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100	POINT	GAME	
Activity Points Description 

Asking to be Introduced 5 

Track the number of times you’re actually 

being introduced by a client or COI to 

someone who could make a good client or 

COI for you. 

Sourcing Names From Client 

Conversations 
1 

Track the number of names you can uncover 

during client conversations. 

Conducting an Intimate Event 10 

Intimate Client Events are the preferred 

event for more affluent clients and COIs 

and the event to which they’d most likely 

bring a guest.  

Attending a Function/Event/Party 3 
Getting out of the office, meeting people 

and establishing relationships. 

COI Face to Face 3 
Face-to-face meetings with attorneys, 

accountants and other COIs increased. 

Asking for the Business 7 

Asking a social contact to do business with 

you is an out-of-comfort zone activity for 

sure, but big rewards are possible. 

Surprise and Delight 2 

Sending small, thoughtful gifts to your top 

clients and COIs shows that you’re listening 

and that you care. It also engages the law 

of reciprocity. 

Non-Business Meal with Client 3 

Getting social will double your referral 

flow.  When can you have lunch, dinner or 

drinks? 

Prospect Phone Call 1 
Calls to referral prospects or cold 

prospects. 

Prospect Face-to-Face 3 Face-to-face meetings with new prospects 
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I	PROVIDE	GREAT	VALUE	TO	MY	CLIENTS-STORIES	
	

	
	

2.		

3.		

4.		

1.		

15.		
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* Referral Mindset 

1.  I provide a great service to my clients 

2.  All of them have people they care about 

who need this service 

3.  If I don�t get to those people, someone 

else will, or they�ll do something on 

their own that is not in their best interest 

4.  I deserve to be the one to help them 
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A Systematic Approach to Referrals 
 
STEP 1: Plant Referral Seeds. Let your prospects know that you want to help 
their friends, colleagues, and family members.  Plant seeds by giving referrals - 
connecting people!  
 
STEP 2: Have a genuine, thorough VALUE discussion. Be certain that value 
has been given and recognized. End all your meetings with a value discussion.  
 
STEP 3: Ask for people you can help.   

! Don’t ask unless you’ve had a positive value discussion first. 
! Treat the request with importance and explain the process. 
! Ask for someone to help. Get permission to brainstorm or 

explore others who can be helped the same way 
! Suggest names and categories. Help them picture people in 

their mind’s eye.  
Specific people 
Friends and family 
Your target market 
Neighbors/co-workers you’ve identified 
 

STEP 4: Harvest names in an “Introductions Book.”  
 
STEP 5: Deal with Referral Resistance.  You do this by discovering the 
objection behind the objection. People are mostly concerned about protecting 
their relationships. Help them do that. Explore to discover their concern and 
offer to craft a method of introduction that will be comfortable for all.  
 
STEP 6: Learn as much as you can about the new prospect. Don't just 
settle for a name and phone number. Learn why they think the prospect 
might be a good candidate for your work. Learn what they like or admire 
about the prospect.  
 
STEP 7: Arrange introductions. Your client might want call the prospect or 
send him or her an email.  Of course, in-person introductions are usually the 
best.  
 
STEP 8: Contact all referral prospects right away and keep your source 
updated with your progress. The people who give you referrals – whether to 
help you or help their friends – want to make sure you follow up.  
 
STEP 9: Thank your clients for their referrals. The best thanks is to keep 
them informed. Send a hand-written note and maybe a small gift to say 
“thanks” for the giving of the referral. Do not wait for the prospect to become 
a client. Reward the giving. The best way you can think them is to keep them 
in the loop.  Let them know your progress.  
 
STEP 10: Close the circle. Get your new client to thank the referral source. 
This brings the process full circle. When you encourage your new client to 
thank the referral source, the source becomes a “hero.” You become more 
referable. 
 

Copyright © 2011, Sandy Schussel, LLC   All rights reserved. 
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FIRST APPOINTMENT OPENING 

1. Ask them specifically why you’re meeting 
 
When we spoke on the phone, you told me you were interested in 
[Retirement]. Did you have something specific on your mind when you 
agreed to meet with me today/tonight? 
   
2. Tell them how your meeting will work: 
 
Have you ever sat down with someone like me before? I work a little 
differently than a lot of people in my industry. Let me explain to you 
how our meeting will go: 
 
 a. Most of our time to be spent learning about them 
 
I’ll start by spending a minute or two explaining the work I do.  But 
most of our time will be spent finding out about you. I’ll be asking you 
questions about where you are financially at the moment and where 
you’d like to be, how you feel about different types of investment risk 
and what steps you’ve taken and need to take to protect your family 
or your assets if either of you were to die. 
 
 b. No pressure 
 
My main job is to get enough information from you to help you make 
informed decisions about your finances—decisions that feel right to 
you—which actually means doing nothing, if that is what feels right.  
This isn’t about me trying to pressure you into buying some solution or 
program from me—so you can relax. 
 
