
Consultant: “Why do you want to leave?”

Candidate: “To join a bigger company”

But this is a pull factor NOT a push factor. They picked it as the right 
employer at some point in the past - what has actually changed?

Passive Candidates:
Push factors can take more time to qualify.

Active Candidates:
Make sure what they claim is the truth!
(Every recruiter can think of a candidate who gave 
reasons for leaving that turned out to be proved wrong 
based upon what they accepted!)

Sometimes the reasons why a 
candidate is looking to leave a job 
can seem obvious ...

A great question to have as a friend!

REJECT STAY

PULL

“What has made you feel more certain 
that now is the right time to look? 

What has happened at work recently?”

“And what else?”

Every candidate will say that these 3 reasons are most important to 
them. But, if your candidate was faced with three opportunities and 
all three were equal - how would they choose?

Get past the rehearsed and obvious answers.

If everything in the pull factor category was satisfied, what would still 
make your candidate reject an offer?

Straight out of the NLP stable, this meta program elicitation helps truly 
uncover what your candidate values and believes.

As a question it is as easy as:

“If everything you have outlined In terms of new opportunity are 
available, what would still make you turn it down?”

The dreaded counter offer. This isn’t just a permanent recruitment 
thing. Temps get counter offered (more money, change in hours, better 
conditions, permanent post).

‘What could they do to get you to stay?”

Be most wary of those who say:

“Nothing!”

This is someone who hasn’t given the question enough support.

Discover what it would take and then explore the potential for it 
happening. Recommend they ask for it now rather than after resigning.

Be positive and ask the difficult questions. It will help you so much 
more in the long run.
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