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Disclaimer

This publication has been prepared by Capital Sourcing Partners solely for educational, informational, and
research purposes. It is intended to contribute to the professional understanding of investor acquisition, capital
formation, organizational capability development, and related management practices.

Nothing contained in this publication 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, or other professional advice and
should not be relied upon as such.

The concepts, frameworks, methodologies, terminology, metrics, and management principles described herein
are presented as educational management tools intended to assist organizations in evaluating and improving
investor acquisition capabilities. Organizations should consult qualified legal, tax, accounting, investment, and
regulatory professionals regarding their specific circumstances before making business or investment decisions.

While Capital Sourcing Partners believes the information contained in this publication to be accurate and reliable
as of the date of publication, no representation or warranty, express or implied, is made regarding its
completeness, accuracy, or suitability for any particular purpose. Industry practices, regulatory requirements,
market conditions, and applicable laws may change over time.

References to measurement frameworks, metrics, management methodologies, organizational capabilities, or
operational systems should not be interpreted as guarantees of future performance or investment results. The
successful implementation of any organizational framework depends upon numerous factors unique to each
organization, including leadership, execution, market conditions, regulatory compliance, operational discipline,
and organizational resources.

AIAS®, Accredited Investor Acquisition System™, and associated terminology, methodologies, architectural
models, diagrams, and intellectual property described in this publication are proprietary to Capital Sourcing
Partners and are protected by applicable intellectual property laws.
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Executive Summary

The practice of capital raising has undergone a profound transformation over the past four
decades. Once driven almost exclusively by personal relationships, reputation, and trusted
introductions, investor acquisition has evolved into a complex operating environment shaped by
digital communication, data, technology, analytics, and increasingly sophisticated investor
expectations.

Despite these changes, one principle has remained constant: investors allocate capital to
organizations they trust.

While the methods for reaching investors have evolved dramatically, the fundamental drivers of
investor confidence, relationship development, credibility, and informed decision-making remain
largely unchanged. Modern capital formation therefore requires organizations to integrate
timeless relationship-building principles with disciplined management systems capable of
measuring, governing, and continuously improving investor acquisition performance.

This white paper introduces the Accredited Investor Acquisition System (AIAS), a management
framework developed by Capital Sourcing Partners to help organizations approach investor
acquisition as an organizational capability rather than a collection of isolated marketing or
fundraising activities.

Rather than viewing investor acquisition solely through the lens of marketing performance, AIAS
frames capital formation as a measurable business discipline supported by governance,
operational systems, organizational learning, and evidence-based management.

The framework introduces a common vocabulary, standardized measurement architecture, and
structured management approach designed to help organizations improve investor acquisition
capability, strengthen investor relationships, increase capital efficiency, and create long-term
organizational value.

This publication is intended for fund managers, sponsors, syndicators, private equity firms,
private credit firms, real estate investment organizations, family offices, and executive leaders
seeking a more disciplined approach to investor acquisition and capital formation.

The purpose of this white paper is educational. It establishes the conceptual foundations of AIAS,
introduces its core principles, and provides a framework for understanding investor acquisition as
a repeatable organizational capability that can be measured, governed, and continuously
improved over time.

Capital Sourcing Partners Page 5052
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The Evolution of Capital Raising

For generations, capital raising was fundamentally a relationship-driven discipline. Success
depended on reputation, trust, credibility, and the ability to cultivate long-term investor
relationships through personal interaction. Investment opportunities were introduced through
trusted networks, professional referrals, conferences, and face-to-face conversations.
Technology played only a limited role, and the quality of a capital raiser's relationships often
determined the quality of their fundraising outcomes.

The emergence of the internet fundamentally changed this environment. Geographic barriers
diminished, educational content became globally accessible, and investment organizations
gained the ability to establish familiarity with prospective investors long before an initial meeting
occurred. Websites, newsletters, market commentary, and digital communication expanded the
reach of investment firms while preserving the importance of trust and credibility.

The next phase introduced data-driven investor acquisition. Marketing automation, customer
relationship management systems, analytics platforms, behavioral data, and digital
communication channels transformed investor acquisition into a measurable process.
Organizations could now evaluate investor behavior, communication effectiveness, relationship
progression, and operational performance using structured data rather than intuition alone.

While these technological advances significantly expanded the tools available to capital raisers,
they also increased organizational complexity. Investor acquisition evolved beyond marketing
into an interdisciplinary capability requiring coordination across leadership, marketing, sales,
investor relations, operations, data, technology, education, and governance.

The modern challenge is no longer simply attracting investor attention. It is creating an
organizational system capable of consistently transforming attention into trust, trust into investor
relationships, and investor relationships into committed investment capital.

This evolution creates the need for a new management discipline—one that recognizes investor
acquisition as an organizational capability requiring governance, measurement, continuous
improvement, and evidence-based management. The Accredited Investor Acquisition System
(AIAS) was developed to address that need.

Capital Sourcing Partners Page 60r52
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The Evolution of Capital Raising

From relationship-driven origins to a measured organizational capability.

Relationship Era Digital Era Data-Driven Era AIAS Era
Networks, referrals, Websites, content, CRM, automation, Measured organizational
personal trust global reach analytics capability

The Evolution of Capital Raising From relationship-driven origins to a measured organizational capability.
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The Capital Raising Industry Has Changed

For decades, capital raising was fundamentally relationship driven.

Fund managers built businesses through personal networks, referrals, professional reputations,
industry events, investment conferences, and long-term relationships developed over years of
consistent communication. Investor acquisition was largely personal, localized, and dependent
upon trust established through direct interaction.

While those principles remain foundational today, the environment in which capital raising occurs
has changed dramatically.

Digital communication has transformed how investors discover opportunities. Educational
content has become a primary source of investor research. Marketing technology has expanded
the number of available communication channels. Customer relationship management platforms
have become standard operating tools. Artificial intelligence is beginning to influence how
information is discovered, evaluated, and consumed.

At the same time, competition for investor attention has increased significantly.

Fund managers are expected to produce educational content, maintain digital visibility, manage
investor communications, monitor marketing performance, comply with regulatory requirements,
and continually demonstrate credibility within increasingly competitive markets.

As a result, investor acquisition has become more complex than at any previous point in the
industry's history.

Despite these changes, many organizations continue to evaluate investor acquisition using
management approaches developed for a different era.

Marketing performance is often measured through campaign statistics such as impressions,
clicks, website traffic, cost per lead, or conversion rates. Sales teams monitor pipeline activity
and investor engagement. Investor relations professionals focus on communication and
relationship management.

Each of these activities provides valuable information.

However, they typically measure individual functions rather than the overall capability of the
organization to acquire, develop, and strengthen accredited investor relationships over time.

This creates an important management gap.

Organizations frequently possess extensive operational data while lacking a unified management
system that explains how those activities contribute to long-term investor acquisition capability
and sustainable capital formation.

Capital Sourcing Partners Page 8052
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As investor acquisition becomes increasingly interdisciplinary, executive leadership requires
more than isolated marketing reports or operational dashboards.

They require a management framework capable of measuring how marketing, sales, investor
relations, technology, organizational knowledge, and relationship development work together as
a coordinated system.

This need represents a significant shift in how investor acquisition should be viewed.

Rather than treating investor acquisition as a collection of independent marketing activities,
organizations may benefit from managing it as an organizational capability—one that can be
designed, measured, improved, and governed over time.

It is within this context that the Accredited Investor Acquisition System (AIAS) has been
developed.

AIAS does not seek to replace marketing, sales, investor relations, or technology.

Instead, it provides a management framework through which those functions can be evaluated as
parts of a unified investor acquisition system, enabling organizations to measure not only what
they do, but what those activities collectively build over time.

