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Copyright
The Accredited Investor Acquisition System (AIAS), Version 3.0. Copyright © 2026 Capital Sourcing Partners.  
All rights reserved.

AIAS®,  Accredited  Investor  Acquisition  System™,  Investor  Acquisition  Vehicle  (IAV),  Acquisition  Capital 
Indicators (ACIs), and associated frameworks, methodologies, terminology, diagrams, and intellectual property 
are proprietary to Capital Sourcing Partners.

This public white paper explains the philosophy, management architecture, and executive logic of AIAS. It  
intentionally does not disclose proprietary scoring logic, internal thresholds, controlled formulas, qualification 
rules, routing logic, automation sequences, attribution mechanics, or implementation procedures.

Disclaimer
This  publication has  been prepared solely  for  educational,  informational,  and research purposes.  Nothing 
contained in it constitutes an offer to sell, a solicitation of an offer to buy, or a recommendation to purchase or 
invest in any security, investment product, fund, or financial instrument.

This publication does not  constitute legal,  tax,  accounting,  investment,  regulatory,  securities,  valuation,  or 
other  professional  advice.  Organizations  should  consult  qualified  professionals  regarding  their  specific 
circumstances.

No framework, assessment, indicator, scenario, projection, recommendation, or course of action described in 
this  publication  guarantees  capital  raised,  investor  participation,  investment  returns,  organizational 
performance, or future results.
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Executive Summary
Capital raising is usually judged by visible outcomes: leads generated, meetings booked, commitments made, 
and dollars  funded.  Those outcomes matter.  But  they do not,  by  themselves,  tell  leadership  whether  the 
organization is becoming better at capital formation.

A fund can raise capital and still weaken the system that produced it. It can spend heavily, depend on one  
channel, lose relationship history, fail to preserve investor intelligence, outsource critical knowledge, and enter 
the next raise with little more capability than it had before. The money can be real while the management  
picture remains incomplete.

The central management question is not only, “How much capital did we raise?” It is also, “What did we build  
while raising it?”

The Accredited Investor Acquisition System (AIAS) was created by Capital Sourcing Partners to answer that 
larger question. AIAS is CSP's proprietary business process management framework for creating, operating, 
measuring, governing, auditing, and improving accredited-investor acquisition capability.

Its practical operating expression is the Investor Acquisition Vehicle (IAV): the integrated system through which 
leadership, marketing, sales, investor relations, operations, content, technology, data, governance, and related 
capabilities  are  coordinated  to  develop  and  manage  qualified  investor  relationships  and  support  capital  
formation.

Version 3.0 advances the framework beyond the campaign-centered and even function-centered view of  
investor acquisition. It establishes a management architecture in which capital raised is an outcome, while the 
enduring capability  to  acquire,  develop,  retain,  and expand qualified investor  relationships is  treated as a 
strategic organizational asset.

That shift changes how capital formation is designed and governed. Capital-formation spending is no longer 
viewed only as an expense attached to the current raise. Properly managed, it is also an investment in durable 
organizational  value:  relationships,  data,  intelligence,  trust,  education,  authority,  reputation,  content, 
knowledge, networks, and other forms of Acquisition Capital that can strengthen future raises.

AIAS therefore asks leadership to evaluate two outputs at the same time: current-period capital formation and 
the residual capability created through the process. This is the foundation of Capital Efficiency: the ability to 
convert  capital-formation investment  into both present investor  participation and stronger future investor-
acquisition capability.

Version 3.0 also formalizes a clearer executive measurement architecture. AIAS does not confuse activity with 
evidence,  evidence  with  measurement,  measurement  with  assessment,  or  assessment  with  a  score.  It  
organizes information so that executives can move from governed evidence to measurement, assessment,  
indicators, insight, recommendations, and accountable courses of action.

