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I. Introduction 

Positive nonverbal communication between employers 

and prospective employees is a fundamental process in 

achieving success in a job interview. Furthermore, the 

employment interview often constitutes the first contact 

between applicants seeking employment and representatives 

of an organization. Many applicants recognize the 

importance of this initial contact, and make many efforts 

to assure a positive outcome. The nonverbal behaviors 

that an applicant exhibits during this stage of the 

interview are often a major determinant of the kind of 

first impression that is made. These behaviors often 

influence the employer's decision to hire the applicant 

or not. 

This thesis will attempt to identify which positive 

nonverbal immediacy factors are important for the 

interviewee to possess to make a favorable first 

impression in the job interview. An overview of nonverbal 

communication in the job interview will be presented 

first, followed by characteristics that an interviewee 

should possess. The next section will attempt to identify 

how the interviewee becomes involved in impression 

management during the interview and what behaviors he/she 

should engage in to make for a favorable impression. The 

following section will discuss what immediacy behaviors 

are important in the job interview. Based on this review. 



a rationale and problem statement are posed and a study 

to address them is presented. The purpose of the study 

was to determine if employers and prospective employees 

both rate various nonverbal immediacy behaviors as being 

necessary for making positive first impressions in a job 

interview and to determine if employers and prospective 

employees differ in their ratings of which immediacy 

behaviors might be most important for making positive 

first impressions. These issues are important to consider 

because if employers look for or expect certain nonverbal 

behaviors in interviews and interviewees exhibit different 

behaviors, the success of the interview is doubtful. 

However, if prospective employees are able to identify 

critical nonverbal behaviors considered important by 

employers, then their chances of making positive first 

first impressions are heightened. 



II. Overview of Nonverbal Communication 
in the Job Interview 

When applying for a job, an applicant faces a 

contradictory situation as a communicator. The 

interviewee must "pass" in order to obtain the job. 

Professional interviewers attach much importance to the 

interviewee's ability to communicate in a motivated, 

self-confident, and pleasant manner, one which serves to 

enhance the interviewer's perceptions of his leadership 

abilities and intelligence (Leathers, 1986). Many job 

interviews are conducted in a manner which tests an 

interviewee's communication skills. 

Nonverbal behaviors can provide the kinds of highly 

personal information frequently sought by interviewers, 

therefore nonverbal communication assumes added importance 

in the context of the job interview. According to Burgoon, 

Buller, and Woodall (1989), nonverbal communication is 

defined as behaviors that are typically sent with 

regularity among members of a social community, are 

typically interpreted as intentional, and have consensually 

recognizable interpretations (p. 16). This thesis will 

focus on nonverbal behaviors an interviewee should possess 

during an interview. 

This chapter will specify the kinds of nonverbal cues 

which are commonly associated with successful communication 

in job interviews. Nonverbal cues in an interview are 



necessary, but these abilities and factors alone do not 

ensure success. Interviewees must also demonstrate their 

knowledge of relevant information about the job, adapt 

to the interviewer and his/her concerns, and have the 

ability to express himself/herself in a clear manner 

(Leathers, 1986, p. 221). 

An interviewee may consider the job interview 

successful if they made a favorable impression on the 

interviewer, if a job was offered, or if they obtained 

useful information about the potential organization (Stano 

& Reinsh, 1982). In contrast, the interviewer may consider 

the interview successful if it elicited the information 

necessary to make a decision to hire the applicant or not. 

The interviewer's nonverbal behaviors also influence 

the interview. If the interviewer continually shows 

satisfaction and approval of the applicant through the 

use of nonverbal cues such as smiling, head nods, eye 

contact, and gestures, this allows for more favorable 

interviewee nonverbal behaviors to emerge because they 

are more relaxed and motivated (Keenan, 1976). 

Interviewers who display disapproval through nonverbal 

behaviors such as frowns, head shakes, little eye contact, 

and few gestures leave the interviewee more tense and less 

confident, thus leading the interviewee to display less 

positive nonverbal behaviors. Therefore, the interviewer's 

behaviors may influence or coincide with the interviewee's 

nonverbal behaviors. 



Critical decisions made by an interviewer about 

whether to accept or reject the job applicant are affected 

by the interviewer's judgments of the effectiveness of 

the interviewee's performance in the job interview. A 

study by McGovern and Tinsley (1978) found it important 

for an interviewee to possess the following character

istics: (1) self-confidence; (2) initiative and 

aggressiveness; (3) ability to communicate; (4) motivation 

and enthusiasm; (5) maturity; (6) pleasant personality 

and sociability; (7) positive attitude; (8) persuasiveness; 

(9) leadership; and (1&) intelligence. Some of these 

qualities are sometimes difficult to judge so interviewers 

must rely heavily on their own perceptions and judgments 

of the applicant. 

Many studies have attempted to determine the affects 

of applicant nonverbal communication behavior on the 

interviewer's employment decisions. McGovern (1977), 

McGovern and Ideus (1978), and McGovern and Tinsley (1978) 

found in a series of studies that interviewers prefer 

candidates who exhibit "high" nonverbal behaviors and 

evaluate interviewee nonverbal behaviors throughout the 

entirety of the interview. In these studies, they created 

"high" and "low" nonverbal interviewees by controlling 

levels of interviewee gestures, eye contact, body 

movements, smiles, speech disturbances, vocal expression 

of affect, and voice modulation. After fifty-two actual 



employment interviewers watched these videotapes, results 

showed how these nonverbal factors were necessary for a 

successful interview. Eighty-nine percent of the 

interviewees who maintained steady eye contact, 

demonstrated a high energy level by smiling, hand gestures, 

and general body movement, varied voice modulation to 

express appropriate affect, and responded to interviewer 

questions with little hesitation and fluidity were invited 

back for a second interview. One hundred percent of the 

interviewees who avoided eye contact, had a low energy 

level, displayed little or no affect, and spoke in a 

nonfluent manner were not invited back for a second 

interview. They also found that interviewers may perceive 

interviewees' nonverbal cues as one cluster of behaviors 

instead of distinct ones throughout the entire interview. 

Sterrett (1978), in a similar type of study, reported 

similar findings of interviewers' ratings of applicants. 

Sterrett manipulated the interviewee's body language, 

number of hand gestures, eye contact, their dress, and 

length of pause before answering. This study also found 

that interviewers prefer job candidates who display high 

nonverbal behaviors. 