Capital Sourcing Partners Page 9652
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The Missing Management System

Organizations involved in capital raising have access to more technology, more marketing
channels, more investor data, and more performance analytics than at any point in history.

Marketing platforms report campaign performance. CRM systems manage investor interactions.
Sales teams monitor pipeline activity. Investor Relations teams oversee communication and
engagement. Financial systems track capital commitments and operational performance.

Each system performs an important function.

Yet these systems were designed to manage individual activities—not the investor acquisition
capability of the organization as a whole.

This distinction is significant.

An organization may have excellent marketing reports, sophisticated CRM software, experienced
sales professionals, and disciplined investor relations processes while still lacking a unified
management system capable of answering fundamental executive questions.

Questions such as:

Is our investor acquisition capability becoming stronger over time?

Are we creating lasting organizational assets from our marketing investments?
Is our cost of acquiring investors improving as our organization matures?

Are our marketing, sales, investor relations, and technology functions operating as an integrated
system?

Is our organization becoming more efficient at raising capital with each passing year?
These are management questions.
They cannot be answered by marketing KPIs alone.

Nor can they be answered by sales reports, CRM dashboards, or financial statements in isolation.
Each provides valuable operational information, but none independently measures the overall
effectiveness of the organization's investor acquisition capability.

As organizations grow, this gap becomes increasingly important.

Executive leadership is responsible for allocating capital, evaluating organizational performance,
managing risk, and planning for long-term growth. To perform these responsibilities effectively,
executives require evidence that extends beyond operational activity. They need visibility into
whether the organization is building durable capabilities that improve future capital formation.

This is the missing management layer.

Capital Sourcing Partners Page 10052



- Accredited Investor Acquisition System Version 1.0

The capital raising industry has developed sophisticated tools for executing marketing
campaigns, managing investor communications, and monitoring operational performance. What
has been largely absent is a structured management framework that evaluates investor
acquisition itself as a strategic organizational capability.

Without such a framework, organizations often optimize individual functions without
understanding how those functions contribute to the long-term strength of the overall investor
acquisition system.

The result is that activity is frequently measured more effectively than capability.
Performance is often evaluated more carefully than organizational development.

Short-term outcomes may receive greater attention than the long-term assets being created
through disciplined investor acquisition.

The challenge, therefore, is not a lack of marketing technology or operational data.

The challenge is the absence of a management architecture capable of integrating that
information into meaningful organizational intelligence.

It is this management gap that the Accredited Investor Acquisition System (AIAS) is designed to
address.

Rather than replacing existing marketing, sales, or investor relations functions, AIAS provides a
structured framework for measuring, governing, and strengthening the investor acquisition
capability that connects them.

In doing so, AIAS shifts the focus from managing isolated activities to managing the organizational
system responsible for long-term capital formation.

Capital Sourcing Partners Page 110152
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Introducing the Accredited Investor Acquisition System (AIAS)

The challenges facing investor acquisition today are not primarily the result of insufficient
technology, inadequate marketing channels, or a lack of available data.

Rather, they reflect the absence of a unified management system capable of integrating those
resources into a disciplined, measurable, and continuously improving organizational capability.

The Accredited Investor Acquisition System (AIAS) was developed to address that need.

AIAS is an evidence-based management framework designed to help organizations measure,
govern, and strengthen their investor acquisition capabilities over time.

Rather than functioning as another marketing methodology or sales process, AIAS provides a
management architecture that enables executive leadership to evaluate investor acquisition as an
organizational system.

Its purpose is to create greater visibility into how marketing, sales, investor relations, technology,
organizational knowledge, and relationship development contribute collectively to long-term
capital formation.

At its core, AIAS is founded on a simple management principle:
What cannot be measured cannot be systematically improved.

While this principle has guided many management disciplines, investor acquisition has
traditionally lacked a comprehensive framework capable of measuring the organizational
capability responsible for acquiring and developing accredited investor relationships.

AIAS addresses this limitation by introducing a structured measurement architecture that
transforms organizational activity into organizational evidence.

That evidence is then evaluated, interpreted, and translated into executive intelligence that
supports informed strategic decision-making.

Within AIAS, investor acquisition is viewed as a long-term organizational capability rather than a
collection of isolated marketing campaigns.

Every interaction, every educational asset, every investor relationship, every data point, and
every improvement contributes to the development of a stronger Investor Acquisition Vehicle
(IAV).

As that capability matures, organizations are positioned not only to improve immediate
fundraising performance but also to strengthen the underlying assets that support future capital
formation.

AIAS therefore shifts the management conversation.

Capital Sourcing Partners Page 12 0152
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Instead of asking only:

How many leads were generated? How much did each campaign cost? What was the conversion
rate?

Executive leadership is encouraged to ask broader strategic questions:

Is our investor acquisition capability becoming stronger? Are we creating reusable organizational
assets? Is our organization becoming more capital efficient over time? Are we accumulating
knowledge, trust, relationships, and organizational intelligence that improve future performance?

These questions recognize that long-term success depends not only on operational execution
but also on the continuous development of organizational capability.

AIAS provides the framework through which those capabilities can be measured, evaluated, and
strengthened.

Importantly, AIAS does not replace existing marketing systems, CRM platforms, investor relations
processes, or operational technologies.

Instead, it provides the management layer that integrates those functions into a coherent
organizational system.

By establishing common measurement standards, structured evidence, executive indicators, and
disciplined governance, AIAS enables organizations to manage investor acquisition with the same
rigor applied to other strategic business functions.

In this way, AIAS represents a shift in perspective.
Investor acquisition is no longer viewed solely as a marketing responsibility.

It becomes an organizational capability that can be designed, measured, governed, and
continuously improved in support of sustainable capital formation.

Capital Sourcing Partners Page 13052
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AIAS High-Level Architecture

The governing layers of the Accredited Investor Acquisition System.
Governance & Doctrine

AIAS Internal Framework Guide - Standards Manual

Measurement Framework

Measurement Instruments - Metrics - Scores

Executive Intelligence

Acquisition Capital Indicators - Insights - Recommendations

Operational Implementation

Investor Acquisition Vehicle (IAV)

AIAS High-Level Architecture T7he governing layers of the Accredited Investor Acquisition System.
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The Investor Acquisition Vehicle (IAV)

Management frameworks establish principles.
Organizations require operating models that put those principles into practice.

Within the Accredited Investor Acquisition System (AIAS), that operating model is known as the
Investor Acquisition Vehicle (IAV).

An Investor Acquisition Vehicle is the practical implementation of AIAS within an organization.

It represents the integrated system through which investor acquisition is planned, executed,
measured, evaluated, and continuously improved.

Rather than viewing marketing, sales, investor relations, technology, and organizational
knowledge as independent functions, the Investor Acquisition Vehicle brings these capabilities
together into a coordinated operating system whose purpose is to strengthen long-term investor
acquisition performance.

The term Investor Acquisition Vehicle was deliberately chosen.

In finance, professionals are familiar with the concept of a Special Purpose Vehicle (SPV)—a legal
structure created to accomplish a defined financial objective.

Similarly, an Investor Acquisition Vehicle is created to accomplish a defined organizational
objective.

Its purpose is to systematically develop an organization's ability to acquire, educate, engage, and
retain accredited investors while continually strengthening the assets that support future capital
formation.

The comparison is intended to illustrate function rather than legal structure.
An SPV organizes financial assets to achieve a specific investment objective.

An Investor Acquisition Vehicle organizes organizational capabilities to achieve a specific
investor acquisition objective.

Within an Investor Acquisition Vehicle, individual business functions do not operate in isolation.
Marketing creates visibility and educational assets.

Sales develops qualified investor relationships.

