
F R E E  GU I D E

Be interview
ready.
One real answer taken apart line by line, then rewritten.

THE  ONE  I DEA

A behavioural interview is not a storytelling contest. It is an evidence-collection exercise. In

many structured interviews the interviewer records evidence and submits an independent

assessment before the group debrief, so the notes, not the conversation, are what the group

argues over.

That is why two candidates with the same experience get different outcomes. One handed over

evidence. The other handed over a narrative.

I N  S IX  PAGES

1. A real answer, and the five phrases that sink it

2. The same answer, told properly

3. What a strong answer actually needs

4. The nine areas, and which story to reach for

5. What to do this week
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ONE  ANSWER ,  MARKED  UP

Tell me about a time you failed.

What it is really testing: Accountability and learning.

We had a project last year that slipped by about a quarter. There were a lot of dependencies on

other teams that didn’t land when they said they would, and the requirements changed partway

through, which didn’t help either. Looking back, we probably should have communicated the risk

earlier. I definitely learned the importance of setting expectations with stakeholders up front.

Nothing in that is a lie. It still gives the interviewer nothing to write down.

“we had a project that slipped” Whose project? Who was accountable?

“dependencies that didn’t land” Other teams’ fault.

“the requirements changed” Product’s fault.

“we probably should have…” Hedged, collective, hypothetical.

“I learned the importance of…” A lesson with no behaviour change attached.



TH E  SAME  ANSWER ,  TO LD  P ROP E R LY

A strong failure answer is not only about what failed. It
shows ownership, recovery, and what changed afterwards.

SITUATION I led the migration of a document-processing service onto a new control plane. I

estimated eight weeks. It took twenty-two, and it blocked two other teams’ roadmaps

for a quarter.

TASK The estimate was mine, and so was the method that produced it.

ACTION The mistake was specific: I scoped the work by reading the service’s code, and I never

spoke to the teams calling it. Two of them depended on an undocumented endpoint I’d

planned to delete. I found out in week nine, when their integration tests broke in

staging. I stopped the migration, wrote down every caller, went and talked to all three

teams, and re-planned from what they told me rather than from what the code implied.

RESULT Twenty-two weeks instead of eight — there’s no way to dress that up. What changed is

the method: I now build a caller inventory before I estimate anything. On the next two

migrations I did that first, and both landed within ten percent of estimate.

Same career. Same events. The difference is that every claim now carries something the interviewer

can write down and defend in a room you are not in.



WHAT  A  ST RONG  ANSWER  NE EDS

Four things, every time.

01 It answers the question asked.

Relevance beats impressiveness. A bigger story that addresses something else reads as not

listening.

02 Your part is unambiguous.

"I" on the decisions, "we" on the outcome. The pronoun was never the problem; hiding your

contribution was.

03 The action is concrete.

What you actually did, in order. Not what you believe in, not what the team generally does.

04 There is a result, with evidence.

A number when you can defend where it came from. Otherwise something equally checkable:

what was adopted, what got reversed, what stopped happening.

Note what is not on that list: being impressive, being likeable, or having a happy ending.

Depth, when the story has it

These make an answer markedly stronger where they genuinely apply. They are not requirements, and

forcing them onto a story that never had a rejected alternative is obvious.

— A named alternative you rejected

and why. This is where judgment is visible, and it is what separates a decision story from a

delivery story.

— An artefact that existed afterwards

a one-page doc, a load test, a caller inventory. Something that outlived the conversation.

— The trade-off you accepted

what you knowingly gave up. An answer with no cost in it sounds like it was never a real

decision.

— A learning you later applied

and where. A lesson with no subsequent behaviour attached reads as something said to sound

reflective.



TH E  GROUND  A  LOOP  COVER S

Nine areas. Most people prepare for two.

A five-interview loop typically samples six or seven of these. Company values are labels placed over

the same behaviours, so mapping once means you do not rebuild your bank for every employer.

01 Scope and impact

The size of problem you have genuinely owned, and whether it matches the level you are interviewing

for.

02 Ownership and execution

Driving something to done rather than flagging it, and measuring whether it worked.

03 Judgment and decision-making

Choosing under incomplete information, and telling reversible decisions from irreversible ones.

04 Ambiguity and adaptability

Turning a vague problem into actionable pieces, and changing course on evidence.

05 Conflict and influence

Disagreeing productively, and getting something from someone who did not want to give it.

06 Communication and collaboration

Adapting the message to the audience, working well alongside people who do not report to you, and

being believed when it matters.

07 Learning, failure and recovery

Owning a mistake, recovering from it in the moment, and showing the behaviour that changed

afterwards.

08 Leadership and developing others

Influence without authority, and making the people around you better.

09 Customer and product thinking

Connecting your work to the person who uses it and the reason it was funded.

Which story to reach for

— Does it contain what they asked for?

Relevance before anything else. The most impressive story you own is a weak answer to a

question it does not address, and interviewers notice you answering the question you wanted.

— Is it the biggest one that does?

Among the stories that genuinely fit, reach for the one with the most at stake. Not the most

dramatic, the most consequential.

— Have I already spent it?

Once a story has been told in this loop its value drops, so reach for a fresh one when it is

equally strong. Reuse your best story only when it is clearly the best evidence for the question.

Interviewers compare notes, and needless repetition reads as a short career.



WHAT  TO  DO  TH I S  WEEK

Three things, in this order.

1. Take your best story and check it against the four essentials above.

2. Find one number you have been approximating. It is in an old dashboard or doc.

3. Write your answer to “what was the other option, and why didn’t you take it?”

WHEN  ONE  ANSWER  I S  NOT  ENOUGH

The Behavioural Interview Story Bank

This guide ran the method on one answer. The workbook makes you run it on yours: five

worksheets that map eight to ten candidates against the nine areas, show you which areas you

have nothing for, and develop your strongest story in full. 20 pages, printable, $4.99.

https://askgurpreet.com/ebooks/workbook-story-bank

With Mastering the Interview and its 112 worked answers: The Interview Bundle, $12.99

https://askgurpreet.com/ebooks/bundle-interview

Reading gives you the method. Saying it out loud, timed, is what shows whether you can use it under pressure.