At the executive level, six primary Acquisition Capital Indicators (ACIs) organize the condition of the system:  
IAV Health,  Investor Relationships, Capital  Formation, Capital  Efficiency, Acquisition Capital,  and Marketing 
Equity.  Above  them  sits  Capital-Formation  Capability,  a  higher-order  assessment  of  the  organization's 
demonstrated and supportable ability to develop and manage qualified investor relationships and produce 
sustainable capital-formation outcomes across time.

PART I. THE MANAGEMENT PROBLEM

Before an organization can improve investor acquisition, leadership must first define what is actually being 
managed.

This methodology-aligned publication reconciles Version 3.0 to the locked seven-phase operating framework 
and the current Architecture C treatment of Acquisition Capital, Marketing Capital, and Marketing Equity.



A I A S   ·   Accredited Investor Acquisition System                                                     Version 3.0

Capital Sourcing Partners                                                         Page 5 of 17

FIGURE 1. AIAS High-Level Architecture

PART I · 1

The Numbers Can Be Right and the Decision Still Wrong
In Moneyball, the breakthrough was not that baseball suddenly discovered statistics. Baseball had always had 
statistics. The breakthrough was recognizing that many of the statistics people trusted were not measuring the 
things that most reliably explained winning.

The same management error appears in capital formation. Organizations can possess accurate dashboards 
and still misunderstand performance because the dashboard is centered on what is easy to count rather than 
on the economic and operational objects that leadership actually needs to manage.

Clicks can be counted. Leads can be counted. Meetings can be counted. Capital raised can be counted. But a  
management system must go further. It must distinguish between activity, relationship quality, system health, 
economic efficiency, accumulated organizational value, and the capability those elements create together.

Information becomes intelligence only when it helps leadership answer a consequential management question.

This is  why AIAS begins with the object  of  measurement.  If  the wrong object  is  measured, more precise 
reporting does not solve the problem. It simply produces greater confidence in an incomplete picture.

The purpose of measurement is not to create more reports. The purpose is to improve management decisions.  
That requires evidence, definitions, traceability, interpretation, and a willingness to revise assumptions when 
the evidence does not support them.

PART I · 2

The Category Error in Capital Raising
Investor acquisition is frequently treated as a marketing problem because marketing is often the most visible 
source of new investor attention. That framing is too narrow.

Marketing may create discovery. Sales may conduct conversations. Investor relations may support diligence 
and communication. Leadership may shape the offering and narrative. Technology may preserve records and 
automate workflows. Data may reveal patterns. Operations may govern handoffs. Professional relationships 
may  introduce  investors.  Events  may  create  trust.  Existing  investors  may  create  repeat  participation  and 
referrals.

None of these functions is investor acquisition by itself. Investor acquisition is the managed capability that 
coordinates them.
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When leadership mistakes one function for the whole system, predictable problems follow: teams optimize 
locally,  vendors  are  judged  without  shared  definitions,  attribution  becomes  political,  relationships  are 
fragmented, and performance is interpreted through whichever department owns the report.

PART I · 3

The Real Asset Is Capital-Formation Capability
Capital  raised is essential,  but it  is  an outcome. Outcomes can be temporary.  Capability is  what gives an 
organization a repeatable ability to produce outcomes across changing funds, markets, channels, teams, and 
investor conditions.

A capable organization does not merely know how much capital was raised. It can explain where qualified 
relationships came from, how they developed, what friction slowed them, which evidence supported decisions, 
what the organization learned, what assets were created, and how those assets can improve future capital  
formation.

That capability is not static. It can strengthen or deteriorate. It depends on the condition and interaction of the 
Investor  Acquisition  Vehicle,  investor  relationships,  capital-formation  performance,  Capital  Efficiency, 
Acquisition Capital, and Marketing Equity.

This is why AIAS treats Capital-Formation Capability as a higher-order management assessment rather than as 
a simple campaign result.  It  asks whether the organization can support its conclusions with evidence and  
whether the system is becoming more durable over time.