Investor Relations strengthens communication and trust.

Technology supports automation, measurement, and operational efficiency.

Data becomes organizational intelligence.

Capital Sourcing Partners Page 150152
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Leadership provides strategic direction and governance.

Together, these functions become components of a single investor acquisition system rather than
disconnected departments pursuing independent objectives.

This systems perspective changes how organizational performance is evaluated.

Success is no longer measured solely by campaign performance or quarterly fundraising
outcomes.

Instead, organizations evaluate whether the Investor Acquisition Vehicle itself is becoming
stronger, more efficient, more intelligent, and more capable over time.

As the Vehicle matures, the organization should expect to see measurable improvements across
multiple dimensions.

Investor acquisition processes become more repeatable.

Marketing assets become more valuable.

Organizational knowledge accumulates.

Relationships deepen.

Trust compounds.

Capital efficiency improves.

These improvements are not viewed as isolated achievements.

They are evidence that the Investor Acquisition Vehicle is increasing in capability.
This distinction is fundamental to AIAS.

Organizations do not simply execute investor acquisition activities.

They develop and manage an organizational capability that produces those activities and
improves through disciplined measurement, learning, and governance.

For executive leadership, the Investor Acquisition Vehicle provides a practical way to think about
investor acquisition as a strategic organizational asset.

Like any critical business capability, it can be designed, measured, strengthened, and managed
over time.

The objective is not simply to improve the next fundraising campaign.

The objective is to build an organizational system that improves the effectiveness of every future
fundraising campaign.

Within AIAS, the Investor Acquisition Vehicle serves as the operational environment in which the
management framework is applied, organizational evidence is generated, and long-term investor
acquisition capability is continuously developed.

Capital Sourcing Partners Page 16 of 52
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It is the practical expression of AIAS in operation.

The Investor Acquisition Vehicle
Core organizational functions coordinated as a single system.

Investor Acquisition Vehicle

Coordinated as a single system rather than independent departments

The Investor Acquisition Vehicle Core organizational functions coordinated as a single system.
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The AIAS Measurement Framework

Every management discipline depends upon measurement.

Financial management depends upon accounting.

Operations management depends upon operational performance measurement.
Quality management depends upon quality metrics and continuous improvement.
Investor acquisition should be no different.

If investor acquisition is to be managed as a strategic organizational capability, it requires a
structured method for measuring that capability objectively and consistently.

This requirement led to the development of the AIAS Measurement Framework.

The AIAS Measurement Framework is the analytical architecture through which organizational
evidence is collected, measured, evaluated, interpreted, and transformed into executive
intelligence.

Its purpose is not simply to produce reports.

Its purpose is to create an evidence-based understanding of an organization's investor
acquisition capability.

This distinction is important.

Many organizations already possess large amounts of operational data.
Marketing platforms produce campaign statistics.

CRM systems record investor activity.

Sales systems monitor pipeline performance.

Investor Relations systems document communications.

These systems generate information.

The AIAS Measurement Framework transforms that information into structured organizational
evidence.

Within AIAS, evidence follows a disciplined progression.
It begins with measurement.

Organizational information is evaluated through standardized AIAS Measurement Instruments,
each designed to assess a specific organizational dimension.

The resulting measurements become AIAS Metrics.

Capital Sourcing Partners Page 18 of 52
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Related Metrics are then organized into AIAS Scores that evaluate broader aspects of
organizational performance.

Those Scores contribute to Acquisition Capital Indicators (ACI), providing executive leadership
with strategic visibility into the overall health and capability of the Investor Acquisition Vehicle.

From there, AIAS generates Insights that explain the significance of the measured evidence.

Finally, Recommendations translate those Insights into evidence-based actions that strengthen
the organization's investor acquisition capability.

Each stage has a distinct responsibility.

Measurement Instruments generate evidence.

Metrics quantify that evidence.

Scores evaluate the evidence.

Acquisition Capital Indicators summarize executive performance.
Insights explain organizational meaning.

Recommendations guide organizational action.

No stage replaces the one before it.

Instead, each layer adds meaning while preserving complete traceability back to the original
organizational evidence.

This layered approach distinguishes AIAS from many traditional reporting systems.

Rather than presenting disconnected statistics or isolated dashboards, AIAS organizes evidence
into a coherent analytical process that supports executive decision-making.

Equally important, the Measurement Framework provides consistency.

Organizations using AIAS evaluate investor acquisition through common definitions, standardized
methodologies, and governed Measurement Instruments.

This consistency allows organizational performance to be assessed over time using repeatable
analytical methods rather than subjective interpretation.

The framework also supports continuous improvement.

As organizations implement strategic changes, subsequent measurements provide objective
evidence regarding whether those changes have strengthened the Investor Acquisition Vehicle.

Progress becomes measurable.
Improvement becomes demonstrable.

Decision-making becomes increasingly evidence based.

Capital Sourcing Partners Page 190152
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Ultimately, the AIAS Measurement Framework transforms investor acquisition from an activity
that is monitored into an organizational capability that is systematically measured, evaluated,
governed, and continuously strengthened.

It serves as the analytical engine that enables AIAS to move beyond observation and toward
disciplined organizational intelligence.

The AIAS Measurement Framework

How organizational evidence progresses into executive decisions.

Measurement Instruments

Acquisition Capital Indicators

Recommendations

Reports & Dashboards

Executive Decisions

The AIAS Measurement Framework FHow organizational evidence progresses into executive decisions.
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The AIAS Measurement Instruments

Measurement requires instruments.

In financial management, accountants rely upon established accounting methodologies.

In manufacturing, engineers use calibrated instruments to evaluate quality and performance.
In medicine, physicians depend upon diagnostic instruments before prescribing treatment.
The principle is universal.

Meaningful management begins with meaningful measurement.

The Accredited Investor Acquisition System (AIAS) applies this same principle to investor
acquisition.

Rather than relying upon isolated marketing statistics or subjective organizational assessments,
AIAS evaluates investor acquisition through a series of standardized Measurement Instruments
designed to produce consistent, objective, and repeatable organizational evidence.

Each Measurement Instrument focuses on a specific organizational dimension.

Together, they provide executive leadership with a comprehensive understanding of the
organization's Investor Acquisition Vehicle.

While each instrument serves a unique purpose, they operate as an integrated measurement
system within the AIAS Measurement Framework.

Publicly, these instruments are presented as interactive calculators because that format is
familiar and accessible to users.

Internally, however, they are governed Measurement Instruments that follow documented
standards, methodologies, and analytical relationships defined within the AIAS framework.

This distinction is important.
The calculator is the user interface.
The Measurement Instrument is the analytical engine.

Every result generated by an AIAS calculator represents evidence produced by a governed
Measurement Instrument operating within the broader AIAS Measurement Framework.

The four foundational AIAS Measurement Instruments are described below.
AIAS System Health Instrument — Public Name: Audit Calculator

The AIAS System Health Instrument establishes the organizational baseline. It evaluates the
overall health, maturity, and operational readiness of the Investor Acquisition Vehicle by

Capital Sourcing Partners Page 210:52
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assessing the essential structures, processes, and capabilities required to support disciplined
investor acquisition. It answers the executive question: "What is the current health of our Investor
Acquisition Vehicle?"

AIAS Capital Efficiency Instrument — Public Name: Comparison Calculator

The AIAS Capital Efficiency Instrument evaluates how efficiently an organization transforms
marketing investment into long-term investor acquisition capability and sustainable
organizational value. Rather than measuring campaign activity alone, it examines whether
marketing capital is producing enduring returns. It answers the executive question: "How
efficiently are we converting marketing capital into long-term investor acquisition value?"