Although in many cases interviewees receiving more 

favorable evaluations have been physically attractive, 

in several studies physical attractiveness seems to be 

a less important determinant of success in a job interview 



than other factors. Heilman and Saruwatari (1979) found 

that the sex of the applicant and the nature of the job 

he or she seeks has impact on physical attractiveness in 

the job interview. The physically attractive woman was 

less likely to be hired than a physically unattractive 

woman for a managerial position. They found that for male 

applicants seeking white-color organizational positions, 

physical attractiveness was advantageous. 

Arvey (1979) found that interviewers have more 

favorable evaluations when the interviewees are physically 

attractive, speak with a standard accent, present a 

professional appearance, and are enthusiastic, active, 

and expressive. Expressive behaviors consisted of sitting 

in an upright position, smiling, large amounts of gaze 

directed to the interviewer, head nodding, fluent speech, 

and high vocal activity. 

Forbes and Jackson (1980) hypothesized that favorable 

decisions to employ an interviewee would be associated 

with interviewees who exhibited positive nonverbal styles, 

whereas decisions not to employ would be associated with 

job candidates who exhibited unfavorable nonverbal styles. 

Their hypothesis was supported. They found that the most 

reliable nonverbal indicator of success or failure in 

these job interviews was eye behavior. Those who smiled 

and exhibited more head movement, in the form of 

affirmative nodding, proved to be good predictors of 
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success in the interview situation. Apparently, eye 

behavior plays a central role in achieving success in 

job interviews. 

Hickson and Stacks (1985) have determined which 

nonverbal cues are most important in the employment 

interview. Paralanguage, posture, eye contact, personal 

appearance, positive facial expression, and head nods have 

been found to be most significant. 

Watson and Smeltzer (1982) also found that an 

interviewee's appearance and eye contact were the most 

important nonverbal behaviors. They also found that facial 

expressions, eye contact, and gestures were the most 

important during the first part of the interview. During 

the final part of the interview, facial expressions, eye 

contact, and appearance are remembered most and 

interviewees should continue to work on these behaviors 

throughout the course of the interview. 

Leathers (1986) presents a nonverbal profile for job 

applicants which is associated with success in the job 

interview. 

Sustained eye contact; smiling; 
attentive posture; direct body 

orientation; close physical proximity 
illustrator gestures 

Vocal cues: 
Voice modulation to express 

appropriate affect: 
variation in pitch, rate, and volume 

Substantial Volume 



Fluency 
No hesitation in responding to interviewer questions 

Eye Behaviors: 
Steady and sustained eye contact 
Substantial amount of eye contact 

Bodily Cues: 
Affirmative head nodding 

Hand gestures communicating high energy levels 
Open posture and responsive postural shifts 

Confidence gestures (p. 225) 

This profile is based on results from empirical 

research (Leathers, 1986). Note that these are behaviors 

an interviewee should exhibit and may help to determine, 

along with other behaviors, an interviewer's decision to 

hire or not to hire. 

Webster (1964) and Schmitt (1976) found that 

interviewers have a stereotype of the right interviewee 

and then match people on the stereotypes of these behaviors 

and qualifications of the ideal candidate. Findings 

maintain that favorable or unfavorable opinions of the 

interviewee are formed early in the interview and that 

interviewers are more influenced by unfavorable impressions 

than by favorable impressions. 

Many studies have shown the importance of nonverbal 

behaviors in the employment interview. Interviewees in 

the job interview receive more favorable ratings when 

presenting a professional and attractive appearance, when 

showing enthusiasm, expressiveness through the use of 

nonverbal behaviors, and when being fluent and informative. 
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Nonverbal cues can help provide this information about 

the interviewee. Considered next is how nonverbal 

communication contributes to the first impressions 

individuals leave in job interviews. 

Nonverbal Communication and First Impressions in the 
Job Interview 

As noted earlier, the employment interview often 

constitutes the first contact between applicants seeking 

employment and representatives of an organization. Many 

applicants recognize the importance of this initial con

tact, and make many efforts to assure a positive outcome. 

The tactics they use to elicit positive reactions in an 

interview are generally described as impression management. 

Impression management is an individual's conscious 

control to change or manage several aspects of his/her 

behavior to create a positive impression on others (Eder 

& Ferris, 1989, p. 205). The interviewer and interviewee 

are of unequal status, therefore the interviewee (normally 

seen a lower status) is typically engaged in impression 

management. The initial impression an interviewee makes 

is important because many interviewers make their 

decisions about the interviewee within the first four 

minutes of the interview (Eder & Ferris, 1989, p. 52). 

In order to maximize the interviewee's chances, he or she 

should try to manage the first few minutes of the inter

view most carefully. "First impressions account for a 
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disproportionate amount of the information used in the 

formation of all impressions, and nonverbal cues exert 

a controlling influence on the development of first 

impressions" (Leathers, 1986, p. 204). 

Studies have found that nonverbal cues have 4.3 times 

the impact on first impressions than do verbal cues be

cause they help provide accurate information about 

personal traits (Argyle, Burgess, Nicholson, Williams, 

and Salter, 1970). The interviewer relies heavily on the 

interviewee's nonverbal cues in forming impressions about 

him/her during the interview. 

y Interviewees cannot not communicate (DeVito, 1986). 

From the moment the interview begins, the interviewee 

sends messages to the interviewer. The interviewer 

notices the interviewee's clothing, postures, gestures, 

tone of voice, eye movements, and facial movements, as 

well as vocabulary. Studies have shown that once indi

viduals have formed attitudes and evaluative judgments 

of another person, it is hard to alter that impression 

(Wyer & Srull, 1986). These impressions are often filters 

through which everything else about the interviewee is 

seen (DeVito, 1986). 

There are many different behaviors with potential for 

inducing positive reactions in interviewers. Inter

viewer's reactions to job candidates are strongly 

influenced by the applicant appearance (e.g., physical 
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attractiveness, use of grooming aids, style of dress). 

Studies show that persons who are attractive and 

appropriately dressed generally receive higher ratings 

than ones judged to be unattractive or inappropriately 

dressed (Eder & Ferris, 1989). Several other studies have 

shown that the emission of a high level of positive non

verbal cues can enhance ratings of applicants by 

interviewers (Imada & Hakel, 1977). Such tactics generate 

positive affect among the interviewer, thus enhancing 

subsequent ratings. With this evidence, it has been found 

that the greater the number of impression management 

tactics employed, the more favorable the reactions induced 

among interviewers. Moderation of various tactics of 

impression management may be an appropriate strategy 

during employment interviews. Such tactics are expected, 

but beyond some level, they may appear excessive. When 

used to excess, they tend to reduce evaluation rather than 

enhance ratings among interviewers (Eder & Ferris, 1989, 

p. 206). 

