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Virtual CFO Next Gen| Learning Objectives and Assessment tasks 

Module Core Topic Learning objectives Assessment tasks 

1 The Next 
Generation 
vCFO 

1. Understand how the role of the accountant is 
changing from financial reporter to forward-
looking business adviser.  

2. Identify the key characteristics that 
distinguish genuine vCFO services from 
traditional compliance and management 
reporting.  

3. Identify the types of clients most likely to 
benefit from an ongoing vCFO relationship.  

4. Develop a clear value proposition and service 
approach for providing vCFO services.  
 

1. Consider your current client work. Identify three ways in which a 
vCFO relationship differs from the accounting, compliance or 
reporting services you currently provide.  

2. Identify three existing clients who may be suitable for vCFO 
services. Briefly explain why each client represents an opportunity.  

3. Draft a short value proposition explaining the benefits your vCFO 
service could provide to a business client.  

4. Develop at least 3 personal, team or firm SMART actions for this 
module. Incorporate these into your consolidated SMART action 
plan 

2 Finding Advisory 
Opportunities in 
Existing Client 
Work 

1. Identify financial and operational indicators 
that may signal a need for advisory support.  

2. Recognise opportunities to extend tax, 
accounting and compliance discussions into 
broader business conversations.  

3. Develop effective discovery questions to 
better understand client objectives, concerns 
and opportunities.  

4. Establish a systematic approach for 
identifying existing clients who could benefit 
from vCFO services.  
 

1. Identify five financial or operational warning signs that could create 

an opportunity for an advisory conversation with a client.  

2. Select one existing client and develop five discovery questions you 

could use to explore their business objectives, concerns and 

opportunities.  

3. Review your existing client base and identify at least five clients 

who may benefit from additional advisory support. Briefly note the 

potential opportunity for each.  

4. Develop at least 3 personal, team or firm SMART actions for this 

module. Incorporate these into your consolidated SMART action 

plan.  

3 Turning 
Financial Data 

1. Identify the financial measures and 

performance indicators that are most 

relevant to individual clients.  

1. Select one business client and identify five financial measures or 

KPIs that you believe are most important to that client and explain 

why.  
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into Business 
Insight 

2. Analyse profitability, margins, working capital 

and cash conversion to identify important 

business issues.  

3. Move beyond describing financial results to 

explaining the underlying causes of 

performance.  

4. Convert financial analysis into clear business 

insights, recommendations and actions.  

2. Review a recent set of financial results and identify three significant 

trends, changes or exceptions that warrant management attention.  

3. For each issue identified above, prepare a brief explanation 

covering what has happened, why it may have happened and what 

management should consider doing about it.  

4. Develop at least 3 personal, team or firm SMART actions for this 

module. Incorporate these into your consolidated SMART action 

plan.  

 

4 Forecasting, 
Cash Flow and 

Scenario 
Planning 

1. Understand the role of forecasting in helping 

clients make forward-looking business 

decisions.  

2. Develop practical cash-flow forecasts using 

assumptions that management can 

understand and challenge.  

3. Apply scenario planning to assess alternative 

business decisions and possible outcomes.  

4. Explain the cash-flow and financial 

consequences of growth, investment and 

other significant business changes.  
 

1. Identify the key assumptions you would need to prepare a 12-

month cash-flow forecast for one of your business clients.  

2. Identify three assumptions in a forecast that should be regularly 

discussed and challenged with management.  

3. Choose one potential client decision — for example employing 

another staff member, purchasing equipment or increasing sales — 

and outline a base case, best case and downside scenario.  

4. Develop at least 3 personal, team or firm SMART actions for this 
module. Incorporate these into your consolidated SMART action 
plan 

5 Management 
Reporting and 
the vCFO 
Dashboard 

1. Identify meaningful financial and non-

financial KPIs that support client decision-

making.  

2. Understand the principles of developing 

concise and useful management reports and 

dashboards.  

1. Select one client and identify up to six financial and non-financial 

KPIs that should appear on their management dashboard.  

2. Sketch or outline a one-page dashboard showing the information 

you believe management should receive each month.  

3. Select three KPIs from your dashboard and prepare short 

management commentary explaining the result, its significance and 

any action that should be considered.  
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3. Prepare commentary that highlights 

important trends, issues and exceptions 

rather than simply reporting numbers.  

4. Link management reporting to agreed 

business objectives, priorities and actions.  
 

4. Develop at least 3 personal, team or firm SMART actions for this 

module. Incorporate these into your consolidated SMART action 

plan.  

 

6 AI-Assisted 
Advisory 

1. Identify practical ways AI can assist with 

financial analysis, research and the 

identification of business trends.  

2. Use AI to assist in preparing draft 

commentary, scenarios and questions for 

client advisory discussions.  

3. Understand the risks associated with 

confidential client information, accuracy and 

inappropriate use of AI.  

4. Apply professional judgement and 

appropriate review processes when 

incorporating AI into vCFO services.  

1. Identify three activities within your current advisory or 

management reporting work where AI could potentially save time 

or improve the quality of your work.  

2. Using sample or non-confidential information, use an AI tool to 

prepare either draft management commentary, potential business 

scenarios or questions for a client meeting. Review the output and 

identify anything you would change.  

3. Develop a simple checklist of at least five controls you should apply 

when using AI in client advisory work, including confidentiality, 

accuracy and professional review.  

4. Develop at least 3 personal, team or firm SMART actions for this 

module. Incorporate these into your consolidated SMART action 

plan.  

 

7 Conducting 
High-Value 
Client Advisory 
Meetings 

1. Develop a repeatable structure for effective 

monthly and quarterly vCFO meetings.  

2. Use commercial and strategic questions to 

encourage meaningful client discussion.  

3. Present financial information and business 

insights in language clients can readily 

understand.  

1. Prepare a simple agenda for a 60-minute quarterly vCFO meeting 

with a business client.  

2. Develop at least six commercial or strategic questions you could use 

during the meeting to encourage discussion about performance, 

opportunities and future priorities.  

3. Select one financial issue that may arise in a client meeting and 

prepare a short explanation of how you would communicate the 

issue, your recommendation and the next action required.  
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4. Establish clear actions, responsibilities and 

follow-up processes following advisory 

meetings.  

4. Develop at least 3 personal, team or firm SMART actions for this 

module. Incorporate these into your consolidated SMART action 

plan.  

 

8 Building a 
Profitable 
Recurring vCFO 
Service 

1. Develop clearly defined levels of vCFO service 

with appropriate inclusions and service 

expectations.  

2. Understand different approaches to pricing 

recurring advisory services based on scope 

and value rather than time alone.  

3. Identify strategies for transitioning suitable 

clients from one-off advice to ongoing vCFO 

engagements.  

4. Develop a practical implementation plan for 

establishing or expanding a profitable 

recurring vCFO service.  

1. Develop three potential levels of vCFO service — for example 

Foundation, Growth and Strategic — and briefly outline what would 

be included in each.  

2. Select one existing client and determine an appropriate vCFO 

service level, proposed scope and indicative pricing approach.  

3. Identify the first five clients you could approach about a recurring 

vCFO service and outline the next step you will take with each 

client.  

4. Develop at least 3 personal, team or firm SMART actions for this 

module. Incorporate these into your consolidated SMART action 

plan. 
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