TRX SEARCH CANDIDATE RESOURCE | INTERVIEW PREPARATION

The Interview Preparation Guide

Prepare your examples. Communicate your value. Have a better
conversation.

The purpose of this guide

Preparation should make you clearer - not more scripted. This guide is designed to help you
research the opportunity, prepare evidence from your experience, communicate with discipline and
evaluate the role with the same care the company is evaluating you.

A practical guide for candidates who want to prepare without sounding rehearsed.

1. Remove avoidable distractions before the interview
2. Research the business with purpose
3. Build an evidence bank - not a script

4. Answer with ownership, decisions, results and learning
5. Translate your experience to the role in front of you
6. Communicate with clarity and manage nerves
7. Ask questions that help you evaluate the opportunity
8. Reflect, practice and improve
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01 | START WITH THE FORMAT

Remove the avoidable distractions before the interview

begins.

The fundamentals differ by format, but the objective is the same: make it easy for the interviewer to

focus on you and the substance of the conversation.

VIDEO | Make the technology disappear.

Put the camera at eye level, light yourself from the
front, test your microphone and connection, and
know the platform before the meeting begins. Look
toward the camera when speaking and use natural
body language.

IN PERSON | Read the organization.

Dress for the company and the level of the role - not
automatically for maximum formality. Follow the
guidance you were given. Bring clean copies of your
resume if appropriate.

PHONE | Your voice carries the conversation.

Use clear audio, listen closely and keep brief notes
nearby. Standing or using natural gestures can help
your energy and vocal delivery even when the
interviewer cannot see you.

EVERY FORMAT | Be ready before the clock
starts.

Know who you are meeting, understand the
approximate interview length, have the role
description and your notes accessible, silence
distractions and give yourself a few minutes of
margin.

A few details matter more than candidates realize

e Engage professionally with everyone you encounter; candidate experience begins before the formal

interview starts.

e Keep water nearby, but avoid creating a setup that requires you to manage multiple screens,

windows or devices.

e If something technical goes wrong, address it simply and move on. Recovery is part of the

impression too.

e If TRX Search has given you specific guidance for the company or interviewer, use it. Context

matters more than a universal rule.

TRX perspective

The best setup is the one the interviewer stops noticing. Remove friction so the conversation can
become about your experience, judgment and fit with the work.
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02 | RESEARCH WITH PURPOSE

Know enough about the business to have a point of view.

Research is not interview trivia. It helps you understand what the company cares about, tailor your
responses and ask questions that reveal whether the opportunity actually makes sense for you.

BUILD THE BUSINESS CONTEXT GO DEEPER WHERE IT MATTERS

Review the company website, leadership, products, For public companies, review earnings materials and

markets, recent news and public messaging. leadership commentary. For technical or

Understand the industry, major competitors, manufacturing businesses, look at product literature,

customer types, market pressures and the issues technical papers, patents or innovation activity when

likely to affect the role. relevant. Use credible trade publications for outside
context.

Turn research into better interview preparation

e Strategic priorities: What is the company trying to grow, fix, integrate, launch, improve or protect?

¢ Role connection: Why might this position matter to those priorities? What business problem could
the person in the role help solve?

¢ Leadership context: Who are you meeting? What do their backgrounds suggest they may care
about or ask about?

e Questions: What did your research make you genuinely curious about? Those questions are usually
stronger than generic ones.

Use research to think - not to perform research at the interviewer.

Reference what you learned when it is relevant. Ask how a strategic priority affects the role. Connect
an industry trend to the work. The strongest signal is not the number of facts you can recite; it is the
quality of the conversation your preparation allows you to have.
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03 | PREPARE YOUR EXAMPLES

Build an evidence bank before you need it.

Behavioral and experience-based questions ask you to demonstrate how you have handled real
situations. Preparation makes it easier to choose the right example quickly instead of searching your
memory while the interviewer waits.

Start with familiar frameworks

STAR PAR

Situation - establish the context. Task - define the Problem - define the issue. Action - explain how you
challenge or responsibility. Action - be specific about approached it. Result - show what changed because of
what you did. Result - close with the outcome, impact your work.

or lesson.