Of course, I do have solutions and programs to recommend to you, 
but that isn’t a requirement of us working together today/tonight. 
 

c. We’ll be setting another appointment 
 

Once in awhile I see something glaring—something that should be 
done right away.  If that happens, I’ll make some recommendations to 
you today/tonight. Either way, though, the next step is for me to set 
up another appointment with you, take all of your information (back to 
the office with me), do whatever analysis needs to be done, discuss it 
with my team, and come up with recommendations for an overall 
strategy that we’ll discuss on the next appointment. 
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Ten Ways To Get Referrals Without Actually Asking 

The following are general talking points and are not scripts to be committed to 
memory: 

1. Discussion of Confidentiality. "Martha, there's something I want to run by 
you. Many of my clients like to introduce me to others they think should at least 
know about the work I do. I just wanted you to know that if the opportunity 
presents itself to you, the work I do with you is always kept completely 
confidential. The people who meet me this way will never learn about your 
financial situation from me and vice versa. Does that make sense?" 

2. Who You Serve the Best. "Bert and Martha, there's something I want to 
mention to you. Many of my clients like to introduce me to others they think 
should at least know about the work I do. If an opportunity ever comes up for you 
to do that, and it’s someone you care about, regardless of their circumstances, 
please don’t hesitate. I try to give the people who are important to my clients 
priority in my schedule. But it's also good for you to know who I do my best work 
with. These days, I’m working with [a lot of successful couples like yourselves. 
They usually have children, and are terrified that they won’t be able to send them 
to a decent college if things keep going as they have been. While I don't expect 
you to know someone's exact financial situation, you probably have a sense. 
And, like I said, if it’s someone close to you that doesn’t happen to fit that profile, 
don’t worry about. Let them know about me anyway, because I will take care of 
them if they need me. Does this make sense?" [Note: Your “ideal client” profile 
may be different, but you get the idea.] 

3. How You'll Contact Them. "Richard, quite often my clients like to recommend 
the work I’m doing for them to the people they care about. If the opportunity to do 
that ever comes up, I thought you should know how I usually like to handle those 
situations. First of all, I don't like to surprise people with a phone call from out of 
the blue. I've found that everyone seems to feel most comfortable when they 
know I'll be contacting them and have a sense of why. 

"So, if you identify someone you think I should contact, please come to me first. 
Together, we'll figure out the best way for us to approach them. We'll do it in a 
way that takes into account your relationship and feels comfortable and natural to 
everyone. If they are interested, we'll probably arrange to meet for a no-obligation 
review - as you and I did initially. If they decide they don't care to move forward, I 
assure you I won't pressure them or become a pest. That's just not my style. How 
does all this sound?" 

4. "Don't Keep Me a Secret." Using this phrase has always been an easy way 
to open up the referral conversation. Usually it results in a laugh and the client 
asking “What do you mean?” and it never hurts a relationship. 
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5. Offer to Give Referrals. [Use with small business owner, salesperson, or 
anyone who needs referrals for their business]. "Fred, you sound like you do 
pretty good work for your clients. Tell me, if I ran into a good prospect for your 
business, how would I know it and how would you like me to introduce them to 
you?" 

6. Celebrate Referrals. Every time you meet a new prospect through a referral, 
celebrate it. Talk about the person you know in common. 

7. “Who Should I Thank?” Phone Message. Put the following message on 
your voice mail. "This is Mike Smith. Sorry I missed your call. Please leave a 
message at the tone. And if you were referred to me, please let me know who I 
need to thank." This sends the message to all who call you that you get referrals 
on a regular basis - you are referable, and that you have an attitude of gratitude. 

8. Never Too Busy. "I just want you to know that as busy as I’ve been lately, I'm 
never too busy to see if I can help your friends, family, or anyone else you care 
about." 

9. Earn the Right. Tell your clients something like the following (early in the 
relationship), "One of the ways I know I'm doing a good job for my clients is when 
they tell their friends and family members or business associates about me. I 
know the only way that happens is from me providing good advice and great 
service, and I hope that at some point, you will trust me enough and be 
comfortable enough to recommend me to other people. Fair enough?" 

10. By Referral Only. Some representatives work exclusively by referral. If this 
is true for you, when you hand someone your card, write "By Referral Only" on it. 
It sends the message of importance and exclusivity. Of course, if it is not true for 
you, don’t write it. 

