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How to Ace a Job Interview 

Joe Nugent 
 
 

Kelly: Hi welcome back, its Kelly back with Mr. Joe Nugent. Today's topic 
is how to network properly and conduct yourself before and after the 
interview. Welcome Joe. Before we get started, will you tell us a little 
bit about yourself? 

Joe: Thanks so much Kelly and Pat for having me. I really appreciate it. 
For me, I have been in the hospitality business for the last 17 years. I 
have done operations, food and beverage, regional sales and now I'm a 
director of sales and marketing. I'm also an entrepreneur. I live in 
sunny southwest Florida and I have two amazing kids, Logan who is 
eight and Madison who is five.  

 I do a lot of networking. I've been involved with a lot of social and 
civic organizations and running young professional groups and all 
along those lines. I have a podcast myself, so this is a topic that's 
really near and dear to me. I'm excited to be here.  

Kelly: Thank you for taking the time to teach us. As a life care planner and 
legal nurse consultant, it is part of our daily grind to be interviewed or 
to interact with potential new clients. What are some of your first 
suggestions for us? 

Joe: It depends on where you want me to go with it. Are you talking 
regarding interviewing? 

Kelly: Yes.  

Joe: Okay, I just wanted to make sure that I was on the right topic. I think 
there are a lot of useful tips that someone can take as they prepare for 
an interview. I think the first thing they must do is really research the 
company and the job. That's something people often overlook. They 
say, "I want to work at ABC Hospital" or "This job looks like I can be 
great as a floor manager. I think I know what that is," but they really 
don't do their homework on the actual company that runs the day-to-
day there or really on the job requirements. 
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 I think first and foremost you must really do your homework on that 
stuff. It's going to help you throughout the interview. The next thing 
that I always like to tell people, and I know this sounds basic but it's 
something that I see all the time, and it's you need to dress 
professionally. I can't totally speak for nurses but I'm wondering how 
many people go in to an interview in scrubs versus maybe having a 
more business professional attire.  

 Those two things right off the bat are something that I recommend. It's 
like let's go ahead and start there and get some of the basics down.  

Kelly: Now most of our legal nurse consultants will be interviewing with 
attorneys, so what are the questions that a potential employer could 
ask, or we should not ask a candidate about applying? 

Joe: Let's start with things that an employer should not ask a candidate. 
You want to steer clear of anything regarding your age, the marital 
status, how long you plan to be there, sexual orientation and religious 
views. None of those are allowed in any interview no matter what 
industry you're in or anything like that. You would be surprised on 
interviews the questions that some people ask to try to find out some 
of that information, so first and foremost steer clear of anything along 
those lines.  

 In terms of what somebody can expect, I think obviously they're going 
to go into your history, your qualifications and the reasons that you 
left previous employers. I think having some answers to those and 
having just some data to back up and to be ready to answer those is 
going to be very beneficial for you especially on a very first interview. 
It's probably going to be more high-level kind of scratch the surface 
type stuff, but a lot of those questions and qualification type questions 
are going to be coming your way.  

Kelly: That's so helpful because often legal nurse consultants do work and 
are looking for subcontractors. We do play both roles as both a 
potential employer and as the candidate, so that was very helpful. 
Thanks.   

Joe: My pleasure.    

Kelly: I guess the next question hits home for all of us. How do we control 
our nervousness? 
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Joe: This does not just pertain to interviews. I think this is just in life when 
you're in a situation and you're nervous, but I will tailor the answer to 
an interview.  

 Nerves can get the best of us and it's a couple of things. First, if 
someone does not interview often, which by the way that's a good 
thing and means they're staying in their job for a while. If it's not 
something they do all the time, they're going to be a little bit rusty and 
that can cause nerves. If somebody really wants the job that's being 
offered and that's available, that can cause nerves as well.  

 One of the things that I have always done is I just try to take a deep 
breath a few minutes before I walk in the room and get called in. I 
think in the back of my head I really try to focus on what is my 
motivation of getting this job and why do I really want this job. As I 
do those couple of things, for me at least it helps me kind of calm 
down and helps me focus on what I need to talk about.  

 The other thing I don't really know how you teach this and it 
something that kind of happens, but you need to have confidence. You 
exude confidence. The one thing that I would say if someone is like 
I'm not really a confident person, I would say to them that you would 
not be sitting in that chair interviewing for that job if they didn't see 
potential in you. If you were so far off the page like (they are 
thinking) "There's no way we're ever going to hire this person. They're 
awful. They're not qualified." They're not going to bring you in for an 
interview. You're there for a reason, so have confidence and feel good 
about the fact that somebody wants you there, and that they want to 
listen to what you have to say. Nerves can get the best of us, there's no 
question. It's happened to me before.  

Kelly: Yes, probably with all of us, so how can we impress on someone that 
we're interviewing with that we are the best candidate? 

