STARK FRACTIONAL GROUP
Complete Website Copy
This document provides copy for every section of the website, organized by page. The voice is conversational but confident. The goal is to help visitors quickly understand what Mathieu does, feel like he understands their situation, and take the next step.
Key principles: No jargon. No AI clichés. No dollar figures. Mention the exit once (on About page) then let it go. Lead with what people are experiencing, not credentials.


HOME PAGE
  Hero Section
Headline:
Your company needs an operator. Not another consultant.
Subheadline:
I am Mathieu Stark, a fractional CEO and COO for founder-led companies. I work inside your business 10 to 30 hours a week, taking on the operational problems you do not have time to fix. This is not advice from the sidelines. I do the work with your team until it is actually done.
CTA Button:
Book a Consultation
  Executive Leadership Section (3 Service Cards)
Section headline:
Three ways to work together
Section subhead:
Different companies need different things. Some need hands-on operational leadership. Others need a peer group and a coach. Some just need someone to speak to their team. Here is how I can help.
Card 1 - Fractional CEO/COO:
Part-time operational leadership. I join your company 10 to 30 hours a week and take ownership of the things that keep falling through the cracks. Building systems, managing people, making sure decisions actually get made. I stay until the work is done and you are ready to take it from there.
Card 1 CTA:
Learn about fractional leadership
Card 2 - Vistage Peer Advisory:
A monthly meeting with 12 to 16 CEOs who are dealing with the same kinds of problems you are. No competitors. No posturing. Just experienced leaders working through real challenges together. Plus private coaching between meetings.
Card 2 CTA:
Learn about Vistage
Card 3 - Speaking:
Keynotes and workshops for leadership teams, conferences, and company events. I talk about what it actually takes to scale a company and the mistakes that sink most founders along the way. Practical frameworks, not motivational fluff.
Card 3 CTA:
Learn about speaking
  Built by a Founder Section
Headline:
Built by a founder. Tested in the real world.
Copy:
I did not come to this work from a corporate background. I started a company, grew it, and saw it through to acquisition. Along the way I made every mistake a founder can make, and I figured out how to fix most of them.
Today I lead a consulting practice focused on analytics and AI. I have worked with Fortune 500 companies in technology and retail. I know what good operations look like inside large organizations, and I know what it takes to build them from scratch in smaller ones.
That combination matters. When I sit down with a founder who is overwhelmed, I am not theorizing. I have been there. I know what it feels like when everything runs through you, when every fire is yours to put out, when you cannot remember the last time you took a real day off.
Bullet points:
1. Stabilize operations during growth or change
1. Remove founder bottlenecks
1. Build the leadership team and systems you need
1. Prepare the business for what comes next
  Problems Section
Headline:
These are the problems founders call me about
Left side intro:
Most of the founders I work with are not failing. They are succeeding, and that is the problem. The company is growing faster than the systems can handle. Things that used to work are starting to break. And somehow, every decision still ends up on your desk.
What Founders Struggle With (right side):
1. I spend all my time putting out fires instead of building the business
1. My team is good but nothing happens unless I push it
1. We are growing but it feels more chaotic every month
1. I know we need better systems but I do not have time to build them
1. I am not sure if my leadership team can get us to the next level
1. I want to step back but the business cannot run without me
How Stark Fractional Group Solves Them (box):
I come in and take things off your plate. Not by giving you a plan and wishing you luck, but by actually doing the work. I run meetings, build processes, have hard conversations with your team, and stay involved until things are working the way they should.
  How Fractional Leadership Actually Works
Step 1 - Book a Consultation:
We start with a conversation. You tell me what is going on in the business, what is working, what is not. I ask questions. We figure out if this is the right fit.
Step 2 - Assess the Gaps:
If we decide to move forward, I spend time understanding your operations, your team, and where the biggest problems are. No generic playbook. Just a clear picture of what actually needs to happen.
Step 3 - Engage Fractionally:
I join your team on a part-time basis, typically 10 to 30 hours a week. I take ownership of specific outcomes and work alongside your people to get things done.
Step 4 - Build and Execute:
Together we build the systems, fix the processes, and develop the people you need. I stay until the work is done and you have the capability to keep it running.
  Testimonials Section
Headline:
Trusted by founders and executive leaders
Subhead:
Founders do not hire fractional executives lightly. They hire experience they can trust.
Note:
[Placeholder for real testimonials - these should come from actual clients]
  Case Studies Preview Section
Headline:
Real results. Real businesses.
