








 

Alt text: Business owner discussing a fractional CFO retainer and monthly cadence before 
signing a long-term contract 

Do Fractional CFO Services Require a 
Long-Term Contract? 
By John Smith, Founder and CEO 

Quick Answer: Most fractional CFO services do not require a “long-term contract” in the 
traditional sense, but many do require a time commitment, especially in contractor-focused 
work. Construction finance improves when you build a repeatable monthly rhythm (close, WIP, 
forecasting, decisions) and that takes time to implement and normalize. The right question is 
what term gives you enough runway to get accurate numbers, keep them accurate, and actually 
use them to lead. 

You want a clear path forward without getting locked into something vague, whether you’re an 
electrical contractor, mechanical contractor, HVAC contractor, or another specialty trade. 



Built For: 

●​ Construction & Specialty Trades: Electrical, Mechanical, HVAC, Plumbing, and 
Concrete. 

●​ Growth Stage: Contractors who have outgrown “gut feel” decisions (typically 
$2M–$30M revenue). 

●​ Operational Reality: Businesses navigating complex WIP schedules, job costing, and 
project-based billing. 

Why This Question Matters More in Contracting 
Contracting is a timing business. You can be slammed with work and still feel broke. You can 
look profitable on paper and still have cash stress. You can have a “good month” that’s really 
just a timing illusion. 

That’s why contract length comes up so often. A well-run fractional CFO engagement is not a 
few “finance calls.” It’s a monthly operating rhythm designed to keep you out of surprises and 
help you grow with intent. 

How Do Fractional CFO Retainers Usually Work? 
A fractional CFO is an experienced CFO who supports your business on a part-time basis, 
usually through a monthly retainer, so you can get CFO-level leadership without hiring full-time. 

In practice, a retainer works like a steady cadence: accurate reporting you can trust, consistent 
review of the things that move profitability in contracting, and decision support when real issues 
show up mid-month. Instead of paying for random advice, you build a financial operating system 
your team can maintain. 

What “Long-Term Contract” Usually Means in Fractional 
CFO Work 
Most fractional CFO firms don’t lock you into a rigid, multi-year contract like you’d see with 
software or a lease. Instead, you’ll typically see one of these structures: 

Retainer With a Minimum Commitment 

Common in contractor-focused work because meaningful improvements need time to stick. The 
commitment creates runway to stabilize reporting, get WIP and job costing honest, and build 
repeatable habits across the team. 

Retainer With a Shorter Term and Renewal 
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Some firms start with a shorter initial term, then move into renewals. This can fit when your 
foundation is already strong and the work is mainly strategic rather than corrective. 

Month-to-Month With a Clear Scope 

Month-to-month can work when the scope is tight and the provider is not doing foundational 
rebuild work. Without that clarity, it’s easy to drift into “busy meetings” and still feel unclear. 

A Table to Evaluate CFO Contract Terms 
Contract 
Structure 

Why It Exists When It Can Be a Good 
Fit 

What to Confirm Before 
You Sign 

Month-to-Month 
Retainer 

Flexibility Your books are clean, 
and you mainly need 
strategic support 

Exact deliverables, 
response expectations, and 
meeting cadence 

Minimum-Term 
Retainer 

Enough runway to 
build rhythm and 
results 

You need WIP discipline, 
forecasting habits, and 
stronger reporting 

Onboarding scope, monthly 
cadence, and how success 
is measured 

Short Initial 
Term With 
Renewal 

“Try it, then 
continue” 
approach 

You want a structured 
start, then ongoing 
decision support 

Renewal terms, scope 
changes, and what 
happens after the initial 
phase 

Project-Based One-time setup or 
cleanup 

You need a specific 
deliverable, not ongoing 
leadership 

Clear definition of done, 
and what ongoing support 
would look like 

ABC B2B CFO’s Approach to Commitment 
At ABC B2B CFO, we typically work on a monthly retainer basis with a long-term commitment 
because I believe that meaningful improvements in financial accuracy, WIP discipline, 
forecasting habits, and leadership decision-making take time to implement and normalize. 

That does not mean you spend 12 months “talking about numbers.” It means you have enough 
runway to build clarity, build a cadence, and use that cadence to make better decisions as the 
business moves. 

If you want to get oriented before you ever talk about a longer commitment, a good first step is a 
diagnostic that shows what’s working, what’s missing, and what needs to be true for a CFO 
engagement to be effective. 
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Start With Clarity, Not a Long-Term Commitment 
When you’re not sure you want to sign a longer agreement yet, a trialable first step can be the 
smartest move. That’s exactly why we offer the BUILD Financial Roadmap, it gives you a clear, 
dollar-backed plan before you decide on a full engagement. Schedule  

Schedule your BUILD Financial Roadmap today to replace guesswork with a clear, 
dollar-backed plan for cash flow and profitability. 

Why Many Contractor-Focused CFO Firms Prefer a 
Longer Commitment 
Owners sometimes hear “commitment” and think “trap.” A healthy longer-term commitment 
should do the opposite. It should protect the work, protect your momentum, and protect your 
team from starting over every time you get busy. 

Stability Takes Repetition, Not Inspiration​
Most financial breakdowns in contracting are rhythm problems. When your team gets a 
consistent monthly close, consistent WIP review, and consistent forecasting updates, your 
numbers stop feeling like a surprise. 

Construction Has Time-Lagged Feedback​
In contracting, the feedback loop is slower. A job can look fine early, then change orders stack 
up, labor drifts, billing lags, and margin gets squeezed. A longer engagement gives you time to 
see the real story and correct it while there’s still time. 

You’re Building Behavior, Not Just Reports​
If the engagement only produces reports, you don’t need a CFO long-term. If it changes how 
your business operates, longer terms make sense because behavior change takes runway. 

 

​
"Before ABC B2B CFO, we were running blind with our numbers. We were growing, but we 
didn’t know if we were truly profitable — or just busy. Partnering with ABC B2B CFO brought 
clarity to our finances almost overnight. Their fractional CFO team helped us organize our 
financials, spot inefficiencies, and plan for sustainable growth. It’s been a 180-degree turn — not 
just in our books, but in how we think about our business. I finally feel like we’re driving the 
business forward with intention instead of reacting to problems. I’d recommend ABC B2B CFO 
to any contractor who’s serious about leveling up.” 

— Peggy 123, ABC 123 Company 
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Alt text: Business owner reviewing financial performance dashboards to determine if a fractional 
CFO is needed. 

