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Poll Question

What’s your main growth challenge right now?

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



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
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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




Agenda

02.

From Founder
to CEO:

Hunting for organic growth
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Organic growth sources

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

sources

Client-initiated

Client referrals
(client-triggered)

Increased needs

Firm-initiated
Warmer leads Colder leads

Client referrals

(practitioner-triggered) Networking

Increased services Cold lead generation

Professional referral relationships

Existing New

Capacity and Capability Foundation

Ideal Client Foundation

Strictly confidential | © Macquarie Group Limited



Primary Drivers of Capacity and Growth

Our last session in November focused on the Ideal Client, Capacity and Client Referrals
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Firm-initiated
Warmer leads

Client referrals
(practitioner-triggered)

Capacity and Capability Foundation

Ideal Client Foundation



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”

Firm-initiated
Warmer leads Colder leads

Client referrals

N ki
(practitioner-triggered) etworking

Increased services Cold lead generation

Professional referral relationships

Existing New

Ideal Client Foundation
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Sources of today’s information

Over 13 years of consultation and collaboration with leading advice firms

150+ firms 2 MPs High growth “Hunters” 2 leaders
S1m-5100m ~S2m each with 25% growth
13 years $20-540m firm




Nathan’s Story

Personality

Skill

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

Principal

Established $3m
Adviser

$800k

Founder 5400k

S150k



Founder
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Communication and relationship building

Intimacy <}~ Reliability <= Credibility

Trustworthiness —
Self-orientation

Source: The Trust Equation, from “The Trusted Advisor”, David Maister.
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Why didn’t advisers land affluent clients?

Prospects didn’t understand
p I 4%

guidance

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)..



 _Founder
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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

Quiz Question

What is the most powerful driver in building trust?

A: Low self-orientation

Intimacy <= Reliability <= Credibility
Trustworthiness —
Self-orientation



Early growth

Frequency Connectivity Adding value

S400k

Pipeline management
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Lead In

C‘,‘b £9179217 - 46 deals

Contact Made

8% $1,050,200.62 - 57

Needs Defined

63 $137,238.48 - 18 deals

Proposal Made

8% $35,881.90 - 13 deals

Negotiations Started

8% $84,285.67 - 11 deals

11th Hour deal 47 Deal e Anna Hurst deal G £

- Purple Frames Ltz Jus.. Flood Inc
11th Houwr, Marthuzila J d i Flying Whale Inc., Anna
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Bass Industries deal . .
123 Company deal {cop) Birdwatching deal Bad Wolf deal Brandon Hurst deal
Tha Great Cater Parfry e Flaod Inc i . 2 Brandon Hurst o
he Great Cater, Porfry ... « Bad Walf, Emil Baldwin
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2K Games deal

e Prarmns Rilmkalae P

Bass Industries
@ 532000

Cyberdyne Systems

Breandan's 2nd deal

Flood Ing,

® 533000

Breandan Test deal

lenns Mlarka

2 55,000

Chelsea Tucker deal
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: Early Growth
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Resources

The Go-giver by Bob Burg
Million dollar consulting by Alan Weiss

Professional Services Marketing
by Mike Schultz and John Doerr




Established adviser

$800k

Specialisation

Identifies potential Involves Immerses into

e .. ) , Shapes offerin
specialisation network clients’ world P g
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Established Adviser

M
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Resources

Primary drivers of capacity and growth, Macquarie




Poll Question

Are great salespeople born or made?

1. Born
2. Made



Principal

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

S3m

Playing to people’s Strengths

Drive Personality Skill
) S
o{ Q)0
@ O O
Understand intrinsic, Assess and accentuate Assess and
influence extrinsic develop
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: Principal
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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




Culture Data

e Leading by example e White space

e Enablement e Demographics

e Development e Referrals

e Psychological safety e Adviser engagement

Engagement Funnels

Network

Educational events
events

Connectivity
Value delivery
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~ CEO

e
208
Resources

Managing the Professional Services Firm
by David Maister

Scaling Up by Verne Harnish




Quiz Question

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

A: Face time



Hunting for organic growth

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

Client-initiated Firm-initiated

Warmer leads Colder leads

Client referrals Client referrals

(client-triggered) <> (practitioner-triggered) Networking
Increased needs Increased services <> Cold lead generation

Professional referral relationships

Existing New

Capacity and Capability Foundation

Ideal Client Foundation
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@ mACQUARIE

Thank You
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