AIAS Marketing Equity Instrument — Public Name: Equity Calculator

The AIAS Marketing Equity Instrument measures the accumulation of reusable organizational
assets created through marketing and investor acquisition activities. These assets may include
educational content, investor relationships, proprietary data, organizational knowledge, trust,
brand authority, and acquisition infrastructure. It answers the executive question: "Is our
marketing investment creating lasting organizational assets or only temporary activity?"

AIAS Organizational Capital Instrument — Public Name: Capital Stack Calculator

The AIAS Organizational Capital Instrument provides an executive assessment of the
organization's accumulated Acquisition Capital Stack. It evaluates the collective strength of
multiple forms of organizational capital developed through disciplined investor acquisition,
including Marketing Capital, Data Capital, Intelligence Capital, Trust Capital, Relationship Capital,
and Capital Efficiency. It answers the executive question: "What organizational capital have we
built, and how strong is our Acquisition Capital Stack?"

Although each Measurement Instrument evaluates a different organizational dimension, they are
designed to work together.

The Audit Calculator establishes the baseline condition of the Investor Acquisition Vehicle.
The Comparison Calculator evaluates the efficiency of capital deployment.
The Equity Calculator measures the accumulation of reusable organizational assets.

The Capital Stack Calculator provides an executive view of the organization's overall Acquisition
Capital System.

Together, these instruments produce structured evidence that flows through the AIAS
Measurement Framework, supporting Metrics, Scores, Acquisition Capital Indicators, Insights,
and Recommendations.

They transform organizational information into executive intelligence.

More importantly, they shift measurement beyond operational activity.
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Instead of asking whether a marketing campaign generated more leads or lower advertising
costs, AIAS asks whether the organization itself is becoming stronger, more efficient, more
valuable, and more capable of sustaining long-term capital formation.

That distinction reflects one of the central principles of AIAS.
The objective is not merely to measure marketing performance.

The objective is to measure the organizational capability responsible for investor acquisition and
to strengthen that capability through disciplined, evidence-based management.

Measurement Instrument Architecture
The four foundational AIAS Measurement Instruments and their public interfaces.

Organizational

System Health
‘ Capital

Instrument

E Marketing Equity
2ifi
Instrument

Instrument Instrument

Public Name: Public Name: Public Name: Public Name:

Audit Calculator Comparison Calculator Equity Calculator Capital Stack Calculator

Measurement Instrument Architecture 7he four foundational AIAS Measurement Instruments and their public
Interfaces.
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Acquisition Capital Indicators (ACI)

Measurement alone does not provide executive understanding.

Organizations generate thousands of individual data points through marketing platforms, CRM
systems, sales activities, investor communications, and operational processes.

While this information is valuable, executive leadership requires a higher level of organizational
intelligence.

Leadership must understand not only what is happening, but what those activities collectively
indicate about the organization's long-term investor acquisition capability.

Within the Accredited Investor Acquisition System (AIAS), this executive perspective is provided
through Acquisition Capital Indicators (ACI).

An Acquisition Capital Indicator is an executive-level organizational performance indicator that
summarizes evidence generated through the AIAS Measurement Framework.

Rather than measuring individual activities, an ACI evaluates the strength and development of the
organization's Investor Acquisition Vehicle as a strategic business capability.

This distinction is important.

Operational teams and executive leadership have different responsibilities within the same
organizational system.

Marketing professionals monitor campaign performance.

Sales professionals manage investor relationships and pipeline development.
Investor Relations professionals oversee communication, engagement, and trust.
Each function relies upon operational measurements appropriate to its responsibilities.
Executive leadership, however, is responsible for a different set of decisions.
Leadership allocates resources.

Establishes strategic priorities.

Evaluates organizational performance.

Assesses long-term capability.

Determines where investment will create the greatest organizational value.

These responsibilities require executive indicators rather than operational statistics.

Acquisition Capital Indicators fulfill that role.
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Within AIAS, ACls are generated through the disciplined progression of evidence.
Measurement Instruments generate organizational evidence.

Metrics quantify that evidence.

Scores evaluate related measurements.

Acquisition Capital Indicators summarize those evaluations into executive-level indicators that
support strategic oversight.

This layered approach enables executive leadership to evaluate organizational performance
without becoming immersed in operational detail.

When an Acquisition Capital Indicator reflects improvement, leadership gains confidence that
organizational capability is strengthening.

When an indicator reflects deterioration, leadership can direct the appropriate operational teams
to investigate the underlying evidence and identify opportunities for improvement.

This creates a clear separation of responsibilities while maintaining alignment across the
organization.

Operational teams focus on improving execution.

Executive leadership focuses on evaluating organizational capability and long-term strategic
performance.

These responsibilities are complementary.
Neither replaces the other.
AIAS therefore does not seek to replace operational reporting or established marketing analytics.

Instead, it introduces an executive measurement layer that connects operational evidence with
strategic organizational decision-making.

This distinction reflects one of the central management principles of AIAS.
Operational measurements help organizations improve activities.

Acquisition Capital Indicators help executive leadership evaluate the organizational capability
those activities are building.

As organizations mature, this distinction becomes increasingly valuable.
Individual campaigns may succeed or fail.
Individual initiatives may exceed or miss expectations.

Yet executive leadership remains responsible for understanding whether the organization itself is
becoming stronger, more resilient, more efficient, and more capable of sustaining future capital
formation.
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Acquisition Capital Indicators provide that perspective.

They enable organizations to evaluate investor acquisition not simply as a collection of
operational activities, but as a strategic organizational capability that can be measured, governed,
and continuously strengthened over time.

Executive Intelligence Flow

How evidence is translated into strategic, executive-level understanding.

Organizational Evidence

Acquisition Capital Indicators

Recommendations

Executive Decisions

Executive Intelligence Flow How evidence is translated into strategic, executive-level understanding.
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Building Organizational Capital

One of the central principles of the Accredited Investor Acquisition System (AIAS) is that investor
acquisition should be evaluated not only by the immediate results it produces, but also by the
long-term organizational assets it creates.

Traditional performance evaluation often emphasizes short-term outcomes.

Organizations measure leads generated, meetings scheduled, capital raised, campaign costs, or
quarterly performance. These measurements are important because they provide visibility into
current operational performance.

However, they do not fully explain whether the organization is becoming more capable of raising
capital in the future.

AIAS introduces a broader perspective.

Every disciplined investor acquisition activity has the potential to create assets that extend
beyond the current campaign.

Educational content continues to inform prospective investors long after it is published.
Investor relationships deepen through consistent communication.

Data accumulates with every interaction.

Organizational knowledge expands through experience.

Trust grows through transparency and reliable execution.

Systems become more refined through continuous improvement.

Viewed individually, these assets may appear unrelated.

Viewed collectively, they represent a growing body of organizational capital that strengthens the
Investor Acquisition Vehicle over time.

Within AIAS, organizational capital is not viewed as a single asset.

It is understood as a collection of strategic assets that work together to improve long-term
investor acquisition capability.

Among the forms of organizational capital evaluated within AIAS are the following.
Marketing Capital

The accumulated value created through educational content, brand authority, communication
systems, and marketing infrastructure that continues to support future investor acquisition
activities.
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Data Capital

The organizational value created through the disciplined collection, organization, governance,
and application of investor and operational data.

Intelligence Capital

The knowledge developed through measurement, analysis, organizational learning, and
evidence-based decision-making.

Trust Capital

The credibility established through consistent communication, transparency, professional
conduct, and the fulfillment of commitments over time.

Relationship Capital

The long-term value created through meaningful relationships with accredited investors,
professional advisors, referral partners, and other stakeholders within the capital formation
ecosystem.

Capital Efficiency

The organization's ability to convert financial investment into sustainable investor acquisition
capability and long-term organizational value.

