
TEN 
MUST  
ASK 
VALUE 
QUESTIONS 

Ask the right 
questions in a client 
meeting to uncover 
the the value of the 
project. 

A  C O M P L E T E  G U I D E



Your goal is to discover 
if the client qualifies to 
work with you.

THE QUESTIONNAIRE

The questionnaire contains 

questions about their business 
questions to uncover the value of 

their project but also questions 
about what their business goals 

are and what they would like to 

see out of the project if 
everything went ideally.

Confirm in the beginning stages if you 

and the client’s project are a good fit 
for one another. 

Do they listen? 

Are they respectful? 

Are they professional? 
Can the client afford you? 

Do you like the client rapport? 

LEARN ABOUT THE PROJECT QUALIFY THE CLIENT



Ask the client for 
permission to record 
their responses.
It will be essential to remember the exact words 

they used when describing their needs. When 

developing your proposal, pricing and other 

items use the same language to prove you 

understood their requests.  

After the initial meeting, send the potential 

client a copy of the video/audio recording. You 

can use Skype, Zoom, Zencastr, an H4n, or 

Google Hangouts to record the conversation.

BEFORE ASKING QUESTIONS…

http://skype.com
https://zoom.us/
https://zencastr.com/
https://www.amazon.com/Zoom-H4N-Digital-Multitrack-Recorder/dp/B01DPOXS8I/
https://hangouts.google.com/
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THE QUESTIONS



Tell me about 
your project.
The goal is to learn as much as you can 

about the project. Think about how the 

client perceives their plan. Often you'll 

notice the client will describe what they 

believe to be significant. 

You'll have to ask clarifying questions to 

understand the details about the project. 

Think about how the client perceives their 

plan and use this information to set 

expectations. 

QUESTION ONE: WHAT’S IMPORTANT

1 



2 
What is the deadline 
for the project? 
Find out when the client would like the project 

completed. As you discover more details about 

the project, the timeline may lengthen or 

shorten; it all depends upon the solution you 

recommend to solve the problem. 

 

Remember that the client is responsible for the 

goals, content, and vision of the project; they 

may not recognize the time it takes to actualize 

their vision. Set the client’s expectation with a 

realistic deadline. 

QUESTION TWO: DEADLINES & TIMELINES



What made you 
realize you need a 
_______?
What happened which triggered the client 

to need your services? Here you are 

listening for the exact reasons why they are 

choosing to move forward with the project 

now.  

Perhaps they had to save the funds, the 

problem became worse, or something 

recently happened in their business in 

which they could no longer ignore their 

problem.

QUESTION THREE: THE TRIGGER
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What made you 
choose me? 
No matter what industry you look at, there are 

always multiple people who have a similar set of 

skills; however, there are unique differences.  

Dive deeper into why the client sought you out: 

• Did a trusted source refer them to you? 

• Do they like your style of work? 

• What expectations do they have of you? 

The unique reason they chose you holds value.

QUESTION FOUR: YOUR VALUE



Once finished what 
problem will be 
solved? 
Here you are looking for the client to 

attempt to define their problem. Perhaps 

the client will reveal precisely what the 

problem is, but you may find what the client 

wants to be solved and the core business 

problem is slightly different. Use this 

question to learn what the client feels is the 

problem so you can be sure to address it in 

the solution you provide.

QUESTION FIVE: THE PROBLEM
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What happens if this 
problem is not fixed?
Please pay attention to this answer because it is 

one of the keys to value-based pricing. You will 

discover the cost of what happens if they do not 

get this business problem solved. 

If nothing else make a note of this because 

when you are presenting the solution to their 

problem, you can reference how your solution 

will prevent loss, reduce stress, or make their 

processes more efficient.

QUESTION SIX: THE RISK



If everything goes 
ideally perfect, what 
does success look 
like? Financially? 
Goals? 

Allow the client to answer this question, 

assuming everything goes according to 

plan, and the best possible result could 

occur. Find out what goals the client has 

overall and what benefits they are hoping to 

receive from positive results.

QUESTION SEVEN: DEFINING SUCCESS
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What would you 
consider failure?
This is the opposite of the question you asked 

about success. Allowing the client to share their 

perspective of failure will empower you to 

minimize risks and increase the chances the 

project will not fail. 

To the best of your ability, you’ll want to avoid 

any points of potential failure, and you’ll need 

the client’s input to prevent those failure points.

QUESTION EIGHT: DEFINING FAILURE



What’s in the way of 
accomplishing this 
goal?
Similar to the question of what failure looks like. 

This question may reveal any type of barriers 

that are in the way. Perhaps there is a lack of 

budget or knowledge which prevented the 

client from getting this done sooner. 

This may also reveal any internal processes 

within the company that has the potential to 

delay completion of the project.

QUESTION NINE: ROAD BLOCKS
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How will you make 
your decision to 
move forward?
This question may seem straightforward 

however, it is a direct question that gets to the 

heart of the matter. Your potential client is more 

than likely going to base their decision on a 

specific set of criteria. 

If they're willing to share with this criteria is you 

now have a clue on how to present your pitch 

and tailor it for the client’s exact expectations.

QUESTION TEN: DECISION MAKING



Nathan Allotey: web 
designer and digital 
marketing strategist

Nathan is a Digital marketing consultant, designer, podcaster, and 
author of Freelance Jumpstart. He hosts the Freelance Jumpstart 
Podcast an online resource that teaches creatives the business side of 
freelance. 

Nathan thrive’s at empowering freelancers and creative entrepreneurs 
to unlock their unique value by bridging the gap between creative skill 
and business expertise.

THE BUSINESS OF FREELANCE

WHO CREATED THIS GUIDE?



Earn respect from 
your clients and 
double your worth
As creatives, we believe the more skills 

we learn, the more a client will respect 

our expertise. What if there was a way for 

potential clients to recognize your value 

immediately?

TAKE THE COURSE FOR FREE

WAS THIS GUIDE VALUABLE?

http://respectandvalue.com
http://www.respectandvalue.com

