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T H E  T H R E E  C L I E N T  A R C H E T P Y E S

Understanding the Di�erent Types of Clients

The Aloe Client

Not all clients are created equal. And while we all want to clone those per-
fect clients, we still have to work with those not-so-perfect ones. We cate-
gorize clients into three types: Aloe, Lily, and Weed. Identifying and recog-
nizing these distinct client personas is the key to tailoring your communi-
cation and maintaining your working relationships. 

First, let's meet the Aloe client. Picture them as the dream client – 
low-maintenance and an absolute delight to work with. Aloe clients are the 
embodiment of respect for your expertise and value your time. They have 
a knack for paying invoices promptly and seldom fuss over revisions or 
changes. To keep this cherished relationship flourishing, the strategy is 
straightforward: maintain open and consistent communication while con-
tinuing to provide excellent service. With Aloe clients, it's all about nurtur-
ing the mutual trust that makes the partnership thrive. 
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The Lily Client

Now, let's move on to the Lily client. Lilies, in the realm of clients, are mod-
erately challenging, but they bring their own bouquet of qualities to the 
table. They may require a bit more attention than Aloe clients and occa-
sionally come up with revision requests. Nonetheless, they genuinely 
respect the quality of your work and are more than willing to pay for it. To 
make the Lily-client partnership flourish, the key is to establish clear ex-
pectations and boundaries from the very start. This ensures that both 
parties are on the same page and can enjoy a fruitful collaboration. 

The Weed Clients

Finally, we have the Weed client. Ah, the weeds – they can indeed be a 
thorny challenge. These clients tend to be demanding, often pushing for 
more than what was initially agreed upon. Payment delays may also 
become an issue with them (we'll delve into that later). With Weed clients, 
it's crucial to stand firm and not shy away from clearly defined contract 
terms. If necessary, don't hesitate to say no to unreasonable demands. 
The strategy here revolves around maintaining a strong backbone while 
navigating the inevitable challenges that may arise. 
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How Do You Talk About Finances?

 
 
 

M O N E Y  T A L K

1. Discussing Rates 
2. Handling Freebies and Under-Budget Requests
3. Managing Scope Creep 
4. Communicating A Rate Change
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How to Discuss Your Rates:

Money talks can be awkward – especially when you’re new to them. But fear not, 
for we've got your back! When it comes to discussing your rates, it's all about find-
ing that sweet spot between confidence and flexibility. First and foremost, know 
your worth. Take a good look at your skills, experience, and the value you bring to 
the table. Once you're armed with this knowledge, you're less likely to fold like a 
paper napkin when the rate question pops up. 

Now, imagine you're a magician pulling a rabbit out of a hat. You want to reveal 
your rates with flair and confidence. Instead of blurting them out like a secret code, 
take a moment to explain why your rates are what they are. Highlight your exper-
tise and the benefits the client will receive. It's like saying, "I'm not just asking for 
this amount because I can; I'm asking because I'm the best fit for the job." 

But hold your horses; there's more to this magic trick. Be prepared for a little ne-
gotiation dance. Sometimes clients may want a discount or a different payment 
structure. Here's where your flexibility comes in. Be open to compromise, but 
don't give away the whole rabbit hutch. Remember, it's a negotiation, not a charity 
event. 

How to Handle Freebies and Under-Budget Requests: 

Eventually, it’ll happen: Clients might ask for freebies or try to squeeze you into a 
tight budget like you're a contortionist in a shoebox. 

First things first, politely explain your pricing structure and the effort that goes into 
your work. Just like a candy store owner might say, "Lollipops are for sale, kiddo, 
but we've got some affordable options." 

Now, let's talk about those under-budget requests that feel like trying to buy a 
Porsche with a bicycle budget. Take a deep breath and remember that you're not 
a discount store. Politely but firmly explain the limitations of the budget and the 
quality they can expect within those constraints. If they're adamant about the bicy-
cle budget, it might be time to explore other candy stores. 

In the end, handling freebie requests and under-budget clients is a delicate bal-
ancing act. It's about preserving your value while maintaining professionalism and, 
hopefully, leaving both you and your clients satisfied.
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How to Deal with Scope Creep: 

We’ve all had clients who want to pile on extra tasks without adjusting the budget. 
Here's the recipe for navigating this situation without getting stuck in an endless 
cycle of scope creep.

First, put on your chef's hat of clarity. When the client requests additional tasks, 
politely acknowledge their ideas and enthusiasm. Then, delicately remind them of 
the initial scope and budget. You might say something like, "I love that you're excit-
ed about these extra layers, but let's make sure it aligns with our original recipe." 

