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Introduction: Why This
Guide Matters

CMOs often face a major hurdle: getting the CFO to see marketing as an
investment, not an expense. Without alignment, securing budget and
proving ROI becomes an uphill battle. But when you position marketing
as a growth driver, you gain influence, strategic support, and bigger
budgets.



Step 1: Reframe
Marketing as a
Strategic Revenue
Generator
•

•

•

Current Challenge: Marketing is often seen as a cost center.

Winning Strategy: Shift the narrative—marketing is a revenue-
generating function.

Action Step: Show how past campaigns directly influenced
pipeline, sales, and customer lifetime value rather than focusing
only on impressions and clicks.

Pro Tip: The best way to make an impact is to speak in CFO-friendly
terms like customer acquisition cost (CAC), return on ad spend
(ROAS), and customer lifetime value (CLV).



Step 2: Speak Their Language –
Financial Metrics Matter

•

•

•

Current Challenge: Marketing KPIs (like brand awareness and engagement) don’t
resonate with CFOs.

Winning Strategy: Focus on the metrics CFOs care about—revenue, profitability, and
efficiency.

Action Step: Instead of saying, “Our campaign reached 1 million impressions,” say:“Our
campaign reduced the customer acquisition cost by 12 percent, resulting in a 20
percent increase in revenue.”

Pro Tip: Learn key finance terms like EBITDA, gross margin, and ROI to gain credibility in
conversations.



Step 3: Build a CFO-
Friendly Marketing
Dashboard
•

•

•

◦

◦

◦

Current Challenge: CFOs don’t see clear marketing impact on
business goals.

Winning Strategy: Create a simple but powerful dashboard linking
marketing activities to financial results.

Action Step: Include these key metrics:

Pipeline Influence: Percentage of revenue influenced by
marketing

Customer Retention & LTV: How marketing impacts customer
loyalty

Marketing Efficiency Ratio: Revenue generated per dollar spent
on marketing

Pro Tip: Remove vanity metrics like social media likes and focus on
revenue drivers that matter to the CFO.



Step 4: Foster Regular
CFO Collaboration
•

•

•

Current Challenge: CFOs only get involved when budgets are being
cut.

Winning Strategy: Make them a partner, not an obstacle.

Action Step: Schedule quarterly finance-marketing syncs to align
strategies and business priorities.

Pro Tip: Invite finance leaders to marketing strategy meetings so they
see the business impact firsthand.



Step 5: Think Like a General
Manager (Not Just a
Marketer)
•

•

•

Current Challenge: CFOs need to see marketing leaders as strategic partners.

Winning Strategy: Approach marketing as a business investment, not an expense.

Action Step: Treat your budget as if you were investing your own money. Show how
marketing efforts reduce churn, increase customer value, and drive sustainable
growth.

Pro Tip: When presenting budget requests, always frame them in terms of expected
revenue impact.



Bonus: CFO
Alignment Cheat
Sheet (Quick
Reference)
•

•

•

•

•

DO: Focus on ROI, pipeline influence, and financial impact.

DON’T: Use vanity marketing jargon without clear business value.

DO: Collaborate early and often with your CFO.

DON’T: Wait until budget season to build a relationship.

DO: Speak in terms of revenue growth and efficiency.



EXECUTIVE COACHING PROGRAM

•

•

•

•

25+ years of executive marketing experience

7 full-time CMO roles across diverse industries

Coached and partnered with 150+ marketing leaders

Collaborative projects with 10+ private equity firms

→ Set up a 15-minute strategy call
today

Transform Your Marketing Leadership with a Seasoned Guide

Are you ready to elevate your marketing strategy with proven expertise?
Benefit from:

Alan brings battle-tested wisdom to every mentorship relationship,
helping you navigate complex marketing challenges with confidence.

to discuss how strategic guidance can accelerate your marketing
leadership career journey:

https://calendly.com/alan-gonsenhauser/15-minute-strategy-call
https://calendly.com/alan-gonsenhauser/15-minute-strategy-call


FRACTIONAL AND INTERIM CMO
SERVICES

Inject C-Suite Marketing Power
Without the Full-Time Commitment

Alan delivers:

•

•

•

•

Immediate strategic impact from 4 successful interim CMO
engagements

P&L responsibility experience across multiple organizations

25+ years of executive leadership expertise

Deep understanding of efficiency-driven growth from work with 10+
PE firms

→ Book your 15 minute strategy and
consultation call today

Need CMO-level strategy without the full-time employee?

to explore how Alan's fractional and interim CMO services can deliver
enterprise-grade marketing leadership tailored to your business
needs.

https://calendly.com/alan-gonsenhauser/15-minute-strategy-call
https://calendly.com/alan-gonsenhauser/15-minute-strategy-call