An interviewee must be credible. In order for him/her 

to form a positive impression on the interviewer, they 

must have self-confidence, attitudes, and positive person

ality traits. 

In a job interview, the interviewee who wishes to make 

a favorable first impression must recognize that his/her 

vocal cues and personal appearance are a major determinant 
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of the kind of first impression they make. Interviewees 

greatly enhance their chances by exercising conscious con

trol over these cues in an interview setting. Three sets 

of cues that have been considered particularly important 

in job interviews are vocal cues, physical appearance 

cues, and body movement/gestural cues. These are treated 

in turn below. 

Vocal Cues 

Vocal cues play an important role in first impres

sions. They are a major source of information which 

interviewers use to make attributions about an 

interviewee's personality traits. 

Some vocal cues are associated with the attribution 

of desirable personal traits, and some with undesirable 

personal traits. Following Leathers (1986), there are 

certain vocal guidelines an interviewee should follow to 

make for a favorable impression: 

1. Strive for a conversational speaking rate of 
125-130 words per minute. Interviewees who use 
a conversational speaking style are viewed as 
more pleasant, likable, and friendly than those 
who do not. 

2. Emphasize the most important points that are made 
with appropriate changes in volume and pitch --
the monotone voice has been found to be very 
damaging to credibility. 

3. An interviewee's voice that is judged to be most 
credible is one that is fluent, low-pitched, 
varied, moderately paced, and General American 
in dialect. 

4. Interviewees with a narrow pitch range are viewed 
as unassertive, uninteresting, and lacking in 
confidence. 

5. Speaking with an appropriate variation in rate 
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and pitch will make an interviewee appear more 
dynamic, animated, and extroverted. 

6. Faulty or sloppy articulation and improper 
pronunciation are apt to have a highly negative 
impact on an interviewee's perceived competence. 

7. Inconsistent messages have a particularly damaging 
impact on the first impression an interviewee 
makes. 

8. Deliberate pauses before the most important points 
that are made will make an interviewee seem more 
competent and will increase the likelihood that 
the point the interviewee is making will be 
remembered (p. 211). 

Physical Appearance Cues 

To make a favorable first impression, an interviewee 

should be well-groomed, neat, and dressed to look 

professional. Clothing choice represents the most 

effective way of controlling appearance. Molloy (1977) 

has found that it is best for an interviewee to dress as 

if they were applying for a job two steps above the one 

for which they are applying. Males should wear a navy 

blue or gray suit with a white shirt for the job inter

view. A burgundy or blue tie should be worn and dress 

loafers to complete the look. A woman should wear a navy 

blue skirted suit, a white blouse, and matching pumps. 

Also, all business people should carry a quality pen. 

Researchers have found that carrying an attache case or, 

in case of a female, a good quality handbag, also test 

well. The right glasses can make someone look authori

tative and very little jewelry should be worn. 

Everything the interviewee wears or carries sends a 

message to the interviewer. 
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Body Movement/Gestural Cues 

The most important of all nonverbal communication 

systems is the body. Through gestures we communicate a 

variety of messages. Each of these five areas will be 

discussed (emblems, regulators, illustrators, affect 

displays, and adaptors) and how they are related to the 

job interview. 

Emblems are nonverbal acts that convey a direct 

verbal translation which have a specific message well 

known by others (Harper, Wiens, Matarazzo, 1978). There

fore, immediacy or nonimraediacy can be conveyed by 

emblems. Gestures such as stop, get lost, shaking a fist 

and stick it generally would be interpreted as non-

immediate gestures, therefore, most likely one would 

avoid approaching someone who was using such gestures. 

Emblems such as waving, a peace sign, handshake, or 

slapping someone on the back for a job well done would 

be interpreted as immediate gestures, conveying liking 

or friendship (McCroskey, Payne, & Richmond, 1987). In 

the job interview, of course, the traditionally accepted 

gesture perceived as immediate would be the warm hand

shake. 

Regulators refer to nonverbal behaviors which 

maintain and control the speaking and listening of par

ticipants in a social situation. Regulators are usually 

unintentional and used without an individual really being 
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aware of them. Adjusting our eye focus, pursing our lips, 

nodding our heads, or waving as for a greeting, are some 

examples of regulators. 

Positive head nods, silence, eye contact, a relaxed 

posture, touch, and positive vocalic behaviors are all 

regulators that increase immediacy while talking to 

another. Each of these encourages the other to continue 

speaking and reflects one's interests in what is being 

said (McCroskey, Payne, & Richmond, 1987). 

Movements such as negative head nods, leaning back, 

slouching posture, little eye contact, or dull-sounding 

vocalic behavior are regulators that might decrease 

immediacy, conveying that one is bored with what is being 

said or that one does not care. These regulators are 

especially important in the job interview. 

Illustrators are movements that are related directly 

to what is being said and emphasized what is verbalized. 

They are used when it is easier to express an idea by a 

movement than by a word for some reason. They accompany 

and illustrate verbal messages. Illustrators are both 

intentional and informative and are socially learned. 

Illustrators can increase or decrease immediacy. For 

example, if an individual is very happy about something, 

he or she will use more illustrators that assist in 

telling others, thus increasing immediacy. In the job 
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interview, illustrators, used appropriately, can increase 

immediacy. 

Affect displays are linked with facial expressions 

that convey emotional meaning. They show emotional mean

ings such as surprise, happiness, interest, bewilderment, 

anger, eagerness, or fear, sometimes without being 

intentional or us being aware of (DeVito, 1986). When 

one shows emotional states such as interest, relaxation, 

or happiness one would most likely be conveying more 

immediacy. 

A person's emotional state will help determine the 

affect displays he/she use. These affect displays are 

a mirror of an individual's feelings. It is important 

in the job interview that one reflects interest and 

enthusiasm. 

Adaptors are nonverbal behaviors that are used to 

satisfy bodily needs that are rarely communicative. 

There are two types of needs that are rarely communi

cative, physical or psychological. Physical needs are 

when we satisfy a need. Psychological needs are as when 

we bite our lips when anxious. Adaptors manage body 

needs, emotions, or interpersonal interactions. 