What Revenue Range Is a Good Fit for ABC B2B CFO? 
I’m going to be straight with you: I don’t use a single “magic number” as the filter. I’ve seen 
seven-figure contractors with more complexity than an eight-figure contractor, depending on job 
types, backlog, and how disciplined their systems are. 

That said, the “fit” question usually shows up when you’re past the startup phase and into real 
operating complexity, meaning you can’t keep everything in your head anymore. 

You’re typically in the right revenue range for fractional CFO support when one or two margin 
mistakes can erase what should have been a good year. It also tends to be the right time 
because you have multiple jobs moving at once and WIP accuracy actually matters, and when 
cash timing, not just profit, is becoming a weekly leadership concern. Another clear sign is when 
you’re making hiring, equipment, and growth decisions that can’t be undone easily. 



A Practical Way to Think About “Revenue Range” Without Getting Stuck on 
a Number 

Business Reality You’re Living In What It Usually 
Signals 

Why CFO-Level Help Starts to 
Matter 

You’re past “one crew, one job at a 
time” operations 

Complexity is rising You need repeatable 
decision-making, not heroics 

You’re regularly floating payroll 
while you wait to get paid 

Cash timing is 
driving stress 

Forecasting and billing 
discipline become essential 

Your overhead keeps creeping, but 
you can’t pinpoint why 

You’re missing 
visibility 

Pricing and staffing decisions 
need real inputs 

Your backlog is strong, but your 
confidence is not 

Growth is outrunning 
systems 

You need a financial operating 
rhythm that scales 

When you’re in that zone, a fractional CFO stops being a “nice to have” and becomes a 
stabilizer. 

What Size Contractor Business Is a Good Fit for ABC B2B 
CFO? 
Size shows up in a few ways, and headcount alone does not tell the whole story. What matters 
is whether the business has enough moving parts that financial leadership needs to be a shared 
system. 

ABC B2B CFO is usually a strong fit when: 

●​ You have project managers or job leads making field decisions that affect margin. 
●​ Someone besides you touches billing, payroll, and vendor payments, even part-time. 
●​ You have an estimator (or you estimate), and pricing needs to match overhead reality. 
●​ Your team needs a consistent scorecard and clear accountability, not “financial mystery.” 

On the other hand, an owner-only operation with minimal job volume can still benefit from CFO 
thinking, but the engagement should match what the business can absorb. Sometimes the best 
first step is clarity work before ongoing monthly support. 

 

“Our FCFO quickly onboarded, learned our company and became a key strategic and tactical 
member of our team. He takes a leading role in budgeting, financial reporting, cash flow 
projections, treasury management, and cost of capital decisions. Our partnership with ABC B2B 
CFO allows our operational leaders to focus their efforts on delivering critical electrical services 
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to our customers and fulfilling our mission of being the employer of choice for electricians in 
Connecticut.” 

— Peggy 123, ABC 123 Company 

 

The Most Common “Fit” Problems I Hear From 
Contractors 
When someone reaches out and says, “I think we need a fractional CFO,” the story is usually 
familiar. 

-​ Cash feels tight even though revenue looks strong, which is often a timing issue hiding 
behind a decent-looking P&L.  

-​ You’re busy, sometimes slammed, but you can’t confidently answer whether you’re truly 
profitable or just running hard.  

-​ WIP and job costing technically exist, but they’re not trusted, so they don’t get used to 
make decisions.  

-​ Pricing has drifted, and you feel it in your margins, even when the pipeline stays healthy.  
-​ Your leadership team is working, but not always in the same direction, because 

everyone is operating from a different version of the truth.  
-​ And underneath it all is a very human goal: you want to grow, but you don’t want growth 

to cost you your peace. 

Those are not “accounting” problems. They’re leadership problems that require financial clarity 
to solve. 

What a First Conversation With ABC B2B CFO Should 
Feel Like 
A good first conversation should feel practical and clear, not salesy and vague. You should 
leave with a sharper understanding of what’s happening in your business right now, and what 
“good” could look like over the next 6 to 12 months. 

We’ll talk about your current financial rhythm, how quickly you close the books, whether WIP is 
telling the truth, and how forecasting is handled today. We’ll also zoom in on where decisions 
get stuck, like pricing, staffing, billing, job management, and what those bottlenecks are costing 
you in cash, margin, or stress. From there, we’ll map what an effective monthly cadence would 
look like if we worked together, including what gets reviewed, what gets decided, and what 
actions your team would own between meetings. 
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You also deserve clarity early on expectations: cadence, deliverables, communication between 
meetings, and how progress gets measured so you’re never guessing whether it’s working. 

Design team: Optional Design Swap: “What You’ll Get From the First Call” Graphic 

A simple three-step horizontal graphic can replace most of this text. 

Graphic Title: What The First Conversation Covers​
 Three columns (with icons): 

1.​ Where You Are Now​
 Close cadence, WIP trust, forecasting, reporting reliability​
 

2.​ Where Decisions Get Stuck​
 Pricing, staffing, billing, job management, cash surprises​
 

3.​ What A Monthly Rhythm Looks Like​
 Reviews, meeting cadence, scorecard, action list, accountability 

 

FAQs to Help You Decide If ABC B2B CFO Is Right for 
You 
How Do I Know If I’m a Good Fit for ABC B2B CFO?​
You’re usually a good fit when you run a contracting business with real operating complexity and 
you want consistent CFO-level leadership, not occasional advice. The biggest sign is this: 
you’re done guessing, and you want a monthly rhythm you can lead with. 

What Revenue Range Is a Good Fit for ABC B2B CFO?​
There’s not one “perfect” revenue number, but the fit question typically shows up once you’re 
past startup mode and decisions have real consequences. When cash timing, WIP accuracy, 
and overhead discipline matter every month, CFO-level support starts to pay for itself in avoided 
mistakes and better decisions. 

What Size Contractor Business Is a Good Fit for ABC B2B CFO?​
Fit is less about headcount and more about moving parts. When you have multiple jobs, multiple 
decision-makers, and a need for consistent accountability across estimating, billing, and project 
execution, fractional CFO leadership becomes a stabilizer. 

How Do Fractional CFO Retainers Usually Work?​
Most retainers are built around a recurring monthly cadence: financial review, contractor-specific 
analysis (often including WIP), forecasting updates, and a strategy meeting. Many also include 
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reasonable access for questions between meetings, because contracting problems do not wait 
for the next calendar invite. 