Then pressure-test the story the way an interviewer will

CONTEXT OWNERSHIP DECISIONS RESULT LEARNING

What was happening? What was specifically What choices did you What changed? Quantify = What did the experience
Give just enough yours? Separate your make? What trade-offs, scale, impact, teach you? What would

background to make the = work from the team or constraints or resistance = improvement or you repeat, change or
situation company result. did you navigate? outcome where it adds investigate earlier?
understandable. meaning.

Strong interviewers often keep probing after the first answer. They want to know what you personally
owned, how you made decisions, what happened because of your work and what you learned. Prepare
those layers before the interview.

Build range, not one perfect story

e Leadership and developing others

e Problem-solving and business judgment

e Conflict, resistance or difficult stakeholders

e Change, integration or process improvement

e A setback, miss or decision you would approach differently today

e A measurable result - growth, savings, productivity, quality, service, safety or another relevant
outcome
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04 | ANSWER WITH INTENT

Answer the question they actually asked.

Interviewers are evaluating more than what happened. They are listening for how you think, how you
adapt, how you make decisions and whether the experience you are describing transfers to their
environment.

1 | FIND THE COMPETENCY

Listen for the underlying capability being assessed:
judgment, leadership, influence, problem-solving,
technical depth, financial thinking, adaptability or
something else.

3 | MAKE OWNERSHIP CLEAR

Senior people naturally say “we.” That is appropriate,
but make sure the interviewer can still identify what
you personally owned, decided, influenced or
delivered.

5 | SHOW THE RESULT

Give enough evidence to understand the outcome and
scale. Quantify when the number adds meaning, but
do not force a metric where one does not exist.

A useful reset if you start to ramble

2 | CHOOSE THE RELEVANT EXAMPLE

The best story is the one that answers this question -
not simply your favorite achievement or the story
you practiced most.

4 | SHOW HOW YOU THINK

Explain the important choice, trade-off or constraint.
What did you consider? Why did you take that
approach? What did you change when the facts
changed?

6 | INCLUDE LEARNING

Be ready for “What did you learn?” or “What would
you do differently?” Reflection often reveals more
about judgment than another polished success story.

Stop. Take a breath. Say, “The key point is...” and return to the part of the example that answers the
question. You do not have to finish every detail you started.
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05 | INTERVIEW FORWARD

Interview for the open role - not your prior ones.

Your history is the evidence. The new role is the point. Strong candidates translate what they have done
into what they can contribute next.

Make the bridge explicit

e Understand the new work. Know the responsibilities, business needs, level, stakeholders and
success measures of the position you are pursuing.

e Select the most relevant evidence. You do not need to showcase everything you have done.
Highlight the experiences that best demonstrate readiness for this role.

e Translate scope. If your past environment was larger, smaller, more centralized, more
entrepreneurial or used different systems, explain the capability underneath the context.

e Show adaptability. Different organizations use different methods, systems and structures.
Demonstrate that you can learn and adjust rather than insisting your prior way is the only way.

e Address transitions without defensiveness. If the role changes industry, function, scale or title,
explain why the move makes sense and what transfers.

Beware the “same title, therefore same job” assumption

Two jobs with the same title can differ radically in scale, complexity, decision rights, customer mix,
team maturity or business expectations. Prepare for the actual work, not the label.

A better connection sentence

“The environment was different, but the part that translates directly is...” Then name the capability,
decision pattern, stakeholder challenge or business result that matters here.
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06 | COMMUNICATE WITH DISCIPLINE

Conciseness is a leadership skill.

Strong experience can lose its impact when the answer becomes too long, too detailed or disconnected
from the original question. One of the most common ways strong candidates lose an interviewer is by
over-explaining until the point disappears.

KEEP IT CLEAR READ THE ROOM

Use STAR, PAR or the TRX evidence lens to keep your Pause when you need a moment. Watch for verbal

story structured. Give enough context to understand and non-verbal cues that the interviewer has the

the situation, then spend most of your time on your information they need. Stop when you have

action, judgment and result. answered the question and let them decide where to
go deeper.

A practical pacing target

Many examples can be communicated effectively in roughly one to two minutes. That is a guide, not a
stopwatch. Complex executive examples may need more context. The test is whether each detail is
helping the interviewer understand the answer.

When technical depth is part of your value

e Start at the level the interviewer can use. Add technical detail when they ask for it or when it is
essential to the decision.

e Explain the business implication of the technical issue - cost, risk, quality, speed, customer impact or
strategic consequence.

e Avoid assuming jargon demonstrates expertise. Clear explanation usually demonstrates mastery
better.