While it's important that you're not obnoxiously aggressive about asking for 
referrals, it's equally important that you find soft ways to keep the topic lively in 
your clients' awareness. Promoting referrals in the ways discussed above will do 
just that. You'll never hurt a relationship, you'll plant a very powerful seed that 
can bear fruit later, and you will often walk away with referrals on the spot. 

!
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ASKING	WITHOUT	ASKING	AT	THE	BEGINNING	OF	AN	APPOINTMENT	
	

YOU: Many times, as I go through this process with people, they 
begin to think of friends and family members who should be doing 
this.  If that happens while we’re working on you, tell me about it, 
and we’ll talk about whoever it is at the end.  I want to know about 
it so I can help them if they need help, but I don’t want to interrupt 
our conversation. 

We’ll talk about whoever it is at the end of our appointment and if 
it makes sense, we’ll figure out a comfortable way for us to be 
introduced.  Does that make sense? 
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Script: Asking to Talk About People You Can Help 
 

1. Acknowledge value 
 
I told you at the beginning of our meeting today I’d be checking in with you 
at the end to make sure you’re happy with what we’ve been doing here.  It 
sounds like you are, and I’m glad. 
 
2. Transition to asking about people in their lives 

I also mentioned that I would be asking you about some of the people you 
care about most who might not have an advisor or might not be as happy 
with the service they’re getting. 

I have an opening in my schedule for one or two more good clients and 
although I have plenty of people to call, I’d rather try to see if there’s 
someone in your life you’d want to give the opportunity to talk with me—if 
they need the help. 

I know that most of us don’t talk about our financial or insurance situations, 
even with our closest friends, so I’m really looking to talk about someone 
you’d want to introduce me to just to see if we can help them.   

We’ll talk about them, and if we think it makes sense to arrange an 
introduction to them, you and I will discuss what would be most natural and 
comfortable way for them to meet me.  Would you be open to spending a few 
minutes on this? 
 
3. Ask for people they spoke about/who came to mind  

Best Way: 

You mentioned [identify person] earlier.  Do you think he/she/they might be 
someone we should be talking about?  Who else? 

Second Best Way: 

Would you be open to brainstorming with me a little? Who are the first 
people who come to mind that you might want to talk about? 

Who else should we be talking about? 

Who else? 

Social Media options: 

I see you’re connected to John Smith on LinkedIn.  Are the two of you close? 
I looked at his profile and from what I could gather he might be someone I 
could really help.  Would you be comfortable introducing us?...Good. We’ll 
talk about him.  Who else are you connected with that we should be talking 
about? 

I notice that “Marianne” comments on a lot of your Facebook posts.  How are 
you connected with Marianne?  Is she someone we should be talking about?  
Who else…? 
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4. Bring up your specialty 
 
Great, we’ll talk about all of these people in a minute.  Because they’re 
important to you, I’ll always give them priority.  No matter how busy I am, 
I’ll never be too busy to help them.  But [I’m doing a lot of work with/I do 
my best work with/I wanted you to know that I specialize in working with] 
 
[Describe Target and Core Need] 
 
Do you know anyone who fits that description that we could talk about? 
 
5. Go through “prepared referrals” 
 
I have a list here of neighbors I was intending to send some information to.  
Could I ask you if and how well you know them? 
 
How about the Coreys at 27 Countryside?  Do you know them?  Do you think 
we should be talking about them?  Etc. 
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DEALING WITH REFERRAL RESISTANCE 

1. Acknowledge and Validate 
 
You don’t give referrals of any kind?  I understand.  I meet people who feel that way from time 
to time.  There have been times that I’ve been uncomfortable about it, too.  

 
2. Ask permission to explore 
 

May I ask you a question about it? [May I ask you why?] 
 

3. Explore 
 
It’s been my experience that when my clients tell me they don’t give referrals, sometimes what 
they’re really saying is that they’re not really comfortable with giving referrals because they had a 
bad experience in the past.  Is that true for you? Or is it some other reason? 
 
Please, tell me about it.  
 

4. Reframe their view gently, with their permission 
 

Do you recall that it was through a referral from [client] that I came here tonight?  Would it help 
if I tell you how I would contact anyone you recommended to me: 
 

~We’ll talk about them and if we think it makes sense to arrange an 
introduction to them, you and I will discuss what would be the most natural 
and comfortable way for me to meet them. 

~I will talk with them once and if they’re not interested in sitting down to 
talk with me, I won’t contact them again. 

