
The Fractional CFO: The $5K Client Filter
How to Attract Better Clients Without Chasing Referrals, Competing on 

Price, or Taking on Bad-Fit Work

HOW TO USE THIS GUIDE

This is not a lead generation guide. This is a client selection and positioning guide. Your goal is not to get more 
clients. Your goal is to work with the right ones. Use this to:

1. Filter who you should (and shouldn’t) work with
2. Adjust how you position your services
3. Shift your pipeline toward higher-value conversations

Read it once, then use it to evaluate:
    → your current clients
    → your recent calls
    → your inbound leads

Step 1: Define What a $5K Client Actually 
Looks Like
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Why This 
Matters

Most fractional CFOs don’t have a pricing problem. They have a client quality problem. 
They:

Better clients don’t come from:

They come from:

1. take too many weak calls
2. try to upgrade the wrong clients
3. get stuck in low-value work
4. deal with unnecessary complexity

1. more leads
2. more content
3. more effort

→ better filters
→ better positioning
→ better decisions

Book a Free Strategy Session

If you want to build a system that:

 square1grp.com/brainstormsession

1. Attracts higher-value clients automatically
2. Filters out low-quality leads before you speak to 

them
3. Positions you as the obvious choice
4. And removes bad-fit work from your pipeline

Then let’s map it out.

We’ll walk through your current pipeline and show 
you how to upgrade your client base without 

chasing, competing, or overworking.

The Guide: The �5K Client Filter

Most CFOs say they want $5K/month clients…
…but they’re still talking to $2K/month businesses.
A real $5K client:

If the business doesn’t need decisions made regularly, 
they won’t pay for advisory.

1. Has consistent, stable revenue
2. Makes ongoing financial decisions
3. Values speed and clarity over cost
4. Has real consequences for bad decisions

1. ask about cost early
2. compare options
3. hesitate

1. ask about outcomes
2. ask about impact
3. focus on decisions

Step 2: Stop Talking to “Everyone with a 
Spreadsheet”
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If your messaging applies to:

You will attract: → low-ticket, price-sensitive clients
The Shift: Narrow your focus to:

Clarity filters better clients before the conversation 
even starts.

1. any small business
2. anyone who needs “help with finances”

1. operators
2. founders making decisions
3. businesses with real financial complexity

Step 3: Filter for Decision-Makers Only3

$5K clients don’t send assistants to calls. They:

The Rule:
If you’re not speaking to the decision-maker, don’t take 
the call.

1. show up themselves
2. ask direct questions
3. move quickly

Step 4: Look for Urgency, Not Curiosity4

Low-ticket clients are curious. High-value clients are 
uncomfortable. They:

The Filter:
If nothing feels urgent, nothing will move forward.

1. feel pressure from uncertainty
2. need better visibility
3. are actively trying to fix something

Step 5: Watch How They Talk About Money5

This tells you everything. Low-value clients:

High-value clients:

The Shift:
Listen for how they frame value—not what they say 
they want.

1. “Can you also…”
2. “Just one more thing…”
3. vague expectations

Step 6: Identify Scope Behavior Early6

Scope creep doesn’t start after the deal. It starts on the 
first call. Watch for:

The Rule:
If boundaries aren’t respected early, they won’t be 
respected later.

1. clarity
2. confidence
3. structure

Step 7: Position Yourself to Be Chosen, Not 
Sold
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If you feel like you’re convincing, you’re in the wrong 
conversation. $5K clients don’t need persuasion. They 
need:

The Shift:
Better positioning → better clients → easier decisions

The Filter Rule

After reviewing a prospect:

Not every lead deserves your time.

1. Strong fit across most areas → 
move forward

2. Mixed signals → proceed 
carefully

3. Weak fit → do not engage


