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REQUIREMENTS FOR EARNING CPE CREDIT

For further information into NASBA / AICPA standards for CPE:

To earn 1 CPE credit for a CFGI sponsored training, participants must comply with the following:

• One 50-minute period 1 = CPE credit Participants must attend at least 50 minutes of the webcast​;
• Answer 3 polling questions;
• All training webcasts are presented via Zoom – in order to answer polling questions, participants must join the meeting 

via Zoom. If you dial-in from your phone, you will not be eligible to obtain CPE as you cannot answer polling questions.​

The Statement on Standards for Continuing Professional Education (CPE) Programs

https://us.aicpa.org/content/dam/aicpa/cpeandconferences/cperequirements/downloadabledocuments/statement-on-standards-for-cpe-programs-december-2019.pdf
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LEARNING 
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Tactics for Optimizing Net Working Capital
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Treasury Tactics

6. Q & A



CAPITAL IN TODAY’S 
MARKET
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NET WORKING CAPITAL

What is Net Working Capital (“NWC”)?
• Measure of company’s liquidity, operating efficiency and short-term health. Positive NWC indicates 

that a company has enough resources to meet its short-term liabilities.
• It is measured by analyzing current assets (cash, accounts receivable, and inventory) and current 

liabilities (accounts payable) 
• KPIs to measure NWC include quick ratio, current ratio, days receivable & payable, cash turnover
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IMPORTANCE IN TODAY’S MARKET

Why is NWC important for companies today?
• Higher interest rates elevates the cost of 

short-term borrowings, making it more difficult 
for companies to manage their working capital 
and impacts the bottom line

• Inflation is driving significant variability with 
input & energy costs and as a result short-term 
cash flow and liquidity strategies are needed to 
help strengthen the balance sheet

• Visibility into working capital drives 
operational flexibility such as inventory 
management, collections improvement, and 
payables management

US Fed Funds Rate

Inflation Rate



13-WEEK CASH FLOW
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13-WEEK CASH FLOW OVERVIEW
Liquidity 
Insight

Debt 
Forecasting

Revenue 
Patterns

Cash 
Allocation

Proactive 
Planning

Operational 
Reporting

Payment 
Scheduling

Operational 
Agility

Expense 
Tracking

Cash 
Surplus

B u s i n e s s  
U s e • Operational decision support tool 

leveraged by businesses to optimize 
short-term cash management by 
scrutinizing the company’s financial 
health and potential future cash flows

K e y  
A d v a n t a g e s • Identify underlying cash flow activities 

and working capital insights for 
optimal management and informed 
capital management

S t r a t e g i c  
D e c i s i o n s • Yields vital daily business insights, 

helping answer critical questions, 
thereby facilitating proactive cross 
functional financial decisions by 
leadership
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Establishing a 13-Week Cash flow process involves understanding the needs of the company and aligning 
stakeholders in various functions

13-WEEK CASH FLOW PROCESS

• Assess management's reporting needs and the business context, including handling acquired entities' 
cash, liquidity scenarios, and lender compliance

• Pinpoint primary sources of data such as bank accounts, A/R and A/P aging, payroll, and loan 
agreements

• Recognize and identify key personnel responsible for data collection and strategy execution

C u r r e n t  S t a t e  
A s s e s s m e n t

B u i l d  C a s h  F l o w  
M o d e l

• Collect historical financial data to establish a baseline for your model (i.e., actuals)
• Trend near term know items (AR and AP logged)
• Forecast Receipts and Disbursements for outer periods based on sales/revenues and supply 

chain/expenses, considering seasonal trends and significant events
• Integrate scenario planning, analyzing various situations and potential effects on cash

C o m m u n i c a t i o n  
C a d e n c e

• Establish a timeline with a weekly process for input receipt and output distribution
• Phase out efforts over week, across data submission, consolidation, segment review, and report out
• Perform weekly flux analysis, pinpointing change drivers and improvement opportunities

I n f o r m e d  S t r a t e g i c  
D e c i s i o n - m a k i n g

• Process provides clear strategic insights into short-term liquidity and potential cash position
• By tracking cash movements, leaders can swiftly drive actions in billing and payments
• Cash visibility fosters informed choices on capital projects and investments
• Through precise forecasting, manage debt, streamline repayments, and utilize revolvers effectively
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IMPACTS OF SUBOPTIMAL CASH FLOW MANAGEMENT