The goal is not to sound abbreviated.

The goal is to make your experience easy to follow, easy to probe and easy to remember.
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07 | KEEP THE TONE CONSTRUCTIVE

How you talk about difficult situations matters.

Interviewers learn about your professionalism and resilience from the way you describe past
employers, colleagues, conflict, setbacks and change. You do not need to sanitize reality, but you do
need to show judgment in how you frame it.

STAY FACTUAL OWN YOUR RESPONSE

Explain what happened without turning the Focus on what you did, what you controlled, what
interview into a complaint about another person or you learned and how you would handle a similar
organization. Specific facts are more credible than situation now.

broad judgments.

SHOW RANGE LOOK FORWARD

A story with conflict or failure does not have to endin =~ When discussing why you are considering a move,
a perfect outcome. It can still demonstrate judgment, spend more time on what you are moving toward
resilience, learning and appropriate accountability. than what you are trying to escape.

Avoid two extremes

e Overly negative: Blaming a manager, dismissing colleagues or reliving a grievance can become the
story the interviewer remembers.

e Artificially positive: Pretending every difficult experience was wonderful can sound evasive.
Candor and professionalism can coexist.

A constructive framing

“That environment was challenging because ___. My responsibility was ____. What I learned - and
what I would do differently now -is ___.”
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08 | MANAGING NERVES

Reduce uncertainty. Give yourself room to think.

Nerves are a normal response to a high-stakes conversation. They can make recall and sequencing feel
less fluent, especially when you are trying to retrieve a specific example quickly. Preparation cannot
eliminate every nervous moment, but it can reduce uncertainty and give you ways to regain your
footing.

BEFORE | Build familiarity DURING | Create a little space

Practice your examples without memorizing them Pause before responding instead of filling every
word-for-word. Know the meeting format, people and = second immediately. If you lose your train of thought,
role. Use slow, intentional breathing to settle your stop and restart. Return your attention to the

pace. Give yourself enough time that arrival or question rather than evaluating your own
technology does not create additional pressure. performance while you are speaking.

If your mind goes blank

e Ask for a moment to think. A thoughtful pause is better than an unrelated answer.

e Repeat or paraphrase the question to make sure you are solving the right problem.

e If one perfect example will not come, choose a relevant example and explain why it connects.

e Ifyou genuinely do not have that experience, say so and describe the closest relevant experience,
how you would approach it or what you would need to learn.

You do not need a perfect interview.

You need enough clarity and evidence for the interviewer to understand how you think, what you
have done and whether the opportunity makes sense on both sides.
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09 | MAKE YOUR VALUE CLEAR

Know what differentiates you before someone asks.

Setting yourself apart is not about a rehearsed sales pitch. It is about understanding the combination of
experience, perspective, results and approach you bring - and connecting it to what the organization
needs.

Before the interview, be able to answer these for yourself

What do I do unusually well? What evidence proves it?

Identify the capabilities that repeatedly create value Choose two or three examples that demonstrate the
across roles or environments. claim through real decisions, scope and results.
Why does it matter here? What is different about my perspective?
Connect those strengths to the role, team, business Industry depth, functional breadth, customer
strategy or challenge in front of this company. understanding, turnaround experience, technical-

commercial translation or another combination may
be part of the answer.

Do not confuse differentiation with perfection

A strong candidate does not need to match every line of a job description. What matters is whether the
combination of capability, experience, learning agility and motivation gives the organization a credible
reason to believe you can do the work.

TRX perspective

Your goal is not to prove that you are universally impressive. It is to make the evidence for this role
easy to see.
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10 | YOUR QUESTIONS MATTER

Use your questions to evaluate the opportunity, too.

Thoughtful questions demonstrate preparation and strategic thinking, but they also give you
information you need to determine whether the role, leadership team and organization are right for
you.

01 What are the most immediate challenges the person in this role needs to address?

02 How is success measured for this position?

03 What would you expect the person in this role to accomplish in the first six months?

04 What prompted the need for this role now?

05 How would you describe the team I would be working with and the way the team operates?

06 Where does this role have the most decision authority, and where does it need to influence across
functions?

07 What are the company’s biggest priorities or challenges right now, and how does this role connect
to them?

08 What tends to distinguish people who are highly effective in this organization?
09 Is there anything about my background or qualifications you would like me to clarify?

