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Poll Question

What’s your main growth challenge right now?

1. Attracting new clients
2. Capacity to absorb new clients
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Important information

This information is provided by Macquarie Bank Limited ABN 46 008 583 542 AFSL 237502 (Macquarie).

The Macquarie Virtual Adviser Network (VAN) is provided by Macquarie. The provision of VAN, including the contents of this document, do not amount to a 
Financial Product, a Financial Service or involve the giving of General or Financial Product Advice, as those terms are defined in the Corporations Act, 2001 
(Cth).

The material in this presentation has been prepared in good faith with all reasonable care. However, certain parts of this material have been obtained or 
have been based upon information obtained from third parties which may not have been checked or verified. Macquarie does not make any representation 
or warranty that this information is accurate, complete or up to date nor do we accept any obligation to correct or update the information or opinions in it. 
Opinions or recommendations that are expressed are subject to change without notice.

Except to the extent permitted by law, and only to the extent so required, no member of the Macquarie Group makes any warranty in relation to, or accepts 
any responsibility or liability for any loss or damage suffered by any person arising out of or in relation to the material in this presentation. The copyright of 
this presentation remains with Macquarie.  Its contents are to be treated as commercial in confidence and must not be disclosed to third parties without the 
prior written consent of Macquarie.
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Learning outcomes

A copy of the slides will be 
available after the session

Learn real, practical organic growth
tips from leading advice businesses
and practitioners

Hear how advice professionals ranging from a 
day-one Founder to a CEO successfully grow 
organically

Hear case studies covering relationship 
building, communication, networking, lead 
generation, psychology and culture
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The organic
growth map

Agenda

From Founder
to CEO:
Hunting for organic growth

01. 02.
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Organic growth sources

Sustainably uplifting organic growth requires two critical foundational elements and comes from three 
sources

Ideal Client Foundation 

Capacity and Capability Foundation

Firm-initiatedClient-initiated

Client referrals
(client-triggered)

Increased needs

Warmer leads

Client referrals
(practitioner-triggered)

Increased services

Professional referral relationships

Existing                           New

Colder leads

Cold lead generation

Networking
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Primary Drivers of Capacity and Growth

Our last session in November focused on the Ideal Client, Capacity and Client Referrals

Ideal Client Foundation 

Capacity and Capability Foundation

Firm-initiated

Warmer leads

Client referrals
(practitioner-triggered)
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Hunting for Organic Growth

Today we will broaden the growth conversation to include a wider range of sources, that are sometimes 
referred to as “Hunting” 

Ideal Client Foundation 

Firm-initiated

Warmer leads

Client referrals
(practitioner-triggered)

Increased services

Professional referral relationships

Existing                           New

Colder leads

Cold lead generation

Networking
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Sources of today’s information

Over 13 years of consultation and collaboration with leading advice firms 

What can we learn from the experiences of these high
growth businesses?

9Strictly confidential | © Macquarie Group Limited

High growth “Hunters” 2 leaders
with 25% growth

2 MPs
~$2m each

$20-$40m firm

150+ firms
$1m-$100m 

13 years
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Nathan’s Story

Nathan’s story will encompass the insights we’ve
gained from multiple advisers and businesses

10

Drive

Personality

Skill
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Founder
$150k 

Early 
Growth
$400k 

Established 
Adviser
$800k 

Principal
$3m 

CEO
$6m

Nathan’s Trajectory
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$150k

Trustworthiness =
Self-orientation

Intimacy Reliability+ Credibility+

Founder

Source: The Trust Equation, from “The Trusted Advisor”, David Maister.

Lead generation

Communication and relationship building 
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Why didn’t advisers land affluent clients?

86%

Prospects didn’t understand 
guidance 4%

Prospects didn’t
feel understood

Source: Wealth Management: The New Business Model for financial professionals by Russ Alan Prince and Hannah Shaw Grove, published by Penton Media (2003)..