Self-adaptors and object adaptors are the two most 

important types of adaptors. Self-adaptors are acts that 

involve some manipulation of a part of the body such as 

picking, scratching, rubbing, or massaging. Object-
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adaptors are sequences of movements learned for some 

purpose such as driving, smoking, touching, or holding 

an object in one's immediate environment (Leathers, 1986). 

They are done with more awareness and are more socially 

acceptable. 

Adaptors identify a lot about an individual. Com

municators are usually aware they are being watched, 

therefore exhibiting just certain adaptors. For example, 

when we scratch our head, we don't scratch it as 

intensely as if we were alone. People who never seem 

relaxed, such as those who scratch their heads or bite 

their nails, do not convey immediacy to others, they only 

convey anxiety (McCroskey, Payne, & Richmond, 1987). 

During an interview, an interviewee should avoid 

gestures that may appear stressful, such as pulling on 

clothing, stroking self, or nervous gestures. Researchers 

report that when one feels hostile they emit more adaptors 

than when they feel friendly. When someone feels more 

anxiety or more tense, the number of adaptors increases 

(DeVito, 1986). Interviewees should be careful to limit 

the number of gestures used. 

To summarize, first impressions often stay with the 

interviewer more than any other recollection. Tactics 

of impression management produce positive evaluations of 

the applicant by inducing positive affect among inter

viewers. Such tactics play a key role in the 
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interviewer's decision as to hire or not to hire. Begin

ning to exercise conscious control over these nonverbal 

cues will help an interviewee develop a winning image for 

a successful interview, which is presumably the central 

goal of the employment interview. Nevertheless, nonverbal 

communication researchers have recently argued that people 

respond to nonverbal communication behaviors in clusters, 

and at a macro-level, rather than to micro-level behaviors 

(McCroskey, Payne, & Richmond, 1987). The most commonly 

referrenced and studied cluster of this sort is nonverbal 

immediacy, which is the focus of the next section. 

Nonverbal Immediacy and the Job Interview 

Nonverbal immediacy is the degree of physical close

ness that echoes a psychological closeness between people. 

Mehrabian (1971) describes this concept in terms of the 

'immediacy principle': "People are drawn toward persons 

and things they like, evaluate highly, and prefer; and 

they avoid or move away from things they dislike, 

evaluate negatively, or do not prefer" (McCroskey, Payne, 

& Richmond, 1987, p. 185-186). The person who is per

ceived as warm communicates an attentive attitude, a 

feeling of interest, and a liking to others. 

Immediacy can be communicated either verbally or 

nonverbally, although verbal messages and behaviors com

municate feelings of immediacy most directly. Exhibiting 

high-immediacy behaviors such as (1) smiling; (2) for-
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ward-lean during encounters; (3) facing the other person; 

(4) open-body position; (5) touching; (6) body relaxation; 

(7) assuming similar postures; (8) body and head orien

tations that directly face the other person; (9) 

affirmative head nods; (10) moderate amounts of gesturing, 

and (11) close interpersonal distance, are all nonverbal 

behaviors that express interest in the other person, 

therefore promoting the feeling of immediacy (Leathers, 

1986). If a verbal message indicates immediacy while the 

nonverbal message is contradictory, receivers respond to 

the nonverbal message and disregard the verbal message. 

In the job interview, exhibiting high-immediacy be

haviors is extremely important. Several studies that 

examined the effects of variations in applicant's 

communicative behaviors upon interviewer's decisions 

found that interviewees who demonstrate high-immediacy 

behaviors (e.g., smiling, eye contact, attentive posture) 

versus low-immediacy behaviors (e.g., eye contact of 

short duration, closed posture) are favored by inter

viewers (Jablin & McComb, 1984). Mehrabian (1971) found 

that increases in positive evaluation are denoted by 

positions such as closer distance, direct orientation, 

forward lean, and eye contact. 

Imada and Hakel (1977) conducted a study on inter

viewees' nonverbal "immediacy" in the job interview. 

Nonverbal immediacy and nonimmediacy were manipulated 
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by the applicants varying their levels of eye contact, 

body orientation, interpersonal distance, and smiling. 

Eighty-six percent of those who exhibited high-immediacy 

behaviors were recommended by the interviewer for a 

second interview. Only 19 percent of the interviewees 

who exhibited low-immediacy behaviors received a similar 

recommendation (Leathers, 1986). 

The several different behaviors that can be used to 

promote immediacy are discussed next relative to the job 

interview. 

Physical Attractiveness and Immediacy 

A person's general physical appearance is clearly a 

powerful means of communication. Depending on a person's 

body, the attractiveness of their body, their hair, and 

their dress may vary what is communicated about them 

(McCrosky, Payne, & Richmond, 1987, p. 187-188). For an 

interview, a person's appearance has a major impact on 

whether interviewers see him as immediate or not. 

Studies have shown that applicants who are attractive 

receive higher ratings among interviewers (Eder & Ferris, 

1989). This may be because persons who are physically 

attractive generally communicate a more positive self-

image than those who are not. In American society, 

positive characteristics are attributed to attractive 

people such as self-confidence, assertiveness, and 

sociability. Attractive people are perceived by others 
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to be more friendly, successful, outgoing, and likable 

than those who are not attractive. Two immediacy related 

results are perceived by those who are attractive: a) 

attractive people might be perceived as being more 

approachable because they are perceived by others as 

being more likable and sociable; b) attractive people 

probably exhibit more immediacy behaviors because they 

are also perceived as more sociable and responsive 

(McCroskey, Payne, & Richmond, 1987, p. 188). Also, the 

person who displays more immediacy behaviors will be seen 

as more attractive. 

A person's body size and shape also affect how an 

interviewer sees him/her. According to Sheldon (1954), 

there are three classifications of body types: (1) ecto-

morphic, who are perceived as tense, sensitive, and 

awkward (thin and fragile); (2) endomorphic, who are 

perceived as being jolly, friendly, and social (soft and 

fat); (3) mesomorphic, who are perceived as outgoing, 

competent, and confident (bony and athletic). The meso

morphic and endomorphic body shapes are perceived as being 

more immediate and approachable, since they are perceived 

as being friendly and confident (McCroskey, Payne, & 

Richmond, 1987). Since the ectomorphic are perceived as 

being tense, sensitive, and awkward, they are seen as 

nonimmediate. Although an individual can do nothing to 

change his body shape, they can be aware of factors such 
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as dress and grooming that they can change. Therefore, 

an ectomorphic should work on displaying warm immediacy 

behaviors during a job interview since this affects the 

interviewer's impressions. 

