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Hi, I’m Sharon Jurd and this is my Biz Blitz video. Today, I want to talk about “Are 

you looking after the wrong clients?”  

 

“What are the right clients, what are the wrong clients?” That’s what I want to 

talk about today. There are three types of clients. One is your potential clients, 

your future clients that you haven’t actually done work with at this point in time. 

 

Now, we have to have strategies in place in our business to make sure that we’re 

marketing, building relationships, getting known to those people who are out 

there in the future. The second type of client that we have are our current 

clients, the ones we’re working with right now. They’re usually the ones that get 

a lot of our attention because we actually are working with them, we’re having 

fun with them, it’s exciting helping them change their lives or their businesses. 

That’s where we spend most of the time. The third type of client is the previous 

client. I think that in a lot of businesses, when I talk to business owners out there, 

the previous clients are the clients that they are least spending the time with. 

 

They’re spending a lot of time trying to get the potential clients, they’re 

spending a lot of time with the current clients, but the ones that have done 

previous work with you seemed to get neglected. All those ones who are paying 

into your subscriptions, or paying your monthly fee get a little bit  
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neglected. What I say, particularly in my book, is to make sure that you are 

allocating time to your previous clients. Look after them, contact them, add 

value to the products they’ve already bought from you. Invite them along to free 

events, incorporate them into maybe a workshop or mindset group as a free 

offering to them, to say thank you for being a very loyal client of yours. 

 

I want you to think those three areas of clients and really have a look within your 

business and ask, “Where am I spending my time with those clients?” “Am I 

always out there trying to get the potential clients, am I bogged down in detail 

with the current clients?” “Am I spending any time with the previous clients and 

making sure that I’m nurturing those relationships in the long term?”  

 

That’s my advice for today. Look at those previous clients, make sure that you’re 

looking after them, make sure that you do have great relationships with them, 

and you’ll see that they’ll do further work with you and will pay you what you 

actually deserve.  

 

I’m Sharon Jurd. I hope this video has been of value to you today. If it has, please 

share it out to your friends, family, and colleagues because I want to help as 

many people as I can, and I need your help to do that. 

 

Talk soon. 