~If they meet with me, I’ll tell them the same thing I told you—that my 
purpose is not to pressure them, but to get them to make informed decisions 
about their future that feel right to them. 

~I’ll only recommend what’s right for them and I won’t badger them if they 
don’t take my recommendations 

~I’ll treat them the same way I treat all my clients—the way I treated you—
with concern for their needs and with respect.   

Does understanding how it will work help? 
 

5. Gain agreement to move forward 
 

Who’s the first person…? –or- How about your brother…? 
 

Or back off and leave the door open 
 
I certainly wouldn’t want to do anything that makes you uncomfortable. But I 
would like to reach a point with you in our relationship that you actually 
WANT me to help EVERYONE you care about, if I can.  What would I have to 
do to earn that? 
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TWO	MORE	WAYS	TO	BRING	UP	REFERRALS	
	
	
Someone	you	met	through	a	referral	
	
[Start	with	Value	Discussion]	
	
YOU:	Bill,	I	have	a	question	for	you	and	I’m	hoping	you’ll	give	me	an	honest	answer.	
	
BILL:	Of	course.	
	
YOU:		If	Jack	hadn’t	introduced	us	two	years	ago,	do	you	think	you’d	be	anywhere	near	
having	what	we	have	in	place	for	you	today.	
	
BILL:		Well,	I	WAS	thinking	about	doing	this,	but	I	probably	would	have	procrastinated	
another	year	or	two,	so	no,	I	wouldn’t	be	this	far	along.	
	
YOU:		I	guess	we	both	owe	Jack	a	thank	you,	then,	huh?	
	
BILL:		Well,	I’ve	thanked	him.	
	
YOU:		So	have	I.		I’m	thinking	that	now	it’s	your	turn	to	do	for	someone	what	Jack	did	for	
you.		Who	should	we	be	talking	about?	
	
	
Golf	Buddies	
	
[Start	with	Value	Discussion]	
	
YOU:		Looks	like	we’ve	got	you	on	pace	to	retire	when	you’re	ready.		You’ve	told	me	a	
couple	of	times	about	the	foursome	you’re	in	on	Saturday	mornings	during	the	summer.		
How	many	years	have	you	guys	been	playing	together?	
	
BILL:		Three	or	four	years	now.			
	
YOU:		Would	you	want	me	to	talk	with	any	of	them	to	make	sure	that	when	you	do	decide	
to	retire,	you’ll	be	able	to	keep	playing	with	the	same	guys?			
	
BILL:		Oh,	I	get	it.		Yeah,	that	makes	a	lot	of	sense.	
	
