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DOLAND WHITE 

BUILDING TRUST 
WITH CLIENTS 
6 Core Rules for Creating Deep Client 
Relationships 

Developing trusted relationships with clients is essential 
because trust is the foundation of all successful 

business interactions. When clients trust you, they are more 
likely to engage deeply, commit to longer-term agreements, 
and provide valuable referrals.  

Trust enhances communication, as clients feel more 
comfortable sharing their actual needs and concerns, 
allowing for more tailored and practical solutions. It also 
builds resilience in the business relationship, enabling both 
parties to navigate challenges and misunderstandings with 
less risk of damaging the partnership.  

Ultimately, trusted relationships increase client satisfaction, 
loyalty, and business growth, as satisfied clients often 
become repeat customers and vocal advocates for your 
services. 



Rule 1 - Care About Your Clients: 
Love your client, and they will love you back. Caring about 
your clients involves more than just delivering services; it 
means genuinely understanding and appreciating their 
unique values and goals. This deep engagement allows you 
to tailor your services to fit their specific needs and 
aspirations, improving the effectiveness of your solutions 
and strengthening the client's trust in your commitment to 
their success. When clients feel that their values are 
recognized and prioritized, they are more likely to form a 
lasting partnership, fostering a sense of loyalty and 
satisfaction that benefits both parties. 

"When you care for your clients, you don't just meet their needs—
you exceed their expectations and elevate their success. Your 
genuine concern becomes the cornerstone of enduring 
partnerships.” - Doland White 

Rule 2 - Expectations are Everything: 
Expectations are important. Setting and managing 
expectations at every stage of the client relationship is 
crucial for maintaining transparency and trust. Being candid 
about what can realistically be achieved, authentic in your 
interactions, and human in your approach helps in building 
a robust connection. You minimize the risk of 
misunderstandings and disappointment by clearly outlining 
what clients can expect during each phase of their journey 
with you—from initial engagement to the final delivery. This 
strategy not only ensures that clients feel valued and 
understood but also positions you as a reliable and 



considerate partner, further cementing their trust and 
satisfaction with your services. 

"Setting clear expectations is not just about aligning agendas; it's 
about forging a path to mutual trust and shared success.” - 
Doland White 

Rule 3 - Do What You Say You Will Do: 
Simple. Right? You demonstrate your commitment and 
dependability by consistently doing what you say you will 
do. This is crucial because clients develop confidence in 
your deliverability when promises are fulfilled, reinforcing 
your credibility and solidifying their trust. On the other 
hand, failing to meet commitments can severely damage 
your reputation and the trust that has been built. Therefore, 
it's vital to only make promises you can keep and to be 
transparent if circumstances change, maintaining open 
communication to manage expectations effectively. This 
approach fosters trust and encourages a long-term, fruitful 
partnership with your clients. 

"Consistency in action is the truest form of trustworthiness; do 
what you say you will do, and you build bridges of reliability that 
last.” - Doland White 

Rule 4 - Communicate Regularly: 
Talk to your Client! It helps prevent feelings of insecurity or 
neglect that can arise from infrequent or inconsistent 
updates. Structured communications, such as regular 
status meetings or progress reports, ensure that clients are 
always informed about where things stand, which helps in 



managing their expectations effectively. Informal check-ins, 
on the other hand, can convey genuine care and attention, 
reinforcing the client's importance to your business. 
Together, these communication strategies not only keep the 
client engaged but also build a foundation of trust and 
transparency, essential for a healthy, long-term business 
relationship. 

"Regular communication is the heartbeat of client relationships; 
it keeps the connection alive, informed, and engaged.” - Doland 
White 

Rule 5 - Acknowledge When Things Go Wrong: 
Things may go wrong. Acknowledging when things go 
wrong is crucial in maintaining trust and integrity in client 
relationships. Accepting responsibility for errors and being 
proactive in finding solutions demonstrates a commitment 
to honesty and accountability. This approach helps to build 
resilience in the relationship, as it shows that you are 
reliable and dedicated to making things right rather than 
deflecting blame or avoiding issues. Such transparency 
mitigates the potential negative impact of mistakes and 
strengthens the client's trust in your ability to handle 
challenges effectively. Clients often appreciate this level of 
candor and responsibility, leading to stronger, more 
dependable partnerships. 

"Acknowledging when things go wrong is the cornerstone of 
transparency; it transforms challenges into trust and 
partnership.” - Doland White 



Rule 6 - Ensure Closure: 
Close out clearly. Ensuring closure at the end of a project is 
vital for leaving a lasting positive impression with your 
clients. Properly concluding projects involves confirming 
that all tasks are completed to the client's satisfaction and 
that any loose ends are tied up. This thoroughness not only 
demonstrates your professionalism and attention to detail 
but also ensures that both parties are on the same page 
regarding the project's completion. By effectively closing 
out projects, you set the stage for future engagements, as 
clients are more likely to return to a service provider who 
they feel handles transitions smoothly and respects their 
needs throughout the process. Additionally, a well-handled 
closure can facilitate a smooth handover or transition to 
ongoing support, further enhancing client satisfaction and 
trust. 

"Proper closure is the final brushstroke on the masterpiece of a 
project; it ensures the art of our work resonates long after we've 
left the room.” - Doland White 



ABOUT DOLAND 
I am an accomplished business leader passionate about 
innovative thinking and growth. My expertise is helping 
businesses achieve goals and outcomes by developing 
highly empowered leaders and teams. With over 40 years of 
experience, including prior CEO and COO roles, I have built 
a reputation as a strategic thinker who can create results. 
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