These forms of capital do not develop independently.

They reinforce one another.

Greater trust strengthens relationships.

Stronger relationships improve data quality.

Better data produces more reliable intelligence.

Improved intelligence supports more effective decisions.

More effective decisions improve capital efficiency.

Greater efficiency enables additional investment in long-term organizational assets.

This reinforcing cycle contributes to the continuous strengthening of the Investor Acquisition
Vehicle.

From an executive perspective, this changes how marketing investment is evaluated.

Rather than viewing marketing solely as an operating expense, organizations can evaluate
whether their investment is producing strategic assets that improve future investor acquisition
performance.

This perspective encourages longer-term thinking.
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Marketing is no longer assessed only by what it accomplishes today.
It is also evaluated by what it leaves behind for tomorrow.

Every educational article, every investor interaction, every trusted relationship, every
improvement to organizational knowledge, and every refinement to operational systems has the
potential to strengthen the organization's Acquisition Capital System.

This concept represents one of the defining characteristics of AIAS.
Investor acquisition is not simply the pursuit of capital.

It is the disciplined development of organizational capabilities and strategic assets that increase
an organization's capacity to attract, educate, engage, and retain accredited investors over time.

Organizations that consistently build these forms of organizational capital position themselves to
improve not only their current fundraising performance, but also their long-term ability to
generate sustainable capital formation.

Within AIAS, this is the ultimate objective.

The strongest Investor Acquisition Vehicles are not those that produce isolated fundraising
successes.

They are those that continually accumulate organizational capital, creating a compounding
advantage that strengthens investor acquisition capability year after year.
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The Acquisition Capital Stack

The six forms of organizational capital developed through disciplined investor acquisition.
Marketing Capital
Data Capital
Intelligence Capital
Trust Capital

Relationship Capital

Capital Efficiency

Organizational Capital

The Acquisition Capital Stack 7he six forms of organizational capital developed through disciplined investor
acquisition.
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From Marketing Activity to Organizational Assets

For many organizations, marketing is managed primarily as an operating expense.
Budgets are established.

Campaigns are launched.

Performance is measured.

Results are evaluated.

The process repeats.

This operational cycle is familiar across the capital raising industry.

However, the way organizations evaluate those investments often remains focused on short-term
activity rather than long-term value creation.

Campaign performance may improve or decline from month to month.
Advertising costs fluctuate.

Lead volume changes.

Market conditions evolve.

These operational realities require continuous attention.

Yet an equally important question often receives far less consideration: what permanent
organizational value is being created by these activities?

The Accredited Investor Acquisition System (AIAS) encourages organizations to evaluate
marketing through both an operational and a strategic perspective.

Operationally, marketing exists to generate measurable business activity.

Strategically, marketing has the potential to create organizational assets that continue producing
value long after an individual campaign has ended.

This distinction changes the role of marketing within the organization.
Educational content becomes more than a promotional asset.

It becomes part of the organization's intellectual capital.

Investor communications become more than individual conversations.
They strengthen Relationship Capital and Trust Capital.

Data becomes more than operational information.
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It becomes an organizational asset that improves future decision-making.
Processes become institutional knowledge.

Technology becomes operational infrastructure.

Each improvement contributes to the long-term capability of the Investor Acquisition Vehicle.
Viewed through this perspective, marketing investment produces two distinct forms of value.
The first is immediate operational performance.

Campaigns generate awareness.

Educational initiatives attract prospective investors.

Meetings are scheduled.

Relationships begin.

Capital may be raised.

These outcomes remain essential.

The second form of value develops more gradually.

Each campaign contributes to a growing collection of organizational assets.
Educational libraries expand.

Investor databases mature.

Trust compounds through consistent communication.

Brand authority strengthens.

Organizational knowledge increases.

Measurement improves.

Systems become more efficient.

These assets continue supporting future investor acquisition long after the original investment
has been made.

Within AIAS, this accumulated value is understood as organizational capital.

It represents the lasting capabilities developed through disciplined investor acquisition rather
than the temporary outputs of individual campaigns.

This perspective also changes how executive leadership evaluates marketing investment.
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Rather than asking only whether a campaign produced acceptable short-term results, leadership
can ask whether that investment strengthened the organization's long-term investor acquisition
capability.

Did it improve organizational knowledge? Did it expand trusted relationships? Did it enhance
marketing infrastructure? Did it increase data quality? Did it strengthen measurement capability?
Did it improve the overall Investor Acquisition Vehicle?

These questions recognize that sustainable capital formation depends not only on successful
campaigns, but on the continuous development of organizational capabilities.

Organizations that consistently create organizational assets often experience benefits that
extend well beyond any individual marketing initiative.

Future campaigns become more efficient.
Investor communications become more effective.
Decision-making becomes more evidence based.
Operational learning accelerates.

Institutional knowledge compounds.

Over time, these cumulative improvements contribute to an organization that is increasingly
capable of attracting, educating, engaging, and retaining accredited investors.

This represents one of the defining shifts introduced by AIAS.

Marketing should not be viewed solely as a recurring expense necessary to generate immediate
activity.

It should also be evaluated as a disciplined investment capable of building strategic
organizational assets that improve future investor acquisition performance.

The long-term objective is not simply to conduct better marketing.
The objective is to build a stronger organization.

Within AIAS, marketing achieves its greatest strategic value when it contributes not only to
today's fundraising activities, but also to tomorrow's organizational capability.
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The Capital Creation Cycle

How trust, relationships, data, and intelligence reinforce one another over time.

Trust Develops

Efficiency Increases Relationships Strengthen

Decisions Improve Data Accumulates

Intelligence Improves

The Capital Creation Cycle How trust, relationships, data, and intelligence reinforce one another over time.

Capital Sourcing Partners Page 34,52



- Accredited Investor Acquisition System Version 1.0

The Future of Investor Acquisition

The capital raising industry continues to evolve.
Technology will continue to advance.
Communication channels will continue to change.

Artificial intelligence will increasingly influence how information is created, discovered, analyzed,
and consumed.

Investor expectations will continue to rise.

Competition for attention and trust will remain intense.

These changes are significant.

However, they do not change the fundamental objective of investor acquisition.

Organizations must still establish credibility.

They must still educate prospective investors.

They must still develop trusted relationships.

They must still demonstrate competence, transparency, and disciplined stewardship of capital.
The principles of investor acquisition remain remarkably consistent.

What continues to evolve are the methods used to strengthen those principles.

This is why the future of investor acquisition should not be viewed simply as a technology
challenge.

Nor is it solely a marketing challenge.
It is a management challenge.

Organizations that adapt successfully will not necessarily be those with the newest software, the
largest advertising budgets, or the greatest number of marketing channels.

They will be the organizations that consistently learn, measure, improve, and strengthen their
investor acquisition capabilities over time.

This is the philosophy upon which AIAS is built.

AIAS recognizes that sustainable competitive advantage is created through disciplined
organizational development rather than isolated operational success.

Every campaign creates evidence.

Capital Sourcing Partners Page 35052



- Accredited Investor Acquisition System Version 1.0

Every investor interaction creates learning.

Every measurement improves understanding.

Every improvement strengthens organizational capability.
Over time, these incremental improvements compound.
The Investor Acquisition Vehicle becomes more intelligent.
Measurement becomes more reliable.

Decision-making becomes more evidence based.
Organizational capital continues to grow.

This process creates resilience.

Organizations become less dependent upon isolated successes because their underlying
capabilities continue to improve.

As markets change, they possess stronger systems, better information, more refined processes,
and deeper organizational knowledge from which to adapt.

Artificial intelligence will undoubtedly become an increasingly valuable tool within this
environment.

