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John Niland 

Service or Servitude? 
 

 

 

                         

                                                                                                                                                 

The lady approached me 

hesitantly with a troubled look on 
her face.  

 

I had just delivered a keynote in 

London on the topic of “Are you a 

Client Servant or Client Partner?” 
which had been enthusiastically 

received by most delegates, but 

clearly not by this lady. We were 

now on our coffee break and I could 
see she wanted to talk. 

 

“For years”, she said “I’ve defined 

myself as a servant. Not only do 

have values of service, I’m a firm 

believer in servant leadership as 

well as being of service to clients. 

Are you saying this is a 

fundamental mistake?” 

 

Not at all, I replied. I share the 

exact same values: both in the 

context of leadership as well as in 

the context of client-management.  

 

The problem is not service… it’s 

servitude. Which unfortunately in 

today’s economy (for reasons 

outlined in the keynote) is where 

service drifts if we don’t do 

certain things to paddle the 

relationship into different waters. 

 

Are we really being of maximum 

service to clients when we simply 

do everything they ask, when they 

ask it? Surely we are more useful 

when we probe, challenge and 

even take a share in responsibility 

for the outcome? 

 

She thought for a moment, sipped 

her coffee and then smiled. “That 

really helps”, she said, visibly 

relaxed. “I have values about 

service and I don’t want to 

abandon those. But if I can 

translate this into an attitude of 

partnership vs. servitude, then I 

see how it enhances 

our usefulness to clients.” 

 

As with many of these 

conversations, I learned, too. I 

made up my mind to cover this 

distinction (service vs servitude) 

in future talk on this subject. 

 

© Copyright, John Niland 
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John Niland is best-known as a 

conference speaker on doing 

higher value work and creating 

more opportunity via better 

conversations. His passion is 

energising people: boosting 

growth through higher energy 

levels, that in turn leads to better 

dialogue and business growth. 

 

Since 2000, John has been 

coaching others to achieve 

success, with a particular passion 

for supporting professionals “who 

wish to contribute rather than 

just to win, and hence do higher 

value work via better 

conversations with clients and 

colleagues”. 

 

In parallel, John is one of the co-

founders of the European Forum 

of Independent Professionals, 

following twelve years of coaching 

>550 professionals to create 

more value in their work. Author 
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Important Notice 
© Copyright 2016, Bizezia Limited, All 

Rights Reserved 
 

This article appeared in Better Business 

Focus, published by Bizezia Limited ("the 

publisher"). It is protected by copyright law 

and reproduction in whole or in part 

without the publisher’s written permission 

is strictly prohibited. The publisher may be 

contacted at info@bizezia.com (+44 

(0)1444 884220). 

 

The article is published without 

responsibility by the publisher or any 

contributing author for any loss howsoever 

occurring as a consequence of any action 

which you take, or action which you 

choose not to take, as a result of this 

article or any view expressed herein.  

 

Whilst it is believed that the information 

contained in this publication is correct at 

the time of publication, it is not a substitute 

for obtaining specific professional advice 

and no representation or warranty, 

expressed or implied, is made as to its 

accuracy or completeness. Any hyperlinks 

in the article were correct at the time this 

article was published but may have changed 

since then. Likewise, later technology may 

supersede any which are specified in the 

article. 

  

The information is relevant primarily within 

the United Kingdom but may have 

application in other locations. 

 

These disclaimers and exclusions are 

governed by and construed in accordance 

with English Law. 
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