YOU:		Who	would	you	like	to	talk	about	first?	
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	 SESSION&&3&DEMO&SCRIPT&
1.&General&Conversation&
!
2.&Plant&seeds&with&an&agenda&
!
Andy—thanks+for+bringing+me+up+to+date+about+your+family+and+your+work+situation.++
Let+me+explain+what+we’re+going+to+be+doing+here+today:+
+
I+want+to+go+over+both+your+investments+and+your+insurance+with+you,+to+make+sure+
we’re+still+on+track+to+accomplish+the+goals+we+set+for+ourselves+when+we+first+sat+down+
together.+
+
Then,+we’re+going+to+take+a+look+at+what+you+don’t+have+in+place+and+see+if+this+is+a+time+
for+us+to+be+working+on+that.+
+
After+that,+I+want+to+talk+with+you+about+our+relationship+and+what+you’re+finding+
works+and+doesn’t+work—if+there’s+anything+like+that—and+maybe+talk+about+some+of+
the+people+you+care+about+the+most+that+might+need+some+help.+
!
Is+there+anything+you’d+like+to+specifically+put+on+our+agenda+that+I+might+have+left+out?+
!
3.&Work&through&Agenda&
!
4.&Value&Discussion&
+
So,+since+moving+on+[LTC+and+DISAB]+doesn’t+feel+right+to+you+right+now,+we’re+going+to+
hold+off+on+that.++Let’s+talk+about+our+relationship+a+little+bit.+
+
I+know+you+were+talking+with+a+few+different+advisors+when+we+first+started.+What+
made+you+start+working+with+me?+
+
And+when+the+economy+took+its++downturn,+what+made+you+continue+working+with+me?+
+
Can+you+tell+me+some+of+the+things+I’m+doing+right?+
+
How+about+some+of+the+things+I’m+doing+wrong+or+could+do+better?+
+
Is+there+anything+more+I+could+do+for+you,+now+or+in+the+future?+
!
5.&Transition&to&talking&about&others&(individuals&are&best)&
!
Sounds+like+you’re+pretty+happy+and+I’m+glad.++If+ever+you+don’t+feel+that+way,+please+let+
me+know.+
+
I’m+guessing+you+have+friends+and+family+members+who+are+not+as+happy+with+their+
advisors.++But+I’m+also+guessing+they+probably+don’t+talk+much+about+them.++So,+I+want+
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	to+talk+with+you+about+the+people+you+care+about+most+who+you’d+want+to+help,+if+they+
needed+the+help.+
!
What+about+your+friend,+Hillary?+Should+we+be+talking+about+her?+
+
Who+else?+
+
Who+else?+
!
(mention&Target&Market)&
I’m+not+sure+you+know+this,+Ron,+but+I’m+doing+a+lot+of+work+with+parents+who+have+
young+children+and+are+terrified+that+they’re+not+going+to+be+able+to+afford+a+college+
education+for+them.++Is+there+someone+you+in+that+situation+that+we+might+talk+about?+
!
6.&Ask&about&the&people&named&
&
So+let’s+get+back+to+Hillary.+What+made+you+think+I+might+be+able+to+help+her?+
+
(more+questions)+
+
Tell+me+something+about+Hillary+you+respect+or+admire?++
+
7.&Arrange&the&introduction&
&
How+do+you+think+Hillary+would+be+most+comfortable+being+introduced+to+me?+
+
(I+could+give+her+a+call)+
!
That’s+a+great+idea.+What+will+you+tell+her+about+me?+
!
(Response)+
!
Make+it+easy+on+yourself,+just+tell+her+you’re+working+with+me,+you+trust+me,+and+that+it+
would+definitely+be+worth+her+while+to+spend+a+few+minutes+on+the+phone+with+me.++
!
Do+you+think+you’ll+speak+to+her+by+Monday?+
+
I’ll+give+you+a+call+Monday+at+around+2+to+make+sure+you+connected.++Will+you+be+at+this+
number?+
+
So+you+don’t+have+to+go+looking+for+it+then,+do+you+have+Hillary’s+number?+
!
(Repeat&for&second&and&subsequent&referrals)&
!
How+about…+
!
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EXPLAINING THE PROCESS 
 

As part of your referral request: 

I told you at the beginning of our meeting that the last thing I would 
be doing today/tonight is talking about some of the people you care 
about most who you think might benefit from going through this 
process with me.  

Before we talk about them, let me just explain how we’ll approach 
them: 

 

In response to an objection—when you’re reframing: 

Would it help if I explained to you how I would approach them? 

 

 

~We’ll talk about them and if we think it makes sense to arrange an 
introduction to them, you and I will discuss what would be most 
natural and comfortable for them. 

~I will talk with them once and if they’re not interested in meeting 
with me, I won’t bother them again. 

~If they meet with me, I’ll tell them the same thing I told you—that 
my purpose is not to pressure them, but to get them to make 
informed decisions about their future that feel right to them. 

~I’ll only recommend what’s right for them and I won’t badger them if 
they don’t take my recommendations 