It can accelerate analysis.

Improve information retrieval.

Support organizational learning.

Enhance operational efficiency.

Generate new analytical capabilities.

Yet artificial intelligence does not replace organizational judgment.
It does not replace executive leadership.

It does not replace trust.

It does not replace relationships.

Its greatest value lies in strengthening the capabilities of disciplined organizations rather than
substituting for them.

Within AIAS, technology is viewed as an enabler of organizational capability.
Measurement strengthens understanding.

Understanding improves decisions.
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Better decisions strengthen the Investor Acquisition Vehicle.
A stronger Investor Acquisition Vehicle improves long-term capital formation.
This continuous cycle of learning and improvement reflects the future of investor acquisition.

Organizations that approach investor acquisition as a measurable organizational capability will be
better positioned to adapt to changing markets, integrate emerging technologies, and strengthen
investor relationships over time.

The future is unlikely to belong solely to those who communicate the most.

It will belong to those who build the strongest organizational capability for acquiring, educating,
engaging, and retaining accredited investors.

AIAS has been developed to support that objective.

It provides a disciplined management framework through which organizations can measure,
govern, improve, and continuously strengthen one of their most important strategic capabilities.

As the capital raising industry continues to evolve, the ability to manage investor acquisition with
evidence, discipline, and long-term perspective may become one of the defining characteristics
of enduring organizations.

AIAS is intended to contribute to that evolution by providing a structured framework through
which investor acquisition can be understood not merely as a business activity, but as a strategic
organizational capability worthy of executive attention, disciplined governance, and continuous
improvement.
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The Continuous Improvement Loop
The disciplined cycle through which AIAS strengthens organizational capability.

Recommend

The Continuous Improvement Loop 7he disciplined cycle through which AIAS strengthens organizational
capability.
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Conclusion

Investor acquisition has become one of the most important strategic capabilities within modern
capital formation.

As markets become more competitive, investor expectations continue to evolve, and technology
reshapes how organizations communicate and operate, the ability to acquire, educate, engage,
and retain accredited investors can no longer be viewed solely as a marketing function.

It has become an organizational capability.

Organizations have long measured marketing performance, sales activity, and operational
outcomes.

These measurements remain valuable.
However, they represent only part of the broader picture.

Long-term success depends upon the strength of the organizational systems that consistently
produce those outcomes.

The Accredited Investor Acquisition System (AIAS) was developed to provide a disciplined
framework for measuring, governing, and strengthening those systems.

By viewing investor acquisition as an integrated organizational capability rather than a collection
of independent activities, AIAS introduces a structured approach to continuous improvement.

Through standardized Measurement Instruments, governed methodologies, executive-level
Acquisition Capital Indicators, and evidence-based organizational intelligence, AIAS enables
leadership to evaluate investor acquisition from a broader strategic perspective.

More importantly, AIAS encourages organizations to think beyond individual campaigns.

Every marketing initiative. Every investor interaction. Every improvement in organizational
knowledge. Every enhancement to systems and processes. Every increase in trust. Every
strengthening of investor relationships.

Each contributes to the long-term development of organizational capability.
Over time, these investments compound.

The Investor Acquisition Vehicle becomes stronger.

Organizational Capital grows.

Executive decision-making becomes increasingly evidence based.

The organization's capacity for sustainable capital formation improves.

This is the central premise of AIAS.
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Investor acquisition should not be managed solely as an operational function.

It should be managed as a strategic organizational capability worthy of executive attention,
disciplined governance, structured measurement, and continuous development.

The capital raising industry will continue to evolve.

New technologies will emerge.

Artificial intelligence will continue to expand organizational capabilities.
Communication channels will change.

Investor expectations will develop further.

Yet the organizations most likely to succeed will be those that continue strengthening the
systems, knowledge, relationships, and organizational capabilities that support long-term
investor acquisition.

AIAS has been developed as a contribution to that future.

It is intended to provide organizations with a practical, evidence-based management framework
capable of supporting disciplined investor acquisition, stronger organizational performance, and
more sustainable capital formation.

The future of investor acquisition will not be defined solely by better marketing.
It will be shaped by better management.

AIAS represents one framework through which that future can be pursued.
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Appendix A

Official AIAS Definitions & Glossary

The following definitions represent the official Version 1.0 vocabulary of the Accredited Investor
Acquisition System. Expanded technical documentation is maintained by Capital Sourcing
Partners as a living reference.

Accredited Investor Acquisition System (AIAS)

The Accredited Investor Acquisition System (AIAS) is a structured investor acquisition management
system developed by Capital Sourcing Partners for measuring, evaluating, improving, and governing
the processes through which organizations acquire, develop, and retain accredited investor
relationships and the organizational capital created through those activities. AIAS combines
standardized measurement, evidence-based evaluation, executive performance indicators,
organizational intelligence, and disciplined governance into a unified management architecture
designed to support long-term capital formation.

Investor Acquisition Vehicle (IAV)

An Investor Acquisition Vehicle (IAV) is the organizational operating structure through which the
Accredited Investor Acquisition System (AIAS) is implemented to systematically acquire, develop,
measure, and strengthen accredited investor relationships and the organizational capital created
through those activities. An |AV is the practical implementation of AIAS within an organization,
combining strategy, processes, technology, people, measurement, and governance into a coordinated
system designed to improve long-term investor acquisition performance.

AIAS Measurement Framework

The AIAS Measurement Framework is the standardized measurement architecture of the Accredited
Investor Acquisition System. It establishes the structured process through which organizational
evidence is collected, measured, evaluated, interpreted, and transformed into executive decision
support, governing the relationships between AIAS Measurement Instruments, Metrics, Scores,
Acquisition Capital Indicators (ACI), Insights, and Recommendations.

AIAS Measurement Instrument

An AIAS Measurement Instrument is a standardized analytical component within AIAS designed to
measure a specific organizational dimension through structured inputs, defined methodologies, and
repeatable calculations that generate objective organizational evidence. Measurement Instruments
are the primary evidence-generation components of the AIAS Measurement Framework.

Acquisition Capital Indicator (ACI)

An Acquisition Capital Indicator (ACI) is an executive-level organizational performance indicator within
AIAS that measures the effectiveness, efficiency, and long-term value of an organization's investor
acquisition capabilities. An ACl is derived from structured organizational evidence produced by the
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AIAS Measurement Framework and serves as a strategic management indicator for executive
leadership.

AIAS Metric

An AIAS Metric is the fundamental unit of measurement within AIAS. It represents a single, objectively
defined organizational measurement generated by an AIAS Measurement Instrument and used to
evaluate one specific characteristic of investor acquisition performance or organizational capital.

AIAS Score

An AIAS Score is a structured evaluation within AIAS that organizes and assesses one or more related
AIAS Metrics to produce a meaningful evaluation of a specific organizational characteristic, preserving
the distinction between objective measurement and executive performance evaluation.

AIAS Insight

An AIAS Insight is an evidence-based interpretation within AIAS that explains the organizational
significance of measured and evaluated evidence. Insights identify meaningful patterns, relationships,
strengths, weaknesses, opportunities, or risks revealed through AIAS Metrics, Scores, and Acquisition
Capital Indicators.

AIAS Recommendation

An AIAS Recommendation is an evidence-based course of action within AIAS derived from
documented AIAS Insights and supported by traceable organizational evidence. Recommendations
translate organizational intelligence into structured actions intended to improve investor acquisition
performance, organizational capital development, executive decision-making, and long-term capital
formation.

AIAS System Health Instrument

Publicly presented as the Audit Calculator, the AIAS System Health Instrument evaluates the overall
health, maturity, and operational readiness of the Investor Acquisition Vehicle by assessing the
essential structures, processes, and capabilities required to support disciplined investor acquisition.

