
 

 

 
 
 

Here we summarise the key takeaways from this talk 

• First impressions can make or break a long-term client relationship. Always treat 
everyone with the same quality of service and timely communication, they could 
provide you with projects for years to come. 

●    Some clients may not have fully formed ideas of what they want to commission, 
requiring you to pitch for the job. It is vital to help the client clearly understand what 
you are proposing; this can be achieved through a presentation which offers your 
solutions through illustrations, material samples and budgets. 

• Research into your client’s environment, could they send you images or do a walk 
through on video if an in-person conversation is not viable; This will help you to set the 
context of your work in the space and aid your presentation, for example you could 
super impose your design onto their interior setting. 

 
• Ensure that the client’s timescale is realistic. You will probably find that working 

business to business such as working with architects, rather than directly with a client 
is simpler, as these respective businesses are used to the concept of commissioning. 
 

• When presenting ideas, it’s always good to try and have an in-person conversation, 
and if possible, for the client to see your workshop.   
 

• Protect your designs; when you are responding to a brief or pitch where you are 
designing something unique, consider adding watermarks to the drawings, or writing a 
non-disclosure agreement. 
 

• Once you have completed your commission, ensure you factor in the time to properly 
document and professionally photograph your finished products and projects so that 
you can use them for future marketing purposes.  

 
• Remember a good experience doesn’t just lead to future work with a client, it can lead 

to your clients’ becoming advocates of your work to other potential clients. 
 

• Remember you can always say no to a commission, it needs to be suitable for your 
capabilities and for the client to receive the best result.   

 
• If a client requests work from you that is not your specialty or would be too costly, it 

is good practice to refer them to alternative designers or studios you may know of; 
that way you can support your maker community and gain trust from the client.  
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