
 

 

 

 

 

Ready-to-Use Interview with J.T. Kirk 

Author, consultant, and former hiring manager J.T. Kirk has written Confessions of a Hiring Manager: 

Sage Advice for Fearless Job Seekers and Career Changers in a Confused Economy (Kings Crown 

Publishing, release date: March 30, 2010). Kirk’s book is the first on the subject of getting a job or changing 

careers that’s from the perspective of a hiring manager. Most other books on the subject are written by 

career consultants, former HR managers, business writers, and resume writers who very likely don’t have 

experience screening resumes, conducting interviews, and negotiating salaries with candidates. In this 

short interview, J.T. Kirk’s responses show the hiring manager’s perspective when screening, interviewing, 

and hiring candidates. 

Question: “How different is Confessions of a Hiring Manager from other books on the market on getting 

a job in difficult times? What’s the so-called ‘value proposition’ of the book?” 

J.T. Kirk: “Confessions teaches job seekers and career changers how to ‘fish’ to feed themselves for a 

lifetime. Relying on resume writers, career consultants, and business writers to create your cover letter or 

resume only gives you a fish—it feeds you for the day and that’s it. Until and unless you learn how to 

control and manage the various aspects of your career—cover letter, resume, interview skills, salary 

negotiation—you will always be at the mercy of what others think is best for you.  

“Confessions differs from other books on the subject in at least four major areas. First, it is the only book 

that offers returning veterans from Iraq and Afghanistan a free resume evaluation; second, it is the only 

book that provides special job hunting strategies and advice for helping returning veterans convert 

military experience and skills into various expertise that is accepted in the civilian job market; third, it is 

the only book that offers advice on how to control a job interview, not just survive one; and fourth, it is 

the only book that offers tactics on how to negotiate the best possible compensation package without 

leaving money on the table.” 

Question: “As a 20-plus-year veteran hiring manager, what were the top 3 problems you experienced 

screening and interviewing job candidates?” 

J.T. Kirk: “In a nutshell, the top 3 problems were (1) cover letters that focused on the candidate’s 

background and accomplishments instead of trying to sell me on how their skills, experience, and 

knowledge could help me, my team, and my company; (2) resumes that did not address the technical or 

specific requirements mentioned in the job vacancy announcement or posting; (3) poor preparation for 

the actual job interview and failing to understand how to keep their name at the top of the list after the 

 

KINGS 

CROWN 

PUBLISHING 

KINGS CROWN PUBLISHING 
6705 HIGHWAY 290 WEST 

SUITE 502-247 
AUSTIN, TEXAS 78735 

(512) 797-3035 
WWW.KINGSCROWNPUBLISHING.COM 



Interview with Author J.T. Kirk (Confessions of a Hiring Manager) 

 

  

Page 2 

 

  

interview. Confessions shows job applicants how to avoid these pitfalls.  I had read that most people just 

don’t understand how to promote and sell themselves in the job market and my experience confirms it.” 

Question: “What’s one bit of advice can you give the unemployed electrician, truck driver, software 

programmer, or returning Armed Forces veteran that would apply across the board?” 

J.T. Kirk: “The one major suggestion I have—regardless of what your skill or profession is, or how much or 

how little education you have—is to approach each and every job as though you worked for yourself, 

regardless of who signs your paycheck. Over my 20 years in various hiring manager positions, I have found 

the most successful people that I had a hand in hiring exhibited five common qualities: first, they 

possessed a sense of project ownership; second, they possessed a sense of project urgency; third, they 

had high personal integrity; fourth, they showed a sincere desire to help others succeed; and fifth, they 

worked with an attitude of being self-employed. I go into more detail in the book with each one of these 

qualities.” 