Subhead:
Every company is different, but the goal is always the same: clear leadership, real execution, and results that stick.
  Logos Section
Headline:
Experience across industries and growth stages
Subhead:
I have worked with founders, executives, and leadership teams across technology, professional services, healthcare, manufacturing, and more.
  CTA Section
Headline:
Ready to stop doing everything yourself?
Subhead:
A short conversation is all it takes to see if this is the right fit. No pressure, no pitch. Just an honest look at where you are and whether I can help.
Button:
Book a Consultation
  FAQ Section
Headline:
Have questions? Here are the ones I hear most.
Q: What is the difference between a fractional COO and a consultant?
A consultant gives you advice and leaves you to figure out how to implement it. A fractional COO takes ownership. I am in your business every week, working with your team, making sure things actually get done. I do not hand you a plan and disappear.
Q: How much time does this require from me?
Less than you might think. The whole point is to take things off your plate. We will have regular check-ins, but most of my work happens directly with your team.
Q: What does an engagement look like?
Most engagements start at 10 hours a week and scale up from there based on what you need. We start with a 90-day period to make sure the fit is right, then move to longer-term arrangements.
Q: Is this only for companies in crisis?
No. Some of my best engagements are with companies that are doing well but want to do better. They are not on fire, but they know they are leaving potential on the table.
  Newsletter Section
Headline:
Insights for founders and CEOs
Subhead:
Occasional thoughts on scaling, operations, and what it actually takes to build something that works. No spam. Unsubscribe anytime.


ABOUT PAGE
  Hero Section
Headline:
A founder who built, scaled, and exited. Now helping others do the same.
Subhead:
Mathieu Stark is a founder, operator, and fractional executive. He partners with CEOs and founders to bring structure, clarity, and execution to businesses going through growth, complexity, and transition.
  Bio Section
Headline:
Built from the ground up. Brought back to help others.
Copy:
In 2017 I started a data analytics consultancy. It began in my spare bedroom with no investors, no clients, and no safety net. Over the next eight years I grew it into a real company serving Fortune 500 clients in technology and retail. In January 2025, the company was acquired.
That experience shaped how I see businesses now. I know what growth looks like when you are doing it right, and I know what it feels like when things are barely holding together. I learned how to hire people, how to fire people, how to build systems that actually work, and how to have the hard conversations that most founders avoid.
Before starting my own company, I held leadership roles in telecommunications and automotive technology, where I ran analytics teams and managed operations. I have an MBA from Washington State. I am technical enough to dig into data and systems when I need to.
Today I lead a consulting practice focused on data, analytics, and AI. I am also a Vistage Chair, facilitating peer advisory groups for CEOs and providing executive coaching. And I speak regularly at conferences and leadership events about what it actually takes to scale a company.
Bullet points:
1. Stabilize operations during growth or change
1. Remove founder bottlenecks
1. Build leadership teams and execution systems
1. Prepare companies for scale or exit
  Stats Section
Note:
Use real numbers only. Suggested format:
1. 20+ years in operations leadership
1. Fortune 500 clients in technology and retail
1. Background in telecom, automotive, and analytics
1. One company built and successfully exited
  Journey Section
Headline:
The path from founder to fractional leader
Phase 1 - Founder and Operator:
Started Analytiks from scratch. Learned how to sell, deliver, hire, and manage cash flow all at once.
Phase 2 - Scaling and Systems:
Grew the team and built the systems needed to serve Fortune 500 clients without losing quality or burning out.
Phase 3 - Successful Exit:
Led the company through acquisition, valuation, and transition to new ownership.
Phase 4 - Fractional CEO/COO:
Now bringing that same playbook to other founder-led companies who need operational leadership.
Phase 5 - Vistage Chair and Speaker:
Facilitating peer groups, coaching executives, and speaking at events on scaling, founder transitions, and operational leadership.
  CTA Section
Headline:
Let's talk about where your business is headed
Subhead:
If you are dealing with growth, complexity, or preparing for what comes next, a conversation with someone who has been through it can help clarify your options.


FRACTIONAL CEO/COO PAGE
  Hero Section
Headline:
Senior operational leadership. Without the full-time commitment.
Subhead:
I work inside your company 10 to 30 hours a week, taking on the operational work that is not getting done. This is not consulting. I join your team, take ownership of outcomes, and stay until things are actually working.
  What Is Fractional Leadership Section
Headline:
What is fractional COO/CEO leadership?