Next, whip up a change order. A change order is like adding new ingredients to 
your cake recipe – it documents the additional tasks, timelines, and any changes in 
costs. This helps both you and your client stay on the same page and prevents any 
unexpected surprises. 

Lastly, be a sprinkle of compromise. If you're open to accommodating their 
requests within the existing budget, go ahead and do so, but with clear boundar-
ies. However, if it's more than a sprinkle, kindly discuss the need for a budget ad-
justment. Just like in baking, sometimes adding more layers means buying more 
flour.  

How to Communicate Rate Changes

Changing rates can be as nerve-wracking as telling your favorite pizza place that 
you're going vegan. But in the world of freelancing, it's a natural part of growth. 
Here's how to communicate it without creating a cheesy situation. 

First off, make it a slice of transparency. Clients appreciate honesty, so explain the 
reasons behind the rate change. Maybe you've gained more experience, or the 
market dynamics have shifted. Like saying, "I've upgraded my pizza-making skills, and 
my ingredients are top-notch." 

Timing is key, just like the perfect dough rise. Ideally, communicate rate changes 
before starting new projects or renewing contracts. This gives your clients time to 
adjust their budgets accordingly. 

Now, the topping on the pizza – negotiate if necessary. Some clients might have con-
cerns about the rate change. Listen to their feedback and be open to finding a 
middle ground, just as you'd accommodate various topping preferences on a pizza. 

Most clients understand and respect your work. And if they don't, it might be time to 
explore new clients that appreciate your talents.
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The Dreaded Late Payments

7

Handling late payments might be the most awkward conversation. Now, we’re not 
saying we can make it easy, but with this step-by-step approach, we can make it 
easier.  

So, begin with a gentle reminder. Sometimes, a friendly nudge is all that's needed to 
prompt clients to meet their payment obligations. This initial reminder should be 
triggered according to a predefined set of rules. For instance, if payments are [X] 
days late, initiate a gentle reminder to gently prompt the client. 

If the gentle reminder doesn't yield the desired results, it's time to escalate the com-
munication. Following the established rules, when payments are [X] days overdue, 
deploy an escalated reminder. This more assertive approach emphasizes the impor-
tance of timely payments. 
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R E A L - W O R L D  S C E N A R I O

Now, let's dive into a real-world scenario: dealing with a consistently late-paying 
client, a situation that can severely affect cash flow. In such cases, it's crucial to have 
a direct conversation with the client. Express your concerns candidly and highlight 
the impact their late payments have on your financial operations.

During this conversation, explore potential solutions. Suggest the implementation of 
automated payment methods to streamline the process and prevent future delays. 
Alternatively, discuss adjusting the payment schedule to better align with the client's 
financial circumstances. This collaborative approach ensures that both parties work 
toward a solution that benefits everyone involved.

In essence, addressing late payments requires a systematic approach, from gentle 
reminders to escalated communication. By initiating a direct conversation and pro-
posing practical solutions, you not only improve cash flow but also strengthen the 
client-accountant relationship—a win-win outcome for all parties involved.
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Navigating Awkward Conversations

And that’s it! Now, you’re equipped with practical strategies for handling awkward 
conversations. We sorted clients into three unique categories: Aloe, Lily, and Weed. 
These distinctions are like your secret sauce for customizing your communication to 
perfection. Aloe clients are the dream team – easygoing and low-maintenance. Lily 
clients bring a tad more spice but are willing to pay for excellence. Then, there are 
the Weeds – a bit thorny, but with clear boundaries, you'll tame them. By mastering 
these client archetypes, you'll be on your way to building rock-solid working relation-
ships and nurturing businesses that thrive. 

We also dove headfirst into some critical topics like discussing rates, handling free-
bies and shoestring budgets, managing extra tasks on a tight budget, and even tack-
ling the sticky subject of rate changes. It's like your trusty guide to maintaining pro-
fessionalism, boosting confidence, and wielding flexibility like a pro during these 
talks. And let's not forget the wild world of late payments – we've got a step-by-step 
plan that'll make it as smooth as a freshly paved road. From gentle reminders to 
candid conversations and offering pragmatic solutions, this ebook arms you with 
the artillery to boost your cash flow and cement those client-accountant bonds. In a 
nutshell, it's your all-inclusive handbook for professionals looking to turbocharge 
their client interactions and construct thriving businesses. 