Question: “Is there a general ‘rule of thumb’ for how long cover letters and resumes should be? There 

seems to be conflicting advice from many experts…” 

J.T. Kirk: “Common sense is the rule of thumb. Remember who your audience is when putting together a 

cover letter and resume: it’s more often than not a hiring manager who has too much work to do and not 

enough people to do the work—that’s usually true in good economic times and when the economy is 

foundering. Get to your point quickly with your documentation and the hiring manager will appreciate it.  

“Cover letters should be one page or less and sell me on how you can help me; one page of resume 

information for every ten years of experience should be sufficient—rarely did I encounter a resume longer 

than 2-1/2 pages. Highlight key items on your resume, such as revenue generated or costs avoided, 

percentage efficiency increase or percentage decrease in other areas that saved the company money, 

time, or effort—so the hiring manager can quickly see the quantitative proof of your skills, knowledge, and 

experience.  

“Reverse chronological resumes are standard for people seeking jobs within the same industry; functional 

resumes highlight specific skills, knowledge, and expertise not tied to any particular employer or date and 

should be used by those people entering the workforce for the first time, such as recent college graduates, 

or folks who have been out of the workforce for several years, such as returning Armed Services veterans, 

stay-at-home moms/dads looking for work, or folks wanting to switch careers. The key is to highlight those 

skills, experiences, and knowledge that will transfer from one industry or field to another.” 

Question: “What are one or two things a candidate can do to learn how to control a job interview?” 

J.T. Kirk: “Same advice for how to get to Carnegie Hall….practice, practice, practice. Know your cover 

letter and resume backwards and forwards. Nothing prepares you better than preparation. Many if not 

most of your responses to interview questions will have some foundation in the information that’s on your 

resume. Complete control of your resume means you won’t have to stutter and stumble to respond to 
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questions, and you’ll appear more in control of the process. Understand the progression that’s involved 

with getting hired: the cover letter sells the “sizzle” of your knowledge, skills, and experience; the resume 

is the “meat” of that expertise; the interview allows you to sell who you are in addition to your 

professional accomplishments to the hiring manager and interview team. After all, the hiring manager is 

hiring YOU, not your resume.  

And most hiring managers will hire the person they like and who appears to be a good fit for the team.  If 

the hiring manager doesn’t like you, it doesn’t matter if you’re a good fit for the team in most cases. If you 

seem like a “high-maintenance” candidate who requires a lot of attention, again, it doesn’t matter—no 

one wants a squeaky wheel on the team who can upset the existing team dynamic.” 

Question: “How does a candidate keep his name at or near the top of the short list after an interview?” 

J.T. Kirk: “Salesmen know how to do this all the time: They leave behind something of perceived value for 

their prospects and customers that helps keep the salesman and/or product in mind. Job candidates can 

do the same by sending personalized thank-you notes to the hiring manager and interview team for taking 

the time out of their busy day to speak with them; or they can leave behind a reprint of their most recent 

article or industry paper that addresses a common need or issue. I address several methods in Confessions 

of a Hiring Manager for keeping your name at the top of the list after the interview. 

“Ultimately, as a job seeker or career changer, you are trying to sell hiring managers on YOU Incorporated. 

In today’s very tough job market, you have to be at the top of your game in all areas of the job-seeking or 

career-changing process. It’s often not the most technically qualified or skilled person who gets hired; it’s 

the person who can sell themselves in a cover letter and resume, and then convince the interviewing team 

and hiring manager they would be a valuable contribution to the company. How does one do that? With a 

sense of project ownership; a sense of project urgency; high personal integrity; sincere desire to help 

others; taking a ‘self-employed’ attitude toward all aspects of the position.” 

# # # 

J.T. Kirk’s Confessions of a Hiring Manager: Sage Advice for Fearless Job Seekers and Career Changers in 

a Confused Economy (Kings Crown Publishing) is scheduled for a March 30, 2010 release. You can find 

more information about the book at www.kingscrownpublishing.com. Kings Crown Publishing publishes 

books on job and career strategies, classical guitar topics, and Christian worship and apologetics topics.  
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