Copy:
At some point, most growing companies need someone focused on operations. Someone who can make decisions, build systems, and manage the work that keeps falling through the cracks. But hiring a full-time COO is expensive. And risky. Nearly half of senior executive hires do not work out within the first 18 months.
Fractional leadership gives you another option. You get an experienced operator who joins your team part-time, takes real ownership of outcomes, and stays as long as it makes sense. No long-term commitment until you know it is working. No six-figure salary for someone who might not be the right fit.
This works well for companies that need leadership now but are not ready to hire. Or companies that need a specific skill set for a specific phase of growth. Or founders who want to step back but need someone to run things while they figure out what comes next.
  How Fractional Leadership Creates Leverage
Pillar 1 - Stabilize Operations:
Stop the bleeding. Fix the processes that are broken, build the systems that are missing, and get your team executing on what matters.
Pillar 2 - Build Leadership Systems:
Create the structure you need to make decisions, hold people accountable, and run the business without everything going through you.
Pillar 3 - Prepare for Scale or Exit:
Strengthen operations and build the leadership team you need for growth, fundraising, or a successful sale.
  Package Tiers Section
Section headline:
Flexible engagements. Clear structure.
Section subhead:
Fractional engagements are structured as monthly retainers, designed to meet you where you are and grow with you as needed.
Package 1 - Operational Foundation:
10 hours per week. Best for earlier-stage companies.
You are the bottleneck and you know it. Every decision runs through you. Nothing moves unless you push it. This engagement establishes the operating rhythms you need: weekly leadership meetings, monthly financial reviews, and a focus on fixing the one or two things causing the most friction. It is a good fit for founders who need structure but are not ready for a major commitment.
Package 2 - Growth Engine Build:
20 hours per week. Best for fast-growing companies.
You have traction and things are scaling, but it is getting harder to keep up. The team is stretched. Processes that used to work are failing. This engagement goes deeper: full ownership of operations, documented systems and processes, quarterly planning, and the hard work of building an organization that can handle the next stage of growth.
Package 3 - Full Strategic Leadership:
30 hours per week. Best for companies preparing for transition.
You are thinking about a sale, a fundraise, or stepping back from day-to-day operations. The business needs to run without you in the middle of everything. This engagement is full COO/CEO-level leadership: board preparation, M&A support, building the leadership team you will need, and on-site presence one to two days per week.
  FAQ Section
Q: What is the difference between a fractional COO and CEO?
It depends on what your business needs. A fractional COO focuses on operations, execution, and making sure the work gets done. A fractional CEO takes on broader strategic leadership, often when the founder is stepping back or the company needs senior leadership during a transition.
Q: How long are typical engagements?
Most engagements start with a 6-month pilot, then move to annual agreements if the fit is right. There is a 30-day out clause after the initial 90-day ramp period, so neither of us is locked into something that is not working.
Q: How is this different from consulting?
Consultants give advice. I do the work. I am in your business every week, running meetings, building processes, and working directly with your team. When I leave, things are actually working, not just documented in a slide deck.
Q: Will this work with my existing leadership team?
Yes. I am not here to replace anyone. I work alongside your team to fill gaps, build capabilities, and help everyone execute better. The goal is to make your team stronger, not dependent on me.
  CTA Section
Headline:
Ready for experienced leadership without the full-time risk?
Subhead:
If you are growing, changing, or preparing for what comes next, a short conversation can help you figure out whether fractional leadership is the right move.


WHO WE SERVE PAGE
  Hero Section
Headline:
Leadership through scale, change, and transition
Subhead:
Stark Fractional Group partners with founders and CEOs at inflection points, when growth has created complexity, leadership gaps have emerged, or the business is preparing for something new. We work with organizations that need senior leadership without a full-time hire.
  Three Leadership Profiles Section
Section headline:
Three leadership profiles we work with most
Section subhead:
These are the founders we help most often.
Profile 1 - The Stuck Founder:
Wearing too many hats and running out of time.
You built this company. Now it runs you. Every important decision ends up on your desk. Your calendar is full of meetings that should not need you. You stay late, work weekends, and still feel behind. You have thought about hiring a COO, but finding the right person, getting them up to speed, hoping they work out... it feels like one more project you do not have time for. What you need is someone who can step in and start taking things off your plate now, without a six-month hiring process.
