
4 Client Types Action Steps Worksheets. 
Instructions: 

1. Divide the clients you have into the 4 client types (some clients are a combo of 
types so just double label them as such). Blank templates follow.

Making a blank sheet for each client placing what you think their client type title 
might be at the top right next to their name. (Their title may change and that's what 
it is all about figuring it out)

2. Make the following notes:

• How did you 'get' this client?
• How your time is spent with this particular client?
• Then; how much time do you spend preparing for the next session? 

(Including all the times they creep in your head)
• How much time do you spend in between- are they sending emails, calls, 

they would like returned prior to their next scheduled session.., etc. (go to 
this link for my tip to remedy the constant out-reacher client here. Even your 
relationship with top-notch clients benefit from this tip).

3. Observe the following before; at and after the next time you meet. Take 2 
minutes to write your feelings down.

• How I feel prior to, at and after my session with this client.



Break down aspects of each client in categories such as Clients Needs. Clients 
Rewards.

• Needs and Rewards. 6 EXAMPLES.
◦ Example 1. Needs a lot of between appointment support. Reward 

They have provided great referrals.
◦ Example 2. Needs a payment plan. Reward. Is working very hard and 

accomplishing one goal after another. Gives me confidence in what I 
am doing as an early professional. I enjoy working with them.

◦ Example 3. A wealthy client yet constantly complains about my fees 
needs me to explain my worth over and over. Reward none yet. 
Exhausting.

◦ Example 4. No extra needs. Reward. Making tons of progress.
◦ Example 5. Needs a lot of between appointment support, has 

complaints about the way I do business. Reward. I have not received 
any yet.

◦ Example 6. Need: brings a bunch of 'theories' to the session, doesn't 
follow through but still wants my approval. Expresses and makes 
judgements about what they think I know well when they are not 
ready to accept the ideas of what will help them most. Reward: Seeing 
this person does truly help a family member of theirs feel better that 
they are seeing me.

 

Then compare. 

In essence you are Weighing the Business Rewards each client provides. 
Ranking the clients 'top-notch' on down. The hierarchy is important as you 
establish and expand. That is explained in more detail in Finding Point A 
because once you are working with clients Finding the way to incorporate 
their missing ESSENTIALS you will still be doing 2 things. 1. Taking the 3 
Steps and Making the 5 Connects to keep adding new ‘top-notch’ clients. 2. 
Doing Intakes and Identifying Here creating a ‘top-notch‘ client base over 4-5 
sessions.  It is important to have protocols in place to make all this work. 
Knowing how to designate time for Establishing, Expanding and Deepening 
your Continued Business and Area of Expertise Education is the KEY.



Here are Additional Steps I took yearly.

1. Take your collected data and - calculate 3 things:

• Divide the amount you earned from the individual client by the total number of ALL the 
hours spent that you noted in the first exercise.  

• Identify the number of testimonials and referrals you have received from the client.  

• Consider the sense of fulfillment, joy, the satisfaction gained or lost. (This is a real part of 
the equation. I'll go deeper into that in another post). For now here is a quick example: 
Maybe the amount you earned directly is not as important if the referrals of the client are 
stellar. The referred client earnings is attributed to this client because they referred them.  
 

This yearly data places your focus on 2 things.

1 the value your client places on you. (Sometimes hurts to see but you are a business and will 
need to see these numbers for your planning).

This has got to be the most difficult thing for wellness professionals to face. Number 1 was 
pivotal in letting go of clients over the years. It is a must to avoid burn out and client fatigue. The 
exercises done using these worksheets help you have #2-

2 the ability for you to decide on the value the client has on your business.

Confirming the values above helps confirm for you that placing your focus; skills 
and designated time on the ATTRACT NEW CLIENTS; One -focused Presentation 
and the 3 Step 5 Connect Process to ATTAIN 'top-notch' clients you 
ATTRACTED.       

These are exactly the steps that will help you BUILD the WELLNESS Business 
You WANT….. NOW!



Client Name                                                     Client Type 

1. How did I 'get' this client?

2. How do I spend time on this particular client?

3. How much time do I spend preparing for the next session?
 (Including all the times they creep in my head)

4. How much time do I spend in between- are they:
sending emails, 
calling, 
leaving messages that they would like a return call for prior to their next scheduled session, etc. 



Observe the following at and after the next time you meet. Make a few more notes on the next 
pages.

Client Name                                                         

How do I feel prior to meeting with this client

How do I feel during my time with this client

How do I feel after my session with this client.

Items that come to mind and aspects which are:

Positive Negative



1. Divide the amount earned from this individual client by the total number of ALL the hours 
spent that you noted above.  

The total I earned from this client -

Divided by the number of hours I spent on this client-

Equals =

 

The number of testimonials and referrals I have received from this client =  

The joy, the satisfaction I have working with this client =

This client type is (circle): ( may be a combo )

1. Excuse Maker

2. Victim

3. Tag along

4. Top-notch!

YEARLY EXERCISE (Last Quarter setting up new calendar of appointments)
For the year ending:



My personal ranking of this client to prioritize my time is:

Now take the work schedule that you have outlined as ‘optimal’ working days and times and 
plug in the top ranking first accommodating their schedules first. 

Then continue down plugging in clients.

If you are keeping less than top-notch for other reasons I will show you how to move them 
through processes that can sometimes groom them to be higher ranking.

Spread them out in your schedule as well or clump them I will do a separate podcast or LIVE on 
this type of schedule set up with auto pay so be on the look out for that.

You’ve got this!

Place your energies into ATTRACTING New Clients if your calendar is not alreasy full of them.

Get your Attract Message and One focused presentation going and M


