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Growth & Client Acquisition Guide
A practical framework for building a consistent, relationship-centered advisory practice

Why a repeatable growth process matters
Personal introductions and professional referrals remain valuable sources of opportunity. However, when 
development depends entirely on who happens to refer someone this month, even an established practice can 
experience inconsistent new-business activity. A repeatable process broadens visibility, gives interested business 
owners a way to engage, and sustains relationships beyond the initial introduction.

The four stages of sustainable opportunity development
InfusionOS organizes business development into four connected stages. Each stage serves a different purpose and 
works best when the advisor maintains an active personal role.

Attract → Capture → Nurture → Convert
Area Advisor application
ATTRACT Become visible and credible through relevant educational 

content, branded resources, and relationships with referral 
sources. Focus on useful insights, not promises of outcomes.

CAPTURE Provide a clear next step: request an educational resource, 
complete a readiness assessment, or schedule a discovery 
conversation.

NURTURE Continue permission-based educational communication 
when the business owner is interested but not yet ready for 
an engagement. Pair automated content with appropriate 
personal contact.

CONVERT Conduct a meaningful conversation, explore needs and 
readiness, and determine whether an advisory engagement is 
appropriate. Record the outcome and next steps.

Reduce referral dependence without neglecting referral relationships
A sustainable strategy supplements, rather than replaces, a strong referral network. Give attorneys, accountants, 
and other professional contacts educational resources they can share with clients, maintain regular contact, and 
make introductions easier through clear explanations of whom you serve and when a conversation would help.

Advisor practices that support consistent growth
 Clarify the business owner situations and transition questions your practice is best equipped to address.
 Use approved educational resources as an entry point for both owners and professional referral sources.
 Respond promptly when an owner downloads a resource, completes an assessment, or books a call.
 Record meaningful interactions and create follow-up tasks when a personal commitment is made.
 Review opportunities regularly, especially after discovery calls and renewed prospect interest.
 Confirm communication permission before initiating automated nurture or sending individual outreach.
 Secure your firm’s required compliance approval before publishing or distributing IOS-provided assets.
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What to do when an owner is not ready
A business owner may explore options years before a decision. A productive response is not to press for an 
immediate engagement. Document the discussion, establish an appropriate follow-up plan, and offer educational 
information suited to the owner’s stage of readiness. Where authorization exists, InfusionOS nurture workflows 
can help maintain contact; personal conversations remain the advisor’s responsibility.

Simple monthly growth review
Area Advisor application
Sources Which opportunities came from referral relationships, 

educational assets, assessments, or other introductions?
Engagement Which materials attracted meaningful owner interest, rather 

than views alone?
Follow-up Which prospects need a personal response, next 

conversation, or a documented task?
Progression Which discovery conversations led to a next step, longer-term 

nurture, or an engagement?
Quality Which conversations were appropriate for the practice, and 

which were not a good fit?
Guiding principle:  InfusionOS provides the opportunity-development infrastructure. The advisor builds 
trust, exercises professional judgment, and manages the relationship.

Reflection prompts
Where does most of your new business originate today? What happens to an interested owner who is not ready 
for services? Which referral sources understand your ideal owner profile? What follow-up commitments were 
made this week, and where are they recorded?
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