Common challenges:
1. No time to work on the business, only in it
1. Team waits for direction instead of taking initiative
1. Key processes exist only in your head
1. Burnout is getting harder to ignore
Profile 2 - The Scaling CEO:
Growing fast and things are starting to break.
The business is working. Revenue is up. Customers keep coming. But under the surface, things are getting harder. The team that got you here is struggling to keep up. Processes that worked fine at half this size are failing now. You can feel the opportunity ahead of you, but you are worried about execution. You need someone who can help you build the systems and structure to handle what is coming.
Common challenges:
1. Growth is outpacing your ability to manage it
1. Leadership team is good but stretched thin
1. Systems and processes are breaking under pressure
1. Hard to hire fast enough to keep up
Profile 3 - The Exit-Minded Owner:
Preparing the business and yourself for what is next.
You are thinking a few years down the road. Maybe it is a sale. Maybe it is bringing in outside investment. Maybe it is just stepping back from the day-to-day grind. But you know the business depends on you too much right now, and that is a problem. Buyers see it. Investors see it. You need to build the systems and develop the people that will let this company run without you at the center of everything.
Common challenges:
1. Business valuation is tied to your involvement
1. Leadership bench is not ready to take over
1. Systems are informal, undocumented, or in your head
1. Uncertain how to prepare for acquisition or transition
  Types of Organizations Section
Headline:
The types of organizations we work with
Copy:
We work best with founder-led companies that have real revenue, real customers, and real operational challenges. Most are in the range of 10 to 150 employees. They are profitable or have runway. And they have a founder or CEO who is coachable and ready to make changes.
Bullet points:
1. B2B companies and professional services firms
1. Growth-stage startups looking to scale
1. Companies with outside investors or equity partners
1. Family businesses and established mid-market companies
  When Leaders Call Us In Section
Headline:
When leaders call us in
Triggers:
1. Rapid growth without operational structure
1. Leadership gaps after executive turnover
1. Preparing for acquisition or exit
1. Post-acquisition integration or stabilization
1. Founder burnout or overwhelm
1. Team is working harder but results are flat
  How Mathieu Partners Section
Headline:
How Mathieu partners with your organization
Copy:
I do not parachute in, give advice, and disappear. I join your team on a part-time basis and take real ownership of outcomes. That means I am in meetings with your people, having the hard conversations, building the systems, and making sure things actually get done.
Engagement modes:
1. On-site and virtual flexibility
1. 10 to 30 hours per week depending on needs
1. Direct work with leadership and teams
1. Weekly syncs, monthly reviews, quarterly plans
1. Flexible structure based on what actually needs to happen
  CTA Section
Headline:
Not sure if this is the right fit?
Subhead:
Every engagement starts with a conversation. No pressure, no hard sell. Just an honest look at where you are and whether fractional leadership makes sense for your situation.


VISTAGE PAGE
  Hero Section
Headline:
Vistage peer advisory for CEOs who value clear thinking
Subhead:
Part of the world's leading CEO peer advisory organization. Confidential, unbiased peer groups led by an experienced Chair, designed for CEOs and senior leaders who want perspective, accountability, and better outcomes.
  What Is Vistage Section
Headline:
What is Vistage peer advisory?
Copy:
Running a company is isolating. You make decisions all day, and most of the time you are making them alone. Your team looks to you for answers. Your board wants results. Your family wants you present. Somewhere in the middle of all that, you are supposed to figure out whether you are doing any of it right.
Vistage is a peer advisory group made up of 12 to 16 CEOs and business owners who meet once a month to work through real challenges together. There are no competitors in the room. No one is trying to sell you anything. Just experienced leaders who have faced the kinds of problems you are facing and can offer perspective you will not find anywhere else.
As a Vistage Chair, I facilitate these monthly sessions and provide private coaching between meetings. This is not networking. It is not therapy. It is a room full of people who understand what you are dealing with because they are dealing with it too.
  Why Leaders Choose Vistage Section
Pillar 1 - Expert Facilitation:
Sessions are led by a committed Vistage Chair who challenges assumptions, keeps discussions focused, and makes sure every session delivers real value.
Pillar 2 - Diverse Peer Perspectives:
You get insight from CEOs running different businesses who face similar challenges. Fresh eyes on problems you have been staring at alone.
Pillar 3 - Actionable Accountability:
Take what you learn back to your organization. Monthly meetings and private coaching help you move from discussion to execution.
  How the Vistage Experience Works
Step 1 - Application and Fit:
Every member is vetted to ensure the right experience level, mindset, and commitment to confidentiality.
