
Case Study

A Leadership & Wellness Consultant's 
Breakthrough to Consistent Corporate 
Clients

Executive Summary

This case study follows the journey of a qualified leadership and corporate wellness consultant. This consultant 
had previously secured workshop opportunities through invitations and referrals, but their business growth was 
limited by the sporadic and unpredictable nature of these engagements. Seeking to establish a steady, reliable 
stream of corporate clients, the consultant partnered with a Business 737 to implement a structured 3-pillar client 
acquisition system. 

The objective was to move to a proactive, strategic business development model4enabling consistent client 
acquisition and sustainable growth. By refining their positioning, focusing on a core area of expertise, and 
leveraging a systematic outreach and conversion process, the consultant achieved significant results. 

Within the first year of applying this approach, they secured multiple new corporate clients, established recurring 
engagements, and received strong testimonials highlighting measurable improvements in leadership effectiveness 
and employee wellbeing. This transformation not only stabilized their business but also positioned them as a 
recognized expert in the corporate wellness and leadership development space.
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Background and Motivation

The leadership and corporate wellness consultant 
featured in this case study is a qualified professional with 
a background in leadership development, organizational 
psychology, and wellness facilitation. Initially, their career 
focused on supporting individual clients and small teams, 
helping leaders and employees navigate stress, build 
resilience, and enhance performance through evidence-
based interventions.

The consultant was aware the growing need 
for wellness and leadership solutions within 
the corporate sector. They wanted to move 
beyond one-on-one engagements to reach 
larger audiences, influence organizational 
culture, and address challenges affecting 
workplace mental health and productivity.

The transition into the corporate space was driven by several factors:

A commitment to improving workplace wellbeing and performance at scale.

The pursuit of more scalable and stable revenue streams, as corporate contracts typically offer 
higher value and recurring business opportunities.

The appeal of professional growth and the challenge of working with diverse organizations and 
leadership teams.

Working with corporate clients offers substantial benefits, including the ability to engage larger 
audiences and drive meaningful change across entire organizations. 

These engagements often lead to higher-value contracts, enhanced professional reputation, 
and increased credibility as an expert in the field. Additionally, building long-term partnerships 

with organizations creates opportunities for sustained impact and business growth.
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Initial Obstacles and Challenges

Despite previous experience delivering workshops by invitation, the consultant faced several 
significant obstacles when seeking to establish a consistent and proactive approach to corporate 
client acquisition.

Uncertainty About Approaching and Closing Corporate Clients

Without a structured strategy, the consultant was unsure how to approach and secure new 
corporate contacts. Opportunities had previously come through referrals or invitations, making 
business development unpredictable and reactive rather than planned.

Unclear Unique Value Proposition for the Corporate Market

Like many in the field, the consultant struggled to clearly define and communicate what set their 
services apart in a crowded B2B landscape. Identifying a compelling, differentiated value 
proposition is essential, as corporations are increasingly looking for tailored solutions that address 
their specific needs and strategic objectives.

Difficulty Identifying and Reaching Decision-Makers

Navigating the complex corporate environment proved challenging. It was often unclear who the 
true decision-makers were within organizations, and getting past gatekeepers to reach those with 
purchasing authority required new skills and strategies.

Limited Knowledge of Corporate Procurement and Training Needs

The consultant had limited understanding of how corporations select external partners, allocate 
budgets, and measure the success of wellness and leadership programs. This knowledge gap 
made it difficult to align offerings with what companies actually value and need.

Concerns About Standing Out in a Competitive B2B Landscape

The corporate wellness and leadership space is highly competitive, with many providers offering 
similar services. Standing out requires not only expertise, but also a clear niche, strong positioning, 
and the ability to demonstrate measurable ROI4something many consultants find challenging to 
articulate and prove.

There are many other barriers to entry such as high implementation costs, the complexity 
of measuring ROI, and the need for scalable, flexible solutions that can adapt to diverse 
organizational cultures and priorities. Overcoming these initial challenges was essential 

for the consultant to move from random, invitation-based work to a sustainable, strategic 
business model focused on long-term growth and impact.
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The 737 Client Acquisition System

The 3-pillar client acquisition system provides a structured, repeatable pathway for consultants to 
move from sporadic, invitation-based engagements to a consistent flow of corporate clients.

 This system4Create, Communicate, Convert4ensures every step,                                                           
from market positioning to closing deals, is strategic and client-focused.

1. Create

Develop a strong foundation:

Defining the Ideal Client Profile (ICP):Identify target companies, industries, and key roles (such as 
HR leaders, department heads, or executive teams) most likely to benefit from their expertise.

Developing Unique Value Proposition (UVP) Options: Focus on developing a UVP, including 
expertise in areas such as stress management workshops, leadership training, DEI mental health 
support, burnout prevention, and conflict resolution.

Design a Success Journey: Address the unique needs and goals of the target organization, 
ensuring relevance and impact.

Designing Workshop & Training Content + Offers: Logical and attractive programs and proposals

2. Communicate

Build visibility and trust in the corporate market:

Professional Communications: Develop a compelling brand identity and messaging strategy that 
resonates with corporate audiences.

Outreach Strategies: Leverage LinkedIn and  targeted campaigns with an emphasis on 
collaboration and hyper personalization. 

Translating Expertise into Impact: The consultant is encouraged to publish articles, white papers, 
reports and to speak at events.

