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1. The client who is always switching accountants.

2. The client who bad-mouths his previous accountant or other professional service

providers.

3. The litigious client.

4. The client who complains about how much money he thinks accountants make.

5. The client with a bad reputation.

6. The client who refuses to listen to what you have to say.

7. The client who unreasonably complains about his bill.

8. The uncooperative client who does not provide the required information.

9. The hard-to-reach client.

10. The client who disagrees with everyone, including you.
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