AIAS Capital Efficiency Instrument (ACEI)

Publicly presented as the Comparison Calculator, the AIAS Capital Efficiency Instrument evaluates the
efficiency with which an organization converts marketing capital into investor acquisition outcomes
and long-term organizational value.

AIAS Marketing Equity Instrument (AMEI)

Publicly presented as the Equity Calculator, the AIAS Marketing Equity Instrument evaluates the
accumulation of reusable organizational assets created through investor acquisition and marketing
activities, including qualified investor relationships, proprietary data, educational assets, trust, brand
authority, and acquisition infrastructure.

AIAS Organizational Capital Instrument (AOCI)

Publicly presented as the Capital Stack Calculator, the AIAS Organizational Capital Instrument
evaluates the accumulation, composition, and strength of the organizational capital created through an
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Investor Acquisition Vehicle, including Marketing Capital, Data Capital, Intelligence Capital, Trust
Capital, Relationship Capital, and Capital Efficiency.

Investor Acquisition

Investor Acquisition is the disciplined process of identifying, attracting, educating, qualifying,
nurturing, and developing relationships with prospective investors in order to create sustainable
capital formation opportunities. Within AIAS, investor acquisition is treated as an organizational
capability that can be measured, governed, optimized, and continuously improved rather than as an
isolated marketing activity.

Marketing Capital

Marketing Capital represents the cumulative value created through an organization's marketing
assets, campaigns, content, brand visibility, market presence, creative assets, audience development,
and communication systems that contribute to future investor acquisition performance.

Data Capital

Data Capital is the accumulated body of structured investor, campaign, behavioral, operational, and
performance data generated through investor acquisition activities that can be transformed into
organizational knowledge and improved decision-making.

Intelligence Capital

Intelligence Capital is the organizational value created when Data Capital is analyzed, interpreted, and
applied to improve investor acquisition decisions, operational performance, strategic planning, and
capital formation outcomes.

Trust Capital

Trust Capital represents the accumulated confidence, credibility, transparency, and perceived
reliability developed between an organization and prospective or existing investors through consistent
communication, ethical behavior, demonstrated competence, and positive investor experiences.

Relationship Capital

Relationship Capital represents the cumulative value created through long-term investor relationships
characterized by familiarity, trust, engagement, communication, confidence, advocacy, and continued
participation in future capital formation activities.

Capital Efficiency

Capital Efficiency is the organization's ability to acquire investment capital while minimizing the total
resources, time, cost, operational effort, and organizational friction required throughout the investor
acquisition process.

Organizational Capital

Organizational Capital represents the collective value created by the organization's systems,
processes, knowledge, technology, governance, intellectual property, operational capabilities, and
human expertise that support sustainable capital formation.
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Acquisition Capital Stack

The Acquisition Capital Stack is the conceptual model describing the multiple forms of organizational
capital that collectively influence investor acquisition performance. Within AIAS, these forms include
Marketing Capital, Data Capital, Intelligence Capital, Trust Capital, Relationship Capital, and Capital
Efficiency, representing the strategic assets that enable organizations to build increasingly effective
investor acquisition capabilities over time.

Capital Sourcing Partners Page 44 s 52



- Accredited Investor Acquisition System Version 1.0

Appendix B

Offticial AIAS Executive Metrics Index

The following 39 metrics constitute the official Version 1.0 AIAS Executive Metrics Index,
presented for executive reference. Full calculation methodologies and implementation guidance

are maintained online.

Acronym  Metric What It Measures Why It Matters
IAC Investor Acquisition The total cost required to acquire a IAC gives leadership a clear, comparable
Cost qualified investor relationship, covering measure of how efficiently the
the resources required to attract, educate, | organization converts marketing and
nurture, qualify, and engage investors. outreach investment into qualified
investor relationships, supporting more
disciplined budget allocation.

CACa Cost of Acquiring Total investor acquisition cost divided by CACa connects acquisition spend directly

Capital capital acquired. to ralsed capital, helping leadership
evaluate whether marketing investment is
translating into actual capital formation
rather than activity alone.

CER Capital Efficiency Ratio How effectively investor acquisition CER is a top-line efficiency indicator that
resources are converted into capital allows executives to compare capital
formation outcomes (Capital Raised + formation performance across periods,
Investor Acquisition Investment). campaigns, or organizational units.

STL Speed-to-Lead Time between meaningful investor interest | Faster response times are consistently
and appropriate personal response. associated with higher engagement and

conversion, STL flags where process
delays may be costing the organization
qualified relationships.

ICR Investor Contact Rate Percentage of prospective investors with ICR indlicates whether outreach efforts are
whom meaningful contact is established. successtully opening a dialogue with

prospects, a prerequisite for every later
stage of the investor journey.

ICPr Investor Contact The number and pattern of appropriate ICPr helps organizations calibrate follow-

Persistence outreach attempts required to establish up discipline, ensuring persistence is

meaningful contact with a prospective sufficient without becoming inefficient or
investor. inappropriate.

MICR Meaningful Investor Percentage of prospective investors who MICR distinguishes genuine engagement

Conversation Rate progress to substantive conversations from surface-level contact, showing

about objectives, fit, concerns, or whether initial outreach is producing
allocation criteria. conversations of real strategic value.

IRMS Investor Relationship The degree to which familiarity, IRMS gives teams a consistent way to

Maturity Score understanding, trust, confidence, and evaluate where each relationship stands,

engagement have developed within an supporting more appropriate and timely
investor relationship. follow-up.

InvRS Investor Readiness The degree to which a prospective InvRS helps sales and investor relations

Score investor appears prepared to evaluate an teams prioritize outreach toward investors
investment opportunity, complete due most likely to act, improving efficiency of
diligence, and make an informed capital time and resources.
allocation decision.

ICS Investor Confidence An investor's level of confidence, trust, ICS provides an early warning and
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Acronym  Metric What It Measures Why It Matters
Score engagement, and readiness, estimated prioritization signal, helping organizations
from behavioral signals, interactions, identify which relationships are
communication history, and activity. strengthening and which may need
additional attention.

ITV Investor Trust Velocity The rate at which trust develops between ITV reveals whether trust-building efforts
a prospective investor and the are accelerating or stalling, offering a
organization throughout the acquisition leading indlicator of relationship health
process (Trust Development Progress + well before a capital decision is made.
Time).

RCGR Relationship Capital Change in the quantity, quality, depth, and | RCGR shows whether the organization’s

Growth Rate economic potential of investor overall base of investor relationships is
relationships over time. strengthening, a core indicator of long-
term capital formation capacity.

IED Investor Engagement The breadth, frequency, recency, and IED helps distinguish genuinely engaged

Depth significance of investor interactions investors from passive contacts,
across channels. informing where to focus relationship-
building effort.

IEPS Investor Education The degree to which an investor has IEPS indlicates how prepared an investor

Progression Score consumed and engaged with educational /s to engage in substantive due diligence
resources relevant to making an informed conversations, supporting better-timed
decision. outreach.

IJVv Investor Journey The rate at which appropriate investors 1JV highlights whether the overall

Velocity progress through defined relationship and | acquisition process is moving efficiently
decision stages. or whether investors are advancing more
slowly than expected.

IJSR Investor Journey Stall The percentage of investor relationships IJSR identifies specific points in the

Rate that stop progressing at particular stages. | journey where relationships lose
momentum, enabling targeted process
Improvement.
TCC Time to Capital Time between initial identifiable investor TCC helps organizations forecast capital
Commitment interaction and capital commitment. formation timelines and identify
opportunities to shorten the overall
acquisition cycle.

