SQUARE ﬂ GROUP

FRACTIONAL CFO TOOLKIT - NO. 09

Fractional CFOs: Whatto Say
When Clients Keep Saying

"CanYouAlso..."

How to protect your retainer when clients keep adding extra work — without discounting your fee, hurting
the relationship, or letting "quick questions” quietly destroy your margins.

HowW 'ru USE THIS SCRIPT SHEET

THE SCRIPT SHEET - 10 "CAN ¥
9 "Canyoualsotakea
quick look at this?"
< Most CFOs: say yes — then tha client keaps asking

"Happy to take alook. First, let's make sure it fits the
scopewe agreed on. Ifit's tied to current priorities, I'll
includeait. If it's a separate analysis, I'll outline what it
would take."

=+ You're not rejecting the client — you're protecting the siructura.
Extra work gats reviewsd bafore it gets absorbad.

e “Can you build this
extra report?”

T n more reports Fatier aEcisons
< Most CFOs: bulld it — than reporting reguests multiply

"Befora we huild it, I'd want to understand what
decision it's meant to support. If it ties to current
priorities, we'll work it into the reporting structure. Ifit's

anew need, I'll scope it separately.”

=+ Keaps you positioned as financial leadership — not report
production

0 “Can you turn this
around by tomorrow?"

tHach tresokls o owr Oy
< Most CFOs: rush — and urgency becomes the norm

b | undamtand kt feels urgent. To protect quality, we'd
need to adjust priorities — either replace something
already planned this week, or treat it as an expedited
request outside scope.”

=+ You're not refusing urgency: You're attaching radeoffs to it — like a
sarious oparator

0 "Can we add this
into the retainer?”

it Flerver sherry
Maost CFOs: say yes to prasarva the relaionship

LY ThHill INETEAL
"We can absolutely discuss it. I'd just separate two
things: what's included now, and what would expand
scope. If it becomes ongoing, we should adjust the
engagement so support matches the work."
=+ You leave room to expand the engagement — withaut latting it
happen silenily

o "Can you help our
team with this too?

stony N the execubve seat

< Mosgt CFOs: baroma trainar, managar, and support desk
"I can give strategic direction on what the team needs to
do, but ongoing training or hands-on support is

separate from thae CFO advisory retainer. If yvou want it
included, we can structurs it properiy.”

== You provide direction. You're not becoming internal staf

Margin doesn't vanish. It |

U ALSD..." SCENARIDS

"Canyou join one
more meeting?"

makie aocess Ve

Most CFOs: [ump on tha gall — and destroy the cadanoe

AY THIS INGTEAD

"l can support that, but our cadence is built around the
monthly review and agreed touchpoints. If it's critical to
a financial decision, we can use a scheduled session or
add an advisory call.”

=+ Clients shouldn't assume unlimited mestings are included just
becausze thay pay a retainer.

"Can you help with this
bookkeeping issue?"

Most CFOE: halp bacatsa they can — and bacoms the catch-a

"That's outslde the CFO advisory scope. | can idantify
what needs to happen and who should own it, but |
wouldn't execute it directly. My role Is visibility, decision

support, and oversight.”

= You're not bookkeeping suppan. You're the strategic finance
oparator

"Can you just review this
before we decide?"

WL iy s the ¢ clLic Y

< Mozt GFOs: give free stratagy on damand

"Yas, Inan mfview it. To give you useful guidance, I'd
want to look at it properly instead of giving a quick
reaction. Ifit's outside our current focus, I'll scope the
review so we handle it correctly.”

= Stops high-valua thinking from baing treated like a frae side task.

"This should only take
afew minutes."
¥ Most CFOs: acespl the framing: Thai's tha misiaks

LY THIE INSTEAD
"It may only take a few minutes to answer, but the value
is in knowing what to look for and how it affects the
decision. Let's decide whether this fits scope or should
be a separate advisory item."

=+ Fractional CFOSs don't gat pakd for minutes. Thay get paid for
Judgment.

. The client keeps
" testing boundaries.

sot corversa
Most CFOs: tolarato it untl resentmant bullds

"I want tn reset mtpactatrnns s0 this stays productive for
both sides. The retainer is built around CFO-level
visibility and decision support. Somea recent requests
are moving outside that — we can tighten back, or
discuss expanding.”

— Don't wait until you're frustrated. Say it early. Say it calmiy. Say it
clearly.

; through tiny yeses.

Most fractional CFOs don't losa margin all at once. They lose it through a few extra calls, a few extra reports, and a

few "quick questions"™ — until the client expects unlimited access.

ot
» Toomuch delivery work
X Ademanding cliant

» Bad iime management

» “Just being helpful"

Weak or unspoken boundaries
Scope that expanded silently
Judgment given away for free

Positioning as support, not leadership

It‘é almost neverone hig ask. It's alook, a call, areport,anda’

Apply foraFractional
) Growth Strategy Session

Fractional CFOs, virtual CFOs & strategic finance consultants
- Advisory-focused accountants tired of becoming the catch-all

Operators whose ratainers keap expanding without re-pricing

Book a Free Strategy Session —

square I aroup




