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Fractlonal CFOs: WhyClients
st Afterthe Call

Why high-value prospects disappear after seemingly good calls — and how to find the breakdown in your sales
process before you spend another dollar on leads.

They never felt @ Youexplained
enough pain. @ toomuch.
Did they clearly describe a costly problem? Did you spend most of the call educating?
Did they explain what happens if nothing changes? Did you explain every service and deliverable?
Did the conversation uncover real urgency? Did you leave the call mentally exhausted?
If the pain isn't clear, the solution feels optional. The more you explain, the harder the decision
Optional decisions get delayed — then ignored. becomes. Hesitation creates ghosting.
They didn't see 4 Younever
you as strategic. ¥ created adecision.
Did the conversation focus on reports and tasks? Did the call end without a clear next step?
Did they compare you to a bookkeeper or controller? Did the prospect leave with "we'll think about it"?
Did they focus on cost instead of outcomes? Was there no commitment to a follow-up date?
They saw accounting support — not executive Prospects rarely decide inside ambiguity. Strong
financial leadership. Businesses ghost vendors. processes create momentum. Weak ones
They engage advisors. create drift.
They were never "% Yourproposal lowered
qualified properly. " perceived value.
Did you speak directly with the decision-maker? Did the proposal feel overly complicated?
Did you confirm budget expectations and timeline? Did it focus on deliverables instead of outcomes?
Did you qualify for fit before pitching? Did the prospect go quiet after receiving it?
You may have spoken with someone who was never The proposal introduced friction. Strong proposals
capable of buying. No amount of follow-up fixes simplify the decision. Weak ones create
that. uncertainty.

They didn't trust
the outcome. THE REAL REASON PROSPECTS G
1
It's almost never busy, forgot or
] n
needs more time.
i i ?
Bl yoteprovide prootand teleuartexamics Most ghosting happens because one of four things broke down
Did you establish authority before discussing price? on the call. The prospect simply chooses inaction.

Did they believe the result was achievable? — Urgency — Authority

— Clarity — Trust

People rarely buy certainty. They buy confidence. If Lind the onhe that's missing - that's your leak.
confidence is missing, ghosting follows. - :

WHY THIS MATTERS

More leads won't fix ghosting.

Most fractional CFOs assume they have a lead-gen problem. In reality, many already have enough opportunities
— the deals are leaking out of a weak sales process, not a thin pipeline.

MOST CFOS ASSUME THEY HAVE: IN REALITY, THE LEAK IS:
X Alead generation problem — Weak gualification
X A marketing problem — Unclear authority
X A follow-up problem — Proposal friction

X Not enough opportunities — Missing urgency

Fix the leak before buyimj more leads.

WANT HELP FINDING THE LEAK IN YOUR SALES PROCESS —

Apply fora Fractional
CFO Growth Strategy Session

- Fractional CFOs, virtual CFOs & strategic finance consultants
- Advisory-focused accountants experiencing proposal ghosting

- Operators with stalled deals and long sales cycles
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