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Exit Interviews

Exit interviews are interviews conducted with departing employees, just before they leave. From the
employer's perspective, the primary aim of the exit interview is to understand the reasons for the
person's departure, on the basis that criticism is a helpful driver for Company improvement. The exit
interview is an ideal opportunity for the Company to find out the employees’ perception of the
Company. The exit interview takes place at a time when the employee feels they have nothing to
lose through being open and honest and it is normally the case that employees feel able to tell the

employer things they may not have had the opportunity or courage to say earlier.

Exit interviews are also an opportunity for the Company to enable transfer of knowledge and
experience from the departing employee to a successor or replacement, or even to brief a team on

current projects, issues and contacts.

Good exit interviews should also yield useful information about the Company, to assess and improve
all aspects of the working environment, culture, processes and systems, management and

development.

The exit interview should look to elicit all information that determines the quality of the Company, both
in terms of its relationship with its staff, customers, suppliers, third-parties and the general public.
Many employers ignore the opportunity that exit interviews offer, chiefly because exit interviews have
not been practised in the past. Starting to use exit interviews can be a difficult initiative to undertake,
given the potentially subjective and 'fuzzy' nature of the results, the time involved and the unspoken
corporate urge to avoid exposure to criticism. Exit interviews are nevertheless a unique chance to
survey and analyse the opinions of departing employees, who generally are more open, constructive
and objective than staff still in their jobs. In leaving a Company, departing employees are liberated,
and as such provide a richer source of objective feedback than employed staff when responding to
staff attitude surveys.
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(continued from previous page)

If a Company is insecure and defensive this can potentially be an obstacle to implementing an
exit interview processes. NOTE: It is important that wherever possible the departing employee’s
line manager does not conduct the exit interview as this may inhibit an honest and open

dialogue from the departing employee.

From the departing employee’s interviewee perspective, an exit interview is a chance to give
some constructive feedback, and to leave on a positive note, with good relations and mutual

respect.

Recrimination, blame, revenge and spite are destructive feelings and behaviours, so resist any
temptation to place the departing employee on the defensive. It is important that the interviewer
is impartial, calm, fair, objective and as helpful as possible. In the future an employee may wish
to return to the Company (situations and people change), or the departing employee may cross
the paths of ex-colleagues, managers, suppliers and clients in the future. The exit interview is an

opportunity to shake hands and leave friends, not enemies.
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- William Arthur Ward

AiYou can't operate a company by fear,
avoid criticism. And the way to avoi
- Steve Ross
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http://www.brainyquote.com/quotes/quotes/w/williamart104358.html
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Eight TipsiEeigs P Complacency is a threat. Take a good, long look at your business. Do you see neglected

Stronzeriistis areas? Complacency can be infectious. If you have stopped paying attention to the small
details, your employees will do the same. If you aren’t consistently and intentionally moving
forward, your business may stall.

P Find your niche. Trying to sell to the right client is much more important than trying to sell to
everyone. The more you try to please everyone, the more watered-down your offering
becomes.

P Dondt conf use mot Yaurshoud be Hoing someihing every. day to move
your business forward. Don’t confuse this with simply keeping busy.

_ P Treat your business as you would your child. As parents, we often put the needs of our
children in front of our own. Many tend to do the opposite with their businesses, taking from
them because of a sense of entitlement. You should be very careful to nurture and protect
your business and carefully weigh its needs in line with your own.

If you are not already

subscribed and you or P Always have an objective. If you make a habit of always asking yourself what the objective
someone you know of each of your activities is, you will quickly find that you will begin eliminating activities that
would like to be, please don’t really benefit your business.

d il to: - . . .
" emél g P Embrace fear. Fear protects, clarifies, adrenalizes, and usually forces us to consider things
newsletter@TitanBDG.com L .

4 more completely. Embrace fear rather than running in response to it.
with the words
“subscribe me” in the b stand firm on your Accounts Receivable policy. You may feel compelled to extend overly-
stibject line anduty generous terms to friends and long-standing customers, but don't confuse having good
gladly add you to our intentions with the needs of your company. It needs a healthy cash flow the same as you
newsletter  distribution need oxygen and it is your responsibility to make sure this flow remains as steady as
list. possible.

P Donodét sell a product ©Oeternine the Solatien thatsyeur groduct os o | u
service provides and sell that solution first and foremost.
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