• Reactive actions
• Basic liquidity handling
• Unsupported investment decisions
• Static market approach/limited foresight

Cash Inflows and Outflows

• Arbitrary credit handling
• Inconsistent supplier interactions
• Unstructured vendor approach
• Static payment conditions

Accounts Receivable and Payable

Cash Inflows 
and Outflows

Accounts 
Receivable and 

Payable

Strategic 
Decision 
Support

KPIs and 
Reporting

• Mismatched strategy
• Random resource distribution 
• Wavering stakeholder trust
• Unplanned performance monitoring

KPIs and Reporting

• Investments impacting operations
• Disorganized hiring activities 
• Ad-hoc supplier discussions
• Impulsive merger considerations

Strategic Decision Support
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13-WEEK CASH FLOW FORECAST BEST PRACTICES

• Proactive decisions
• Enhanced liquidity management
• Strategic investment planning
• Responsive market strategy

Cash Inflows and Outflows

• Insightful/timely investment decisions
• Expanding or freezing recruitment
• Vendor negotiations
• Pursuing or delaying acquisitions

Strategic Decision Support

• Strategy aligned with measurements
• Effective resource allocation
• Boosted stakeholder confidence
• Efficient tracking

KPIs and Reporting

Cash Inflows 
and Outflows

Accounts 
Receivable and 

Payable

KPIs and 
Reporting

Strategic 
Decision 
Support

• Optimized credit management
• Strengthened supplier relationships
• Prioritizing or deferring vendors
• Revisiting payment terms

Accounts Receivable and Payable
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SAMPLE CASH FLOW MODEL
Multi-national conglomerate with high fixed costs and cash held in multiple jurisdictions

(in millions USD) Act Fcast Fcast Fcast Fcast Fcast Fcast Fcast Fcast Fcast Fcast Fcast Fcast Fcast
3/31 4/7 4/14 4/21 4/28 5/5 5/12 5/19 5/26 6/2 6/9 6/16 6/23 6/30

Week 0 Week 1 Week 2 Week 3 Week 4 Week 5 Week 6 Week 7 Week 8 Week 9 Week 10 Week 11 Week 12 Week 13
Cash Receipts

North and South America 32.0       59.0       39.0       65.0       62.0       49.0       30.0       40.0       33.0       35.0       32.0       50.0       32.0       60.0       586.0                
Europe, Middle East, Africa 3.0          4.0          10.0       2.0          7.0          2.0          4.0          1.0          7.0          8.0          3.0          8.0          8.0          8.0          72.0                  
Asia-Pacific 2.0          1.0          2.0          2.0          4.0          2.0          3.0          2.0          1.0          2.0          5.0          2.0          4.0          4.0          34.0                  
Corporate -              1.0          -              -              -              -              -              -              -              -              -              -              -              -              1.0                    

Revenue 37.0       65.0       51.0       69.0       73.0       53.0       37.0       43.0       41.0       45.0       40.0       60.0       44.0       72.0       693.0                
Sales of Marketable Securities -              -              25.0       -              -              -              -              -              -              -              -              -              -              -              25                     
Additional Debt / Borrowings -              -              -              -              -              -              -              -              -              -              -              -              100.0     -              100                   

Total Cash Receipts 37.0       65.0       76.0       69.0       73.0       53.0       37.0       43.0       41.0       45.0       40.0       60.0       144.0     72.0       818.0                
Cash Disbursements

Payroll
North and South America (16.0)      (29.5)      (19.5)      (35.0)      (31.0)      (24.5)      (10.0)      (13.5)      (16.5)      (17.5)      (16.0)      (33.0)      (16.0)      (16.0)      (278.0)              
Europe, Middle East, Africa (1.5)        (2.0)        (5.0)        (1.0)        (3.5)        (1.0)        (2.0)        (0.5)        (3.5)        (4.0)        (1.5)        (4.0)        (4.0)        (4.0)        (36.0)                 
Asia-Pacific (1.0)        (0.5)        (1.0)        (1.0)        (2.0)        (1.0)        (1.5)        (1.0)        (0.5)        (1.0)        (2.5)        (1.0)        (2.0)        (2.0)        (17.0)                 
Corporate (3.0)        (0.5)        (3.0)        (0.5)        (3.0)        (0.5)        (3.0)        (0.5)        (3.0)        (0.5)        (3.0)        (0.5)        (3.0)        (0.5)        (21.5)                 

