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WHICHEVER ROUTE YOU CHOOSE, BE SURE TO DIFFERENTIATE YOURSELF  
FROM YOUR COMPETITORS. FIND A NICHE AND OWN IT. 

REFERRAL 
NETWORKS
LEVERAGING  

YOUR CONTACTS  
TO GENERATE 

LEADS.

PARTNERSHIPS
ALIGNING 

YOURSELF WITH 
OTHER FIRMS, 

INCLUDING MAJOR 
PLAYERS.

DIRECT  
SALES

CONTACTING 
POTENTIAL LEADS 

DIRECTLY VIA 
PHONE OR EMAIL.

ONLINE 
MARKETING
BUILDING YOUR 

PRESENCE ONLINE 
TO ATTRACT 
CUSTOMERS.

THE  
BUILDING 
BLOCKS 
OF GROWING  
YOUR PRACTICE
SO YOU’VE VENTURED INTO THE 
WORLD OF RUNNING YOUR OWN 
PRACTICE AND WANT TO TAKE 
IT TO THE NEXT LEVEL?  
HERE’S WHAT YOU NEED  
TO KNOW TO SUCCEED.

OF AUSTRALIANS OBTAIN THEIR 
WEALTH MANAGEMENT PRODUCTS 
THROUGH A PROFESSIONAL ADVISER –  
AND 7% OF MILLENNIALS. 

WANT TO KEEP ONE STEP AHEAD? SIGN UP FOR COMMSEC 
ADVISER SERVICES MONTHLY EMPOWERED ENEWSLETTER, 
FULL OF INSIGHTS AND TIPS TO HELP YOU IN YOUR DAY-TO-DAY.

SOURCES: http://www.roymorgan.com/findings/7605-who-uses-financial-advice-professionals-201805250240

The information in this infographic has been prepared without taking account of your objectives, financial situation or needs. Because of this, 
you should consider its appropriateness, having regard to your objectives, financial situation and needs and, if necessary, seek appropriate 
professional advice. If a Product Disclosure Statement is available in relation to a particular financial product, you should obtain and consider 
that Product Disclosure Statement before making any decisions about whether to acquire the financial product. Any securities or prices used 
in the examples on this website are for illustrative purposes only and should not be considered as a recommendation to buy, sell or hold. 
Past performance is not indicative of future performance. Articles featured on the Empowered website do not represent an endorsement or 
recommendation in regard to any particular matter, company, product or service discussed. Australian Investment Exchange Limited (AUSIEX) 
and its related entities do not accept any liability for losses relating to this material. This material does not represent advice and must not be 
relied upon as advice. Articles on Empowered are neither a summary nor an exhaustive statement on any matter.

This site is directed and available to and for the benefit of Australian residents only. Share trading is a service provided by Australian 
Investment Exchange Ltd (AUSIEX or Participant) ABN 71 076 515 930 AFSL 241400, a participant of the ASX Group and Chi-X Australia. 
The Accelerator Cash Account is a deposit product issued by CBA and administered by AUSIEX under the CAS brand. Lending products 
under the CAS brand are provided by CBA. Investment loans are administered by its wholly owned but non-guaranteed subsidiary 
Commonwealth Securities Limited (CommSec) ABN 60 067 254 399 AFSL 238814, a participant of the ASX Group and Chi-X Australia.

A MARKET 
OPPORTUNITY

CONVERTING AND  
RETAINING CLIENTS

THE PATH 
TO GROWTH

MANAGING YOUR RESOURCES
ATTRACTING AND SERVICING CLIENTS IS ONE THING BUT TO BUILD  
A THRIVING PRACTICE YOU NEED TO GET YOUR HOUSE IN ORDER. 

STAY ON THE FRONT FOOT

SIGN UP  

17% 

ONCE YOU’VE GOT A POTENTIAL CLIENT’S INTEREST, THE CHALLENGE IS THREEFOLD:

THE KEY TO SUCCESS: 
FOCUS ON YOUR CLIENT AND PROVIDE A SERVICE THAT CATERS 
TO THEIR NEEDS. ONLY EVER PROVIDE APPROPRIATE ADVICE, 
DEMONSTRATE TO THEM HOW THEY’RE GETTING VALUE FROM 
THE RELATIONSHIP AND TAKE THEM ON A JOURNEY WITH YOU.

CONVERSION

SERVICING

RETENTION

THAT MEANS EFFECTIVELY MANAGING:

HUMAN RESOURCES
TO SUCCESSFULLY GROW, 

YOUR FIRM NEEDS TO 
OFFER BOTH GREAT 

TECHNICAL ADVICE AND 
AN EXCELLENT CLIENT 
EXPERIENCE. YOU NEED 

THE RIGHT MIX OF TALENT 
TO ACHIEVE THIS.

TECHNOLOGY
STAY ON TOP OF 

TECHNOLOGICAL TRENDS 
TO UNCOVER NEW WAYS 
TO GIVE YOUR BUSINESS 

AN EDGE.

EXPENSES
JUST LIKE YOU TELL YOUR 

CLIENTS: DON’T SPEND 
MORE THAN YOU HAVE.

GENERATING LEADS
THERE ARE FOUR MAIN WAYS TO ATTRACT CLIENTS IN TODAY’S MARKET:

THE BIGGEST CHALLENGE 
FOR US IS DELIVERING 
AN ADVICE JOURNEY FOR 
OUR CLIENTS THAT IS 
PARTICULARLY DIFFERENT. 
WE DON’T WANT TO ASSUME 
WHAT OUR CLIENTS WANT.
GLEN HARE, CO-FOUNDER OF FOX  
& HARE FINANCIAL ADVICE
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THERE IS AN 
OPPORTUNITY FOR 
FIRMS TO GROW  
THE ADVICE MARKET.

http://www.investing.commsecadviserservices.com.au/empowered/newsletter-sign-up/

