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InfusionOS System Overview
How the coordinated growth and client acquisition system supports advisory professionals

The role of InfusionOS
InfusionOS is a growth and client acquisition operating system for advisory professionals. It combines advisor-
specific educational offers, prospect engagement paths, automated permission-based follow-up, opportunity 
tracking, and practical reporting. It is not a substitute for the advisor’s relationships, professional expertise, or 
compliance oversight.

How the components work together
The system connects educational engagement with the advisor’s day-to-day development activities. A business 
owner can encounter an approved resource, choose to engage, and move into a structured follow-up path, while 
the advisor sees relevant contacts and opportunities and determines appropriate next steps.

System component → Purpose
Area Advisor application
My Digital Assets Advisor-branded lead magnets, promotional graphics, 

assessments, approved landing-page links, and discovery-call 
booking links for use after firm compliance approval.

Landing pages & forms Provide distinct calls to action to request resources, complete 
an assessment, or request a conversation.

Assessments Give business owners a structured opportunity to reflect on 
readiness and provide context for an advisor conversation.

Permission-based nurture Provide educational continuity when a contact has 
authorized automated follow-up. An added or imported 
contact is not automatically authorized.

Business Owner Opportunity pipeline Track the prospect’s progression from a digital action or 
booked call through advisor-managed post-call outcomes.

Conversations & Contacts Preserve relationship context, authorized email 
conversations, contact details, notes, and tasks.

Calendars & appointment messaging Support discovery-call booking, reminders, and appropriate 
rescheduling processes.

Dashboard & reporting Help the advisor monitor activity and identify follow-up 
priorities. Metrics are informational, not guaranteed results.

Illustrative business owner journey
A business owner receives a link to an approved educational guide, requests the guide, and is recorded as a 
contact. The engagement may create or update a business owner opportunity. If the owner completes an 
assessment or schedules a discovery call, the system can record that further activity and deliver configured 
appointment communications. Following the actual conversation, the advisor evaluates the result and manually 
updates the opportunity status.
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Where personal advisor involvement is essential
Automated processes cannot judge personal readiness, establish trust, or decide whether an engagement is 
suitable. The advisor reviews assessment context, prepares for calls, documents meaningful discussion, selects the 
correct post-call pipeline stage, and follows through on commitments. The advisor also decides when a prospect 
has meaningfully reengaged and needs direct attention.

Boundaries and important safeguards
 InfusionOS is not a mass-email or unsolicited outreach platform. Email activity must be appropriately 

authorized.
 Contacts created individually or imported in bulk never default to Nurture Permission set to Yes. The advisor 

must verify authorization before setting it to Yes.
 Prospect-facing digital assets are supplied in non-editable formats to maintain approved content integrity.
 Content designed with regulatory considerations in mind is not automatically approved by an advisor’s firm. 

Obtain firm compliance approval before use.
 If a compliance objection arises, do not use the affected asset until revisions and approval are completed.
 For InfusionOS-assisted social posting, the advisor must confirm approval in writing to 

support@infusionos.com for the specified materials before scheduling or publication.

Three places to find help and resources
Training Center explains how to operate the platform. Advisor Resources provides professional education, 
strategy, methodology, and internal worksheets. My Digital Assets contains the materials and links branded for the 
individual advisor’s practice. These resource areas serve different purposes and should not be confused.

What success looks like operationally
Look for improved consistency: clear ways for owners to engage, accurate contact and opportunity records, timely 
conversations, intentional follow-up, and informed professional judgments. The system supports those behaviors; 
it does not promise a fixed number of leads, meetings, clients, or revenue.

Questions or administrator-managed requests:  Email support@infusionos.com. Standard support is email-
based; allow up to two business days for a response.
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