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Clients Go Through 4 Stages

Understand what stage a client or prospect is in, so you can 
provide the support they need for that phase or their life.  

To retain existing clients and attract new prospects, you need to 
be able to identify what goals and obstacles exist for them in their 
current stage of the lifecycle. 

Emerging
Start Up

Growth
Profit Expansion

Maturity
Profit Stability

Transition
Exit Minded
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Use the LifeCycle to Market Your Firm

Prospects
Most are under-serviced by their current firm because most firms focus 
on compliance. Talk about the Lifecycle so they can begin to question if 
their current CPA really is right for them today.

Client Retention
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about exit, succession, estate issues, etc. it opens the door for 
competitors.   

Referral Partners �t this is a rich space to market into
They need an innovative partner that can help them touch their 
existing clients and attract new prospects. 
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