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How is your company going out of its way to show

clients that they’re keeping them in mind?
Sometimes it feels as though partnerships slip  away
after big campaigns come to an end, but there are 
easy ways to keep helping your clients business'. 

In the business-to-business industry, the majority 
of agendas revolve around the  expansion or 
simplification of business practices. Companies strive 
to find the most effective and sustainable solutions 
to their business challenges, and they often look to 
connect with companies that are not only hoping to 
help them out with current obstacles, but are willing 
to build a partnership that helps them push their 
company to the next level. 

Regardless of what your company specializes in, from 
consulting to software, your goal with every client 
should be to help them grow their business. Even 
after you’ve finished your initial task, keeping that 
partnership can be a substantial way to increase your 
own business’ potential. Here are three ways that your 
company can continuously help your clients:

1 BE A SECOND SET OF EYES

No matter how many times you pour  

  over a document, someone is always going 

to find that little grammar mistake you kept skimming 

over. Having a second pair of eyes on any challenge is 

like hitting the refresh button, and looking at things 

from a completely new perspective. New eyes can come 

up with brand new ideas, or can predict concerns that a 

company might not be aware of. 

By acting as a second pair of eyes for your client, 

you’re showing that you care about their future initia-

tives, and that you want to make sure that they succeed. 

Helping spot opportunities or problems can go a long 

way in developing your client relationship.
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Although it would be great to always work with companies that share your exact vision, it’s 
likely that most clients will have sights on their own goals that may not match your own. 
Their vision always needs to be the focal point when you’re giving advice, creating 
strategies, or coming in on campaign projects.

Also, remember that every client is unique. There may have been methods that worked for 
your own company, or another client, but you need to treat each client as the unique business 
that they are. It’s important to show your client that you’ve come up with a plan that is specific 
to their needs, and break down why your method matches their vision and values. 

Working in an industry that requires any kind of communication means that you need to 
stay up-to-date with current affairs, issues or trends that might be relevant to your clients. The 
more you can show that you’re keeping track of potential opportunities for them, the 
more they’ll trust your company to come onboard for partnerships. 

For example, if you’re clients are restaurants, you’re going to want to watch out for dietary 
and health trends, read reviews, and keep up with some of the moves that competitors are 
making. The more you learn about the current topics circulating through your clients’ 
industries, the more helpful you’ll be in the development of strategies. 

At the end of the day, you’re here for your clients. They are what enable your business to 
continue, and maintaining that open channel is a great way of showing that you’re always 
willing to help. A business grows when smart decisions are made at the right time, and you 
can be the catalyst that helps your client’s business meet their goals.

W W W . C O U C H - A S S O C I A T E S . C O M

Closing the gap between marketing and information is a necessary step towards the new age of 
marketing. As executives start to take on new responsibilities and portfolios begin to adapt to the 
changing market trends, there is even more need for collaborations. These changes are best taken 
on at the foundational level so that cross-platform strategies and ventures become engrained into 
a company’s culture.  
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