Joe: One of the things that you really must do Kelly is you have to figure 
out a way to build value throughout the interview.  

 What do I mean by that? As you're going through and asking 
questions, and you're answering questions from the employer about a 
specific opportunity you need to really hit home on some key points. 
"You're going to be managing a team of five people." "Okay, that's 
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great because I manage a team of six people at my previous location. I 
really enjoyed it. Here is my management stuff." 

 You're kind of building value throughout. You're explaining your 
qualifications. You're explaining your credentials and not to sound 
like a broken record, but you must add that value throughout the 
course of that interview. It can be tough to do, but if you sell yourself 
in the right way and the feedback I always get or the counter to that is 
"Well I'm not a salesperson." You are in some regards and even if you 
don't realize you are, you're selling yourself.  

 I just think that if you can provide answers that really help the person 
on the other side of that table or desk understand that they have been 
through this or they have an idea of where we're trying to go and what 
we need to fill here you're going to build that credibility. You're going 
to build that value with that person.  

 I also think it's totally okay in the interview process when you're 
talking about how I impress them is to show excitement and 
enthusiasm. Let people know that you're interested in this. I don't 
understand the mentality that some employers have of "I'm going to 
be really reserved and I don't want to show my hand." Well that's 
ridiculous. If I'm going in for an interview and I really want that job, I 
want them to know that I am excited.  

 "I know I can do an excellent job for you. Our deals, our morals and 
our ethics line up perfectly. I know that I can bring A, B and C to the 
table and add value to your company or organization." 

 Show excitement and show enthusiasm. I also think that it's having a 
plan for how you're going to succeed. This can be a risky thing 
because you don't know what you don't know. You have never 
worked there, but if you have done something similar at a similar 
company in a similar position you can always say, "Here are things 
that I did there, and these are things that I think when implemented the 
correct way they could really work." What that does is shows and 
really tells the employer that this person came prepared. They're 
obviously engaged. They obviously want this. They have a pathway to 
success. That helps separate you from the rest of the pack.  

Kelly: All right, so no poker face.  
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Joe: I don't think you need a poker face. I think you need to be like, "I 
really like this place. I like talking to you. I like this job, and this is 
something that I really want." I don't think you have to play it so close 
to your chest. I don't think you should get points taken off for being 
extraverted or for showing eager excitement. To me I want that. The 
last thing I want as an employer is to hire somebody who's not 
enthused, who's not excited and who's not going to fit our culture. I 
want to know those things. Personality means a lot.  

This is Pat Iyer, sharing a resource with you that 
will be useful in your LNC business. It is my 
book, How to Manage Your Legal Nurse 
Consulting Business: Top Tips for Success.  
 
You’ve gotten your legal nurse consulting 
business started, you’ve gotten clients, and you 
want to sustain your success. Business 
development and client management are 
intertwined. Both are necessary for a stable 
business. In this book I tackle how to control 
your money and your goals, to subdue the evil 
twins of perfectionism and procrastination, and to 
get more done through outsourcing. You can 
reach a stressed-out state as a business owner. I 
share tips for managing your stress and health. 

Ready to hire an employee? I added a chapter on 
the process of interviewing and hiring. 

The second part of the book shares tools and techniques for deepening your 
relationships with your clients. You will discover how to win over and retain the 
clients you want and recognize those who are too much trouble. Mastering 
negotiation, business communication and conflict are essential. I show you 
how. This is the book to use to build a stable foundation for your business. 

Get your copy at http://lnc.tips/Creatingseries and get a 25% discount using the 
code listened.  Now back to our show. 
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Kelly: Yes, very true. All right so we're moving through the interview 
process and we mess up; how do we gain composure and avoid losing 
control?  

Joe: That's always a tough thing because it's kind of like the snowball at 
the top of the mountain. In our heads we're going, "Oh my gosh I can't 
believe I just said that. How do I walk that back?" We're not paying 
attention to the next question and then suddenly, we stumble on that 
question. Things just start unraveling and we have all been in 
situations like that. It's perfectly okay to stop and say, "Excuse me. I 
misspoke. Here's what I really meant to say. I really want to make 
sure I convey this to you because I don't think I conveyed it in a way 
that I wanted to." 

 It's okay to pause, take a quick minute and then let the person you're 
interviewing with know "Can we just go back to this because I wasn't 
really able to give you the full scope of what I was trying to explain to 
you." 

Kelly: In the beginning of this interview when I asked the very first question, 
because I was nervous, I should have clarified it rather than just 
saying yes at the very beginning when you had to clarify my first 
question. That would have been the best way to start.  

Joe: It worked fine either way though. We got to it right.  

Kelly: I'm just trying to learn for others. I think that would have been the best 
way, to not lose control. Start over and take a deep breath.  

Joe: I don't think you lost control. You did good.  