Dress, Artifacts and Immediacy 

What an individual wears, or does to his/her body, 

in order to modify personal appearance can communicate 

immediacy or nonimmediacy. Clothing, hairstyle, plastic 

surgery, contact lens or eye glasses, and cosmetics are 

all artifactual means to modify one's personal appearance. 

Sometimes, one's use of artifacts suggest that the per

son is immediate or nonimmediate. One who dresses 

informally usually communicates they are approachable, 

and dressing formally sometimes intimidates others, 

leaving one inapproachable and nonimmediate (Leathers, 

1986). 

For an interview, hair should be cut an acceptable 

length. This will make one more immediate than that 

person with an unusual length or style. Males should 

avoid facial hair, although mustaches that are trimmed 

and well-groomed are acceptable. For females, hair should 

be fairly conservative, shoulder length, and look natural 

(Hickson & Stacks, 1985). 

For the interview, colognes and perfumes should be 

used in moderation. The interviewee should smell clean 

and fresh, being as conservative as possible. Scents can 
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be used to increase or decrease immediacy. 

Posture and Immediacy 

People's body movements and postures can be influenced 

by their motives and emotions. The impressions and judg

ments of people can be influenced by the body postures 

in which they are engaging in at a particular time 

(Klienke, 1975). 

How a person's body is positioned toward the listener 

communicates immediacy and liking. An erect body position 

with a forward lean is much more likely to be perceived 

as immediate and encourage interaction or communication. 

When someone crosses their arms in front of their chest 

they seem less approachable or uninterested. Those who 

convey openness by a relaxed body position, a forward 

lean, and direct body orientation create immediacy. In

creasing gestures and body movements that denote the 

degree of physical or psychological closeness between 

people should lead to more effective communication on the 

part of the participants, therefore increasing immediacy 

(McCroskey, Payne, & Richmond, 1987). During an inter

view, an interviewee's posture should be relaxed and 

slightly leaning forward. Forward leans indicate 

interest. One should avoid placing both feet under the 

chair or crossing one's legs. The interviewee should 

place one foot in front of the other. 

Face, Eye Behavior, and Immediacy 
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Facial expressions may communicate the following 

eight categories of emotions: (1) happiness; (2) sur

prise; (3) sadness; (4) interest; (5) disgust; (6) 

contempt; (7) fear; and (8) anger. The face complements 

the meaning of spoken messages and sometimes replaces 

them (Harper, Weins, Matarazzo, 1978). 

The eyes also serve many important functions: (a) 

regulate interaction; (b) influence attitude and per

suasion; (c) indicate attentiveness; (d) communicate 

emotions; (e) define power and status relationships; and 

(f) assume a central role in impression management 

(Leathers, 1986, p. 42). Argyle and Cook (1976) found 

that different actions of gaze behavior conveyed 

immediacy. Those who engage in increased gaze are seen 

as competent, sociable, and composed therefore increasing 

immediacy. Decreased gaze would decrease immediacy. 

One's face and eyes communicate affect and feeling. 

A speaker's eye contact with a listener can serve as a 

measure of liking for the listener. Previous research 

has found that based on facial expressions, people can 

make somewhat accurate judgments about a person's age, 

sex, race, and emotional state. 

During the interview, an interviewee should maintain 

a pleasant facial expression and an appropriate level of 

eye contact. The most common facial expressions that 

convey immediacy are smiling, direct eye contact, mutual 
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glances, and having an interested look (McCroskey, Payne, 

& Richmond, 1987). Individuals should develop an ability 

to differentiate among the subtle kinds of emotional 

meaning that are communicated by facial expressions to 

enhance their potential to communicate successfully. 

Vocal Behavior and Immediacy 

The way an interviewee speaks, referred to as 

vocalics, can help project a positive image, relay 

emotions, and increase or decrease immediacy. The way 

an individual speaks is one of the most important factors 

affecting their image. Malandro and Barker (1983) sug

gest that an interviewee's spoken image becomes dominant 

and overrides the visual image the minute they begin to 

speak. Mehrabian (1981) found that 38 percent of the 

emotional information transmitted by a given message may 

be attributed to vocal cues, 55 percent to facial expres

sions, and only one percent to words. Exhibiting 

substantial but excessive volume, expressiveness, sounding 

confident, fluency, and little pausing, all increase 

immediacy. These behaviors show self-confidence and 

self-assurance. Nonimmediate behaviors include behaviors 

such as slow or extremely fast rate, having little 

variety in pitch, feeble tone, numerous pauses, and an 

aggressive tone. Some of these behaviors can give the 

perception that the speaker is anxious or nervous, which 

can make others uncomfortable. The interviewee's rate 
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of speech and fluency can tell the interviewer how 

relaxed they are. Speaking at a faster than normal rate 

indicates credibility to the interviewer, whereas 

speaking at an extremely fast rate tends to decrease 

immediacy (McCroskey, Payne, and Richmond, 1987). 

Touch and Immediacy 

Touch is perhaps the most primitive of all the forms 

of nonverbal communication and can communicate immediacy. 

The meaning of touch can often be affected by the follow

ing: (1) the part of the body that is being touched; 

(2) the relationship of the person's involved; (3) what 

part of the body touched the other person; (4) the 

situation in which it occurs; (5) how long the touch 

lasts; (6) how much pressure is being used; (7) if there 

is movement after contact has been made; and (8) the mood 

created by the situation (Wiemann & Harrison, 1983). 

Although the meaning of touch can be affected by many 

different things, there are still some common touch be

haviors that create immediacy. Such behaviors include 

touching in the upper body areas, such as patting or 

squeezing the shoulder. These behaviors denote caring, 

warmth, and concern for others. Extended pressure, 

rubbing, or caressing does not create immediacy. The sex, 

age, race, status, and the region of the body that is 

touched determine touching norms. A touch can be 

interpreted as fairly intimate and this would be 
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inappropriate for the degree of acquaintance between 

interviewer and interviewee in a job interview. However, 

an interviewee should be prepared for a welcome and an 

initial handshake. 

Time and Immediacy 

How one uses time can communicate if they are im

mediate or nonimmediate. Someone who is constantly late 

is often perceived as lazy, uncaring, rude, and 

uninterested and therefore nonimmediate. People who are 

a little early or on time can be perceived as interested 

and caring, therefore promoting immediacy. For an inter

view, an interviewee should arrive a little early in 

order to prepare themselves. 

