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In professional services, the ability to anticipate what

a client will need, where risks might arise, and which
parts of the project will demand the most effort is

not just helpful—it's transformative. It turns a typical
client engagement into a true partnership, where your
expertise proactively supports their success at every
step. Anticipation isn’t just a skill; it's a differentiator
that separates average consultants from the best,
those that clients trust implicitly.




J

Anticipating Nee&

Proactive SUppe
From Start tols

icipating needs upfront
allows you to add them proactively, often before the client
even knows they have a need. This requires putting yourself

in the client's shoes, understanding their goals, their industry
challenges, and the nuances of their business. By envisioning
where they might need help, you can make targeted
suggestions, set expectations, and guide them toward solutions
that reduce stress and boost outcomes.

One of the key factors driving NPS promoters in professional
services is acting as a partner. When you engage at the level

of a true partner—anticipating not just technical requirements
but also operational, emotional, and strategic needs—your value
increases exponentially. Proactive communication about these
anticipated needs helps build trust and demonstrates your
commitment to the client’s overall success.
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Managing the
“What Ifs”

Risks exist in every project. However, the consultants whom
clients value most are the ones who are not afraid to address
these risks head-on. Anticipating potential issues allows you to
talk candidly about what could go wrong, and by
acknowledging these “what ifs” early—whether in proposals,
kickoff meetings, or content marketing—you demonstrate
confidence and transparency.

When you openly discuss risks, you build credibility. Clients
know that you're not just there to celebrate the wins but also
to manage challenges before they become critical. Addressing
risks upfront helps you craft contingencies and lets your clients
know that you're always one step ahead, actively working to
minimize negative outcomes.

This transparency makes a huge difference. Clients appreciate
not just the solution but also the peace of mind from knowing
that potential roadblocks have been anticipated and planned
for. Managing risks early and proactively helps you stay aligned
with the client's desired outcomes—a key driver for client
satisfaction.
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Anticipating Effort
Reducing the
Client's Workload

The third aspect of anticipation is recognizing where high
effort is required—not on your end, but on the client's.
Every project has areas where clients need to contribute
information, make decisions, or do a lot of heavy lifting.
For many clients, these moments can be overwhelming,
especially if they are already stretched thin.

Anticipating areas of high client effort allows you to do
something powerful: make the client’s life easier. It could

be as simple as pre-filling a template for them, offering to
organize data, or giving a step-by-step guide for an action
they need to take. When you find ways to reduce the burden
of high-effort tasks, you add value that goes beyond your
contracted scope—you create a smoother, more client-
friendly experience.

Proactively easing areas of high effort is also closely tied to
engaging as a partner. By showing that you understand how
their effort impacts the success of the project, and by actively
seeking ways to make it easier, you further cement your role
as someone who is genuinely invested in their success.
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Trying it All Together

Anticipation as a
Strategic Advantage

By anticipating needs, risk, and effort, you position yourself to
be proactive in ways that resonate with your clients deeply.

It ties directly to the three biggest drivers of client promoters
in professional services: engaging as a partner, proactive
communication, and focusing on client outcomes.

When you anticipate client needs, you open opportunities for
proactive communication and help them stay ahead of the
curve. When you anticipate risk, you build trust by showing
that you are willing to talk candidly about challenges. And
when you anticipate areas of high effort, you demonstrate
your commitment to making their journey easier, creatmg a
seamless experience.

These actions are the foundation of a strong, positive client
relationship that goes beyond transactional work—it's about
creating a true partnership. When clients see thatyou
consistently take steps to predict and address their
mitigate risks, and reduce their workload, they . a-s\
irreplaceable. That's what drives exceptional Cllent sat|§f'ac
and lasting loyalty. - o S
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ARE YOU LISTENING TO
YOUR CLIENTS’ VOICE?

One in four clients has an
unvoiced complaint.

Our B2B client feedback tool for professional
services works by streamlining your feedback
from start to finish, beginning with collection,
all the way through follow-up to ensure each
client’'s unique journey is accounted for

and properly responded to. This system
ensures you receive repeat business and
referrals from your satisfied clients.

Getting Started with
Client Experience
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