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Marketing Mastery Program – Module 3 
MAKING REFERRALS WORK 
 

 

Referrals are by far the best lead generation source a business can have. The reason is simple. 

When someone is referred to you, it is usually by someone they trust—and that trust is 

transferred to you. When a prospect trusts you, it makes the sales process much smoother and 

the level of doubt or scepticism much lower compared to that of a cold prospect.  

It is interesting then, that most people know referrals are good; yet don’t have a proactive way 

to encourage them. A few reasons are: 

 They don’t know how 

 They don’t think of it 

 They feel uncomfortable asking 

 They are not sure if people are happy with their product or service  

 

These reasons make sense. However, let’s find a way to overcome this and make the most of 

our best customers by turning them into our sales people.  

In this module we are going to look at why people refer, look at some methods or mechanisms 

to enable people to refer and finally, work through a framework to help you develop your own 

referral system. 

Before we jump into things, let's take a look at some of the basics. First there are some rules. 

You can’t just jump out there and start asking for referrals without having a few fundamentals 

in place—well you can—but your results might be sketchy! 
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Rules for getting Referrals 

1) BE AWESOME. Your product and service must be top notch. You must be able to deliver 

a product or experience beyond what your customer expects. If you have average 

customer service, you have no right asking for a referral.  

2) Focus on your top 20% - you don’t have to be awesome for everyone, just your top 20%. 

It is impossible to be all things to all people. If you are trying to do that, your top 20% 

are getting less than they deserve…and they deserve a lot. Focusing your service 

towards your ideal customer (your top 20%) enables you to excel where it counts.  

3) Make it EASY! – If referring your company is hard work then people aren’t going to do it. 

And hard work can even be ‘the amount of thinking’ you are asking your customer to 

do. Let me put it this way, the easier it is to refer you, the more chance of it happening.  

 

Compare “sharing your company offer via Social Media” vs “asking them to write down the 

names of 3 people and their email addresses which they most likely don’t have on them”. Social 

media is the click of a button … simple. 

Make it easy for your customer and you greatly increase the success rate of your 

campaign.  

4) ASK and promote consistently but at the right time—often customers will be more than 

willing to participate in your program, but need to be asked and reminded. This can be 

done through different forms of communication. You also need to ask when they are in 

a high, positive, emotional state with your company…when their emotional bank 

account is full.  

5) Follow up with THANKS – EVERYTIME! Show your genuine gratitude and you’ll put 

yourself in the best position to continue to receive referrals. 

Now that we understand the five referral rules, let's take a look at some of the common referral 

mechanisms that can be used. It is important for you to understand these mechanisms so, as 

we get to the framework and design of your system, you will have background knowledge of 

how your referral system can be applied. 
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The Common Mechanisms 

Here are the common mechanisms you can choose from for your referral system. 

 

 

 

 

 

 

 

 

 

 

 

 

1) Referral gift. e.g. if you provide a referral you get_____  and your referee gets ______. 

 

2) Competition draw – enter your name + 2 of your friends to win ______.This can work 

equally well on Facebook – Like our page and go in the draw to win _______. 

 

3) Promote an event – this is a very low threat strategy that also gives value. Your event 

must be educational and provide true value. When people promote and their friends 

sign up, you get to start the relationship. Have an offer at the end of your event that is 

applicable. e.g. a hairdresser may run an in house session on makeup skills with an offer 

for some product or a discounted haircut.  
 

a. Hand out invitations for you and a friend. Get people to re-tweet. 

b. Works great with webinars. It is easy to forward an invite to a webinar. Then 

after the webinar you can have people comment and share through your 

Facebook fan page. 
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4) Straight out ask—this one particularly needs to be done at the right time and you must 

have earned it. This can work great in one-on-one type service businesses. Be specific 

about who you want them to refer. Don’t ask an open ended question like “who do you 

know”. If you ask that you are asking them to review (usually on the spot) every single 

person they know. Instead guide them with “Who do you know who is_____ and _____ 

and looking to _______) 
 

a. Have a script you use to cover the main points. Don’t read it verbatim but use it 

as a guide. It might look something like this: “Hey Bob, I’m so thrilled to hear how 

happy you are with your portfolio. And I can tell you, I’m as happy as you. You 

really are a great client” (this MUST be sincere … NO flattery). “Bob, now might 

be a good time to ask you … would you mind giving me some brief words that 

describe how you have found dealing with me, and the quality of my work, that I 

can use as a testimonial?”  (a testimonial first makes them think about all the 

good things you’ve done for them and further puts them in a positive state). 

“Wow, thank you so much. This is really great. One last thing Bob, in my 

marketing to attract new clients, I’ve tested many different methods and by far 

the best clients come from referrals of existing clients. If I gave you some 

characteristics of the people I’d like to help, do you think you might have some 

friends who would be open to a conversation? That conversation would be 

exploring similar things that I’ve done for you. Now, I don’t want to put you on 

the spot, so would it be OK with you, if I call in a couple of days and we can chat 

about it?” 