Do Fractional CFO Services Require a Long-Term Commitment?​
Some do and some don’t. Contractor-focused work often benefits from a longer commitment 
because financial accuracy, WIP discipline, forecasting habits, and team behavior take time to 
implement and normalize. 

What Should I Expect From a Fractional CFO Onboarding?​
Onboarding usually starts with a financial deep dive and alignment on reporting and cadence. In 
a contractor business, the early focus is often on getting job costing and WIP reliable, so 
decisions are made from reality instead of assumptions. 

Stop Running Blind and Lead With Numbers You Trust 
If you’re trying to decide whether ABC B2B CFO is a fit, let’s schedule a conversation to map 
what’s going on in your business and what kind of financial leadership would actually help. 
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✔️ BF: good fit for daaxit 



Page Setup (for web team)​
 Primary Query: How Do I Know If I’m a Good Fit for ABC B2B CFO?​
 URL Recommendation: 
/answers/fractional-cfo-services/fit/how-do-i-know-if-im-a-good-fit-for-ABC B2B CFO​
 Topic Cluster: Fractional CFO Services 

Schema Notes (checklist, no code) 

●​ WebPage​
 

●​ Organization​
 

●​ Person (author)​
 

●​ FAQPage​
 

●​ BreadcrumbList 

 

Meta Title: How Do I Know If I’m a Good Fit for ABC B2B CFO 

Meta Description: How do I know if I’m a good fit for ABC B2B CFO? Learn the clearest signs, 
what revenue range and business size fit best, and what to expect next. 

 



 

Alt text: Team reviewing financial documents to decide if ABC B2B CFO fractional CFO services 
are a good fit. 

How Do I Know If I’m a Good Fit for ABC 
B2B CFO? 
By John Smith, Founder and CEO 

Quick Answer: You’re a good fit for ABC B2B CFO when you run a contracting business that’s 
outgrown gut-feel decisions and you want a repeatable monthly financial rhythm you can lead 
with. That usually means you want CFO-level leadership tied to job profitability, WIP, cash 
forecasting, and accountability, not more reports that sit in a folder. If you’re willing to tighten 
habits across the team and operate on consistent numbers, this is where a fractional CFO 
partnership starts to make sense. 

Built For: 
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●​ Construction & Specialty Trades: Electrical, Mechanical, HVAC, Plumbing, and 
Concrete. 

●​ Growth Stage: Contractors who have outgrown “gut feel” decisions (typically 
$2M–$30M revenue). 

●​ Operational Reality: Businesses navigating complex WIP schedules, job costing, and 
project-based billing. 

When Growth Starts to Feel Like It’s Costing You 

A common contracting pattern looks like this: you get bigger, you get busier, and you start 
wondering why it doesn’t feel better. That’s the “growing broke” problem. It happens when the 
business scales faster than the financial operating system, so overhead creeps, job 
performance gets harder to spot early, and cash timing becomes a constant stressor. 

I’ve spent 25+ years inside contracting companies, and the pattern is consistent. When your 
jobs, cash, and team get more complex, the cost of guessing gets expensive fast. 

What ABC B2B CFO Actually Does 
ABC B2B CFO exists to give contractors CFO-level leadership without you hiring a full-time 
CFO. The work is built as a financial operating system for contracting, used consistently. 

In practical terms, that usually means: 

●​ You get numbers you can trust, on time, and translated into decisions.​
 

●​ You build a monthly rhythm around job profitability, WIP, cash forecasting, and 
accountability.​
 

●​ You stop treating financial management like a once-a-quarter scramble.​
 

●​ Your leadership team gets aligned around what “good” looks like and what needs to 
change next.​
 

ABC B2B CFO is not a replacement for roles you already need: bookkeeping and tax filing still 
matter, and this is not a one-time cleanup project or an hourly meter running in the background. 

A Simple “Good Fit” Checklist 
In my experience, ABC B2B CFO tends to be a strong fit when most of these are true: 

✅ You’re a contractor, and your financial reality is shaped by WIP, job costing, pay apps, 
retainage, and timing gaps. 
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✅ You’re tired of being surprised by a lack of cash, even when revenue looks “good.” 

✅ You’re growing (or want to), but you don’t fully trust what the numbers are telling you. 

✅ Your estimating, billing, and project management aren’t consistently tied back to margin and 
overhead reality. 

✅ You want a consistent monthly cadence, not a random financial conversation when things 
get stressful. 

✅ You’re willing to change habits across the team. 

Another way to say it: ABC B2B CFO works best when you want clarity and you’re ready to lead 
with it. 

When You’re Probably Not the Right Fit 
Saying this clearly saves time. 

ABC B2B CFO is probably not the right move yet when: 

●​ Your books are months behind and no one owns getting them closed reliably.​
 

●​ You mainly want someone to “do the books.”​
 

●​ You want a one-time answer, but you do not want a monthly cadence afterward.​
 

●​ You are not ready to look closely at job profitability and face what it is actually saying.​
 

●​ You want quick relief without operational follow-through.​
 

A fractional CFO can’t replace internal ownership. What we can do is give you a system and 
leadership so your team has a clear way to operate, month after month. 
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Alt text: Business owner reviewing financial performance dashboards to determine if a fractional 
CFO is needed. 

What Revenue Range Is a Good Fit for ABC B2B CFO? 
There’s no single “magic number,” because complexity can vary wildly by job type, backlog, and 
discipline. That said, ABC B2B CFO is typically a best fit for contractor businesses around $3M 
to $50M+ in revenue that do not have an in-house CFO. 

A practical way to think about it is this: you’re usually in the right range when one or two margin 
mistakes can erase what should have been a good year, cash timing becomes a weekly 
leadership concern, WIP accuracy actually matters, and hiring or equipment decisions carry real 
downside if you get them wrong. 

A Practical Way to Self-Assess Fit 
Use this table to match your current reality to what CFO-level support is designed to solve. 



