
 

 

 

 

 

 
 

Episode 68 – Keeping Up with Client Needs (or Demands) 

“We see our customers as invited guests to a party, and we are the hosts. It’s our 
job every day to make every important aspect of the customer experience a little 

bit better.” ~ Jeff Bezos 

There may be days that you don't know which way to turn your head or what which 
direction you should go with the project as your client may have ever changing 
demands and needs. Before you feel like you're going off the rails, remember that you 
are a client to others as well. Think about the expectations you have when you work 
with someone. Are they any different than what the client expects of you? 

They hired you because they trust and have confidence in your abilities to deliver on 
what you said you would deliver. You are the one who listened, and remembered 
important timelines, and made a point to genuinely care about their results. Their results 
are ultimately your results. 

If you feel like your clients’ needs or demands 
are unreasonable, consider the system or 
process you used to enrol them to get started 
with you. Did you set out expectations of 
yourself or your clients? Sometimes when 
clients are unsure of expectations or feel like 
they're missing some information, they may 
come across as demanding as they are 
concerned about how it affects them. They 
chose you because of how they felt when they interacted with you. You need to 
reassure them by following through on meeting the emotional needs and outcomes they 
expect from you. 

  



 

 

 

 

Here are some tips to help you keep up: 

Create an experience. How your clients feel while they are working with you is 
important? Make them feel important because they are. Make their needs your needs 
and be genuinely interested in their success. You need to continue to build and nurture 
client relationships even after they have hired you. 

Validate your client's concerns. Take time to acknowledge your client's concerns. 
There is often much to learn about how they see the ideal situation. Don't use the word 
“but” to explain why you're not reaching your client's concerns. It sounds like an excuse 
and dismisses their concerns. You may think about saying, “I want to acknowledge 
_________________and share with you__________________” 

Communicate regularly and provide updates as they arise. Clients do not like to be 
left in the dark as to results and expectations. If important decisions need to be made, 
don't wait until the last minute to share information with them. Ask them how often they 
would like to be communicated with. Follow-up with a handwritten card or an e-mail to 
thank them for a conversation or follow-up meeting.  

Keep them engaged. Clients like to be involved in the decision-making and how it 
impacts them. Don't forget to set boundaries so that you can have down time outside of 
the work that you deliver. 

Know your client. If you haven't already done so, you should do your research and 
understand what is important to your client and what their needs are? What do they 
value?  

Ask for feedback. You never know how you're doing if you don't ask. Ask questions to 
learn more about how old the service you are delivering is meeting their needs. 

Anticipate their needs. If you have done your homework and have taken a genuine 
interest in getting to know your client, you will be able to anticipate some of the needs 
that they have. What a better way to impress them is to provide the need is an option 
before it's needed. This demonstrates that you are paying attention and that they matter 
to you.  

  



 

 

 

 

 

Under promise and over deliver. Many people run on deadlines and if you can beat a 
deadline with high-quality work you impress your clients and they will keep coming back 
for more. 

Provide solutions. Your client came to you so you could fulfil their needs. Document 
and clearly articulate how you are meeting their needs. 

There may be times when you need to release a few of your clients if agreements and 
expectations cannot be met or are violated. Always do what is right even when there is 
no one to witness it.  

What are you doing to ensure you are meeting your clients’ needs? 

We would love to have you subscribed to the Success Secrets newsletter on my 
website at www.debrakasowski.com where you're going to get us free MP3 download 
10 Surefire Strategies to Power Up Your Productivity and Performance. I would love to 
hear about this podcast has impacted your life. E-mail me at 
Debra@DebraKasowski.com. Thank you for listening to The Millionaire Woman Show 
where we talk about leadership, business, and human potential to help you live rich 
from the inside out. Subscribe to The Millionaire Woman Show. Share it with Your 
Friends. Give us a 5-star rating!  

DEBRA KASOWSKI, BScN CEC is an award-winning best-selling author, 
transformational speaker, blogger, and Certified Executive Coach. She has a 
heart of a teacher and is certified in Appreciative Inquiry and Emotional 
Intelligence. Her writing has been published in a variety of print and online 
magazines. Debra Kasowski International helps executives, entrepreneurs, and 
organizations boost their productivity, performance, and profits. It all starts with 
people and passion. Sign up the Success Secrets Newsletter and get your free 
mp3 download today! www.debrakasowski.com 
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