
1. 
DECIDE WHAT THE ISSUE IS

It had better be good, just saying. There’s a big difference between 
a client who just needs some extra love and attention and a client 
who is sucking the life out of you. Specify what exactly it is that is 

making you conclude that you can no longer have a relationship with 
an income-producing client. Is it that safety or security issues are a 

concern, for example, is the neglected maintenance at the property 
posing a safety risk to the tenants; are you or anyone else in your 

team unable to have a reasonable conversation with the client, does 
it erupt into yelling and abuse. Is this issue taking up too much of 

your time, is it making you feel sick or anxious, is it a situation where 
you won’t be able to win no matter what you do, then it is a client 
that needs to be let go. Every bit of wasted energy on a negative 
situation is the energy you could have spent on fostering a new 

healthy relationship.

2. 
SEEK OUT ADVICE 

Before you make the break-up call, seek out advice. See if anyone 
in your team has any other advice or suggestions to bring this 

client around. Sometimes having a good cop bad cop routine with 
a colleague or superior can be the shift a client needs, hearing the 

same thing, delivered by someone else, can work a treat. If, however, 
there is no solution is sight and everyone agrees it is time to break up 

with this person. Then do it.

3. 
DELIVER YOUR DECISION

This is the tricky part; I’m not going to lie. You don’t want to burn 
your bridges; you don’t want that karma hanging over your head. 
Delivering the decision that you no longer wish to work with them 
has to be handled delicately, respectfully, and concisely. The world 

of reviewing people and businesses is gaining momentum at a rapid 
pace, and scathing reviews can be detrimental to you and your 

business. The last thing you want to do is add any more fuel to your 
client’s fire and tip them over the edge or back them into a corner 
where they come out swinging with all barrels loaded. How would 

you like to be delivered this information? Try putting yourself in their 
shoes.

 
 


