5 Simple Seamless Systems to Generate Referrals
Having a business that is 100% referral driven is the envy and ultimate goal of every financial professional, and if it isn’t it should be.

Why spend thousands a month on marketing for new clients when you can mine them from your client base, with the right tools. 
Being given referrals or being referred to another is the ultimate compliment.  It presupposes trust and belief in you on the part of the referrer, whether that is a client, a friend, a family member, business associate or acquaintance.  

There are necessary components that must be present in order for you to receive referrals.
1 – You must have a level of expertise and proficiency in your field.   Let’s face it; no one is going to refer anyone to a novice.

2 – You must have a level of confidence.  If you have a grain of hesitance or reticence, your client will smell it a mile away.  No one will refer anyone to someone they don’t think will be able to do the job.  It would reflect negatively on them, and no one will risk that, regardless of who you are.  If you don’t think you can do the best for your client, how can they?  A lack of confidence is something you can’t hide.  Fake it till you make it works, but not where getting referrals is concerned.

3 – You must possess a level of belief that YOU DESERVE referrals.  This is the key ingredient.  This is the chocolate in the chocolate cake.  When you ooze with the belief that you are expert and proficient, that you can and will do the best job possible for your client, when you know that they need to work with you over and above any other advisor, then you know that they OWE you referrals.  When you have and exude this attitude, your clients, friends and business associates want to give you referrals because they believe what you know about yourself.

So how do you develop that air of confidence and belief in your self?  Develop TRUST in yourself.  Trust is time over action.  When you invest the time in your practice, when you have the history of sticking with it, you have half the battle won.  The other half is action.  You can have all the time in the world invested but you have to have the success behind you also and that only comes by doing what it takes.  What does it take?  Whatever it takes!  

Receiving referrals are a natural outcome of the belief you have fostered in yourself. 
Once you believe you deserve referrals, then, you have to ask for them, just like you ask for the order. Asking for the referral is not strong arming or guilt-ing a client into giving you a name.  It’s setting up simple seamless systems to get your clients automatically prospecting for you. 
So here are a few ideas.  Implementing just one will greatly increase your appointments.
· Never Ever say Thank You.  Don’t misunderstand, I’m not suggesting that you shouldn’t be thankful for any and everything, but you want to communicate to your client, that they are not doing you a favor by giving you a referral; they are doing their referral a favor by introducing them to you.
· So say something to the effect of “Mr. Jones, are you happy with the service I’ve provided for you?  I’m honored that you’ve allowed me to help you solve you financial issues.  Mr. Jones, who else do you care about that needs to talk to me.” 

· Have a real conversation with your clients explaining that they are the kind of person you want to do business with and ask if they would be willing to help you, by keeping their eyes out for friends or acquaintances who are similar to themselves (the same client profile), and would they take the time to set up an introduction.

· Show appreciation for your clients by inviting them to lunch.  And ask them to bring 2 of their business associates.  Block out one noon time slot each week.  Have your assistant make the appointment every week without fail.  (If you don’t have an assistant, get one and have them make the appt.)
· Send your clients a gift – a resource they will be able to use for their finances.  We like either Newkirk’s Retirement Planning Guide, or Bruce Sankin’s e book.  (Call us at 800-324-3800 for details)  Send this to your clients as a gift and include a letter explaining that you will send this same booklet to a maximum of 3 people they care about as a gift in their name.   Include a return envelope and watch the referrals come in thru the mail. The percentage of referrals we are having reported beats any kind of direct mail response you will ever get.  Mail 20 of these a week, follow up, and watch the stream of referrals will amaze you.  

· I like this one the best.  When you are filling out the application or doing any kind of paperwork for and with a prospect, have a self generated form that is in the stack of papers that need to be signed.  The form asks for two or three contacts in case of emergency.  Who are they going to give you? – A family member or a best friend.  What do you have now?  Referrals!   Do you call them up and say “oh so and so referred me to you”, and try to book an appt – NO?   You call them, introduce yourself, and confirm their contact info.  If you are any good you can get a conversation started and explain how you helped their friend, that they gave you their name as an emergency contact and you would like to send them your contact information also.  They will want to know what kind of work you do.  Now you have an open door to start a professional conversation and invite that person in, meet them for lunch or a least add a contact to your drip list.

Hopefully we’ve shared something of value that will help you to get more referrals.

In conclusion, in order to have a practice that is 100% referral driven, 
1 - Believe in yourself, your ability, your expertise and know that you deserve referrals from you clients, 
2 – Decide that referrals are how you want to grow your business.
3 – Set an intention to consistently generate referrals.
4 – Create a simple, seamless system – more than one is better – to have your clients do the work for you.
Having a practice that is 100% referral driven is not going to happen overnight, growing anything of value always takes time.  But the advisors who do use a system have more business than they can handle, even in these economic times.  And that is exactly what we want to see for all our advisors.

Whether you are licensed with us or not, if you would like to discuss these marketing ideas in more detail, please call Merrilee at 800-324-3800 and I we will be happy to spend some time helping you implement a proven simple seamless referral system.  
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