Strictly confidential | © Macquarie Group Limited 14

Founder

Initiatives to consider
Prioritise warm over cold lead generation

Boost your relationship-building capability using The 
Trust Equation

Don’t rely too much on credibility;
strengthen intimacy and client-orientation

Resources 
Ziglar on Selling by Zig Ziglar

The Trust Equation or “The Trusted Advisor” by David 
Maister

Action Plan Marketing by Robert Middleton. 

Free self assessment: https://actionplan.club/free-
stuff/scorecard 

https://actionplan.club/free-stuff/scorecard
https://actionplan.club/free-stuff/scorecard
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Quiz Question

What is the most powerful driver in building trust?

A: Low self-orientation

Trustworthiness =
Self-orientation

Intimacy Reliability+ Credibility+



Strictly confidential | © Macquarie Group Limited 16

$400k

Networking

Pipeline management

Early growth
Adding valueFrequency Connectivity
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Initiatives to consider
Frequency, connectivity and value
drive network strength; prioritise
and diarise these activities

Connect contacts with each other

Start a sales pipeline in a system such
as Pipedrive, or a spreadsheet

Resources 
The Go-giver by Bob Burg

Million dollar consulting by Alan Weiss

Professional Services Marketing
by Mike Schultz and John Doerr

Early Growth
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Identifies potential 
specialisation

Involves 
network

Immerses into 
clients’ world Shapes offering

$800k

Established adviser Ideal client clarity

Specialisation

Bullseye Secondary Non-client



Strictly confidential | © Macquarie Group Limited 19

Established Adviser

Initiatives to consider
Refine your ideal client using tools such
as the Bullseye ideal client tool

Identify potential specialisations for you
to expand based on your strengths
or your clients

Understand your specialised clients better than they 
understand themselves
by immersing yourself in their world

Resources 
Primary drivers of capacity and growth, Macquarie
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Poll Question

Are great salespeople born or made?

1. Born
2. Made
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Principal

Sales KPI #1
Sales KPI #2
Sales KPI #3

“I could hunt, so they can too”

Playing to people’s Strengths

Drive Personality Skill

Understand intrinsic, 
influence extrinsic

Assess and accentuate Assess and 
develop

$3m
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Principal

Initiatives to consider
Map your team members’ will and skill
to win new business and develop their
skills accordingly

Tailor incentives to drive growth behaviours
in ways that align to their will and skill

Resources 
7 traits of successful salespeople, Are top salespeople 
born or made?
by Steve W Martin

The Impact of Big Five Personality Traits on Salespeople’s Performance 
Yakasai and Jan

Personality characteristics that predict effective 
performance of salespeople 
William Verbeke
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Culture and DataCEO

Culture
● Leading by example
● Enablement
● Development
● Psychological safety

Data
● White space
● Demographics
● Referrals
● Adviser engagement

Engagement Funnels

Value delivery

Connectivity

Onboarding

Network
events Educational events

$6m
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Initiatives to consider
Set the culture for growth by leading by example, 
investing in people’s development, and communicating 
your direction and the benefits to all

Use data to identify growth opportunities especially if 
you deliver multiple service lines 

Create systems that reduce reliance on individuals’ 
talents to win new clients

Resources 
Managing the Professional Services Firm
by David Maister

Scaling Up by Verne Harnish

CEO
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Quiz Question

In relation to warm lead generation and networking, what 
indicator did Nathan say is directly correlated to growth 
outcomes?

A: Face time
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Hunting for organic growth

For the mature business, effective hunting includes the integration between these various elements

Ideal Client Foundation 

Capacity and Capability Foundation

Firm-initiatedClient-initiated

Client referrals
(client-triggered)

Increased needs

Warmer leads

Client referrals
(practitioner-triggered)

Increased services

Professional referral relationships

Existing                          New

Colder leads

Cold lead generation

Networking
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Thank You
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