Total Payroll (21.5)      (32.5)      (28.5)      (37.5)      (39.5)      (27.0)      (16.5)      (15.5)      (23.5)      (23.0)      (23.0)      (38.5)      (25.0)      (22.5)      (352.5)              
Vendor Payments (70.0)      (30.0)      (45.0)      (45.0)      (40.0)      (25.0)      (20.0)      (40.0)      (25.0)      (40.0)      (25.0)      (50.0)      (50.0)      (25.0)      (460.0)              

Total Cash Disbursements (91.5)      (62.5)      (73.5)      (82.5)      (79.5)      (52.0)      (36.5)      (55.5)      (48.5)      (63.0)      (48.0)      (88.5)      (75.0)      (47.5)      (812.5)              
Net Increase (Decrease) in Cash (54.5)$    2.5$       2.5$       (13.5)$    (6.5)$      1.0$       0.5$       (12.5)$    (7.5)$      (18.0)$    (8.0)$      (28.5)$    69.0$     24.5$     5.5$                  

Cumulative period 2.5         5.0         (8.5)        (15.0)     (14.0)     (13.5)     (26.0)     (33.5)     (51.5)     (59.5)     (88.0)     (19.0)     5.5         5.5                   

Cash Balance Rollforward
Beginning Cash Balance 270.0     215.5     218.0     220.5     207.0     200.5     201.5     202.0     189.5     182.0     164.0     156.0     127.5     196.5     215.5                

Net Cash Flow (54.5)      2.5          2.5          (13.5)      (6.5)        1.0          0.5          (12.5)      (7.5)        (18.0)      (8.0)        (28.5)      69.0       24.5       5.5                    
Ending Cash Balance 215.5$   218.0$   220.5$   207.0$   200.5$   201.5$   202.0$   189.5$   182.0$   164.0$   156.0$   127.5$   196.5$   221.0$   221.0$             

Memo
Country Cash Balances (40.0)      (40.0)      (40.0)      (40.0)      (40.0)      (40.0)      (40.0)      (40.0)      (40.0)      (40.0)      (40.0)      (40.0)      (40.0)      (40.0)      (40.0)                 

Ending Global Available Cash 175.5$   178.0$   180.5$   167.0$   160.5$   161.5$   162.0$   149.5$   142.0$   124.0$   116.0$   87.5$     156.5$   181.0$   181.0$             

13-Week 
Total

Operations Receipts
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CASH FLOW CASE STUDY

The Challenge CFGI Solution Outcome
• A service company was 

experiencing liquidity 
shortfalls and unreliable cash 
flow forecasts

• Company was facing 
operational challenges, 
invoicing delays and slow 
cash collections

• Existing cash forecasting 
process was cumbersome, 
complex, and manual, driving 
inaccurate forecasts and poor 
leadership confidence

• Led stakeholder interviews to 
document cash flow processes 
& identify key challenges

• Decomposed cash flows for 
each revenue stream to 
understand timing & operational 
impacts

• Consolidated & prioritized 
cash receipts and disbursement 
categories

• Aggregated details for 
upcoming significant cash 
infusions, customer and vendor 
payment plans, and debt 
obligations

• Created a thorough 13-week 
cash flow model, balancing 
accuracy, detail, and simplicity

• Model was highly automated 
and achieved buy-in across 
stakeholders and leaders

• Instituted weekly discipline to 
update the forecast, 
incorporated operations into 
process, and utilized as a key 
decision support tool 

• Reduced DSO by 21% and 
increased DPO by 13%



POLLING QUESTION #1



TACTICS FOR 
OPTIMIZING NET 
WORKING CAPITAL
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Cash Conversion Cycle

Measures how quickly cash is collected from 
sales

(Average Receivable / Net Credit Sales) x 365

Days Sales Outstanding

Measures how long it takes to pay obligations

End of Period AP / (Cost of Goods Sold / 365)

D a y s  P a y a b l e  
O u t s t a n d i n g

The cash conversion cycle is a metric expressing how many days it takes a company to convert the cash it spends 
on input costs back into cash by selling its product.

Measures how many days before inventory is 
sold

 
(Average Inventory / Cost of Goods Sold) x 365

D a y s  I n v e n t o r y  
O u t s t a n d i n g
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IMPROVING DAYS INVENTORY OUTSTANDING (DIO)

  Inventory Optimization

  Demand Forecasting

  Efficient Warehousing

  Cost Management

 Automation & Analysis

 Identify slow-moving and obsolete inventory for cost reduction.
 Collaborate with suppliers for just-in-time

 Implement robust demand forecasting techniques
 Align production and procurement with forecasted demand

 Implement inventory tracking systems for real-time visibility
 Monitor high and low-demand items

 Negotiate favorable terms with suppliers for cost savings
 Reduce unnecessary costs and delays.