Step 2 - Group Placement:
You are placed in a carefully curated group of CEOs who can meaningfully contribute to each other's success.
Step 3 - Monthly Peer Meetings:
Full-day facilitated sessions focused on real issues, not theory or presentations.
Step 4 - One-on-One Executive Coaching:
Private monthly sessions with your Chair to work through specific leadership challenges.
  FAQ Section
Q: Who is Vistage for?
CEOs, business owners, and senior executives at established companies. Most members are running businesses that generate meaningful revenue and are looking to grow personally and professionally.
Q: Is Vistage confidential?
Completely. What gets discussed in the room stays in the room. Members sign confidentiality agreements, and trust is the foundation of everything we do.
Q: How is this different from executive coaching?
Vistage includes coaching, but the peer group is the differentiator. You get perspective from people who are running companies, not just studying them. The combination of peer insight and professional coaching is more powerful than either alone.
Q: How much time is required?
One full day per month for peer meetings, plus a 90-minute private coaching session. The time investment is significant, but members consistently say it is one of the highest-value activities on their calendar.
  CTA Section
Headline:
Explore whether Vistage is the right fit
Subhead:
Vistage is not for everyone. A brief conversation helps determine if this peer advisory model aligns with your leadership goals and business stage.


SPEAKING PAGE
  Hero Section
Headline:
Keynotes for leaders who have to execute
Subhead:
Designed for CEOs, executive teams, and growth-focused organizations that value clarity over hype. Real talks on growth, leadership, and execution, delivered by a founder who has actually done the work.
  Speaking Overview Section
Headline:
Speaking that moves leaders to action
Copy:
Most business speakers fall into one of two categories: motivational speakers who fire people up but leave them with nothing practical, or academics who share interesting research but have never run anything themselves.
I do neither. My talks are built on frameworks I have actually used and lessons I learned the hard way. I share what works, what does not, and what most founders figure out too late. Audiences leave with specific ideas they can apply immediately, not just inspiration that fades by Monday.
Every talk is tailored to the audience. I spend time before each engagement understanding who will be in the room and what they are dealing with. Whether it is a leadership offsite, an industry conference, or a company all-hands, the content is built to resonate with that specific group.
  Signature Topics Section
Section headline:
Signature keynote topics
Topic 1 - From Zero to Exit: Building a Company Without Outside Money
What it takes to grow a company profitably when you cannot rely on investor money to cover mistakes. Capital efficiency, cash flow discipline, and building a business that runs on its own economics.
Topic 2 - The Three Systems Every Growing Company Needs
Operations, people, and financial systems that scaling companies tend to be missing. Practical frameworks for building the foundation you need before things start breaking.
Topic 3 - Why Most COO Hires Fail
How to think about when to hire a full-time operator, when fractional makes more sense, and when to wait. Avoiding the expensive mistake of the wrong hire at the wrong time.
Topic 4 - Scaling Without Breaking
How fast-growing companies can put systems in place before everything starts falling apart. Building structure that supports growth instead of slowing it down.
Topic 5 - The Founder's Dilemma: When Your Strengths Become Bottlenecks
The difficult transition from doing the work yourself to leading the people who do the work. Letting go of control without losing quality.
Topic 6 - Data-Driven Decisions for Non-Technical CEOs
How to use data and analytics to make better decisions without needing to become technical yourself. Building a data-informed culture that actually works.
  What Audiences Gain Section
Headline:
What audiences gain
1. Practical frameworks they can apply immediately
1. Real stories from someone who has been in the arena
1. Honest perspective on what scaling actually requires
1. Permission to do things differently
  How Speaking Engagements Work
Step 1 - Discovery:
We start with a conversation to understand your audience, objectives, and context.
Step 2 - Customization:
The talk is tailored to your industry, leadership level, and specific challenges.
Step 3 - Delivery:
Keynote, workshop, or interactive session, delivered in person or virtually.
Step 4 - Follow-Up:
Optional post-event resources to help attendees translate insights into action.
  FAQ Section
Q: What formats are available?
Keynotes, executive workshops, half-day sessions, and conference breakouts. Virtual and in-person options available.
Q: Can talks be customized?
Always. Every engagement starts with understanding who will be in the room and what they are dealing with. The content is built around that.
Q: Who is this best suited for?
CEOs, executive teams, leadership offsites, industry conferences, and company events. Works well for audiences of 20 to 500.
Q: Is there a speaking reel available?