Kelly: Well I felt out of control.  

Joe: Exactly, but that's what happens. We feel that but the person either 
across the desk or on the other line they don't know that. They may 
not be thinking that. A lot of times we tell ourselves these stories and 
it makes us work ourselves up even further.  

Kelly: I guess that's my point of sharing the sense of anxiety I felt with the 
very first question. It was to pause and take a breath. I'm going to be 
listening to it here in a minute. I'm going to be listening and following 
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your advice on what I could have done different for a future situation 
like that, so thank you. I will certainly utilize that.   

Joe: It's always good to know that something you say is worthwhile and 
can be used.   

Kelly: I wish I would have known it 10 minutes ago.  

 All right so the interview is over and what type of follow-up do you 
recommend? 

Joe: This is always a funny question to me only because you get such a 
wide array of answers and the answers are split down the age of the 
candidate. If you were to ask somebody who's between 21 and let's 
say 40 or 45, they're going to tell you "I'll send them an email." If you 
talk to somebody who's 45 and up, they will probably say "I will 
probably write like a handwritten note or something like that." There's 
also a huge percentage in both demographics who will tell you, "I 
really don't follow-up. I just wait for them to call me back," which is 
absolutely not the right thing to do. 

 Let's go ahead and start there with here's what not to do. Don't not 
follow-up. I think an email in today's day and age is completely 
appropriate and acceptable. I think if you really want something, you 
want a wow factor or if you want to stand out in the crowd, you write 
a handwritten note and you put it in the mail that day.   

Kelly: Good to know. Now what if you are the person who's doing the 
interviewing because we do that for subcontractors? 

Joe: The biggest thing is to set the expectation. At the end of the interview 
if you're interviewing somebody, thank them for their time and let 
them know what's next, how long it might take and when they can 
expect to hear from you or somebody else within the organization. 
Too often we don't set that expectation. We're just like "Okay thanks. 
We'll talk soon." It's very vague and open-ended. You don't really 
know where it goes from there. I think having clearly defined 
expectation levels of, "We have three other people we're 
interviewing," or "We still have more interviews to go. We hope to 
wrap up by the end of the week. Within the next seven to 10 days 
someone will be in touch with you either way." That way they're not 
just on the hook.  
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 A couple of other things Kelly, really quick I wanted to remember to 
talk about fast. We were talking about how to prepare for the 
interview. You asked some questions about what happens if you get 
nervous and what happens if you kind of stumble and how do you 
regroup. Some of that can all be alleviated if you have some responses 
prepared. If you can anticipate some of the questions that they might 
ask you, have some prepared responses. It doesn't need to be a full on 
written out response. It can be some bullet points of things that you 
want to make sure that you talk about. That's also by the way how you 
can build value and let them know that you're really interested in the 
position.  

 There are two last things. One of them is to bring your résumé just in 
case. Sometimes it's a hiring manager and the person who's 
interviewing you doesn’t have your résumé. Bring a copy of your 
résumé so you can give it to them if need be. Then pay attention 
during the interview to the nonverbal communication, both yours as 
well as the person that's interviewing you. That can also kind of give 
you an idea if maybe you have an answer that's going on too long or if 
you ask a question to a candidate and they really don't understand and 
kind of fumbling with it.  

Kelly: All great points. Thank you. 

 Tell our audience how we can get in touch with you for some more 
tips?  

Joe: One of the best ways really is through social media, between 
Facebook and Twitter. I have a private entrepreneur page on 
Facebook and it's @TheYPmentor and then also on Twitter 
@TheYPmentor. It's how you can find me. I do a podcast every 
Wednesday with my buddy Brian Benson with Inspire Link. You can 
catch us on iTunes and we do a Facebook Live of it as well. If you 
can, catch me on Facebook and everything. I'll be sure to add you and 
you can catch our podcast and interact with me. I love talking to 
people. I love doing this kind of stuff. It's just invigorating and fun for 
me. I really appreciate this opportunity.  

Kelly: I appreciate your time and I'm certain the audience does too. I know I 
learned something this evening that I'm going to move forward with, 
so thank you very much.    
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Joe: My pleasure.    

Kelly: Thank you and thank you to our audience. Don't forget to like us, 
subscribe and keep on sharing. That's how we grow. Enjoy and see 
you next week. Bye-bye.  

Be sure to get your copy of How to Manage Your LNC Business at this link: 
http://LNC.tips/creatingseries. Use the code Listened to get a 25% discount.  

Check out the webinars, teleseminars, courses and books at 
legalnursebusiness.com. Expand your LNC skills with our resources. 

Explore coaching with Pat Iyer at LNCAcademy.com to get more clients, make 
more money and avoid expensive mistakes. 

Invest in the monthly webinars at LNCEU.com for 2 webinars each month 
designed to deepen your knowledge and skills.  

 