 Leverage automation for efficient processes.
 Regularly track and analyze DIO data for insights
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IMPROVING DAYS SALES OUTSTANDING (DSO)

Process Efficiency

Communication Strategy

Payment Optimization

Risk Management

Automation & Analysis

 Clear and efficient procedures for faster invoicing.
 Minimize errors and discrepancies in the billing process

 Proactive reminders and notifications.
 Foster open communication to prevent disputes

 Offer various convenient payment options.
 Encourage prompt payments with incentives

 Evaluate customer creditworthiness before extending credit.
 Adjust credit terms based on trends and behavior.

 Leverage automation for efficient processes.
 Regularly track and analyze DSO data for insights
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IMPROVING DAYS PAYABLE OUTSTANDING (DPO)

  Vendor Relations

  Invoice and Payment Processing

  Negotiation Strategy

  Inventory Management

Automation & Analysis

 Nurture positive relationships
 Open channels for effective communication

 Implement efficient invoice processing procedures.
 Optimize payment methods and timing.

 Skillful negotiation for favorable payment terms.
 Encourage early payments with discounts

 Optimize inventory levels and turnover.
 Reduce unnecessary costs and delays.

 Leverage automation for efficient processes.
 Regularly track and analyze DPO data for insights
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INDUSTRY FOCUS ALONG WITH COMPANY STAGE

Life Science 
(Pre-Revenue)

• R&D Cash Outflows: High 
research costs.

• Funding Reliance: Depend 
on grants/investors.

• Long CCC: Extended 
product development.

• Upfront Payments: From 
partnerships/licensing.

SaaS 
(Growth)

• Recurring Revenue: 
Subscription models.

• Rapid Reinvestment: 
Marketing & acquisition

• Short DSO: Automated 
billing.

• Scalable costs: Variable 
costs with growth

Manufacturing 
(Mature)

Retail 
(Expansion)

• Inventory Focus: 
Optimize stock levels.

• Volume-Driven Cash: 
Seasonal sales trend

• Extended DPO: Supplier 
term negotiations

• Diverse Revenue: Online 
sales & partnerships

• Stable Cash Flow: 
Predictable revenue.

• Optimized CCC: Refined 
processes.

• Periodic CapEx: 
Machinery upgrades.

• Long-term Suppliers: 
Optimized working 
capital
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Strategic Finance & Analytics | Common SaaS KPI’s

Less More
Less More

*

• Days Inventory Outstanding 
• Inventory Turnover Ratio
• Shrinkage Percentage
• Carry Cost of Inventory
• Order Accuracy Rate

Inventory

Receivable's

Payables

Cash Flow

• Days Payable Outstanding
• AP Turnover Ratio
• Percentage Invoices with Errors
• AP Aging
• On-time Payments Ratio

• Net Working Capital Ratio
• Working Capital Turnover
• Cash Burn Rate
• Current and Quick Ratios

• Days Sales Outstanding
• AR Turnover Rate
• Collection Effectiveness Index
• Receivables Aging
• Bad Debt to Sales Ratio 

Choose KPIs aligned with the 
business strategy

•Align with Corporate or 
Departmental Goals

•Support current business strategy

Choose attainable KPIs

•Can be presented in timely 
manner

•Data not overly difficult to obtain

Be specific in KPIs

•Specific to sector or department
•Concrete enough employees can 
see path to impact

Make sure KPIs are accurate

•Data is reviewable and accurate
•Do KPIs say what company thinks 
they say

Review KPIs periodically

•Are KPIs driving the business to 
success or grown stale

•KPIs should change as company 
changes

CASH CONVERSION CYCLE | COMMON KPIS
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Strategic Finance & Analytics | Common SaaS KPI’s
CASH CONVERSION CYCLE | COMMON KPI CONT.

