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As we discussed in an earlier article in this series, one of the first things a business owner or CEO should do
before engaging a CFO services firm is establish a clear business case for doing so. The next step is to
identify the areas of the business where the services firm will focus and the specific objectives the firm will
strive to meet.
By taking this step, businesses can ease any apprehensions they might have going into an engagement
about maintaining control—over the engagement itself or the time and/or cost invested in the engagement.
The 6 D’s of the Engagement Process
We have identified six steps that are usually involved in launching an engagement with our clients. We call
these steps the “6 D’s of the Engagement Process”:
1. Define the engagement
The parameters of the engagement should be well defined up front so there are no surprises later, for
either the client or the outsourced CFO services firm. This includes setting high-level strategic
objectives and identifying specific tasks the firm will perform in order to meet them, as well as the
approximate timeline for completion of these tasks and accomplishment of the objectives.
2. Determine the underlying cause(s) of the problems
This is usually the first task a CFO services firm will perform when starting work. It typically involves indepth interviews and discussions with financial and accounting managers and staff and other
executives (as necessary) in order to drill down deep and get to the root cause(s) of the problems the
business is facing.
3. Develop a solution
With a good understanding of why a business is facing specific problems, the CFO services firm can
begin to map out the appropriate solution. Ideally, this is done while working closely with the business,
and with the buy-in and cooperation of key executives and staff.
4. Deploy the solution
Once a solution is identified, it must be executed. This is where the rubber meets the road: A great
solution poorly executed will do little if anything to help solve the underlying causes of the problems
identified in step #2. The solution should include tactical initiatives to be undertaken by the CFO
services firm that are specifically designed to help solve these problems.
5. Document the solution
By carefully documenting all the steps and tactics detailed in the solution, the CFO services firm and
client are creating a road map that will provide direction for the engagement every step of the way. This
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document can be consulted throughout the engagement to help keep everyone focused and moving in
the same direction.
6. Debrief
The CFO services firm should not wait until the engagement is over to debrief the client on its findings
and accomplishments. Instead, milestones should be built into the solution document, with the services
firm debriefing the business at these key points so the CEO and executives are aware of progress all
along the way.
Concluding Thoughts
In our experience, one of the biggest hesitations many Los Angeles and Southern California businesses
have in engaging a CFO services firm is concern about losing control over the engagement. Specifically,
they are worried that the scope of the project will balloon after the services firm is hired—and their costs
along with it, in both time and money. The best way to ensure that this doesn’t happen is to carefully follow
the engagement steps detailed here in the form of the 6 D’s.
In the sixth article in this series, Addressing Common Objections to Engaging a CFO Services Firm, we’ll
look at three concerns executives share with us about outsourced engagements along with our responses.
About CFO Edge
CFO Edge, LLC is a leading Southern California provider of outsourced CFO services. Based in Los
Angeles, we are a group of experienced chief financial officers who engage with CEOs and CFOs on
demand to address strategic planning, business management, and day-to-day financial operations
challenges. Our seasoned professionals deliver services as interim CFOs, part-time CFOs, project-based
CFOs, recruitment-to-permanent CFOs and interim-to-permanent CFOs. At CFO Edge, we’re passionate
about helping our clients create, grow and sustain value. For more information, visit www.cfoedge.com or
call 626.683.8840.
This publication has been prepared for general information on matters of interest only, and does not constitute professional advice on facts and
circumstances specific to any person or entity. You should not act upon the information contained in this publication without obtaining specific
professional advice. No representation or warranty (express or implied) is given as to the accuracy or completeness of the information contained in
this publication. The information contained in this material was not intended or written to be used, and cannot be used, for purposes of avoiding
penalties or sanctions imposed by any government or other regulatory body. CFO Edge, LLC, its members, employees and agents shall not be
responsible for any loss sustained by any person or entity who relies on this publication.
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