~I’ll treat them the same way I treat all my clients—the way I treated 
you—with concern for their needs and with respect.   
!
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MEETING'ATTORNEYS'AND'ACCOUNTANTS'
!
Conversation'with'clients'
!
Who!did!your!Wills?!
!
Is!she!an!estate!attorney!or!does!she!do!other!things?!
!
Were!you!happy!with!her!services?!
!
Is!there!anything!we’re!working!on!that!you!would!want!to!run!by!her?!
!
I!have!clients!who!either!don’t!have!a!good!attorney!or!are!not!happy!with!the!one!
they’ve!been!using.!!I!keep!a!list!of!attorneys!in!different!areas!that!they!could!use.!!
Would!she!be!someone!you!think!should!be!on!that!list?!
!
I’d!like!to!contact!her!and!maybe!meet!her!before!I!put!her!on!my!list.!Would!it!be!
okay!if!I!mention!you’re!a!mutual!client?!
!
Do!you!use!an!accountant!to!file!your!taxes?!
!
[repeat!questions]!
!
Note:!If#the#client#doesn’t#have#a#Will#or#the#Will#is#old,#or#needs#a#new#attorney,#recommend#someone#
from#your#list.##Do#the#same#if#they#don’t#have#a#tax#advisor#or#accountant#and#want##
!
Contacting'the'Attorney'
!
[To!receptionist:]!She!and!I!have!a!mutual!client!and!I!may!have!some!business!for!
her.!
!
[To!professional:]!!You!did!some!work!for!Ron!and!Elaine!Peteron!and!I!am!their!
financial/insurance!advisor.!!They!spoke!very!highly!of!you!and!I’d!like!to!consider!
putting!you!on!my!referral!list!for!clients!who!need!an!attorney,!but!I’d!like!to!meet!
you!first.!!Are!you!interested?!!When!is!a!good!time!for!us!to!meet?!
!
!
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	 Step%6.%%Talk%about%the%prospects%
Step%7.%Arrange%introductions%
%
Great,'so'we'have'three'people'to'talk'about.'
'
You'mentioned'your'brother'Joe'first.''What'made'you'think'I'might'be'able'to'help'
Joe?'
'
[More'questions'about'Joe'and'his'situation]'
'
It'sounds'like'the'two'of'you'are'really'close.''Is'there'something'about'Joe'you'
respect'or'admire?'
'
From'the'sound'of'it,'we'probably'should'at'least'ask'Joe'if'he'needs'my'help.''How'
do'you'think'he’d'be'most'comfortable'being'introduced'to'me?'
'
[I'could'call'him'first]'
'
That’s'a'great'idea.''Just'out'of'curiosity,'what'are'you'going'to'tell'him'about'me'
when'you'call?'
'
[You'helped'me'with'x…,'y….,'and'z….]'
'
That’s'great,'but'he'may'not'need'help'or'what'he'needs'may'be'very'different'from'
what'you'needed.''Make'it'easy'on'yourself'and'just'tell'him'that'you’re'working'
with'me,'you'trust'me'and'that'it'would'definitely'be'worth'his'while'to'take'my'call'
and'talk'with'me'for'a'few'minutes.''Is'that'easy'enough?'
'
I'make'most'of'my'calls'on'Monday.''Do'you'think'you’ll'speak'to'him'by'then?'
'
Great.'I’ll'call'you'Monday'afternoon'to'make'sure'that'the'two'of'you'connected.''
Will'you'be'at'this'number'around'2'o’clock?'''
'
Give'me'Joe’s'number'so'I'don’t'have'to'ask'you'for'it'then.'
'
Now'let’s'talk'about'Stephanie…''
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Develop Business/Prospecting

11 Questions That Generate Referrals 
By Bob Burg

Networking isn't a contest to see who can hand out the most business cards. Great networkers know that leaving
self-interest at the door is the key to cultivating relationships—and referrals.

Opportunities to meet people arise constantly: at local business events, your church or synagogue,
charity functions, and myriad other places. And, while certainly not everyone you meet is a qualified
—or even interested—prospect, many of them know lots of others who just might be. After all, it's
been documented that most people know about 250 other people. Therefore, every time you
develop a strong relationship with one new person, you've potentially increased your personal
sphere of influence by 250 people. But how do you build those referral relationships in a way that is
professional, non-intimidating (to you as well as others), and effective?

Where many FAs go awry

I want to share the following premise with you, and ask you to take it very seriously. This is the
cornerstone on which superstar advisors build their practices:

"All things being equal, people will do business with, and refer business to, those advisors they
know, like, and trust."

That's it, plain and simple. Successful networking, therefore, promotes relationships in which you
are known, liked, and trusted, and which naturally lead to the development of a strong referral
base.

Unfortunately, many advisors misunderstand the term "networking." Since the term is so
misunderstood by so many people, allow me to provide you with a definition that will put it in the
correct perspective.

Networking is simply "the cultivating of mutually beneficial, give-and-take, win-win relationships"—
as opposed to the stereotypical slick-talker who aggressively shakes hands and distributes
business cards to everyone with whom he crosses paths. When practiced consistently and
correctly, with the needs, wants, and desires of the other person in mind, networking can
dramatically increase your referral business in a way that will astound you.

In his book Networking for Life, Thomas Power writes, "The energy in networks arises from a willing
suspension of self-interest." I love that sentence because it absolutely encapsulates the one trait
common to those I call "superstar networkers." These people constantly ask themselves how they
can add to the life/business of the other person, as opposed to what they can get from them.

Of course, they still expect to prosper—in fact, they know they'll prosper in a huge way. But they
are not emotionally attached to having to reap the rewards then and there, or even directly from
that person. Thus, they can fully focus on the "giving" part of being a successful networker. They
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Discussion

Are You Asking the Right
Questions? Whether
prospecting, networking, or
asking for referrals, the results
you get depend on the
questions you ask. Join your
colleagues and communications
expert Dorothy Leeds for a
discussion on how asking the
right questions can open doors
to new business.

know that the more they give, the more they'll eventually get. Yes, it really does work that way.

