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 No More Cold Calls!
Grow Every Aspect of Your Business with Referrals
  By Bill Cates, CSP, CPAE  President – Referral Coach International

The Law of Perpetual Revenue™

More ____________________.
Lead to More ____________________________.

Lead to More _____________________________.  

Lead to More New ________________________.

Multiple Revenue Sources
Create a Synergy of New Business and Referrals

RCI’s Model – In addition to speaking…

1. Webinars, Teleseminars, and Video Conferencing.

2. Video-Based Training Programs


3. ___________________ Programs


4. Misc. Books, Audio CDs, Videos, and Kits


5. ___________________ Programs

6. Radio Shows


7. Referrals _______________  __________________.


8. Referral ________________  ____________.
Embrace a Referral Mindset

1. “I meet my clients the way they want to meet me.”



2. “I believe that asking for referrals is a ____________ thing to do.”




3. “I am constantly _____________________ referrals.” 




4. “I have a systematic _____________ for generating referrals.”




5. “I ___________________ to get referrals!”
 “Begin with the end in mind.”

1. Become More Referable 

How do you know if your speech, product, or service is referable?
Follow a systematic plan to stay in touch with clients:

1. Follow-up Articles


2. Referral Fast Start® Program


3. VIP Lists – Drip Value


4. Occasional Phone Calls


5. Social Media Invitations

2. Get and Use Testimonials
Collect Testimonials

1. Ask for them in your __________________  ________________________.


2. Ask for them in your ___________________.


3. Ask for them in your ____________________.


4. Help them ________________  ____________________?


5. Use ________________________ as much as possible.


6. Use _____________ and ________________ testimonials.


7. Make them as ____________________ as possible.


Use Testimonials

1. On your _______________________.




2. Create a ______________________  _________________.



3. Use __________________  ____________________.


3. Encourage Word of Mouth and Referrals
1. Celebrate meeting new prospects through referrals / introductions. 




2. “Don’t keep me a __________________.”




3. “I’m never too busy to see if I can be a resource for any of your friends or colleagues –   
       inside or outside of your organization.” 




4. Give referrals in a way that makes a great __________________________.

5. “Please leave a message at the tone. And if you were referred to us, please let us know   

              who we need to thank.”
4. Ask for Introductions
Recognize and Bust Through Your Barriers to Asking for Introductions
· ________ you haven’t provided enough ____________ yet.

· ________ you’ll  _________________ the relationship.

· ________ you’ll look ___________________ or _______________.

· ________ of hearing _________.
Use the VIPS Method™ to Ask for Referrals
V.
Discuss the value that has been recognized.


Capture value-recognizing statements.  Ask value-seeking questions.

I.
Treat the request with _________________. 

Transition from the value discussion with, "I have an important question
to ask you."

P.
Get permission to _____________________. 
S.
Suggest Names and Categories.

1. Inside their organization.

2. Outside their organization. 
Resistance?  Back Off Gracefully
Your “Emergency Exit”

1. “The next time you recognize someone who you  think should know about the work I do, please  don’t keep me a secret.  Make sense?”
2. “I just wanted you to know that I’m never too   
 busy to see if I can help others. Fair enough?”
Collaborate for a Quality Introduction 

1. Talk about what they think they need to say to their colleague to pique their interest in hearing from you.

2. Set a ________  ________ for follow up.

3. Send a reminder in the form of a ____________  ________.”

4. Stay with it. Be professionally ____________________. 

Receive Referrals in the Best Way – Create Referral T.R.U.S.T.
T.  Treat the prospect like ______________________.
R.  Respond immediately. Referrals have a _________  ________ life. 

U.  Update the referral source on your progress.
S.  Send a personal note of thanks along with a small gift.

T.  Encourage the new client to thank the source.

5. Target Specific Markets / Industries
Focusing on a Industry Niche
1. Easier to identify your prospects. 

2. You become more referable sooner.

3. Preparation for programs is easier.

4. You can charge more for products.

5. You can charge more for programs.

6. It’s easier to create a reputation.

7. You make more money – gross & net. 
6. Automated Referral Programs
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