PART II. THE AIAS ARCHITECTURE

AIAS provides the management framework; the IAV is the operating system through which the framework is 
expressed.

PART I · 4

What AIAS Is - and Is Not
AIAS  means  Accredited  Investor  Acquisition  System.  It  is  a  proprietary  business  process  management 
framework developed, owned, governed, and implemented by Capital Sourcing Partners.

AIAS provides a structured way to create, operate, measure, govern, audit, and improve the organizational  
capability through which accredited-investor relationships are acquired, developed, retained, and expanded.

AIAS is not an advertising campaign. It is not a CRM. It is not a funnel, a dashboard, an automation platform, a  
sales script, a lead-generation service, or a collection of software tools. Those components may operate within  
an AIAS-managed environment, but none of them is the system itself.

The distinction matters because tools  change.  Channels  change.  Teams change.  Technologies change.  A 
management framework must remain useful across those changes.

PART I · 5

The Investor Acquisition Vehicle
The Investor Acquisition Vehicle is the practical operating expression of AIAS. It coordinates the leadership, 
marketing, sales, investor relations, operations, content, technology, data, governance, and related capabilities  
required to develop and manage qualified investor relationships and support capital formation.

Every organization actively engaged in capital raising functionally possesses an Investor Acquisition Vehicle,  
whether deliberately designed or not. The question is not whether an IAV exists. The question is whether it is 
healthy, integrated, governed, measurable, and capable of improving.

An unmanaged IAV may still raise capital. It may depend on founder relationships, a strong market cycle, a  
single  placement  source,  a  productive  advertising  channel,  a  charismatic  salesperson,  or  a  concentrated 
investor base. But dependency is not the same as capability.
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AIAS makes the IAV visible as a management object. Once visible, it can be assessed, governed, strengthened,  
and  protected  from  the  fragmentation  that  occurs  when  teams  and  vendors  operate  without  a  shared 
architecture.

FIGURE. The Investor Acquisition Vehicle

PART I · 6

Qualified Investor Relationships as a Managed Asset
Investor acquisition does not end when a name enters a database. The durable object is the qualified investor 
relationship: a relationship whose relevance, qualification, context, history, engagement, and progression can 
be understood and managed over time.

This  relationship  perspective  changes  the  economics  of  acquisition.  A  relationship  may  contribute  to  the 
current raise, a later raise, repeat investment, cross-fund participation, referrals, professional introductions, 
feedback, reputation, or market intelligence. Its value is not necessarily exhausted by one transaction.

AIAS therefore rejects a purely transactional model in which an investor is treated as a lead until funded and 
then disappears into a separate system. The relationship persists. The organization's responsibility to govern 
information, communication, experience, and appropriate follow-up persists with it.

This  does  not  mean  every  relationship  has  equal  value  or  should  receive  identical  treatment.  It  means 
leadership  should  manage relationship  development  intentionally  rather  than allowing it  to  be  fragmented 
across inboxes, spreadsheets, personal memory, and disconnected systems.

PART III. THE ECONOMICS OF CAPABILITY

Capital-formation activity has an immediate objective and a residual economic consequence.

PART II

The Seven-Phase AIAS Operating Framework
AIAS  operates  through  seven  connected  phases,  Phase  0  through  Phase  6.  Phase  5  is  Continuous  
Optimization.  Capital  conversion  is  an  outcome measured  across  the  system,  not  a  standalone  operating 
phase.
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FIGURE. The Seven-Phase AIAS Operating Framework

Phase Name Public Purpose

0 Fund Discovery and Strategy
Understand the fund before investor-
acquisition activity begins.

1 Investor Acquisition
Create credible introductions and develop 
qualified investor relationships.

2 Intelligent Investor Qualification
Understand the investor while preserving 
current and future relationship 
opportunities.