 

Business Reality You’re Living In What It Usually 
Signals 

Why CFO-Level Help Starts to 
Matter 

You’re past “one crew, one job at a 
time” operations 

Complexity is rising You need repeatable 
decision-making, not heroics 

You’re regularly floating payroll 
while you wait to get paid 

Cash timing is 
driving stress 

Forecasting and billing 
discipline become essential 

Your overhead keeps creeping, but 
you can’t pinpoint why 

You’re missing 
visibility 

Pricing and staffing decisions 
need real inputs 

Your backlog is strong, but your 
confidence is not 

Growth is outrunning 
systems 

You need a financial operating 
rhythm that scales 

What Size Contractor Business Is a Good Fit for ABC B2B 
CFO? 
Size is less about headcount and more about moving parts. ABC B2B CFO is usually a strong fit 
when: 

●​ Project managers or job leads are making field decisions that affect margin.​
 

●​ Someone besides you touches billing, payroll, and vendor payments, even part-time.​
 

●​ You have an estimator (or you estimate) and pricing needs to match true overhead.​
 

●​ Your team needs a consistent scorecard and clear accountability, not financial mystery. 

Owner-only operations with minimal job volume can still benefit from CFO thinking, but the 
engagement should match what the business can absorb. In some cases, the best first step is 
clarity work before ongoing monthly support. 

 

“Our FCFO quickly onboarded, learned our company and became a key strategic and tactical 
member of our team. He takes a leading role in budgeting, financial reporting, cash flow 
projections, treasury management, and cost of capital decisions. Our partnership with ABC B2B 
CFO allows our operational leaders to focus their efforts on delivering critical electrical services 
to our customers and fulfilling our mission of being the employer of choice for electricians in 
Connecticut.” 

— Peggy 123, ABC 123 Company 
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The Most Common Fit Problems Contractors Bring to the 
First Call 
These are the stories I hear most often:​
Cash feels tight even though revenue looks strong. You’re busy, sometimes slammed, but you 
can’t confidently answer whether you’re truly profitable or just running hard. WIP and job costing 
exist, but they’re not trusted, so they don’t get used to make decisions. Pricing has drifted and 
you feel it in your margins. The leadership team works hard, but not always in the same 
direction because everyone is operating from a different version of the truth. 

Those are not accounting problems. They’re leadership problems that require financial clarity to 
solve. 

What to Expect From the First Conversation With ABC 
B2B CFO 
A good first conversation should feel practical and clear, not salesy and vague. You should 
leave with a sharper understanding of what’s happening in your business right now and what 
“good” could look like over the next 6 to 12 months. 

Here’s what we typically cover: 

1.​ Your current close cadence and whether the numbers are trustworthy​
 

2.​ Whether WIP is telling the truth and how job profitability is being tracked today​
 

3.​ How forecasting is handled now and where cash surprises are coming from​
 

4.​ Where decisions get stuck (pricing, staffing, billing, job management) and what that 
costs in cash, margin, or stress​
 

5.​ What a realistic monthly cadence would look like if we worked together (reviews, 
scorecard, actions, accountability) 

FAQs to Help You Decide If ABC B2B CFO Is Right for 
You 
How Do I Know If I’m a Good Fit for ABC B2B CFO?​
You’re usually a good fit when you run a contracting business with real operating complexity and 
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you want consistent CFO-level leadership, not occasional advice. The biggest sign is this: 
you’re done guessing, and you want a monthly rhythm you can lead with. 

What Revenue Range Is a Good Fit for ABC B2B CFO?​
There’s not one “perfect” revenue number, but the fit question typically shows up once you’re 
past startup mode and decisions have real consequences. When cash timing, WIP accuracy, 
and overhead discipline matter every month, CFO-level support starts to pay for itself in avoided 
mistakes and better decisions. 

What Size Contractor Business Is a Good Fit for ABC B2B CFO?​
Fit is less about headcount and more about moving parts. When you have multiple jobs, multiple 
decision-makers, and a need for consistent accountability across estimating, billing, and project 
execution, fractional CFO leadership becomes a stabilizer. 

Is ABC B2B CFO Bookkeeping Or Tax Filing?​
No. Bookkeeping and tax work still matter, and ABC B2B CFO is not a replacement for those 
roles. ABC B2B CFO’s lane is CFO-level operational finance: financial clarity, forecasting, 
job-level profitability, and decision support. 

How Do Fractional CFO Retainers Usually Work?​
Most retainers are built around a recurring monthly cadence: financial review, contractor-specific 
analysis (often including WIP), forecasting updates, and a strategy meeting. Many also include 
reasonable access for questions between meetings, because contracting problems do not wait 
for the next calendar invite. 

Do Fractional CFO Services Require a Long-Term Commitment?​
Some do and some don’t. Contractor-focused work often benefits from a longer commitment 
because financial accuracy, WIP discipline, forecasting habits, and team behavior take time to 
implement and normalize. 

What Should I Expect From a Fractional CFO Onboarding?​
Onboarding usually starts with a financial deep dive and alignment on reporting and cadence. In 
a contractor business, the early focus is often on getting job costing and WIP reliable, so 
decisions are made from reality instead of assumptions. 

What If My Books Are Behind Right Now?​
That does not automatically disqualify you, but someone must own getting the books closed 
reliably. A fractional CFO engagement works best when the business is willing to create a 
consistent close rhythm and maintain it. 

Stop Running Blind and Lead With Numbers You Trust 
If you’re trying to decide whether ABC B2B CFO is a fit, book a discovery call and we’ll 
pressure-test your current rhythm: close cadence, WIP trust, forecasting, and where decisions 
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get stuck. You’ll leave with a clear recommendation on what a realistic monthly cadence would 
include for your business, and what needs to happen first to stop running blind. 



✔️ Blog: when to hire a cfo 



Meta Title: When Should I Hire a Fractional CFO? 

Meta Description: When should I hire a fractional CFO? Learn the clearest signs you need 
CFO-level leadership, what to prepare, and what to expect in the first 90 days. 

Once this is posted, link to it from the DPR “ABC B2B CFO Outlines When 
Contractors Typically Add Fractional CFO ...” in the Signal Genesys draft 
DPR  

 

Alt Text:Fractional CFO presenting financial performance dashboards to help a contractor make 
better decisions. 

When Should I Hire a Fractional CFO? 
By John Smith, Founder and CEO 



You should hire a fractional CFO when your contracting business has outgrown “gut feel” 
financial decisions, and the cost of being wrong, even once or twice, is big enough to hurt your 
cash, your margins, or your peace of mind. In plain terms, you’re ready when you need 
consistent CFO-level leadership, but a full-time CFO does not fit your stage, structure, or 
budget. 

After 25+ years inside contracting companies, I’ve learned that owners don’t usually come 
looking for a fractional CFO because they love spreadsheets. They come because growth starts 
feeling riskier than it should, and the numbers are not giving them clarity fast enough to lead. 

