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Practice Management
How do you take a new business from no clients to 67 in 13
months? Scott Dawkins of Griffin Financial Services did it simply
by applying the basics of managing referral sources. Elixir
Consulting’s Stewart Bell shares this success story…

How To Go From 0 To 67
Clients In 13 Months
I first met Scott 13 months ago. He
was fresh back from a very successful
advising stint in the UK, ready to set up
a new business in Sydney.
Over lunch, he described the business
he would build with absolute clarity;
from the types of clients he would take
on (he’d target Aussies returning from
the UK, British expats in Australia and
young accumulator professionals and
business owners), to the timeline for
recruiting staff.
Nine months later we explored his
progress. I was left with the sense of
someone who knew the plan, had not
been diverted from the vision of his
ideal business, and was getting on with
doing it. He was on-track and clearly
making himself accountable for his
success.
We met again recently, and I was
interested to know how many clients he
now had.
“67”, he said.
67? In 13 months? In a market where
many businesses had expressed
difficulty attracting new business? I
wanted to know what he thought he was
doing differently to achieve success.
“I’ve just stuck to the basics,” he said,
in that ‘doesn’t-everyone-do-this’ tone
that those who find something easy
often use.
I delved deeper: “How many of those
clients are the types you said you
wanted when we first met?”
“Around sixty of them,” he replied.
“Thing is, because I’ve spent my time
focusing on building relationships
with the clients I want most and the
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businesses who service them, they’ve
tended to send people exactly like
themselves along to meet me.”
“What kind of businesses have you
targeted?”
“I’ve established strong relationships
with an accounting firm and a mortgage
broker, and I’ve just returned from a
two-day offsite planning retreat with a
large finance broking firm.”
“Congratulations! Sounds like you’re
going great guns!”
“Thanks. I’ve not done anything special
though; just stuck to the basics.”
Often, in the fog of compliance and
administration that comes with running
an advice business in today’s industry,
it’s easy to lose sight of activities that
build businesses - the things that really
make referral partners and clients more
inclined to send others to speak to you.
Speak to anyone who has been advising
for long enough (particularly those
with a focus on risk) and they’ll tell you
- how you do it is just as important as
what you do.
In Scott’s case, the basics have been:
1. Managing relationships –
Scott’s pre-Christmas period was
a busy one, as he scheduled time
in his diary to spend with those
who’d given him referrals, clients
and partners, including drinks and
the odd dinner or two. He ran a
Christmas drinks event for his top
20 clients, which was well attended
and didn’t require him to put his
card behind the bar. It’s human
nature to enjoy dealing with those
we also enjoy spending time with.
Conversely, if you don’t invest time
cultivating and demonstrating that
you value the relationship, you
leave it to chance.

2. Communication – We all know
about the importance of followup, yet it’s still inconsistently
executed in many businesses.
I had the personal experience
of referring a friend, who’d just
sold his technology business, to a
planner I thought could help. Not
only did I never hear anything
beyond that initial ‘thanks’ email,
the planner also completely failed
to follow-up my friend, who took
his multi-million dollar investment
elsewhere. Compare that to the
process Scott follows:
– Thank the referral source
–

Call the referral (do not email)

–

If there is an opportunity to
help, arrange a face to face
appointment

–

Update the referral source
about progress, and thank them
again

–

Meet with the referral and
discuss whether there is an
opportunity to create value

–

Appraise your referral source of
the outcome, thank them again,
and ask for another referral!

Established businesses out there may
be thinking, “Where would I find the
time to do that?” However, with the
recent AFA White Paper ‘Pathways
to Excellence’ showing not only that
referrals are the most effective way
to grow a business, but also that a
referral from a trusted source usually
encourages clients to forego ‘shopping
around’, the real question is: is there
time not to?
Stewart Bell is a Business Coach with Elixir
Consulting, elixirconsulting.com.au and
enjoys meeting ambitious people. Find out
more about Scott and Griffin Financial
Services at griffinfinancialservices.com.au