10 What are the next steps in the interview process?

Tailor the questions to the conversation.

Use your research. Ask about something specific you learned. Go deeper on an issue the interviewer
raised. A prepared list is useful, but the strongest questions often come from listening well during
the interview.
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11 | AFTER THE CONVERSATION

Reflect, learn and adjust.

Each interview gives you information about the opportunity and about your own preparation. A brief,
objective review helps you improve as the process continues.

REFLECT | What worked? ADAPT | What will you do differently?

Which examples landed clearly? Where did you feel Notice where you became too detailed, where nerves

confident and engaged? What did you learn about the affected your answer or where a question caught you
role, company and people that changes your view of unprepared. Use that information to sharpen the next
the opportunity? conversation.

Capture the information while it is fresh

e  Who did you meet and what did each person appear to care about most?

e What business or role challenges became clearer?

e What questions remain unanswered?

e What examples should you sharpen before the next round?

e Did anything materially increase or decrease your interest in the opportunity?

Follow-up

If a thank-you or follow-up is appropriate, keep it specific. Reference something meaningful from the
conversation, reinforce your interest honestly and clarify anything important that you wish you had
communicated more clearly. Avoid a generic note that could have been sent after any interview.

If you are working with TRX Search on the role

Send your recruiter a quick debrief while the conversation is fresh. The more specific you are about
what you learned, what felt aligned and what concerns remain, the more useful we can be as the
process continues.
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PRACTICE WITH TRX SEARCH

Put the preparation into practice before the real interview.

The TRX Search Interview Prep Coach™ is designed to help you practice responding to interview
questions, work on clarity and structure, and think more deliberately about how your experience
connects to the opportunity.

Use practice to diagnose - not memorize

Where is your story clear? Where does it get too long?

Notice the examples you can explain naturally with Find the details that are interesting to you but

clear ownership, decisions and results. unnecessary for the interviewer to understand the
point.

Where is another example stronger? Where are the missing layers?

Practice helps reveal when the story you planned If you can describe what happened but not why you

does not actually demonstrate the capability being made the decision or what you learned, prepare that

assessed. part before the real conversation.

You do not need perfect answers.

The objective is to know your examples and your value well enough that you can listen carefully,
answer the question being asked and have a real conversation.

Open the TRX Search Interview Prep Coach™

Practice with the Interview Prep Coach —

A note about our Al tools: These tools were created by TRX Search and are hosted on a third-party Al
platform. Information entered into these tools is subject to that platform’s terms and privacy practices.
Please avoid entering proprietary or highly sensitive personal information.
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INTERVIEW PREPARATION WORKSHEET

Prepare the evidence you want available - not the script
you plan to recite.

Role / Company

What has me most interested in this opportunity?

What are the 3-5 capabilities or outcomes this role appears to require?

What examples from my background best demonstrate those capabilities?

Two stories to pressure-test
STORY 1

Context / challenge
My ownership / decisions
Result / impact

Lesson learned / what | would do differently

STORY 2

Context / challenge
My ownership / decisions
Result / impact

Lesson learned / what | would do differently
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QUICK PRE-INTERVIEW CHECK

Ten minutes before the interview.

U
L]
L]
L]
L]
U
U
L]
L]
L]

I know who I am meeting and the basic structure of the conversation.

I have reviewed the role and the company’s current priorities.

I can explain what genuinely interests me about this opportunity.

I have several relevant examples available - including one involving a challenge or lesson learned.

I can clearly separate my contribution from the broader team or company result.

I know the results, scale or business impact of the examples I am likely to use.

I can explain why my experience translates to this role even where the environment differs.

I have 3-5 thoughtful questions, but I am prepared to follow the conversation instead of reading a list.
My technology, environment or travel plan is handled.

I am prepared - not scripted.

One final reminder

A strong interview is a conversation with evidence.

Listen carefully. Answer the question. Make your ownership clear. Explain the decisions that
mattered. Show the result. Be willing to reflect on what you learned. Then use your questions to
decide whether the opportunity makes sense for you, too.

Continue online

Interview Preparation Guide -
TRX Search -

TRX Search

Executive search for the markets where things are made, engineered and built.
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