Addressing Gatekeepers and Decision-Makers: The system provides tools for navigating 
corporate hierarchies and effectively communicating value.

3. Convert

Turn interest into revenue:

Structuring Proposals and Presentations: Proposals are tailored for corporate buyers, clearly 
articulating ROI, productivity increases, and risk mitigation.

Handling Objections and Demonstrating ROI: Address concerns & demonstrate measurable 
outcomes.

Closing Deals and Onboarding New Clients: The process includes best practices for closing 
agreements and ensuring a smooth onboarding experience.

Strategies for Securing Repeat Engagements: The consultant employs follow-up strategies to 
increase client lifetime value.

By following the 3-pillar system, the consultant transforms their approach from reactive to 
proactive, ensuring a steady pipeline of high-value corporate clients and establishing 

themselves as a leader in the competitive B2B wellness and leadership market.
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Outcomes and Results

The consultant moved from relying on sporadic, invitation-based opportunities to establishing a 
reliable and proactive pipeline of corporate clients, resulting in a steady flow of workshop and 

training engagements.

Professional visibility and reputation in the corporate sector increased significantly. Strategic 
positioning and outreach led to recognition as a trusted expert in leadership and wellness.

300%

Increase in Clients

Significant growth in the 
number of corporate 

engagements within year 1.

85%

Client Retention

High percentage of clients 
booking recurring workshops 

and training sessions

4.8/5

Client Satisfaction

Average rating from post-
workshop feedback and 

testimonials

Through this process, the consultant developed greater confidence and expertise in 
navigating the B2B landscape. They became adept at tailoring offerings to organizational 

needs, articulating ROI, and building long-term client relationships4positioning 
themselves for ongoing growth and sustained success in the corporate market.
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Lessons Learned and Key 
Takeaways

Success in the corporate sector requires a 
collaborative, consultative approach4far 
beyond simply pitching services. 

Tailored offerings, rooted in the real challenges 
and goals of each organization, are essential 
for standing out and closing contracts

Focus on Corporate Problems

Corporations do not buy generic services; they invest in solutions to pressing problems that 
threaten their profitability or growth.

Demonstrate Clear ROI

They expect a clear return on investment and measure success in hard financial terms4
specifically, strategic outcomes that impact EBITDA (Earnings Before Interest, Taxes, Depreciation, 
and Amortization).

Frame Around Measurable Results

Every proposal and engagement must be framed around how it will deliver measurable results that 
show up on the company's financial statements.

Persistence and strategic outreach 

These are vital for breaking into new markets. Building relationships, nurturing trust, and 
consistently demonstrating value over time are far more effective than transactional approaches.

Finally, the benefits of professional guidance and a structured acquisition system are 
substantial. Having a proven framework not only accelerates learning and reduces 
uncertainty but also provides the clarity and confidence needed to navigate the 
competitive B2B landscape and achieve sustained business growth.
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Advice for Other Leadership and 
Corporate Wellness Consultants

�  Understand Corporate Needs and 
Outcomes

Companies want solutions that solve their 
most pressing issues. Position your offerings 
as tailored solutions to these problems, & 
clearly state the outcomes that will be 
delivered.

�  Explore Diverse Workshop 
Topics, Then Focus

Position yourself as an expert in one field, 
while incorporating other elements into your 
methodology. This approach both attracts a 
broader audience and builds your credibility as 
a specialist.

�  Prioritize Adaptability and 
Continuous Learning

Stay informed to ensure you remain relevant 
and can adjust your approach to meet 
changing client needs.

�  Develop Strong Interpersonal 
Skills

Building relationships with corporate 
stakeholders requires excellent listening, 
empathy, and the ability to communicate 
complex ideas simply and persuasively. 

�  Leverage Professional Guidance

Breaking into the corporate market is 
challenging without a clear strategy. 

A proven client acquisition systems to 
accelerate your progress and avoid common 
pitfalls.

�  Always Focus on ROI

Corporations expect measurable results and 
will evaluate your impact in financial terms, 
such as productivity gains, cost reductions, or 
improvements that show up on their financial 
statements4often measured by EBITDA. Make 
ROI central to your proposals & program 
evaluations.

By combining industry insight, a client-focused mindset, and a commitment to ongoing 
learning, leadership and corporate wellness consultants can build thriving practices that 

deliver real, measurable value to organizations.
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Conclusion

This case study highlights a significant transformation: a 
leadership and corporate wellness consultant shifting 
from sporadic, invitation-based engagements to a 
structured, proactive approach that delivers consistent 
business growth. 

By embracing a strategic client acquisition system, the 
consultant not only secured a steady pipeline of 
corporate clients but also enhanced their professional 
reputation, expanded their influence, and delivered 
measurable value to organizations.

With the right guidance, focus, and commitment to understanding corporate needs, leadership and 
wellness consultants can thrive in the corporate sector.                                                                           

The demand for expertise in workplace wellbeing & leadership development continues to rise, 
offering substantial opportunities for those prepared to adapt and innovate.

1 2

34

By prioritizing tailored solutions, measurable outcomes, and continuous learning, consultants can 
position themselves as indispensable partners to forward-thinking organizations, driving both 

individual and organizational success.
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Structured Approach

Moving from reactive to 
proactive client acquisition

Tailored Solutions

Developing offerings that 
address specific corporate 
challenges

Measurable Outcomes

Demonstrating clear ROI and 
business impact

Sustainable Growth

Building long-term partnerships 
and recurring revenue