More

Less More

Days Inventory Outstanding:

(Average Inventory / Cost of Goods Sold) * 
Number of Days

Inventory Turnover Ratio:

Cost of Goods Sold (COGS) / Average 
Inventory

Inventory Receivables Payables Cash Flow

Shrinkage Percentage

(Value of Inventory Loss / Initial Inventory 
Value) * 100

Carry Cost of Inventory

(Holding Rate or Cost Percentage) x 
(Average Inventory Value)

Order Accuracy Rate

[(Number of Accurate Orders) / (Total 
Number of Orders)] x 100

Days Sales Outstanding

(Accounts Receivable / Total Credit Sales) * 
Number of Days

AR Turnover Rate

Net Credit Sales / Average Accounts 
Receivable

(Beginning AR + Credit Sales -Ending AR - Cash 
Collections) / (Beginning AR + Credit Sales – 

Ending AR) x 100

Receivables Aging

AR report organizing & grouping outstanding 
invoices (e.g., 30 or 60 days)

Bad Debt to Sales Ratio

(Bad Debt Expense / Total Sales) x 100

Days Payable Outstanding

(Accounts Payable / Cost of Goods Sold) * 
Number of Days

AP Turnover Ratio

Total Supplier Purchases / Average 
Accounts Payable

Percentage Invoices with Errors

(Number of Invoices with Errors / Total 
Number of Invoices) * 100

AP Aging

AP report organizing & grouping outstanding 
payables (e.g., 30 or 60 days)

On-time Payments Ratio

(Number of On-time Payments / Total 
Number of Payments) * 100

Net Working Capital Ratio

(Current Assets - Current Liabilities) / Total 
Assets

Working Capital Turnover

         Net Sales /         
Average Working Capital

Cash Burn Rate

(Beginning Cash Balance - Ending Cash 
Balance) / Number of Months

Current Ratio

         Current Assets 
/            Current Liabilities

Quick Ratio

(Current Assets - Inventory) / Current 
Liabilities

Collection Effectiveness Index
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COLLECTION IMPROVEMENT CASE STUDY

The Challenge CFGI Solution Outcome
• Private Equity-backed 

construction firm doubled to 
~$1bn via acquisitions in 18 
months.

• 8-10 ERP systems complicated 
quality data consolidation, 
affecting cash and liquidity 
management.

• Rising DSO increased 
dependency on credit for 
operations.

• CFGI tasked to boost cash 
collections for units totaling 
$250m revenue.

• Executed a current state 
assessment to comprehend 
primary operational processes.

• Conducted interviews with 
major stakeholders to gain 
insights.

• Implemented standardized 
procedures and policies.

• Integration of business 
segments, coordination with 
the FP&A Team, and direct 
involvement of the CFO

• Achieved 20% DSO 
improvement, leading to 
significant cash flow increases.

• The FP&A team now possesses 
deeper insights into the 
business operations.

• Client acknowledged the value 
and sought additional services

• Ongoing partnership guarantees 
the client's sustained growth 
and assures future success.



POLLING QUESTION #2



PROCESS 
OPTIMIZATION – 
TOOLS AND 
STRATEGIES
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SYSTEMS TO ENHANCE PROCESS OPTIMIZATION

SAP S/4 HANA
• Forecast adaptation

• Gap analysis of receiables/payables

• Real-time analytics and reporting

Microsoft Dynamic
• Cash flow seasonality

• Data consolidation

• Dashboarding

Salesforce
• Deal pipelines forecasting insight

• Contract milestones and payment terms

• Billing and collection enhancement

Oracle (FSAA)
• Scenario Forecasting

• Risk Analytics for investment decisions

• Capital Management Tools. 

NetSuite
• Visualization of expenses and revenue
• CRM and ERP integration
• Inventory, receivables and payables 

management

Workday
• Consolidated bank balances 

• Automated invoice matching 

• Approval workflows
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ENHANCING INSIGHTS WITH DATA VISUALIZATION
Dashboards are effective tools that showcase quick snapshots of KPIs and other metrics that provide 
actionable data to help optimize an entity's working capital position.
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WORKING CAPITAL STRATEGIES & TOOLS

M a x i m i z e  I n f l o w s M i n i m i z e  O u t f l o w s

Implement late 
payment fees & 
interest charges

Increase customer 
billing frequency

Minimize operating 
cycle

Early payment 
discounts

Utilize revolving 
debt facilities 

(covenants/negotiation)

Liquidate 
inventory

A/R aging 
(30 to 120+ days)