Then go ahead and give Bob your specific criteria you are looking for. Some of 

those things might be things that relate to Bob. Give him someone to look for 

that is somewhat similar to him.  
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Creating your referral system 

Set aside some uninterrupted time to reflect on the questions below. The goal here is to brain 

dump and write down whatever comes to your mind. Write every thought down before judging 

or eliminating anything. Every thought, regardless of your initial reaction, has the ability to 

spark another thought. It only takes one thought/idea to give you the golden key to making this 

system work. Be open and creative.  

You will find some questions are similar. This is intentional. Sometimes asking something from a 

slightly different perspective can release new ideas that previously were not apparent. 

First let’s look at things from your perspective 

1. What is it that makes you WANT to give someone a referral? 

___________________________________________________________________________ 

___________________________________________________________________________ 

___________________________________________________________________________ 

___________________________________________________________________________ 

2. What makes you not want to give one of your vendors a referral? 

___________________________________________________________________________ 

___________________________________________________________________________ 

___________________________________________________________________________ 

___________________________________________________________________________ 

3. How would you like one of your vendors to approach or ask you for referrals? 

___________________________________________________________________________ 

___________________________________________________________________________ 

___________________________________________________________________________ 

___________________________________________________________________________ 
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4. When have you felt uncomfortable being asked for referrals? 

___________________________________________________________________________ 

___________________________________________________________________________ 

___________________________________________________________________________ 

___________________________________________________________________________ 

5. What do you feel is inappropriate when being asked? 

___________________________________________________________________________ 

___________________________________________________________________________ 

___________________________________________________________________________ 

___________________________________________________________________________ 

6. When do you feel excited or willing to give a referral? 

___________________________________________________________________________ 

___________________________________________________________________________ 

___________________________________________________________________________ 

___________________________________________________________________________ 

7. When have you felt willing to give a referral but have not done so? What did or did not 

happen to cause this outcome? 

___________________________________________________________________________ 

___________________________________________________________________________ 

___________________________________________________________________________ 

___________________________________________________________________________ 
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Now let’s look from the client’s perspective. As you answer these questions, work hard to put 

yourself in their shoes. 

1. What are the barriers you believe would prevent your clients from giving you referrals? 

a. What are the logical reasons? 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

 

b. What are the emotional reasons? 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

 

2. What are the fears they may have around giving referrals? And what are some options for 

overcoming those (minimum 3 ideas for each fear) 

___________________________________________________________________________ 

___________________________________________________________________________ 

___________________________________________________________________________ 

___________________________________________________________________________ 

___________________________________________________________________________ 

___________________________________________________________________________ 

___________________________________________________________________________ 

___________________________________________________________________________ 
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3. Who are the kinds of people that are usually most receptive to giving referrals?  

a. Type of industry? 

___________________________________________________________________________ 

___________________________________________________________________________ 

 

b. Type of client (length of relationship, quality of service etc.) 

___________________________________________________________________________ 

___________________________________________________________________________ 

 

c. Personality type. 

___________________________________________________________________________ 

___________________________________________________________________________ 

 

4. What are the options in terms of ‘how to make an introduction’ for your clients. (Minimum 5 

ideas here).  

___________________________________________________________________________ 

___________________________________________________________________________ 

___________________________________________________________________________ 

___________________________________________________________________________ 

 

a. Now pick the one you like best. How can you implement this, keeping in mind the 

answers to some of the other questions? 

___________________________________________________________________________ 

___________________________________________________________________________ 

___________________________________________________________________________ 

___________________________________________________________________________ 
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From the responses above, highlight the key ideas or things you LIKED or make sense to you 

to include in your system.  

I. What conclusions can you draw?  

___________________________________________________________________________ 

___________________________________________________________________________ 

___________________________________________________________________________ 

___________________________________________________________________________ 

 

II. How can you implement these into some sort of framework/guidelines?  

___________________________________________________________________________ 

___________________________________________________________________________ 

___________________________________________________________________________ 

___________________________________________________________________________ 

 

III. How much structure should there be?  

___________________________________________________________________________ 

___________________________________________________________________________ 

___________________________________________________________________________ 

___________________________________________________________________________ 

 

IV. What should be left flexible? 

___________________________________________________________________________ 

___________________________________________________________________________ 

___________________________________________________________________________ 

___________________________________________________________________________ 
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V. From the four types of mechanisms, which is best suited for your business? 

___________________________________________________________________________ 

___________________________________________________________________________ 

 

VI. What are some options for implementing that mechanism? 

___________________________________________________________________________ 

___________________________________________________________________________ 

___________________________________________________________________________ 

___________________________________________________________________________ 

 

Module 3 REFERRALS Summary 

By understanding the types of referrals, you will be able to draw a strong correlation 

between your business—and what type of referrals are best suited to you. 

Thinking outside the box, as is always the case with marketing, is a key component of 

creating a great referral system that works; and is something to keep in the forefront of 

your mind as you work through all of the units. 
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