Desert Southwest practice, where he was responsible for its strategic growth initiatives. Before RSM McGladrey, Michael was a highly successful business development and staffing leader for two of the world’s largest recruiting firms.

 

Outside of work, you can find Michael engaged in a competitive round of golf, a game of poker or spending time with his wife Kimberlee and their friends. Michael holds a Bachelor’s degree in Finance from Bentley University.

 

 

During the IMA Roundtable, Michael will discuss:

 

2011 – "Job Search is a Full Time Sales Job"

                - Daily effort in the job search

                - What activities are closest to the $$

                - Tools at your finger tips

           - “You Snooze, You Lose”

                - Networking your way into your next role.

                - New role of a job seeker is a full time Sales Role

           - “Behind the times”

                - If you are not using the latest tools, you will be left out.

                - Centers of Influence (COI) are your best resource