Rationale and Problem Statement 

Based on the proceeding findings some basic 

conclusions can be drawn: (1) various nonverbal behaviors 

such as eye contact, body movements, smiling, head nods, 

and varied voice modulation are necessary for a successful 

interview (McGovern, 1977; McGovern & Tinsley, 1978; 

McGovern & Ideus, 1978; Sterrett, 1978; Heilman & Saru

watari, 1979; Forbes & Jackson, 1980); (2) tactics of 

impression management play a key role in the interviewer's 

decision as if to hire the applicant or not (Eder & 

Ferris, 1989; Wyer & Srull, 1986); and (3) interviewees 

who demonstrate a high level of nonverbal immediacy cues 

(e.g. behaviors that show pleasure, that infer liking. 
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and show interest) are favored by interviewers (Imada & 

Hakel, 1977; Jablin & McComb, 1984). What is not known 

from previous research is to what extent interviewers 

and interviewees have similar beliefs about which non

verbal immediacy behaviors are important in the job 

interview. These issues are important to consider 

because if employers look for or expect certain nonverbal 

behaviors in interviewees and interviewees exhibit dif

ferent behaviors, the success of the interview is 

doubtful. However, if prospective employees are able to 

identify critical nonverbal behaviors considered 

important by employers, then their chances of making 

positive first impressions are heightened. Thus, the 

following hypothesis and research questions are proposed: 

H: Employers and prospective employees both will 
rate various nonverbal immediacy behaviors as 
being necessary for making positive first 
impressions in a job interview. 

RQ: Do employers and prospective employees differ 
in their ratings of which immediacy behaviors 
might be most important for making positive 
first impressions in job interviews? 
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III. Methods 

Respondents 

Participants were 30 employers (15 males and 15 

females) and 30 prospective employees (13 males and 17 

females) who came to the Texas Tech University Career 

Placement Center during the first part of the spring 

semester 1990. Employers (interviewers) came from organ

izations such as General Electric, Electrical Data 

Systems, Westinghouse, Carnation Company, Naval Weapons 

Station, and Lockhead Engineering. Employers had been 

interviewing for six months to 20 years. The prospective 

employees were individuals who were currently applying 

for jobs and going through job interviews. Their majors 

varied from teaching, pre-physical therapy, speech com

munication, psychology, merchandising, finance, economics, 

to business administration. However, two interviewees 

had completed no college. 

Procedure 

Participants completed a 12 item immediacy question

naire using a five-point Likert scale (see Appendix A). 

Interviewers and interviewees were differentiated by 

filling out personal information sheets (see Appendices 

B and C) to obtain information such as how long they had 

been interviewers or if they had any interviewing 

experience. The 12 item, five-point Likert-type scale 

was based in part on items from a questionnaire in 
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McCroskey, Payne, and Richmond (1977). The questionnaire 

covered six nonverbal immediacy behaviors: (1) tactile 

communication (items 1 & 3); (2) amount of eye contact 

(items 2 & 10); (3) proximity (items 4 & 11); (4) vocalics 

(items 5 & 7); (5) gestures (items 6 & 9); and (6) posture 

(items 8 & 12). Participants were asked to what degree 

they felt these nonverbal immediacy behaviors were im

portant for the interviewee to possess. They indicated 

to which degree they agreed or disagreed with each 

statement. Higher ratings indicated more importance 

placed on immediacy behaviors and lower scores indicated 

less importance. Results were then compared to see 

whether prospective employees consider the same non

verbal behaviors as equally important to first impressions 

as would employers. 

Interviewees completed the questionnaires at the 

University Placement Center. Others were distributed by 

the researcher and returned by hand. Interviewers were 

mailed the questionnaire and asked to return them to the 

researcher in self-addressed envelopes. 
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IV. Results 

To examine the differences between interviewers' and 

interviewees' responses, separate t_-tests for each of the 

12 items were performed, as well as one on overall 

immediacy scores. Since multiple t_-tests were performed, 

alpha was set at .01 for significance. 

For overall immediacy, differences between inter

viewers (x_ = 42.27, s .d. = 4.24) and interviewees (x = 

41.33, s.d. = 5.36) was nonsignificant (t_ = .75, n.s.). 

These means indicate both groups placed a moderately high 

degree of importance on immediacy behaviors when used by 

interviewees (theoretical scale midpoint = 3 6 ) . Of the 

12 items comprising the immediacy scale, in which each 

item represents an individual immediacy behavior, the 

two groups differed significantly on two items. One was 

item 3, concerning interviewees' response to interviewer 

touch. Interviewees (x = 2.67, s.d. = 1.03) believed 

less than did interviewers (x = 3.40, s.d. = .968) that 

the interviewee should move away from the interviewer when 

the latter touches the former (t = 2.84, df = 58, £ < 

.01). In other words, interviewees appeared to place 

importance on avoiding touch by interviewers whereas 

interviewers felt relatively neutral on this point. The 

other item, number 9, evidenced a significant difference 

as to whether interviewees should use gestures during an 

interview. Again, interviewees (x = 3.03, s.d. = 1.07) 
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showed somewhat less importance for this behavior than 

did interviewers (x = 2.30, s.d. = .702, df̂  = 58, £ < 

.01). Note that because of the negative wording of this 

item -- "seldom use" -- the higher mean indicates more 

belief that a lack of use is important. Thus, with 

respect to this item, interviewers seemed more inclined 

to place importance on interviewee's use of gestures than 

did interviewees themselves. 

A second way the groups were compared to determine 

the relative importance each placed on the immediacy be

haviors was to look at differences in item-total 

correlations between interviewers and interviewees. For 

the interviewees', eight items correlated significantly 

with overall immediacy scores. The items reflected moving 

away from the interviewer when touched by the interviewer 

(item 3), sitting or standing close to the interviewer 

(item 4), frequently gesturing while talking to the 

interviewer (item 6), being very vocally animated while 

talking to the interviewer (item 7), leaning toward the 

interviewer while talking to him/her (item 8), seldom 

gesturing while talking to the interviewer (item 9), 

moving away from the interviewer when he/she sits or 

stands close (item 11), and leaning away from the inter

viewer when talking to him/her (item 12). In other words, 

these eight behaviors are those the interviewees 

considered of primary importance to overall interviewee 
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immediacy (avg. r = .578, £ < .05). For the interviewers, 

seven of the items correlated significantly with overall 

immediacy and these were the same items that correlated 

with immediacy for interviewees, except item 12 which was 

nonsignificant for interviewers. Generally then, inter

viewers and interviewees considered the same behaviors 

important for interviewee immediacy. The difference in 

the correlations for item 12 (interviewee r; = -.52, £ < 

.05; interviewer; r_ = .00, n.s.) was significant (r = 

2.46, £ < .05). Thus, unlike interviewers, interviewees 

saw leaning away from the interviewer to be problematic 

for their immediacy. 
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V. Discussions and Conclusions 

The final chapter of this thesis contains a dis

cussion of the results based on previous literature. 