The Contractor-Friendly Signs You’re Ready for a 
Fractional CFO 
Contractors often wait too long because revenue looks “fine.” The problem is, revenue is loud, 
and profitability is quiet. Here are the signs that typically show you’re ready. 

First, you keep getting surprised by cash. You can be booked out, billing steady, and still feel 
pinched because pay apps, retainage, timing gaps, and job performance do not move in a 
straight line. 

Second, you do not trust the story your numbers are telling you. You might have financials, job 
cost reports, and a WIP schedule, but the team does not use them to make decisions because 
they are late, messy, or questionable. 

Third, you’re hitting a growth point where what worked before stops working now. I see a lot of 
companies plateau, or even “grow broke,” at common revenue stages like $5M, $10M, $20M, 
$30M, and beyond. Very often, the systems and habits that worked at $10M do not hold up at 
$20M. Here’s what typically starts showing up at those jumps: 

●​ Overhead creeps up quietly while pricing and production expectations stay stuck in the 
old version of the business​
 

●​ Billing discipline slips, so cash lags even when the backlog looks strong​
 

●​ Labor inefficiencies hide inside busy months, especially when foremen and PMs are 
stretched​
 

●​ Change orders and scope tracking get inconsistent, and margin disappears in the 
noise​
 

●​ Cash leaks become harder to spot because the business has more moving parts and 
more people touching the process​
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That’s where CFO-level leadership earns its keep, by identifying what’s draining cash and 
putting the systems and policies in place to protect it as you scale. I see this a lot in specialty 
trades like electrical, mechanical, HVAC, plumbing, and concrete, where labor swings and billing 
timing can make cash feel unpredictable even in busy seasons. 

Fourth, you feel “busy but unsure.” Your company is moving fast, but you cannot confidently 
answer these questions: 

●​ Which jobs are truly driving profit right now? 
●​ Are we pricing with real overhead, or with hope? 
●​ What is our cash runway if receivables slow down? 
●​ What decisions are we making this month that will show up as pain three months from 

now? 

That’s the moment CFO-level leadership stops being a nice-to-have and becomes a stabilizer. 

When You Might Not Need a Fractional CFO Yet 
Sometimes the right move is not adding a CFO layer. It’s tightening the foundation. 

You may not need a fractional CFO yet when your biggest issue is basic bookkeeping hygiene, 
months of unreconciled accounts, or missing job cost coding. In that case, a stronger 
bookkeeper or controller function might be step one. 

You also might not need fractional CFO support when you have a reliable controller who closes 
on time, job costing is clean, and leadership mainly needs occasional strategic input (like 
prepping for a lender conversation or evaluating a specific acquisition). That can still be 
fractional CFO territory, but the scope should be tight and outcome-driven. 

The goal is not “hire a CFO because it sounds mature.” The goal is to get the right level of 
financial leadership for the decisions sitting on your desk right now. 

The Business Problems a Fractional CFO Helps You 
Solve 
A fractional CFO should reduce uncertainty, not add complexity.  

You stop treating margin as a mystery. Instead of waiting until a job is over to learn what 
happened, you build a cadence that shows where margin is drifting while there is still time to 
correct it. 

You stop guessing at overhead. Estimating gets anchored to reality, and you can see whether 
your growth is actually improving overhead absorption or just adding stress. 
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You stop letting cash timing run your life. Forecasting becomes a leadership tool. 

You stop growing broke. That means protecting both your top line and your bottom line at the 
same time, so you are not building a bigger company that steals more sleep. 

What a Fractional CFO Typically Owns Versus Your Team 
Area Your Team Still Matters What CFO-Level Leadership Adds 

Close Process Bookkeeper/controller closes 
accurately and on time 

Sets standards, reviews quality, turns 
results into decisions 

Job Costing 
and WIP 

PMs and accounting keep coding 
and reporting consistent 

Makes job performance usable, flags 
drift early, builds accountability 

Cash Flow AR/AP execution and collections 
discipline 

Forecasting, timing strategy, and 
decision tradeoffs 

Pricing and 
Overhead 

Estimators and ops own field reality Pricing model integrity, overhead 
truth, and margin targets you can 
defend 

Growth 
Decisions 

Owner and leadership team set 
direction 

Scenario planning so growth 
improves profit, not just volume 

If you want a simple gut-check: a fractional CFO is there to help you make fewer expensive 
decisions based on bad or late information. 

​
"Before ABC B2B CFO, we were running blind with our numbers. We were growing, but we 
didn’t know if we were truly profitable — or just busy. Partnering with ABC B2B CFO brought 
clarity to our finances almost overnight. Their fractional CFO team helped us organize our 
financials, spot inefficiencies, and plan for sustainable growth. It’s been a 180-degree turn — not 
just in our books, but in how we think about our business. I finally feel like we’re driving the 
business forward with intention instead of reacting to problems. I’d recommend ABC B2B CFO 
to any contractor who’s serious about leveling up.” 

— Peggy 123, ABC 123 Company​
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Alt Text:Contractor estimating job costs and reviewing numbers to decide when to hire a 
fractional CFO. 

What You Should Prepare Before You Hire a Fractional 
CFO 
You do not need perfection, but you do need enough information to get to truth quickly. 

To make the first phase productive, you want to have your recent financials accessible, plus 
job-level data that reflects how work actually flows through your business. In contracting, that 
usually means your WIP schedule, job costing summaries, AR and AP aging, and clarity on how 
you bill and collect. 

Just as important, you want alignment inside your team. When a fractional CFO engagement 
works, it is not because the CFO “does finance.” It’s because estimating, project management, 
and accounting start using the same financial language, in the same rhythm. 



Sanity-check your financial clarity with ABC B2B CFO’s free guide on what contractors often 
miss in their books. 

A Smart Way to Start Without Overcommitting 
A lot of owners hesitate because they do not want to sign up for something long-term before 
they know what’s really wrong. I respect that. 

One approach I like is starting with a focused diagnostic that produces a clear, dollar-backed 
plan before you decide on any larger engagement. At ABC B2B CFO, that first step is the 
BUILD Financial Roadmap, a short, structured engagement designed to uncover financial truth, 
quantify the biggest leaks, and lay out a prioritized plan of action. 

It should feel practical and you should walk away knowing what to fix first, why it matters, and 
what “good” looks like for your next operating season. 

https://ABC B2B CFO.com/financial-blueprint/ today to get a clear, dollar-backed plan before 
you commit to anything longer-term. 