A/R customer 
waterfall

Collections policy 
& escalation 

templates

Reduce 
minimum balance accounts

Unlock
 ring-fenced cash

Reduce 
time-bound balances

Minimize 
restricted cash

Re-negotiate / 
down scope 

contracts

Reduce and 
control payment 

runs

Reduce capex 
and discretionary 

spend

Reduce levels
 of authority

Rationalize 
full- time workforce

Manage loan 
payback terms

Extend vendor 
payment terms

Adjust inventory 
manufacturing plan 

(demand planning) 

Pay as you go / 
minimize prepaids

M a x i m i z e  C a s h  B a l a n c e  A v a i l a b i l i t y



POLLING QUESTION #3



TREASURY TACTICS & 
STRATEGIC DECISIONS
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TREASURY TACTICS

Treasury Tactics for 
NWC

Debt management
Utilize revolving credit facilities to 
manage short-term liquidity needs 
without compromising the working 
capital position.

Payment Policies
Leverage dynamic discounting to 
optimize payment terms with suppliers, 
gaining discounts for early payments.

Cash Concentration and Disbursement
Maximize investable cash balance to 
improve interest income or minimize 
interest expense.

Letters of Credit & Supply Chain Finance (SCF)
Establish letters of credit to support working capital 
needs in periods of cash shortage or leverage 
SCF to programs to accelerate accounts 
receivable.

Treasury Management Systems (TMS)
Implement TMS to centralize financial 
transactions and optimize cash visibility 
and forecasting accuracy.

Short-term Investments
Make strategic short-term 
investments of surplus cash in 
money market instruments to earn 
interest while maintaining liquidity. 



POLLING QUESTION #4
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Conclusion

1. Capital in Today's Market - Net Working Capital:
• Represents a company's operational liquidity.
• Indicates short-term financial health and efficiency.
• Essential for daily business operations and investments.

2. 13-Week Cash Flow - Forecasting:
• Predicts a company's future cash inflows and outflows.
• Aids in proactive financial and strategic decision-making.
• Helps businesses avoid cash shortages and optimally allocate resources.

3. Cash Conversion Cycle & KPIs
• Measures how efficient a company can turn inventory and AR into cash.
• Shorter cycles indicate quicker returns on investment.
• KPIs related to operations can help leadership streamline 

processes, reduce waste, and improve productivity.

4. Process Optimization & Tools
• Integration of systems to provide live data empowering leadership with insights 

for data-driven decisions.
• Provides insights into the metrics discussed, leading to quicker decision-

making.
• Tools and strategies used to maximize inflows, minimize outflows and increase 

overall cash

5. Treasury Tactics
• Strategically invest cash to enhance financial stability 

and increase interest income.
• Ensure companies meet short-term liquidity needs.
• Establish lines of credit to ensure adequate working capital.



Q&A



WHY CFGI?
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We help you achieve your finance, accounting, and operational goals by seamlessly functioning as an extension 
of your team

WHY CFGI

F l e x i b l e  a n d
C l i e n t - O r i e n t e d  
C u l t u r e

• We focus on client service through high-quality performance and effective communication
• CFGI offers flexible and responsive staffing models that move faster than competitors
• Our team advocates for and becomes a trusted advisor to our clients

C o s t - E f f e c t i v e • Our expertise combined with competitive pricing delivers unmatched value
• We can scale to any size, scope, and duration to fit the needs of a project

A u d i t o r  
I n d e p e n d e n c e

• CFGI is free from auditor independence restrictions
• We are innovative and strategic across all aspects of a project in order to provide the 

most accurate solutions
• We use our knowledge of various audit firm preferences to deliver insights and recommendations

• With Big Four experience, CFGI professionals provide clients with all the expertise of a Big Four 
national office and the attentiveness of a boutique firm

• CFGI supports CFOs through the most complex and demanding accounting challenges 
they face 

T a l e n t  a n d
T e c h n i c a l  E x p e r t i s e
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OUR PHILOSOPHY
Technical Accounting

Operational Accounting

Capital Markets Services

Strategic Finance and Analytics

ESG Reporting Services

Operational Transformation 

Technology Transformation

Risk and Compliance

Cybersecurity

Forensic Accounting Services

Tax Services

Treasury Services

Valuation Services

Transaction Advisory Services

Workforce Transformation

Restructuring
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Do I t  Right
• Big Four technical expertise
• Systems, processes, and functions that adhere to regulatory guidelines 

and requirements
• Strategies to prevent new risks from falling through the cracks over time

Do I t  Bet ter
• Transformation of business functions to deliver more value
• Practical operational experience
• Comprehensive roadmaps to drive efficiency, productivity, and profitability

Do I t  Now
• Resources needed to jumpstart any project and deliver results
• Real-time access to the most vital and relevant skills, experience, and tools
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CFGI 
SOLUTIONS

CFGI delivers 
comprehensive solutions 
to address your unique 
needs and objectives

Founded to serve as a partner to the 
CFO, we function as a seamless 
extension of your organization. We 
are dedicated to delivering solutions 
that will continue to generate value 
long after implementation. 