Conclusions based on the results are also offered. 

Discussion 

Results of the study confirmed the first hypothesis that 

employers and prospective employees both will rate non

verbal immediacy behaviors as being necessary for making 

positive first impressions in a job interview. As other 

studies have shown to be important in an interview, both 

interviewers and interviewees agreed with item 10, "The 

interviewee should use a lot of eye contact while talking 

to the interviewer," and disagreed with item 2, "The 

interviewee should avoid eye contact when talking to the 

interviewer." Both interviewers and interviewees 

disagreed with item 1, "The interviewee should touch the 

interviewer when conversing with him/her" and felt neutral 

about item 4, "The interviewee should sit or stand close 

to the interviewer during the interview." Previous 

literature has shown an interviewee's voice should have 

variation in pitch, rate, and volume, as interviewers and 

interviewees strongly disagreed with item 5, "The inter

viewee's voice should be monotonous or dull when 

conversing with the interviewer," and both were undecided 

about item 7, "The interviewee should be very vocally 

animated when talking with the interviewer." 
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Regarding item 6, "The interviewee should frequently 

gesture while talking to the interviewer," both were un

decided or neutral about this statement. Both were also 

undecided about item 8, "The interviewee should lean 

toward the interviewer while talking to him/her," and 

disagreed with item 12, "The interviewee should lean 

away from the interviewer when talking to him/her." Both 

interviewers and interviewees disagreed with item 11 , 

"when the interviewer sits or stands close to the inter

viewee, the interviewee should move away." 

Regarding the research question proposed for this 

study, employers and prospective employees generally felt 

the same way on which immediacy behaviors might be most 

important for making positive first impressions in job 

interviews. Overall, there were only two statements that 

were rated significantly different. Regarding statement 

3, interviewees agreed more with the statement "The 

interviewee should move away from the interviewer when 

the interviewer touches the interviewee." Studies have 

shown that in interactions between persons of unequal 

status, the participant with less power is often engaged 

in impression management and feels he/she should go along 

with what the higher status person initiates. Nancy 

Henley in the book Body Politics (1977) argues that 

touching behavior can be a sign of dominance. The higher 

status person is allowed to touch the lower status person. 
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although it would be inappropriate for the lower status 

person to touch the higher status person. Thus, inter

viewees may be aware of this norm as evidenced by these 

results. 

The other statement, item 9, "The interviewee should 

seldom use gestures while talking to the interviewer," 

interviewees did not feel this was as important as did 

interviewers. This could be from the lack of knowledge 

an interviewee has about interviewing. Studies show that 

the interviewee in the initial impression needs to be a 

little nervous because over confidence could be perceived 

wrongly. This factor is influenced by the way we control 

our nonverbal behaviors, such as gesturing (Cappella, 

1981; Shrout & Fiske, 1981). 

Regarding other behaviors such as eye contact, 

vocalics, tactile communication, posture, and proxomity, 

interviewers and interviewees felt these were all 

important for making positive impressions in job inter

views . 

Conclusions 

This investigation has focused on whether employees 

and prospective employers differ in which nonverbal 

immediacy behaviors might be most important for making 

positive first impressions in job interviews. The results 

indicate that interviewers and interviewees generally 

consider the same various behaviors to be important for 
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interviewee immediacy. Since prospective employers look 

for or expect certain nonverbal behaviors in interviewees, 

it is very important for the interviewee to exhibit these 

behaviors. 

It is interesting that the two groups did not differ 

much overall. Perhaps perceptions and ratings were similar 

because society has placed so much belief on the fact that 

certain behaviors, such as the way one dresses, smiling, 

eye contact, vocalics, gesturing, and immediacy behaviors, 

add to the success of an interviewee. A stereotype has 

been placed on interviewees, and if he/she doesn't match 

this stereotype, they are not as good of a candidate. 

In another country, these certain behaviors might not be 

associated with success in a job interview. But in the 

United States, it is very important that the interviewee 

dress professionally, smile, have sustained eye contact, 

a direct body orientation, an open posture, and use con

fident gestures. If the interviewee does not exhibit 

certain behaviors, their chances of obtaining a job are 

lessened. 

Also, because of society, common sense would tell an 

interviewer not to lean back, chew gum, avoid eye contact, 

and look around in the interview. Most of the people who 

participated in this study had some experience as an 

interviewer or an interviewee. He/she probably had some 

knowledge of what behaviors are important for them to 
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exhibit. Maybe letting respondents participate who had 

no experience or knowledge of interviewing behaviors 

would have given different perceptions and ratings. 

This study has reinforced the findings that certain 

nonverbal immediacy behaviors are important in the job 

interview. As previously noted, these nonverbal immediacy 

behaviors for job applicants will not assure success in 

a job interview, but will hopefully heighten his/her 

subsequent ratings. 



40 

References 

Argule, M., & Cook, M. (1976). Gaze and mutual gaze. 
Cambridge: Cambridge University Press. 

Argyle, M., Salter, V., Nicholson, H., Williams, M., & 
Burgess, P. (1970). The communication of inferior 
and superior attitudes by verbal and nonverbal signals. 
British Journal of Social and Clinical Psychology, 
i, 222-231. ' 

hryjey, R.D. (1979). Unfair discrimination in the 
employment interview: Legal and psychological 
aspects. Psychological Bulletin, 86, 736-765. 

Burgoon, J.K., Buller, D.B., & Woodall, W.G. (1989). 
Nonverbal communication: The unspoken dialogue. 
Harper & Row Publ., New York. 

Cappella, J.N. (1981). Mutual influence in expressive 
behavior: Adult-adult and infant-adult dyadic 
interaction. Psychological Bulletin, 89. 101-132. 

DeVito, J.A. (1986). The interpersonal comunication 
book. New York: Harper & Row Publishers. 

Eder, R.W., & Ferris, G.R. (1989). The employment 
interview: Theory research and practice. Newbury 
Park: Sage Publications. 

Ekman, P., & Friesen, W.V. (1969). The repertoire of 
nonverbal behavior: Categories, origins, usage, and 
coding. Semiotica, 1_, 49-98. 