What the First 60 to 90 Days Should Feel Like 
The early phase should create clarity fast, then build a repeatable cadence your team can keep. 

Weeks 1–4: Get The Numbers Trustworthy 

In the first several weeks, you should expect a deep dive into accuracy, including: 

●​ Monthly Close Reality: How quickly you get reliable numbers, what’s slowing you 
down, and what “done” actually means each month.​
 

●​ Chart Of Accounts Cleanup: Whether costs are categorized in a way that makes job 
profitability and overhead visible, not buried.​
 

●​ Job Cost Coding Integrity: Whether labor, materials, subs, and equipment are landing 
in the right place so job reports mean something.​
 

●​ WIP Reliability: Whether WIP matches how your jobs are billed and performed, and 
whether it’s producing a believable picture of profit.​
 

●​ Billing And Collections Timing: How pay apps, retainage, and change orders are 
affecting cash, and where the process breaks down.​
 

Weeks 4–8: Turn Financials Into A Monthly Leadership Rhythm 
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Once the foundation is stable enough to trust, you move into leadership rhythm, meaning a 
consistent monthly operating cadence where you: 

●​ Review Performance And Job Trends: What’s improving, what’s drifting, and which 
jobs need attention before margin disappears.​
 

●​ Update A Cash Forecast You Can Use: A forecast that reflects contractor timing, not 
generic assumptions, so payroll and materials don’t become surprise events.​
 

●​ Connect Field Decisions To Financial Outcomes: Labor efficiency, change order 
discipline, billing speed, and project management follow-through.​
 

●​ Create A Short Action List: Not a long report, a handful of actions with owners and 
deadlines that change what happens next month.​
 

Weeks 8–12: Start Catching Problems Early, Before They Become 
Expensive 

Here is where a fractional CFO proves value in a very contractor-specific way. When a job starts 
drifting, a change order stack gets messy, billing lags, or labor efficiency slips, you should have 
a predictable way to: 

●​ Spot The Drift Early: See margin pressure while there’s still time to act, not after the job 
closes.​
 

●​ Diagnose The Cause Quickly: Separate a billing problem from a production problem 
from a scope problem.​
 

●​ Make One Or Two Clear Decisions: Adjust staffing, tighten billing cadence, clean up 
change orders, or reset pricing assumptions, depending on what’s true.​
 

●​ Assign Ownership: Everyone leaves the conversation knowing who is doing what next, 
and when.​
 

If those 60 to 90 days feel like “more clarity and fewer surprises,” you’re on the right track. If 
they feel like “more meetings and more confusion,” the scope or cadence is off and needs to be 
corrected fast. 

The Calm Rule I Use With Owners 
Here’s my Dr. Phil version of the truth. 
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If you think about money more than leading, you’re past the point where “one more report” will 
fix it. You need a financial operating system that supports your decisions, your team, and your 
goals outside the business. 

That’s when hiring a fractional CFO makes sense. 

FAQs About When to Hire a Fractional CFO 
When should I hire a fractional CFO?​
Hire a fractional CFO when the cost of financial uncertainty is higher than the cost of CFO-level 
leadership. That usually shows up as cash surprises, unreliable job performance reporting, 
pricing drift, or growth decisions that feel riskier than they should. 

Is a fractional CFO only for large contractors?​
No. “Fit” is less about a single revenue number and more about complexity, job mix, and 
decision stakes. I’ve seen electrical contractors, mechanical contractors, HVAC contractors, and 
other specialty trades hit CFO-level complexity earlier than expected because one or two 
margin misses can wipe out a year. 

How do fractional CFO retainers usually work?​
Most fractional CFOs work on a monthly retainer that covers a recurring cadence, like financial 
review, job performance review, cash forecasting, and decision support. The value is 
consistency and accountability. 

Do fractional CFO services require a long-term contract?​
Not always, but many contractor-focused firms prefer a commitment long enough to stabilize 
reporting and build lasting habits. A better question is what term matches the amount of 
foundational work your business actually needs. 

What should I expect from a fractional CFO onboarding?​
You should expect a financial deep dive, alignment on reporting and job costing, and a clearly 
defined monthly rhythm. In contracting, onboarding often focuses on getting WIP and job 
costing reliable so leadership decisions are based on reality, not guesswork. 

How much do fractional CFO services cost for contractors?​
Cost depends on complexity, cadence, and what’s included in the engagement. The most useful 
way to evaluate cost is to compare it to the cost of recurring margin misses, cash stress, and 
slow decision-making, then confirm the scope and deliverables in writing. 

A Clear Next Step If You’re Unsure 
If you’re on the fence, and don’t want to force a big commitment just to feel proactive, start with 
clarity. 
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Schedule a BUILD Financial Roadmap discovery call so you can get a clear, dollar-backed plan 
for what to fix next, and decide on any longer engagement from an informed place. 
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Meta Title: When Should I Hire a Fractional CFO? 

Meta Description: When should I hire a fractional CFO? Learn the signs contractors are ready, 
what to prepare, and what the first 90 days should look like.  



 

Alt Text: Fractional CFO presenting financial performance dashboards to help a contractor make 
better decisions. 

When Should I Hire a Fractional CFO? 
By John Smith, Founder and CEO 

Quick Answer: You should hire a fractional CFO when your contracting business has outgrown 
“gut feel” financial decisions, and the cost of being wrong is big enough to hit your cash, your 
margins, or your peace of mind. You are ready when you need consistent CFO-level leadership, 
but a full-time CFO does not fit your stage, structure, or budget. A good fractional CFO 
engagement should reduce surprises and give you a repeatable monthly rhythm for job 
performance, cash forecasting, and decision-making. 

Built For: 

●​ Construction & Specialty Trades: Electrical, Mechanical, HVAC, Plumbing, and 
Concrete. 
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●​ Growth Stage: Contractors who have outgrown “gut feel” decisions (typically 
$2M–$30M revenue). 

●​ Operational Reality: Businesses navigating complex WIP schedules, job costing, and 
project-based billing. 

The Contractor-Friendly Signs You’re Ready for a 
Fractional CFO 
Contractors often wait too long because revenue looks “fine.” The problem is that revenue is 
loud and profitability is quiet. These are the patterns that usually show up right before an owner 
gets serious about fractional CFO support. 

You Keep Getting Surprised By Cash​
You can be booked out and billing steady, and still feel pinched because pay apps, retainage, 
timing gaps, and job performance do not move in a straight line. 