ICCR Investor Conversion to Percentage of qualified investor ICCR is a core efficiency metric showing

Capital Rate relationships that ultimately result in how well the organization converts
capital commitments. qualified relationships into funded capital.

AllV Average Initial The average value of an investor's first AllV supports capital forecasting and

Investment Value capital commitment. helps organizations understand the typical
scale of a first-time investor relationship.

ILV Investor Lifetime Value The total value an investor may contribute | /LV reframes investor acquisition as a
throughout the duration of their long-term value creation activity rather
relationship with the organization (Total than a single transaction, supporting more
Expected Capital Contributions + Referrals | strategic relationship investment.

+ Future Participation Value).

RIR Repeat Investment Rate | Percentage of investors who make RIR reflects investor satisfaction and trust

subsequent capital commitments. over time, and repeat investors are
typically among the most capital-efficient
relationships an organization has.

InvRR Investor Referral Rate The percentage of existing investors who InvRR measures whether the
generate one or more qualified investor organization's existing investor base is
referrals during a defined measurement actively expanding the pipeline, a strong
period. signal of trust and satisfaction.

IRV Investor Referral Value Economic value attributable to investors IRV quantifies the compounding value of

introduced through referrals generated by

strong investor relationships, supporting
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Acronym  Metric What It Measures Why It Matters
an existing investor relationship. the case for continued investment in

relationship quality.

IRCR Investor Referral Percentage of referred prospective IRCR shows whether referred prospects

Conversion Rate investors who become qualified are converting at rates that justify
relationships or capital-committing continued investment in referral-
investors. generating activities.

I1AdvS Investor Advocate Score | The degree to which an investor actively IAdVS identifies the organization's
recommends, endorses, introduces, or strongest relationship assets, informing
advocates for the organization and its where to invest in deeper engagement
investment opportunities. and stewardship.

IAdvV Investor Advocacy The economic and strategic value created | /AdvV places a measurable value on

Value through an investor's referrals, relationships that extend influence beyond
introductions, endorsements, content a single investor's own capital
sharing, event participation, and market commitment.
influence.

INER Investor Network The rate at which existing investor INER indlicates whether the organization's

Expansion Rate relationships generate new investor investor base is functioning as a self-
relationships through referrals, reinforcing growth engine.
introductions, and advocacy.

TRCR Trust-to-Referral Percentage of high-trust investor TRCR connects the organization's trust-

Conversion Rate relationships that result in referrals or building efforts directly to pipeline growth,
introductions. validating the long-term return on

relationship investment.

IRRR Investor Relationship Percentage of meaningful investor IRRR reflects the durability of the

Retention Rate relationships that remain engaged over organization's relationship base, a key
defined periods. input to long-term capital formation

capacity.

DIRR Dormant Investor Percentage of inactive investor DIRR highlights the value recoverable

Reactivation Rate relationships that return to meaningful from existing relationships, often at a
engagement. fraction of the cost of acquiring new

investors.

SFCR Sales Follow-Up Percentage of required investor follow-up | SFCR /s a direct measure of operational

Compliance Rate actions completed within established discipline, connecting process
standards. consistency to investor experience and

outcomes.

IRDR Investor Response The rate at which the probability of IRDR quantifies the cost of delay,

Decay Rate meaningful investor engagement declines | reinforcing the organizational importance
as response time or follow-up gaps of prompt, consistent follow-up.
increase.

CCIR Content-to- Percentage of meaningful investor CCIR demonstrates whether educational

Conversation Influence conversations preceded or influenced by content is functioning as a genuine driver

Rate identifiable content engagement. of investor engagement rather than a

passive asset.

CCalR Content-to-Capital Percentage or value of capital CCalR connects content investment

Influence Rate commitments influenced by identifiable directly to capital outcomes, supporting
content interactions. evidence-based content strategy

decisions.

MSIUR Marketing-to-Sales The degree to which sales teams use MSIUR indicates whether marketing

Intelligence Utilization investor behavioral data, campaign intelligence is actually informing sales

Rate context, and content engagement execution, a key measure of
information during follow-up and organizational integration.
conversations.

SMFR Sales-to-Marketing Percentage of meaningful investor SMFR closes the organizational feedback

Feedback Rate conversations and outcomes that loop, ensuring frontline investor insight

Capital Sourcing Partners

Page 47 o 52




- Accredited Investor Acquisition System

Version 1.0

Acronym  Metric What It Measures Why It Matters
generate structured feedback usable by strengthens future marketing and content
marketing. decisions.
IICR Investor Intelligence Percentage of meaningful investor /ICR reflects how much organizational
Capture Rate interactions from which structured, usable | knowledge is being preserved versus lost
information is captured. auring day-to-day investor interactions.
IIAR Investor Intelligence Percentage of actionable investor insights | //AR measures whether captured
Application Rate that lead to documented changes in intelligence is actually improving
campaigns, content, sales practices, organizational performance, not simply
follow-up, Investor Journey Design, or being stored.
resource allocation.
IALV Investor Acquisition The rate at which the organization IALV captures the organization's overall
Learning Velocity converts investor acquisition outcomes capacity for continuous improvement, a
into measurable process improvements. defining characteristic of a mature
Investor Acquisition Vehicle.

The AIAS Metrics Library is maintained as a living reference by Capital Sourcing Partners. Additional
implementation guidance, calculation methodologies, supporting formulas, calculators, and future metric
enhancements are published independently of this White Paper through the official AIAS Metrics Library.

https://capitalsourcingpartners.com/learn/metrics
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About AIAS

The Accredited Investor Acquisition System (AIAS) is a comprehensive management framework
developed by Capital Sourcing Partners to help organizations systematically acquire, educate,
develop, and retain qualified investor relationships.

AIAS integrates investor acquisition, capital formation, measurement, governance, organizational
learning, and continuous improvement into a unified operating framework. Rather than viewing
investor acquisition as a series of independent marketing campaigns or fundraising activities,
AIAS treats it as a measurable organizational capability that can be intentionally designed,
managed, and continuously improved.

The framework establishes a common vocabulary, standardized metrics, governance principles,
and management methodologies that enable organizations to evaluate investor acquisition
performance using evidence-based decision making rather than intuition alone.

By combining relationship development, operational discipline, data intelligence, and capital
efficiency principles, AIAS provides organizations with a structured approach for building
stronger investor relationships and more sustainable capital formation capabilities over time.
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About Capital Sourcing Partners

Capital Sourcing Partners is an investor acquisition, capital formation, and organizational
performance firm specializing in the design, implementation, operation, and continuous
improvement of Accredited Investor Acquisition Systems (AIAS).

The firm works with fund managers, sponsors, syndicators, private equity firms, private credit
firms, real estate investment organizations, and other capital-raising organizations to strengthen
investor acquisition capability, improve capital efficiency, and build repeatable systems for long-
term capital formation.

Through strategic advisory services, operational implementation, measurement frameworks,
investor acquisition infrastructure, research, and organizational capability development, Capital
Sourcing Partners helps clients transform investor acquisition from a collection of disconnected
marketing activities into a disciplined, measurable business function.

The firm's work is grounded in the belief that sustainable capital formation is achieved through
trust, education, disciplined systems, continuous learning, and evidence-based management
rather than isolated marketing campaigns or short-term fundraising initiatives.
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Contact Information

Capital Sourcing Partners

General Inquiries info@capitalsourcingpartners.com

Business Inquiries info@capitalsourcingpartners.com

Website https://capitalsourcingpartners.com

Learn More About AIAS https://capitalsourcingpartners.com/aias

Definitions Library https://capitalsourcingpartners.com/learn/definitions
Metrics Library https://capitalsourcingpartners.com/learn/metrics
Contact Us https://capitalsourcingpartners.com/contact
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