[Placeholder - add when video content is available]
  CTA Section
Headline:
Book a speaker who understands execution
Subhead:
If you are looking for a speaker who brings real experience and practical insight, let us talk about how this could work for your event.


CONTACT PAGE
  Hero Section
Headline:
Let's talk about what's next
Subhead:
Confidential, senior-level conversations for founders and executives dealing with growth, transition, or change. If you are considering fractional leadership, Vistage peer advisory, or a speaking engagement, this is the right place to start.
  Contact Form Section
Form headline:
Detailed inquiry
Form subhead:
Share some information about your situation so we can respond accurately and efficiently.
Fields:
Full Name, Company Name, Role/Title, Email, Phone, How can I help?
  FAQ Section
Q: What happens after I submit the form?
You will receive a personal response within one business day to schedule a short introductory call.
Q: Is the consultation confidential?
Completely. What you share stays between us.
Q: Do you work with companies outside California?
Yes. I work with companies across the country, with a mix of on-site and virtual engagement depending on what makes sense for the work.


CASE STUDIES PAGE
  Hero Section
Headline:
Real results for ambitious leaders
Subhead:
Founder-to-founder leadership in action. These case studies show how hands-on fractional leadership, executive coaching, and operational focus drive real outcomes, not just recommendations.
  Case Studies List Section
Section headline:
Leadership that delivers measurable impact
Section subhead:
Each engagement is different, but the goal is always the same: clarity, execution, and results.
Case Study 1 - Building an Exit-Ready Business Without Losing Momentum:
An established B2B services company preparing for sale while still dependent on the founder for key decisions.
Case Study 2 - From Founder Bottleneck to Scalable Operations:
A rapidly growing professional services firm experiencing execution breakdowns as revenue and headcount increased.
Case Study 3 - Scaling a Founder-Led Company from Chaos to Clarity:
A growth-stage company facing operational strain, leadership bottlenecks, and stalled execution during rapid expansion.
  CTA Section
Headline:
Ready for results like these?
Subhead:
If you are facing growth challenges, leadership strain, or preparing for what comes next, a short conversation can help clarify whether fractional leadership is the right move.


CASE STUDY 1
Building an Exit-Ready Business Without Losing Momentum
  Hero Section
Headline:
Building an Exit-Ready Business Without Losing Momentum
Subhead:
An established B2B services company preparing for sale while still dependent on the founder for key decisions.
  The Challenges
The founder had built a successful technology consulting firm over fifteen years. The business was profitable, had a strong reputation, and a loyal client base. But when he started conversations with potential acquirers, a problem became clear: the business was him.
Every major client relationship ran through him personally. His phone rang when clients had problems, his email filled with requests only he could answer. The leadership team was technically strong, but they had never operated without his direction on anything important. Processes existed in his head, not in documentation. Financial reporting was functional for running the business but would not survive the scrutiny of due diligence.
Acquirers saw this immediately. The offers that came in were discounted heavily for key-person risk. One potential buyer said it directly: they were not buying a company, they were buying a founder who might leave.
He wanted to sell within two to three years but realized the business was not ready. He needed to professionalize operations without disrupting the client work that was paying the bills.
  The Approach
Mathieu joined as a fractional COO with a specific mandate: prepare the company for acquisition while maintaining current performance. The engagement started at 20 hours per week.
The first step was an operational assessment to identify exactly what acquirers would flag as risks. From there, the work focused on transferring capability from the founder to the organization. Client relationships needed to become institutional, not personal. That meant building a transition plan that gradually moved key accounts to senior team members while maintaining service quality.
Core business processes were documented for the first time. Playbooks were created for service delivery, hiring, and business development. Financial systems were upgraded to produce the kind of reporting that acquirers expect. The leadership team was developed through coaching and gradually given more autonomy over decisions they had previously deferred to the founder.
A 24-month roadmap laid out the milestones. The goal was not to create a facade for buyers but to genuinely build a company that could operate without its founder at the center of everything.
  The Results
Within eighteen months, the company looked fundamentally different to potential acquirers.
The founder reduced his day-to-day involvement from over 60 hours per week to under 20. Three senior leaders stepped into client-facing roles that had previously been his alone. Not a single client left during the transition. The real test came when the founder took a six-week leave and the company ran smoothly without him.
When he went back to market, the conversations were different. The due diligence package impressed potential buyers. The key-person discount disappeared from the offers. He received multiple competitive bids and negotiated a deal structure significantly better than what had been on the table before.