You Don’t Trust The Story Your Numbers Are Telling You​
You might have financials, job cost reports, and a WIP schedule, but the team does not use 
them to make decisions because they are late, messy, or questionable. 

Growth Is Exposing Weak Links​
Hiring, equipment buys, adding crews, opening a new market, or changing your job mix 
magnifies small financial blind spots into expensive ones. 

You Feel Busy But Unsure​
Your company is moving fast, but you cannot confidently answer questions like: 

●​ Which jobs are truly driving profit right now?​
 

●​ Are we pricing with real overhead, or with hope?​
 

●​ What is our cash runway if receivables slow down?​
 

●​ What decisions are we making this month that will show up as pain three months from 
now?​
 

That’s the moment CFO-level leadership stops being a nice-to-have and becomes a stabilizer. 

When You Might Not Need a Fractional CFO Yet 
Sometimes the right move is not adding a CFO layer. It’s tightening the foundation first. 



You may not need a fractional CFO yet when your biggest issue is basic bookkeeping hygiene, 
months of unreconciled accounts, or missing job cost coding. In that case, a stronger 
bookkeeper or controller function might be step one. 

You also might not need fractional CFO support when you already have a reliable controller who 
closes on time, job costing is clean, and leadership mainly needs occasional strategic input (for 
example, prepping for a lender conversation or evaluating a specific acquisition). That can still 
be fractional CFO territory, but the scope should be tight and outcome-driven. 

The goal is not “hire a CFO because it sounds mature.” The goal is to match the level of 
financial leadership to the decisions sitting on your desk right now. 

The Business Problems a Fractional CFO Helps You 
Solve 
A fractional CFO should reduce uncertainty, not add complexity. 

You stop treating margin as a mystery. Instead of waiting until a job is over to learn what 
happened, you build a cadence that shows where margin is drifting while there is still time to 
correct it. 

You stop guessing at overhead. Estimating gets anchored to reality, and you can see whether 
growth is improving overhead absorption or just adding stress. 

You stop letting cash timing run your life. Forecasting becomes a leadership tool that reflects 
contractor timing, not generic assumptions. 

You stop growing broke. That means protecting both your top line and bottom line so you are 
not building a bigger company that steals more sleep. 

What a Fractional CFO Typically Owns Versus Your Team 
A simple gut-check: a fractional CFO is there to help you make fewer expensive decisions 
based on bad or late information. 
 

Area Your Team Still Matters What CFO-Level Leadership Adds 

Close Process Bookkeeper/controller closes 
accurately and on time 

Sets standards, reviews quality, turns 
results into decisions 

Job Costing 
and WIP 

PMs and accounting keep coding 
and reporting consistent 

Makes job performance usable, flags 
drift early, builds accountability 



Cash Flow AR/AP execution and collections 
discipline 

Forecasting, timing strategy, and 
decision tradeoffs 

Pricing and 
Overhead 

Estimators and ops own field reality Pricing model integrity, overhead 
truth, and margin targets you can 
defend 

Growth 
Decisions 

Owner and leadership team set 
direction 

Scenario planning so growth 
improves profit, not just volume 

 

​
"Before ABC B2B CFO, we were running blind with our numbers. We were growing, but we 
didn’t know if we were truly profitable — or just busy. Partnering with ABC B2B CFO brought 
clarity to our finances almost overnight. Their fractional CFO team helped us organize our 
financials, spot inefficiencies, and plan for sustainable growth. It’s been a 180-degree turn — not 
just in our books, but in how we think about our business. I finally feel like we’re driving the 
business forward with intention instead of reacting to problems. I’d recommend ABC B2B CFO 
to any contractor who’s serious about leveling up.” 

— Peggy 123, ABC 123 Company​
 

 



 

Alt Text: Contractor estimating job costs and reviewing numbers to decide when to hire a 
fractional CFO. 

What You Should Prepare Before You Hire a Fractional 
CFO 
You do not need perfection, but you do need enough information to get to truth quickly. 

To make the first phase productive, have your recent financials accessible plus job-level data 
that reflects how work actually flows through your business. In contracting, that usually means 
your WIP schedule, job costing summaries, AR and AP aging, and clarity on how you bill and 
collect. 

Just as important, you want alignment inside your team. When an engagement works, it is not 
because the CFO “does finance.” It’s because estimating, project management, and accounting 
start using the same financial language in the same rhythm. 



Sanity-check your financial clarity with DAAXIT’s free guide on what contractors often miss in 
their books. 

A Smart Way to Start Without Overcommitting 
A lot of owners hesitate because they don’t want to sign up for something long-term before they 
know what’s really wrong. 

A practical way to start is a focused diagnostic that produces a clear, dollar-backed plan before 
you decide on any larger engagement. At ABC B2B CFO, that first step is the BUILD Financial 
Roadmap, a short, structured engagement designed to uncover financial truth, quantify the 
biggest leaks, and lay out a prioritized plan of action. 

It should feel practical. You should walk away knowing what to fix first, why it matters, and what 
“good” looks like for your next operating season. 

What the First 60 to 90 Days Should Feel Like 
The early phase should create clarity fast, then build a repeatable cadence your team can keep. 

1.​ Get The Numbers Trustworthy (Weeks 1–4)​
Expect a deep dive into financial accuracy, including close reality, chart of accounts 
cleanup, job cost coding integrity, WIP reliability, and billing and collections timing.​
 

2.​ Build A Monthly Leadership Rhythm (Weeks 4–8)​
This is where financials turn into decisions: performance and job trend review, a usable 
cash forecast, field-to-financial connections (labor, change orders, billing speed), and a 
short action list with owners and deadlines.​
 

3.​ Catch Problems Early (Weeks 8–12)​
You should have a predictable way to spot drift early, diagnose the cause quickly (billing 
vs production vs scope), make one or two clear decisions, and assign ownership.​
 

4.​ Measure The Feel, Not The Noise​
The right early result is “more clarity and fewer surprises.” When the first 60–90 days feel 
like “more meetings and more confusion,” the scope or cadence is off and needs 
correction fast. 

FAQs About When to Hire a Fractional CFO 
When should I hire a fractional CFO?​
Hire a fractional CFO when the cost of financial uncertainty is higher than the cost of CFO-level 
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leadership. That usually shows up as cash surprises, unreliable job performance reporting, 
pricing drift, or growth decisions that feel riskier than they should. 