• Finance and accounting process design and 
improvement

• Program and project management
• Post-merger integration support
• Interim finance operations resources

Operational Transformation

• Cybersecurity program, maturity, and testing
• Cybersecurity audit and regulatory compliance
• Privacy and data security
• Cybersecurity transformation
• Virtual CISO
• Third party risk management
• Cybersecurity managed services

Cybersecurity

• Technology assessment and strategy
• Technology selection
• Finance and accounting systems implementation 

and re-implementation
• ERP project management
• Automation, including robotic process 

automation
• Intelligent document processing

Technology Transformation

• SOX readiness and compliance
• SOC audit readiness
• Remediation of control deficiencies
• Internal audit
• Enterprise risk management

Risk and Compliance

• Treasury strategy, rationalization, and system 
implementation

• Interim treasury management
• Risk management (FX, interest rate, commodity)

Treasury Services

• Company advisory
• Creditors committee advisory
• Cash flow and working capital management
• Chief Restructuring Officer (CRO)

Restructuring

• Buy-side and sell-side quality of earnings
• Tax due diligence (compliance, Section 382)
• Finance and accounting functional assessments
• Financial modeling and EBITDA normalizations
• Working capital negotiations
• Operations, technology, carve-out, and 

integration due-diligence

Transaction Advisory Services

• Purchase price allocations
• Valuations to support financial reporting
• 409A valuations
• Derivative valuations
• Litigation support

Valuation Services

• Audit readiness and support
• Assessing and operationalizing new accounting 

pronouncements
• Accounting for debt and equity financings
• Discontinued operations
• Business combinations
• IFRS to GAAP conversion
• Restatements

Technical Accounting

• Monthly close support
• Management accounting
• SEC reporting
• Internal reporting and FP&A
• Interim CFOs, CAOs, Controllers, VPs of 

Finance, Accounting Managers, etc.

Operational Accounting

• Financial planning & analysis (FP&A)
• Planning and budgeting
• Data & analytics
• Private equity interim resources

Strategic Finance and Analytics

• IPO readiness
• SPAC readiness
• Reverse mergers
• Registration statement preparation
• Public company compliance readiness

Capital Markets Services

• Organizational design
• Training and skills development
• Knowledge base, communication, and change 

management strategies

Workforce Transformation

• Income tax provisions
• Federal and SALT tax compliance
• R&D tax credits
• IRS audit consulting and defense

Tax Services

• ESG strategy and roadmap
• Accounting and reporting disclosures
• Regulatory compliance
• Controls implementation and optimization
• Data planning and real-time insights
• Audit and assurance readiness

Environmental, Social, & Governance

• Full service forensic accounting, litigation and 
dispute support

• Forensic accounting, including fraud 
investigations and FCPA matters

• SEC enforcement and government investigation 
matters

• Dispute investigation and ligation support 
• Valuation and economic damages support 

Forensic Accounting
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CFGI was built to serve companies and investors with a team of highly skilled professionals

ABOUT CFGI

Leader in finance and accounting 
consulting services

W h o  W e  A r e

1,000+ professionals

Founded in 2000

17 offices internationally

Backed by Carlyle and CVC

Clients represent a wide range of sizes, 
stages of growth, investor bases, and 

industries

W h o  W e  S e r v e

500+ public companies

100+ PE/VC firms

3,000+ clients

All industries and stages of 
company lifecycle

A full suite of solutions for all critical 
matters facing the office of the CFO and 

investors

What We Do

Risk, compliance, and cybersecurity consulting

Technology and system implementation

Finance and accounting advisory

Management consulting and operational 
improvement
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CFGI has 18 offices across the U.S., Europe, and Asia

NATIONAL FOOTPRINT AND GLOBAL REACH

San Francisco

Los Angeles

San Diego

Denver

Dallas

Austin Houston

Atlanta

Miami

Charlotte

Philadelphia

Boston

Stamford
New York

Washington DC
Chicago 

London

Singapore
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