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Going back to work after the 
summer, some people faced the 

challenge of being busy, of “delivering 

everything I promised before the 

summer”, as one lady described it to 

me. Others face a different challenge, 
such as a worryingly empty pipeline 

or a contract renewal, or a crucial 

conversation with an alliance.  
 

Time and time again, I find that 

most professionals can face any 

challenge, as long as they are 

crystal clear why they are doing it. 

The why is a rallying point: not 

just for us, but with clients, too. 

For example:  

 

• Ask a new prospect: 

"Why are you making this 

investment or initiating this 

project?"  

• Ask a difficult customer: 

— perhaps one who is 

complaining a lot "Why are 

you dissatisfied?"  

• Ask a worried or anxious 

colleague: "What are you 

concerned about?"  

• When you yourself feel 

anxious (or bored, or low in 

energy) ask yourself: "Why 

do I feel this way?"  

 

The “Why” becomes even more 

important when you want to get a 

step ahead of your client and be 

able to influence their thinking.  

 

 

By understanding the “Why” in 

their marketplace — the new 

imperatives of cost, or demand, 

or growth/decline, or opportunity 

— you are in a position to guide 

them to better decisions.  

 

If your clients perceive you as 

one step ahead of them you 

are in a better position to 

build long-term relationships, 

to affirm your position as a 

trusted advisor and to charge 

more for your services. With 

that.. 
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About the Author 

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 

of The Courage to Ask (together 

with Kate Daly), Hidden Value and 

100 Tips to Find Time.  

 

Co-ordinates 

Tel:  

Belgium (0032) 32 2 201 1121 

London: +44 (0) 845 644 3407 

Email: john@vco-global.com 

Web: www.johnniland.com/about/ 

  

 

John Niland 

Stay ahead of your clients: ask why 
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Important Notice 
© Copyright 2018, 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). (Some images in this article are 

taken from Creative Commons – such 

images may be subject to copyright. 

Creative Commons is a non-profit 

organisation that enables the sharing and 

use of creativity and knowledge through 

free legal tools). 

 

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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