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Question #1

What VCFO services do you currently offer?  (choose all that apply)�Cash flow�Forecasting�Pipeline�Financial statement review�None�Not applicable
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WHAT WERE
GOING TO
COVER

n The Role of the VCFO
B How to deliver VCFO services

How to get started
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WHAT DOES IT MEAN TO BE AN ADVISOR?

Approaches to fostering and sustaining a positive working relationship with your clients:

Evergreen
Consultant, Coach, 9
over

Advisor = Accounting
expiration

Profit-Focused
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THE PLAYBOOK FOR OUR VIRTUAL CFO SERVICES
UTILIZES PROFIT-FOCUSED CONSULTING

Profit-Focused Consulting is a system designed to help a
client accomplish their financial goals by breaking down
their revenue into non-financial drivers. Unlike revenue
numbers, non-financial drivers can be consistently

controlled and monitored through clear metrics that are
then used to determine a client’s revenue forecast. Finally,
the amount of expected revenue in the client's pipeline is
used to inform and adjust the forecast.
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) Pipeline
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Results
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Identify Defining

the Client Scope

Creating Service Managers
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4\ Summit MARKETING YOUR VCFO FIRM

Division of Anders CPAs + Advisors

Increase demand for your services

Reduce or eliminate the need for outbound marketing

Develop a strong inbound marketing strategy

Charge more for your services

Be more selective with your clientele

Accelerate the growth of your business
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A Summi SALES, PRICING, AND BILLING

5

Client Send an
Lead One-hour selects a Engagement
capture consultation service Letter and
package SOW

engagement | engagement
is accepted begins

Tools:

\CHARGE

AAAAAAA

PandaDoc
@ Calendly zoom [ orenoe
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Clear path
to follow

Create a
scalable
process

Highlight
your firm’s
value
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Introductions & involvement
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A client’s pipeline has a
significant impact on their
business. The client could be
generating leads, getting 40%
conversion rates, and think
everything is going great in
March, only to discover their
cash flow dropped by 50% in
Apiril. As frightening as that is, it
could be a pipeline issue caused
by any number of factors, such
as poor qualification standards
on the part of the sales team.

BIZ DEV & PIPELINE

01 Review current revenue projections

02 Review previously won deals and profitability

03 Review the pipeline/prospects

04 Analyze the revenue capacity and revenue targets
05 Review sales team input

06 Develop action steps



A Summi ) FORECASTING

A Division of Anders CPAs + Advisors

ST. FLOW: STAF _ TO FINISH

Goal Identify Revenue Drivers, Direct Examine Financial S G et DELIVER FORECAST
Setting Costs, And Indirect Costs Statements e O e gl SCENARIO!

Tools:

planguru E Excel JJirav
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FINANCIAL PERFORMANCE

EPORTING

rd, not backward.

METRICS TO PRESENT

e —

Money in Production Financial Pipeline

the Bank Metrics Metrics Metrics

@ A consultation offers a dynamic and actionable plan.

@ A report delivers static, unresponsive information.

Tools:

= REACHREPORTING



Short-Term

Long-Term
Cash Flow

Cash Flow

G\ GashFiowTool!
@ The First Engagement zcgm
@ Recurring Cash Flow Meetings —
@ How Technology Fits In m*m;;::“?i
Client
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WEEKLY
MEETING
CADENCE

Forecasting
& Modeling
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WEEKLY
MEETING
CADENCE

Cash Flow
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« Own the meeting scheduling, prep
* 50-minute meetings

 No homework

* Recurring meetings (same day, time)
« Clarify meeting purpose with title

« Agenda for each meeting

« Capture actions, follow-up items

« Audience can vary based on topic.

Important people need to be there.




WHAT WERE
GOING TO
COVER The Role of the VCFO

How to get started

How to deliver VCFO services
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A Summit

THANK YOU! =
LET'S CONNECT

TOM WADELTON ADAM HALE
ahale@anderscpa.com

https://www.linkedin.com/in/adamhalecpa/

twadelton@anderscpa.com
https://www.linkedin.com/in/tomwadelton/



PEOPLE

Seek out the needle m a haystack

ESTABLISH A ONBOARDING
HIRING PROCESS FOR SUCCESS

RETAIN GREAT
PEOPLE
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STRATEGIES FOR HIRING VIRTUAL CFOS
-Soft Skills for Virtual CFO Hires
-Apply Behavioral Psychology to Uncover Candidates’ EQi
-Search for Candidates Who Fit Your Core Values
-Create a Hiring Profile

KEY TAKEAWAYS
Seek out the needle in a haystack
Don’t be afraid to spend money on hiring processes
Create a team-based onboarding process
Encourage retention with transparency


STRONG
?
PROCESSES |[AMMMEN EYTTPR 2

_ Consistency
”I & Accuracy _
., i, - Month-end journal
N . ) entries, Financial
..___..._....— statement
,,, variances, Non-
4d A= WH 07 Financial variances WH E RE,
| ~ - .

ClickUp,
Zoom, Reach
Reporting

| 5 ) - Accountant pla?/s
T = a significant role

ClickUp
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KEY TAKEAWAYS
-Create a documented process. 
-Leverage your senior accountants. 
-Close the books quickly. 
-Use the right tools. 

Question #2
What is your biggest challenge to launching/scaling a VCFO practice? (choose one)�Having the right people�Selling the service�Developing the tools & processes�Just getting started�Not applicable
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