  Client Perspective
Testimonial:
"I had been telling myself for years that I needed to get the business ready to sell. But I never made progress because I was too busy running it. Having Mathieu come in changed everything. He saw what I could not see anymore and built the systems I did not have time to build. When we finally went to market, the buyers noticed. This was not the same company they would have seen two years earlier."
Attribution:
Founder and CEO, Technology Consulting Firm
  CTA Section
Headline:
Could this be your story?
Subhead:
If you are thinking about an exit but know the business is too dependent on you, a conversation about what exit-readiness actually requires might be the right next step.


CASE STUDY 2
From Founder Bottleneck to Scalable Operations
  Hero Section
Headline:
From Founder Bottleneck to Scalable Operations
Subhead:
A rapidly growing professional services firm experiencing execution breakdowns as revenue and headcount increased.
  The Challenges
The company had hit the kind of problem most founders dream of: too much demand. A marketing agency that had found product-market fit was growing faster than its infrastructure could handle. New clients were coming in every month. The work was good. The reputation was spreading. And everything was starting to fall apart.
The founder was working eighty-hour weeks and still could not keep up. She was the default decision-maker for nearly everything, from client strategy to office supplies. Project delivery had become inconsistent because the processes that worked with five people did not work with twenty-five. Hiring was rushed and reactive, and new people were leaving almost as fast as they were joining.
Revenue was up, but margins were shrinking. Rework was eating into profits. Clients who had once been enthusiastic were starting to ask uncomfortable questions about missed deadlines. The team was burning out, and the founder was burning out fastest of all.
She knew something had to change but could not step back long enough to fix it. Every time she tried to work on the business, a client fire pulled her back into the day-to-day.
  The Approach
Mathieu came in as a fractional COO focused on building the operational foundation the company needed. The engagement was 20 hours per week, structured around creating systems that would outlast his involvement.
The first priority was establishing operating rhythms. Weekly leadership meetings gave the team a predictable time to surface problems and make decisions together. Project reviews created visibility into what was actually happening across the client portfolio. For the first time, issues could be caught before they became emergencies.
Clear ownership was defined for operations, sales, and delivery. People knew what they were responsible for and what decisions they could make without asking permission. A project management system was implemented that showed workload and capacity across the team, making it possible to staff projects intelligently instead of reactively.
The hiring process was rebuilt to assess fit before making offers, reducing the costly cycle of quick hires and quick departures. KPIs were implemented that measured execution quality, not just revenue. And throughout, Mathieu worked with the founder on the hardest part: learning to let go of decisions that others could make.
  The Results
The change was not instant, but it was steady. Within a few months, the chaos started to subside.
The founder's time in day-to-day operations dropped by more than half. She went from being in every meeting to being in only the ones that actually needed her. Project delivery became predictable. Clients stopped asking about missed deadlines because deadlines stopped being missed.
The team stabilized. People stopped leaving because roles and expectations were finally clear. Margins recovered as rework decreased and the team got better at scoping projects accurately. The leadership team started running weekly operations without the founder in the room, something that would have been unthinkable six months earlier.
For the first time since the growth started, the founder could actually think about where the company was going instead of just trying to survive another week.
  Client Perspective
Testimonial:
"I was drowning and did not even realize it. I thought working harder was the answer, but the harder I worked the worse things got. Mathieu helped me see that the problem was not effort, it was structure. Within a few months we had systems I should have built years ago. For the first time since we started growing, I could actually think about where we were going instead of just trying to survive another week."
Attribution:
Founder and CEO, Marketing Agency
  CTA Section
Headline:
Could this be your story?
Subhead:
If your company is growing but feels increasingly fragile, fractional operational leadership can create stability without a full-time hire.


CASE STUDY 3
Scaling a Founder-Led Company from Chaos to Clarity
  Hero Section
Headline:
Scaling a Founder-Led Company from Chaos to Clarity
Subhead:
A growth-stage company facing operational strain, leadership bottlenecks, and stalled execution during rapid expansion.
  The Challenges
The company had raised a growth round and was under pressure to scale. A healthcare technology firm with a strong product and clear market opportunity was struggling to turn that opportunity into operational execution. The investors were asking hard questions. The founder was burning out. And the leadership team was stuck in reactive mode, fighting fires instead of building for the future.