3 Adaptive Investor Journey
Guide investors according to trust, interest, 
readiness, confidence, and context.

4 Sales Enablement
Support better investor conversations with 
coordinated context and human judgment.

5 Continuous Optimization
Use governed evidence and behavior to 
improve the full IAV over time.

6 Investor Relationship and Retention
Continue earning trust after capital is 
committed through communication and 
relationship continuity.

Capital Formation Is an Investment
Every dollar a fund spends to acquire, educate, engage, develop, retain, or reactivate investor relationships  
should be understood as a capital-formation investment.

That investment can include marketing, investor education, content, relationship development, advisor and 
intermediary  engagement,  events,  technology,  CRM infrastructure,  data  management,  sales  and  investor-
relations operations, communications, governance, and measurement.

The immediate objective is clear: create and develop the investor relationships required to support capital 
formation. But the long-term objective is equally important: ensure that capital-formation activity leaves the 
organization stronger than it was before.

A raise should produce two outputs: capital formation now and stronger investor-acquisition capability later.
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In a pay-and-hope model, money is spent on campaigns, vendors, events, and activity with limited ability to  
determine what was built, what was learned, what should be retained, or whether the next raise will be more 
efficient.

In  an  AIAS-managed  IAV,  capital-formation  investment  is  governed,  measured,  reviewed,  and  improved. 
Investor interactions, educational assets,  relationship history, data, operating knowledge, and management 
decisions can become durable inputs to future performance.

FIGURE. Capital Formation Is an Investment

Acquisition Capital and the Compounding Effect
AIAS uses the term Acquisition Capital to describe accumulated organizational value and capability developed, 
preserved, or strengthened through disciplined investor acquisition and capable of contributing to current or 
future relationship development and capital formation.

Acquisition Capital is not a single asset and should not be forced into a universal hierarchy. It is a network 
interaction architecture: forms of organizational capital can reinforce, depend upon, transform, and compound 
through one another.

The strategic importance of this architecture is compounding.  Better data can improve intelligence. Better 
intelligence  can  improve  communication.  Better  communication  can  strengthen  trust.  Stronger  trust  can 
deepen relationships. Deeper relationships can improve retention, repeat participation, referrals, and future 
discovery. The system becomes more capable because the organization preserves what it creates.

Current  methodology recognizes fourteen elemental  Acquisition  Capital  forms:  Attention,  Authority,  Brand, 
Communication,  Content,  Data,  Educational,  Intellectual,  Intelligence,  Knowledge,  Network,  Relationship, 
Reputation, and Trust Capital. Marketing Capital is a canonical derived capital view, not a fifteenth elemental 
form. Capital Efficiency is not an Acquisition Capital form.
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FIGURE. Acquisition Capital and the Compounding Effect

Capital Efficiency and Cost of Acquiring Capital
Capital Efficiency is the organization's ability to convert capital-formation investment into both current investor 
participation and stronger future investor-acquisition capability.

This concept is broader than simply lowering a cost-per-lead or reducing a marketing budget. Cost reduction  
can  be  achieved  by  doing  less.  Capital  Efficiency  improves  when  the  organization  becomes  better  at 
converting resources into durable, supportable value.

AIAS also distinguishes Cost of Acquiring Capital from the broader Cost of Capital. Cost of Capital concerns 
the economic price and expectations attached to capital. Cost of Acquiring Capital concerns the resources 
required to create, develop, and convert the investor relationships that produce funded capital.

The distinction allows leadership to ask a better question: not merely whether acquisition costs are high or low,  
but whether those costs are creating current capital formation and residual capability that can improve the 
economics of future raises.

PART IV. EVIDENCE, MEASUREMENT, AND EXECUTIVE INTELLIGENCE

The purpose of measurement is not reporting. It is better management.

Current  methodology  treats  Marketing  Investment  and  other  deployed  organizational  resources  as  input 
objects. Marketing Capital may appear as accumulated capability context, not as the deployed-cost object.  
Capital  Efficiency  remains  multi-dimensional  across  cost,  capital  production,  time,  relationship  utilization, 
Acquisition Capital utilization, and future capability preservation.

