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The Fractional C-0O Growth Mode!

How to Scale to $30K/Month in Retainers Without Referrals, Scope Creep, or Hiring a Team

If you're a fractional CFO earning $10K—$20K/month from a handful of clients but want predictability, selectivity,
and growth — this iIs for you.

This guide Is not a “how to post on LinkedIn” gimmick. It's a clear, 8-step roadmap that shows you how top CFOs:

Package themselves like a premium product

Filter out bad-fit clients

Build authority without chasing attention

Install a system that books qualified calls consistently — without relying on hope,
referrals, or hustle

S

If you're serious about growing to $30K/month in clean, high-trust retainers — this is your new baseline.

@/ 1. Define What “Growth” Actually Means @/ 5. Position Like a Growth Partner,
Not a Vendor

The way you present yourself determines who shows up.
Audit your brand and ask:

Start with precision.
Growth isn’'t more clients. It’s better clients. It's fewer
conversations. Higher leverage. Predictable revenue.

Get clarity on:
1. Am | communicating confidence or compliance?

1. Ideal monthly revenue (example: $30K/month)
2. ldeal retainer size (example: $6K/client)
3. Max client load (example: 5 clients max)

Now you know what “done” looks like — and how much
capacity you actually have.

@/ 2. Stop Selling Capacity — Sell Insight

CEOs don't pay for time. They pay for perspective.
If your offer still includes language like “20 hours/month” or
“weekly calls,” you're selling access. That's replaceable.

Top fractional CFOs anchor their offer around:

1. Strategic decision-making

2. Revenue forecasting

3. Cash flow clarity

4. Proactive risk management

5. Confidence for the CEO to move fast

The goal: Make yourself irreplaceable by selling outcomes,
not availabllity.

@/ 3. Build a Fit-First Client Filter

Every “bad” client you've ever had looked good on paper.

That's the problem.
Instead, define a Fit Framework with clear boundaries:

1. Industry focus

2. Minimum revenue

3. Business model compatibility
4. Level of financial maturity

2. Does my messaging speak to CEOs... or

accountants?
3. Would | trust me with a $5M cash runway?

If your website, LinkedIn, or bio doesn’t say “l help CEOs
make smarter decisions,” you're being ignored by the ones
who matter.

6. Build an Authority Asset That Filters
and Attracts

You don’t need daily content. You need a single piece of
strategic proof that shows your value before a call ever
gets booked. It could be:

1. A one-page offer doc

2. A founder-focused video

3. A playbook like this one

4. A simple diagnostic or calculator

The key: Make it easy for a CEO to feel trust without
needing to ask a single question.

@/ 7. Install a Scalable Lead Flow System

Referrals are random. LinkedIn posting is inconsistent. Cold
email Is a grind.
Here's what top-performing CFOs install instead:

1. A clean landing page with a high-value asset
(like this)
2. Targeted lead magnet ads to pull in founder traffic
3. An automated follow-up system (email or SMS)
4. A qualification step before any call gets booked

5. Decision-maker buy-in | | | -
It's quiet, predictable, and built for scale — just like your

This becomes your sales filter, your messaging compass, best clients expect from you.

and your sanity-saver.

@/ 8. Stop Piecing It Together — Build the

@/ 4. Productize Your Advisory Machine

Custom quotes kill confidence. Vague offers attract scope
creep. Instead, structure your advisory into a tiered Here’'s the brutal truth: You're a world-class operator for

framework: your clients... but your own business runs on duct tape and
Google Docs. That's why the best fractional CFOs don't try

Tier 1: Strategic CFO Lite (Monthly advisory + to DIY this system. They:

dashboard)
Tier 2: Full Fractional CFO (Forecasting, KPlIs, growth 1. Delegate the infrastructure
planning) 2. Let experts handle the tech, copy, and strategy

_ | 3. Focus on client success and growth, not marketing
Tier 3: Embedded CFO (Fractional exec, team execution

coordination, investor prep)

If you're serious about scaling — it's time to install the

Each with fixed pricing, clear deliverables, and client-fit machine that gets you there.

gualifiers. No surprises. No backpedaling.

Why this
matters

You don't need more information — you need implementation.
This guide showed you the model. The next step is execution.

You already know how to manage complexity for $10M businesses.
You just need someone who can help productize and market you like one.

Let's build the backend that supports your next $30K—$50K/month.

SHK-$10K/Month Clients
on Autopilot?

Book your Strategy Session now

squarelgrp.com/brainstormsession