Is a fractional CFO only for large contractors?​
No. “Fit” is less about a single revenue number and more about complexity, job mix, and 
decision stakes. I’ve seen electrical contractors, mechanical contractors, HVAC contractors, and 
other specialty trades hit CFO-level complexity earlier than expected because one or two 
margin misses can wipe out a year. 

How do fractional CFO retainers usually work?​
Most fractional CFOs work on a monthly retainer that covers a recurring cadence, like financial 
review, job performance review, cash forecasting, and decision support. The value is 
consistency and accountability. 

Do fractional CFO services require a long-term contract?​
Not always, but many contractor-focused firms prefer a commitment long enough to stabilize 
reporting and build lasting habits. A better question is what term matches the amount of 
foundational work your business actually needs. 

What should I expect from a fractional CFO onboarding?​
You should expect a financial deep dive, alignment on reporting and job costing, and a clearly 
defined monthly rhythm. In contracting, onboarding often focuses on getting WIP and job 
costing reliable so leadership decisions are based on reality, not guesswork. 

How much do fractional CFO services cost for contractors?​
Cost depends on complexity, cadence, and what’s included in the engagement. The most useful 
way to evaluate cost is to compare it to the cost of recurring margin misses, cash stress, and 
slow decision-making, then confirm the scope and deliverables in writing. 

A Clear Next Step If You’re Unsure 
When you want clarity without guessing, a focused first conversation is the cleanest way to 
know what support you actually need. Book a discovery call and we’ll look at your job mix, 
reporting, WIP and cash timing, then map out a realistic first step (whether that’s a BUILD 
Financial Roadmap or a different scope that fits your situation). 
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Meta Title: When Should I Hire a Fractional CFO? 

Meta Description: When should I hire a fractional CFO? Learn the clearest signs you need 
CFO-level leadership, what to prepare, and what to expect in the first 90 days. 

 

 

Alt Text:Fractional CFO presenting financial performance dashboards to help a contractor make 
better decisions. 

FOR IMMEDIATE RELEASE 

ABC B2B CFO Outlines When Contractors 
Typically Add Fractional CFO Leadership 
Summary: 



ABC B2B CFO has published contractor-focused guidance describing common signals that 
CFO-level financial leadership is needed[link to when to hire a cfo blog once published], along 
with situations where foundational accounting improvements may come first. The guidance also 
summarizes what contractors can expect during the first 60 to 90 days of a fractional CFO 
engagement, including reporting cleanup, job-costing alignment, and a recurring monthly 
cadence. 

Some Where, AB — ABC B2B CFO released new educational guidance explaining when 
contracting businesses often choose to hire a fractional CFO, particularly when financial 
decisions can no longer rely on informal judgment and the downside of being wrong begins to 
affect cash flow, margins, or operational stability. The guidance centers on contractor-specific 
conditions such as pay application timing, retainage, and job performance variability that can 
make revenue appear strong while financial outcomes remain uncertain. 

Financial uncertainty often increases as contractor 
operations expand 
ABC B2B CFO’s guidance notes that contractors frequently delay CFO-level support because 
top-line revenue can look healthy even when profitability and cash predictability are unclear. The 
publication describes recurring indicators that often emerge as businesses add crews, 
equipment, or new service lines, including cash surprises despite steady billing, late or 
inconsistent financials, and job-cost reporting that is not used in decision-making because it is 
considered unreliable. 

The guidance also points to “busy but unsure” operating conditions, where leadership struggles 
to connect field activity to financial outcomes in time to adjust course. ABC B2B CFO describes 
this as a common inflection point in specialty trades where labor swings and billing timing can 
create volatility even during full schedules. 

Foundational accounting readiness can affect the timing 
of CFO support 
The guidance distinguishes between situations that warrant CFO-level leadership and situations 
where a contractor may first need to stabilize basic accounting hygiene. Examples include 
months of unreconciled accounts, missing job-cost coding, or inconsistent close processes that 
prevent accurate month-end reporting. 

ABC B2B CFO states that businesses with a strong controller function and clean job costing 
may only require limited, outcome-driven CFO involvement for specific needs, such as lender 
preparation, scenario planning, or evaluating a major strategic decision. In those cases, the 
guidance emphasizes defining scope around deliverables rather than adding a broad advisory 
layer. 



 
 

 

Alt Text:Contractor estimating job costs and reviewing numbers to decide when to hire a 
fractional CFO. 

Fractional CFO work is framed around clarity, cadence, 
and accountability 
ABC B2B CFO’s guidance describes fractional CFO services as aimed at reducing uncertainty 
through repeatable routines that translate financial information into decisions. The publication 
outlines common outcomes contractors seek, including earlier visibility into margin drift while 
jobs are still active, overhead clarity that supports estimating discipline, and cash forecasting 
that reflects contractor timing rather than generic assumptions. 

“Contractors typically look for CFO-level leadership when financial information arrives too late to 
guide action, or when the cost of uncertainty starts showing up as margin misses and cash 
stress,” said John Smith, Founder and CEO of ABC B2B CFO. “A defined monthly rhythm and 



clear accountability help teams use the same numbers to make the same decisions at the same 
time.” 

Early engagement expectations often center on reporting 
trust and a monthly operating rhythm 
ABC B2B CFO’s guidance outlines a typical first 60 to 90 days as an initial accuracy phase 
followed by the establishment of a repeatable cadence. The first several weeks are described 
as focused on making the numbers trustworthy, including close standards, chart-of-accounts 
alignment, job-cost coding integrity, work-in-progress reliability, and billing and collections 
timing. The next phase is described as turning financials into a leadership rhythm through 
recurring reviews, job trend discussion, a usable cash forecast, and a short action list with 
ownership and deadlines. 

The guidance also describes an optional diagnostic-style starting point, referenced as the 
BUILD Financial Roadmap, intended to quantify issues and define a prioritized plan before a 
broader engagement is considered.  

About ABC B2B CFO 
ABC B2B CFO provides fractional CFO services for contractor businesses, combining 
onboarding and ongoing monthly support to improve financial clarity, cash flow visibility, and 
job-level profitability tracking. The firm is headquartered at Some Where, Over the Rainbow, and 
serves contractor clients across the United States. ABC B2B CFO’s work commonly includes 
establishing repeatable reporting routines, work-in-progress discipline, and KPI scorecards to 
support monthly decision-making. 

Contact: 
ABC B2B CFO - The Contractor’s CFO 
https://ABC B2B CFO.com/ 
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