Measure the Object That Actually Matters
Management performance improves when the organization measures the economic and operational objects 
that  actually  drive  the  desired  outcome  rather  than  relying  primarily  on  convenient  activity  measures  or  
inherited industry proxies.

For AIAS, important management objects include qualified investor relationships, recognized capital acquired, 
Cost of Acquiring Capital, Relationship Capital, Acquisition Capital, Marketing Equity, Capital Efficiency, IAV 
Health, and Capital-Formation Capability.

This  does not  make conventional  operating metrics irrelevant.  Activity  measures remain useful.  The error 
occurs when they are promoted beyond what they can support.
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A lead metric can describe lead production. It cannot, by itself, establish relationship quality. A meeting count  
can describe scheduled conversations. It cannot, by itself, establish IAV Health. Capital raised can establish an 
outcome. It cannot, by itself, establish whether the underlying system is durable.

The discipline is not to stop measuring activity. It is to stop mistaking activity for the whole truth.

From Evidence to Management Action
AIAS separates the stages of the data-to-decision process because each stage answers a different question.

The distinction between assessment and score is  important.  Not  every meaningful  assessment should be 
converted into a number. A score is a governed representation used only where it adds decision value and can  
be supported by defined evidence and methodology.

Likewise, evidence is not merely something collected after measurement. Evidence can exist before a formal  
measurement and can also be created by measurement. AIAS treats evidence and measurement as related but  
distinct disciplines.

This architecture is designed to protect leadership from false precision. A clean number is not automatically a 
strong conclusion. Evidence quality, definition quality, attribution, and confidence all matter.

FIGURE. From Evidence to Management Action

The Six Acquisition Capital Indicators
AIAS organizes executive-level assessment around six primary Acquisition Capital Indicators. These ACIs are 
not campaign KPIs. They are management indicators designed to help leadership evaluate the condition and 
interaction of the system that supports capital formation.

The six ACIs create a common executive language without exposing the controlled measurement mechanics 
that sit  beneath them. Their  purpose is to focus management attention on the objects that matter,  not to  
publish CSP's proprietary scoring system.

A KPI may tell a team whether a specific activity is performing against an operational target. An ACI helps 
leadership  understand  the  condition  of  a  broader  management  object.  The  two  are  complementary,  not 
interchangeable.
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FIGURE. The Six Acquisition Capital Indicators

ACI Management Object Executive Question

ACI-01 IAV Health
Is the IAV healthy, integrated, governed, 
and operationally ready?

ACI-02 Investor Relationships
Are qualified relationships being developed, 
preserved, and advanced effectively?

ACI-03 Capital Formation
Is the organization producing supportable 
capital-formation progress and outcomes?

ACI-04 Capital Efficiency
How effectively are deployed resources 
producing current participation and stronger 
future capability?

ACI-05 Acquisition Capital
What durable organizational value and 
strategic advantage are being created and 
preserved?

ACI-06 Marketing Equity
What durable reusable marketing-related 
value remains after the activity or 
expenditure that helped create it?

Capital-Formation Capability
Above the six ACIs sits Capital-Formation Capability: the organization's demonstrated and supportable ability 
to develop and manage qualified investor relationships and produce sustainable capital-formation outcomes 
across  time,  supported  by  the  condition  and  interaction  of  its  Investor  Acquisition  Vehicle,  investor 
relationships, capital-formation performance, Capital Efficiency, Acquisition Capital, and Marketing Equity.

Capital-Formation Capability is not a simple arithmetic average of the six ACIs. Averages can hide critical  
weaknesses.  A  severe  governance  failure,  poor  evidence  quality,  a  broken  relationship  system,  or  an 
unsustainable economic dependency may require executive attention even when other areas appear strong.

For  that  reason,  AIAS  treats  evidence  confidence  and  material  overrides  as  essential  to  higher-order 
assessment.  Leadership should know not  only  what  the assessment  says,  but  how strongly  the available  
evidence supports it.