Forbes, R.J., & Jackson, P.R. (1980). Nonverbal behaviour 
and the outcome of selection interviews. Journal of 
Occupational Psychology, 53, 65-72. 

Harper, R.G., Matarazzo, J., & Wiens, A. (1978). 
Nonverbal communication: The state of the art, John 
Wiley & Sons: New York. 

Heilman, M.E., & Saruwatari, L.R. (1979). When beauty 
is beastly: The effects of appearance and sex on 
evaluations of job applicants for managerial and 
nonmanagerial jobs. Organized Behavior and Human 
Performance, 23, 360-372. 

Henley, N. (1977). Power, sex, and nonverbal 
communication. Englewood Cliff, New Jersey: Prentice-
Hall. 



41 

Hickson, M.L., & Stacks, D.W. (1985). Nonverbal 
communication studies and applications. Wm. C. Brown: 
Iowa. 

Imada, A.S., & Hakel, M.D. (1977). Influence of nonverbal 
communication and rater proximity on impressions and 
decisions in simulated employment interviews. 
Journal of Applied Psychology, 62, 295-300. 

Jablin, F.M., & McComb, K.B. (1984). The employment 
screening interview: An organizational assimilation 
and communication perspective. Communication 
Yearbook, 8̂ , 137-163. 

Keenan, A. (1976). Effects of nonverbal behavior of 
interviewer's on candidate's performance. Journal 
of Occupational Psychology, 49, 171-176. 

Kleinke, C.L. (1975). First impressions: The psychology 
of encountering others. New York: Prentice Hall Inc. 

Leathers, D.G. (1986). Successful nonverbal 
communications: Principles & applications. New York: 
Macmillan Publ. Co. 

Malandro, L.A., & Barker, L. (1983). Nonverbal 
communication. Reading, Mass: Addison-Wesley. 

McCroskey, J.C, Payne, S.K., & Richmond, V.P. (1987). 
Nonverbal behavior in interpersonal relations. 
Englewood Cliffs: Prentice. 

McGovern, T.V. (May, 1977). The making of a job 
interviewer: The effect of nonverbal behavior on an 
interviewer's evaluations during a selection inter
view. Dissertation Abstracts International, 37(9-B), 
4740-4741 . 

McGovern, T.V., & Ideus, H. (1978). The impact of 
nonverbal behavior on the employment interview. 
Journal of College Placement, 37, 51-53. 

McGovern, T.V., & Tinsley, H.W. (1978). Interviewer 
evaluations of interviewee nonverbal behavior. 
Journal of Vocational Behavior, 13, 163-171. 

Mehrabian, A. (1971). Silent messages. Belmont, Calif.: 
Wadsworth. 



42 

Mehrabian, A. (1981). Silent messages: Implicit 
communication of emotions and attitudes. (2nd ed.). 
Belmont, Calif.: Wadsworth. 

Molloy, J. (1977). The women's dress for success book. 
New York: Warner Books. 

Schmitt, N. (1976). Social and situational determinants 
in interview decisions: Implications for the employ
ment interview. Personnel Psychology, 29, 79-101. 

Sheldon, W.H. (1954). Atlas of men: A guide for 
somatyping the adult male of all ages. New York: 
Harper. 

Shrout, P.E., & Fiske, P.W. (1981). Nonverbal behavior 
and social evaluation. Journal of Personality, 49, 
115-128. 

Stano, M.E., & Reinsch, N.L. (1982). Communication in 
interviews. Englewood Cliffs, N.J.: Prentice-Hall. 

Sterrett, J.H. (1978). The job interview: body language 
and perceptions of potential effectiveness. Journal 
of Applied Psychology, 63, 388-390. 

Watson, K.W., & Smeltzer, L.R. (1982). Perceptions of 
nonverbal communication during the selection interview. 
ABCA Bulletin, 45, 30-34. 

Webster, E.C. (ed.). (1964). Decision-making in the 
employment interview. Montreal: McGill University 
Industrial Relations Center. 

Wiemann, J.M., & Harrison, R.P. (1983). Nonverbal 
interaction. Beverly Hills, Ca.: Sage Publications. 

Wyer, R.S. & Srull, T.K. (1986). Human cognition in its 
social context. Psychological Review, £2, 322-339. 



43 

APPENDIX A 

Q u e s t i o n n a i r e 
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DIRECTIONS: The purpose of this study is to see what 
types of behaviors interviewers and interviewees feel 
are important in the job interview for the interviewee. 
Listed below are 12 statements about differnt nonverbal 
behaviors job interviewees can use. Please indicate the 
degree to which you agree or disagree with each state
ment by using this scale: 

5 - strongly agree 
4 - agree 
3 - neutral/undecided 
2 - disagree 
1 - strongly disagree 

There are no right or wrong answers. 

1 . The interviewee should touch the interviewer 
when conversing with him/her. 

2. The interviewee should avoid eye contact when 
talking to the interviewer. 

3. The interviewee should move away from the inter
viewer when the interviewer touches the 
interviewee. 

4. The interviewee should sit or stand close to the 
interviewer during the interview. 

5. The interviewee's voice should be monotonous or 
dull when conversing with the interviewer. 

6. The interviewee should frequently gesture while 
talking to the interviewer. 

7. The interviewee should be very vocally animated 
when talking with the interviewer. 

8. The interviewee should lean toward the inter-
viewer while talking to him/her. 

9. The interviewee should seldom use gestures while 
talking to the interviewer. 

10. The interviewee should use a lot of eye contact 
while talking to the interviewer. 

1 1 . When the interviewer sits or stands close to the 
interviewee, the interviewee should move away. 

12. The interviewee should lean away from the 
interviewer when talking to him/her. 
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APPENDIX B 

Personal Information Sheet/Interviewer 
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(Interviewer) 

PERSONAL INFORMATION 

Please answer all of the following questions by 
filling in the blank or checking the appropriate response 

1. SEX: Male , Female 

2. How long have you been an interviewer? 

3. What training did you receive in interviewing? 
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APPENDIX C 

Personal Information Sheet/Interviewee 
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(Interviewee) 

PERSONAL INFORMATION 

Please answer all of the following questions by 
filling in the blank or checking the appropriate response. 

1. SEX: Male , Female 

2. If currently enrolled in college, please put 
classification: 
Freshman , Sophomore , 
Junior , Senior 

3. If applies, please put major 

4. What training did you receive in interviewing? 




