
BENEFITS

Why Saying No to Some Clients Can
Deliver Value to Your Firm
If you often get tough accounting clients, you have to learn how to say no politely to
them in a way that you can turn them away without burning any bridges. Learn more
about how you can do this and its bene�ts for your business through this guide.
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When running a new accounting �rm, you may be tempted to take on every single
client that reaches out to you. This is bene�cial if you are just starting out and trying
to build your name in the industry. However, doing this is not always ideal.
Eventually, you may have to prioritize choosing quality, high-paying clients.
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If you often get tough accounting clients, you have to learn how to say no politely to
them in a way that you can turn them away without burning any bridges. Learn
more about how you can do this and its bene�ts for your business through this guide.

When Should I Say No to Clients?

Your time is precious, and you must not waste it with prospects who aren’t entirely
sure about you. For example, if they are hesitant, unmotivated, or uninterested in the
services you are trying to explain to them, consider this a red �ag. They may not be
willing to do the work necessary to meet their expectations and achieve their desired
results. Worse, they may even start ignoring you every time you contact them. By
having strict boundaries for yourself and your �rm, you can appreciate serving
people you enjoy working with.

Another type of client you have to say no to is individuals that belittle your services
by asking for low pricing and unreasonable discounts. Consider turning them away
when they start asking how they could pay less or if they can get a deal. It’s crucial to
know your services’ value and learn to accept nothing less than that.

It’s also time to say no politely when you believe that you and your prospects aren’t a
good �t or you are already too busy and have taken on too much work. This way, you
can fully engage with each of your clients and avoid misunderstandings and
miscommunications in the long run.

How Do I Decline Clients?

Turning away people may be a struggle for you, especially if you are so used to taking
on every person who reaches out to you for help. But when you realize that you are
dealing with someone who isn’t ideal for you as a client, declining them is the right
thing to do.

You can say no to them politely by referring them to other professionals you think
would better �t their needs. Doing this helps you maintain a harmonious
relationship with them. There will be no hard feelings because both parties are
satis�ed. You will also get to open up more space for new quali�ed clients.

In addition, you can position yourself as the expert every time you meet with a
prospect. After all, you have the knowledge, skills, and experience to address their
needs and help them reach their goals. Doing so will remind you that you want to
work with clients who see your true value and are willing to pay the fees you charge.
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Conclusion

Having additional income from clients is ideal, but you have to remember that not
every prospect is someone you want to work with.  By learning how to say no
politely, you can welcome more people who would be better suited to you. When it’s
time to turn their offer down, follow the suggestions on this guide.
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Shahram Zarshenas is the founder of Financial Cents, which serves hundreds of
accounting �rms across the U.S. and Canada, providing them with the tools they
need to grow.
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