PART V. GOVERNANCE AND CONTINUOUS IMPROVEMENT

A system becomes durable when evidence is connected to accountability, learning, and action.
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Governance Before Optimization
Optimization without governance can make a fragmented system move faster in the wrong direction. AIAS  
therefore places governance before continuous improvement.

Governance establishes definitions, ownership, evidence requirements, decision rights, accountability, change 
control, and review discipline. It allows teams and vendors to operate from the same management language 
rather than optimizing against competing interpretations.

This  is  particularly  important  in  capital  formation  because  the  investor  journey  crosses  organizational  
boundaries. Marketing may create discovery, sales may conduct initial conversations, investor relations may 
manage diligence,  leadership  may  join  key  relationships,  legal  and  compliance  professionals  may govern 
required  processes,  and  technology  may  hold  the  record.  Without  governed  handoffs,  the  investor  
experiences the seams.

AIAS treats those seams as management issues. A handoff that loses context is not merely an operational  
inconvenience.  It  can  reduce  trust,  distort  attribution,  weaken  evidence,  and  make  future  management 
decisions less reliable.

The Adaptive Investor Journey
The investor journey should not  be understood as a rigid funnel  in  which every qualified investor moves  
through identical steps at identical speed.

Investors  enter  with  different  levels  of  familiarity,  liquidity,  timing,  experience,  trust,  diligence  needs,  
professional advice, and decision processes. A governed system therefore needs structure without pretending 
that relationships are mechanically uniform.

AIAS  uses  an  adaptive  investor-journey  perspective:  the  organization  defines  stages,  evidence, 
responsibilities, and appropriate next actions while preserving the ability to respond to the actual condition of 
the relationship.

This approach supports better investor experience because the system can preserve context. The organization 
does not need to repeatedly rediscover what the investor already communicated. Education can be relevant. 
Follow-up can be appropriate. Leadership can see why a relationship is progressing, pausing, or disengaging.

Channel-Neutral by Design
AIAS does not require digital advertising. Every fund receives the AIAS framework, but no fund should receive 
the same channel configuration by default.

A digital-led organization may depend heavily on paid media, search, content, landing pages, and automated 
nurture.  A  relationship-led  organization  may rely  on existing  investors,  referrals,  executive  networks,  and 
repeat participation. An advisor-led model may depend on RIAs, wealth managers, CPAs, attorneys, family 
offices,  or  strategic  partners.  Other  organizations may be event-led,  placement-agent-led,  institutional,  or 
hybrid.

The management problem is the same: how are relationships discovered, developed, attributed, governed, 
measured, and preserved across channels?
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FIGURE. Channel-Neutral by Design

The Compounding Organization
The strongest  long-term implication of  AIAS is  that  capital  formation  can become cumulative  rather  than 
episodic.

An episodic organization finishes a raise and resets. Campaigns stop. Teams change. data becomes stale.  
Relationships become scattered. Learning remains in individual memory. The next raise begins with another  
round of rebuilding.

A compounding organization preserves what it learns and what it creates. Relationship history survives. Data 
improves. Educational assets remain reusable. Objections become intelligence. Content accumulates. Trust 
deepens. Networks expand. Governance becomes more mature. Future teams inherit a stronger system.

This does not mean every future raise becomes cheaper, faster, or easier. Markets change. Offerings differ.  
Investor preferences evolve. Execution varies. AIAS does not convert uncertainty into certainty.

It  does,  however,  give  leadership  a  disciplined  way  to  avoid  unnecessary  reinvention  and  to  distinguish 
between money spent and capability built.

The objective is not to make fundraising predictable. The objective is to make the organization increasingly 
capable of managing the uncertainty inherent in capital formation.
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FIGURE. The Compounding Organization

Conclusion: Better Capital Formation Begins With Better 
Management
The capital-raising industry has no shortage of activity. It has marketing platforms, CRM systems, advertising 
channels,  investor  events,  placement  relationships,  sales  processes,  reporting  tools,  automation,  artificial 
intelligence, and an expanding ecosystem of specialists.