Operational inefficiencies were eating into the growth capital faster than anyone had planned. There was a gap between the founder's vision and what the team was actually able to execute. New hires were coming in, but without scalable systems for onboarding clients or managing delivery, more people just meant more chaos.
The founder was making decisions all day but nothing seemed to move forward. The team was working harder than ever, but the results were not matching the effort. Morale was slipping. People were starting to wonder if this was going to work.
Growth was happening, but without the structure to sustain it. The company was adding headcount and clients while the underlying operation got more chaotic every month.
  The Approach
Mathieu stepped in as a fractional operator bringing founder-to-exit experience directly into the engagement. The work focused on building the operational backbone the company needed to actually execute on its growth plan.
The first priority was creating clarity. Weekly leadership syncs and monthly business reviews established a rhythm the team could count on. Roles were defined with specific accountabilities so people knew what they owned. Strategy was translated into quarterly plans with clear owners, breaking down big goals into work that could actually get done.
Dashboards were implemented that tracked execution, not just the vanity metrics that looked good in investor updates. Client onboarding and delivery processes were rebuilt so they could scale with growth instead of breaking under pressure.
Throughout the engagement, Mathieu worked closely with the founder on the transition from builder to leader. The skills that got the company to this point were not the same skills needed to take it to the next level. That shift is one of the hardest things a founder has to do, and having someone who had been through it made the difference.
  The Results
The turnaround was visible within the first two quarters.
Operational efficiency improved significantly as the new systems took hold. The leadership team stepped into real ownership of execution, making decisions and driving results without everything flowing through the founder. Decision-making cycles that had taken weeks started taking days.
The team felt the difference. Alignment improved. Morale recovered. People could see their work connecting to outcomes, which had been missing when everything felt chaotic.
Investors noticed too. The quarterly updates started telling a different story. Instead of explaining why things were not working, the founder was showing progress against plan. Confidence in the company's ability to execute was restored.
By the end of the engagement, the company had a clear path toward scalable growth. The operational foundation was in place. The leadership team was capable and confident. And the founder had made the transition from doing everything to leading the people who do.
  Client Perspective
Testimonial:
"We were growing but it did not feel like winning. Everything was harder than it should have been. Mathieu came in and saw the gaps we had been too close to see. He did not just tell us what to fix, he helped us fix it. Week by week, meeting by meeting, we built something that actually worked. A year later, we are a different company. We can actually execute on our ambitions now, not just talk about them."
Attribution:
Founder and CEO, Healthcare Technology Company
  CTA Section
Headline:
Could this be your story?
Subhead:
If your business is growing faster than your systems or leadership structure, a focused conversation about operational gaps might be the right starting point.


FOOTER & SHARED ELEMENTS
  Footer Tagline
Stark Fractional Group provides experienced fractional CEO and COO leadership, Vistage peer advisory coaching, and high-impact speaking for growing companies.
  Contact Form (appears on multiple pages)
Headline:
Get in touch with us
Response time callout:
We respond within 24 hours
Subhead:
When you reach out, you will not be left waiting. We review every inquiry personally and respond within 24 hours to discuss next steps.


VOICE AND STYLE GUIDE
  Tone
Confident but not arrogant. Warm but direct. Like talking to a smart friend who happens to know a lot about running companies. Avoid corporate speak, but do not be overly casual either. This is founder-to-founder conversation at a professional level.
  Sentence Structure
Mix short and medium sentences. Short sentences for emphasis. Longer ones when you need to explain something or build a thought. Avoid very long sentences that require the reader to hold too many ideas at once.
  Words to Avoid
1. Leverage (use 'use' instead)
1. Optimize (use 'improve' or 'fix')
1. Solutions (be specific about what the solution is)
1. Synergy
1. Strategic partner
1. Unlock
1. Navigate
1. Journey (unless talking about actual travel)
1. Elevate
1. Robust
1. Seamless
1. Comprehensive
1. Both sides of the table
1. Game-changer
1. Any dollar amounts or revenue figures
1. Em dashes (use commas or periods instead)
  What Makes This Copy Convert
1. Lead with the reader's situation, not features
1. Acknowledge pain specifically and honestly
1. Make the first step feel safe and low-commitment
1. Show credibility through specifics, not claims
1. Create urgency through consequence, not pressure
1. Write like you are talking to one person, not an audience
  Exit Story Guidance
Mention the exit once on the About page. That is enough. The rest of the site should demonstrate expertise through how Mathieu talks about problems and solutions, not by repeatedly pointing back to the credential. Show, do not tell.