The key to compelling conversations

So, what does this all mean in practical terms? Let's say you are meeting someone for the first
time. Many advisors, like most people, feel they need to do most of the talking when they're
"networking." In other words, they have to promote their practice, which means showing how
intelligent and successful they are, and maybe even asking pointed, personal questions about the
person's financial situation in order to discover needs. But what this typically accomplishes, more
than anything, is to make the other person nervous and defensive.

Instead, let the conversation happen naturally, and in such a
way that the prospect (or, most likely, new referral source, since
not everyone you meet is a direct prospect) enjoys the
conversation as much as, if not more than, you do.

How? Ask questions. But not just any questions. And definitely
not prospecting questions.

Instead, use "feel-good" questions. Feel-good questions are
designed to put the person with whom you are speaking at ease
and begin the rapport-building process. These questions will
make the other person feel warm and fuzzy about themselves,
about the conversation, and about you.

That is key, because remember, "All things being equal, people will do business with, and refer
business to, those people they know, like, and trust." Feel-good questions are the first step toward
accomplishing that goal. And they don't come off as invasive or intrusive.

What to ask

I have 10 feel-good questions in my arsenal, plus one key "must-ask" question. Before I share
these, please know that you'll never ask all 10 in any one conversation—typically, you should ask
no more than two or three. Which ones you choose depends upon the context and the person to
whom you are speaking.

Here are my 10 feel-good questions:

1. How did you get your start in the "widget" business?

2. What do you enjoy most about what you do?

3. What separates your company from your competition?

4. What advice would you give someone just starting in the widget (his or her) business?

5. What one thing would you do with your business if you knew you couldn't fail?

6. What significant changes have you seen take place in your profession through the years?

7. What do you see as the coming trends in the widget business?
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8. Describe the strangest (or funniest) incident you've ever experienced in your business.

9. What strategies have you found to be the most effective for promoting your business?

10. What one sentence would you like people to use in describing the way you do business?

11. The one key question that will set you apart from everyone else: How can I know if someone
I'm talking to would be a good prospect for you?

How the process works in practice

Now that you've got the whole list, let's look at just two of the questions. If you ask only these, you'll
find a remarkable difference in the response you get, as opposed to in other conversations where
you spoke mostly about yourself and your business.

The first question is, "How did you get started in the 'widget' business?" I call this the "Movie-of-the-
Week" question, because most people love the opportunity to tell their story to someone. Be sure to
listen actively, and be genuinely interested in what the other person is saying.

A good second question is, "What do you enjoy most about what you do?"

Again, you are giving the other person something very positive to associate with you and your
conversation.

At this point, you've begun to establish a nice rapport with your new prospect and/or referral
source. You are focusing on him or her, as opposed to on yourself and your awesome financial
abilities. The person is starting to feel good about you and has enjoyed answering your first two
"feel-good" questions. Now it's time for the one key question:

"Gary, how can I know if someone I speaking with would be a good prospect for you?"

What have you accomplished by asking that question? Two things. First, you've continued to
establish yourself as being different from any other financial advisor they've ever met, because all
the others only seem to want to know, "Would you like to invest with me?" Instead, you are letting
the other party know that your interest is in helping them. And that is always acceptable to people
(as long as you are, and are perceived as, sincere).

Second, since you are asking for help in identifying the other person's ideal prospects, he or she
will gladly supply you with an answer. And the fact is, nothing builds trust and credibility with a
prospect or potential referral source than actually referring business to them whenever possible.

By the way, if you are speaking with someone who is not in manufacturing or sales (as in the above
example), simply gear your questions to that individual's unique situation. You can always ask
about hobbies, families, or organizations and causes in which the prospect is involved. And you
can tweak the key question into something like, "How can I know if someone I'm speaking to is
someone you'd like to meet?"

Thinking ahead

So, your conversation has ended and you never even brought up your practice. Good! Your
relationship with this new prospect may not be far enough along for him or her to be receptive to
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that discussion (although there are times when it's very advisable to bring it up—we'll cover that in
a future article).

Hopefully, you've obtained the person's business card. Notice that I did not say, "Hopefully, you've
given them your business card." Why not give her yours? Because she doesn't need it or want it
right now (unless she directly asks for it)—and since you have hers, you are in a position to follow
up correctly and systematically.

Good job. You've accomplished the first step in cultivating a referral relationship. Whether meeting
new people in a one-on-one situation or at formal gatherings, following the process outlined above
means you'll never again have to feel that nervous discomfort in the pit of your stomach, knowing
that you have to approach someone you don't want to approach and whom you can sense does not
want to be approached. Instead, this process will help you build a high-quality prospect and referral
base quickly and in a manner that's fun for you and your prospects.