The management challenge is not access to activity. It is integration.

Leadership needs a way to understand how the pieces work together, what evidence they produce, what 
relationships they create, what economic value remains after the activity ends, and whether the organization is  
becoming more capable over time.

AIAS was developed to provide that framework.

It begins with a category shift: investor acquisition is not merely a marketing function. It is an organizational  
capability.

It  gives that capability an operating expression through the Investor Acquisition Vehicle.  It  treats qualified 
investor relationships as durable management objects. It reframes capital-formation spending as an investment 
that can create both current outcomes and residual Acquisition Capital. It distinguishes activity from evidence,  
measurement from assessment, KPIs from ACIs, and reporting from executive intelligence.

Most importantly, it changes the final question.

Not  only:  How  much  capital  did  we  raise?

But also: What did we build, what did we learn, what became stronger, and what will make the organization 
more capable the next time capital must be formed?

That is the management discipline AIAS is designed to support.

The future of investor acquisition will not be defined solely by better marketing, more automation, or more 
data. It will be shaped by organizations that learn how to govern those capabilities as one integrated system.
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Capital raised is an outcome. The enduring ability to acquire, develop, retain, and expand qualified investor  
relationships is the strategic asset.

Appendix A: Public AIAS Definitions

Term Public Definition

AIAS

Capital Sourcing Partners’ proprietary business process 
management framework for creating, operating, measuring, 
governing, auditing, and improving accredited-investor acquisition 
capability.

Investor Acquisition Vehicle (IAV)

The integrated operating system through which leadership, 
marketing, sales, investor relations, operations, content, 
technology, data, governance, and related capabilities are 
coordinated.

Qualified Investor Relationship
The strategic relationship object managed through AIAS, including 
qualification, context, history, engagement, progression, 
ownership, and appropriate next actions.

Acquisition Capital
Accumulated organizational value, capability, and strategic 
advantage developed, preserved, or strengthened through 
disciplined investor acquisition.

Marketing Investment
Intentional allocation or deployment of organizational financial and 
other resources into marketing and investor-acquisition purposes.

Marketing Capital
A canonical derived view of accumulated reusable marketing-
related assets and capabilities. It is not a fifteenth elemental form.

Marketing Equity
Durable reusable organizational value retained from prior marketing 
and investor-acquisition activity.

Capital Efficiency
A multi-dimensional condition covering cost, capital production, 
time, relationship utilization, Acquisition Capital utilization, and 
future capability preservation.

Capital-Formation Capability

The demonstrated organizational ability to develop, manage, and 
convert qualified investor relationships and supporting resources 
into investment capital while preserving and strengthening future 
capability.

Appendix B: Executive Questions

About AIAS
The Accredited Investor Acquisition System (AIAS) is a proprietary business process management framework 
developed by Capital Sourcing Partners to help organizations create, operate, measure, govern, audit, and 
improve accredited-investor acquisition capability.

AIAS integrates capital-formation objectives, qualified investor relationships, organizational systems, evidence, 
measurement, governance, learning, Acquisition Capital, and Capital Efficiency into a coherent management 
architecture.

Its  purpose  is  not  to  replace  the  professional  disciplines  that  govern  securities,  investment,  legal,  tax, 
accounting,  or  regulatory  matters.  Its  purpose is  to  provide a  disciplined management  framework for  the 
organizational  capability  through  which  investor  relationships  are  developed  and  capital  formation  is 
supported.
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About Capital Sourcing Partners
Capital Sourcing Partners (CSP) is a capital sourcing partner for fund managers, real estate syndicators, capital 
raisers, and other organizations in the private-capital ecosystem. CSP created, owns, governs, and implements 
AIAS and the Investor Acquisition Vehicle framework.


