Social Network Analysis Instrument: The interviews
The Interviews
There are a total of three interviews for this instrument. Each interview is aimed at retrieving
different information from the customer regarding his/her social network.
The interviews are semi-structured, meaning the questions given are examples of what to ask to get
the needed information, but the job developer or job coach has the freedom to vary the questions
based on the customer and the customer’s answers.
Interview #1
Purpose: Help the customer explore and specifically define employment goals.
Accompanying forms: Desirable Jobs
Fill out one form for each job the customer wishes to apply for.
The customer and job developer work together to complete the forms. Missing information should be
filled out by the customer as homework.
Once all the forms are filled out, the customer should sort the forms in order of desirability.
Interview #1: Questions
Specific Job Knowledge: These questions are aimed at what the customer knows about each job. If
information is limited, have the customer conduct labor market surveys to find out more information.
What are the job duties?
Describe a typical work day…
What do you like about this job?
What parts of the job would you do very well?
What parts of the job would you need to learn?
What parts of the job might be a challenge to you?
How would you deal with this challenge?
What is the salary range you could expect?
What are the benefits?
Interview #1: Questions
Notes Section: These questions are related to the hiring processes of the company and should be
written down in the notes section of the Desirable Jobs Form
When was the last time they hired for this position?
How many people did they hire? Who got hired?
Are they planning on hiring in the future?
How do they advertise their openings?
How do you apply?
What are the requirements of the job? Do you meet them?
Who does the hiring?
Do you know the person who does the hiring?
How well do you know this person?
Do you know anyone who knows the person doing the hiring?
How well do you know this person?

Interview #2
Purpose: To find out who the customer knows who works in the desired job. This is a continuation of
interview #1.
Accompanying Forms: Desirable Jobs Form-fill out the co-workers section. Business Contacts formused to organize contacts and record activities.
Along with filling out the forms the customer and job developer will determine objectives for getting
in touch with each contact.
In the next session customer and job developer will discuss what happened, what worked, what
didn’t, what got in the way, and how to correct it based on the Business Contacts Form
Interview #2: Questions
Who do you know how works for this business? (for each name listed answer the following
questions)
How close are you? How helpful would this person be (job leads, new contacts)
What is your relationship with this person? (family, friend, neighbor, acquaintance)
When you are with this person what do you do?
What does this person do at the business?
How long have they been there?
What do they like/dislike about the job/workplace?
How much education/training have they had?
What is this person’s experience with disability?
What is this person’s relationship with co-workers/supervisors/customers?
Who do they know that you should know?
Interview #3
Purpose: To expand the customers social network by including friends and family
Accompanying Forms: Family and Friends Contacts
To be used to accompany the first and second interviews.
Interview #3: Questions
After the customer has generated a list of family, friends, and acquaintances answer the following
questions for each contact.
What is your relationship with this person? (family, friend, neighbor, acquaintance)
How close are you? How helpful would this person be (job leads, new contacts)
When you are with this person what do you do?
Where is this person employed?
How long have they been there?
What do they like/dislike about the job/workplace?
How much education/training have they had?
What is this person’s experience with disability?
What is this person’s relationship with coworkers/supervisors/customers?
Who do they know who could help you find/get a job? Are they willing to make introductions?
SNA as a Process
The interviews and activities typically run sequentially, but there is some overlap.
You may cycle through the process several times as new information comes to light.

Customer centered process allows the customer to explore feasibility of current employment interests
and develop new ones along the way.
Self-educating process allows the idea of asking questions and what to ask to become a part of the
job development process.