Bob Burg, (www.burg.com) is author of Endless Referrals: Network Your Everyday Contacts Into Sales, and speaks to
financial services companies and organizations on this topic. His newest book is The Go Giver: A Little Story About a
Powerful Business Idea. To download the first chapter, click here.

IMPORTANT NOTICE
This material is provided exclusively for use by Horsesmouth members and is subject to Horsesmouth Terms & Conditions
and applicable copyright laws. Unauthorized use, reproduction or distribution of this material is a violation of federal law
and punishable by civil and criminal penalty. This material is furnished "as is" without warranty of any kind. Its accuracy
and completeness is not guaranteed and all warranties express or implied are hereby excluded.
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Network Strategically 
 
Twelve Top Tips 

1. Choose organizations with connections to your target market 
2. Come early, get familiar with the room 
3. Introduce yourself to early members 
4. Act like a host, not a guest 
5. Don’t show your “teeth” 
6. Start conversations with a question 
7. Ask great questions about them  
8. LISTEN/offer advice 
9. Offer help from your resources 
10.Know when and how to describe your work (See next page) 
11.Know how to end the conversation and move on 
12.Develop a networking system (see below) 
 

Networking System:   
1. Be Visible+Be Active+Give 
2. Join Committees 
3. Develop Relationships 
4. Follow up on discussions after a meeting 
5. Follow through on offers, promises 
6. Give leads/referrals 
7. Help solve their problems through YOUR network 
8. Stay in touch 
9. Be available for business 
 
 
Ask Great Questions 
1. How did you get started in the _______ business? 
2. When did you first know you wanted to do _____ ? 
3. What do you like most about your work? 
4. what separates your company from its competition? 
5. What advice would you give someone just starting out in your 
industry? 
6. What significant changes have taken place in your profession over 
the years?  Coming trend? 
7. What would you say are your biggest frustrations? 
8. What have you found to be the best way to promote your business? 
9. (Referrals): 
 
What do I need to know 
about you and your 
business so that when I’m 
talking to someone, I will 
know if you should meet 
her? 

If I were talking with 
someone I know you’d like 
to meet, what one 
sentence should I use to 
describe you and the way 
you do business? 

If I ran into a great 
prospect for your 
business, how would I 
know it and how would 
you like me to introduce 
them? 
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What do YOU do? 
Your “Audio Billboard” 

I work with  _________________________________________________________ who 

[want | need | struggle with | are grappling with | are terrified that | worry that] 

________________________________________________________________________. 
 
My clients tell me that they [started working with me/stay/come back] because 

_____________________________________________________________. 

 
Example: Well, Fred, I work with service professionals who are really good at what they do, have 
reached a plateau in their growth and are struggling to add new quality clients.  My clients tell me 
they work with me because I give them both the ideas they need and the confidence to use them. 

 

The “What do YOU do?” Conversation 

Well, _______________, do you know how some_______________________  

[want | need | struggle with | are grappling with | are terrified that | worry that] 

________________________________________________________________________? 

(Wait for answer) 

Which means that _________________________________[consequence]? 

(Wait for answer) 

Which means that ______________________________ [deeper consequence]? 

(Wait for answer) 

Well, I help them _________________________________________________. 

 
Example:   

Professional Well, Fred, do you know a lot of service professionals reach a point in their 
businesses or practices where they can’t seem to grow anymore? 

Fred:   Sure. I would think these days, there’s more of that than ever. 

Professional: Which means that they start to get frustrated and burnt out? 

Fred:  I know what you mean, I’m kind of going through that now. 

Professional: Which means that they work even harder just to stay even? 

Fred:  That’s exactly what’s going on in my business. 

Professional: Well, I help them with training in new ways to attract business and coach them 
until my system is working for them...       
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3 Phrases Most Likely to Get Affluent Introductions

by Matt Oechsli  |  @mattoechsli (https://twitter.com/MattOechsli)

San Francisco – “I don’t think many advisors are comfortable asking an affluent client to introduce them to

someone,” Jamie replied during the feedback session of a peer-to-peer exercise at our workshop.  He then got

to the heart of his issue, “Don’t clients know you’re basically asking for a referral?”

My answer to Jamie’s question was short and direct, “Of course they do.” But you’re essentially helping them

help you by identifying the specific person you would like to meet. This requires work.

In an attempt to make it easier for advisors, our Affluent Research included a handful of questions to help us

determine what phrasing the affluent preferred when asked by their financial advisor for an introduction. 

We hit pay dirt. We uncovered the introduction verbiage today’s affluent prefer when asked. We now have the

language most likely to elicit a favorable response. Any financial advisor who masters the following three

affluent introduction phrases is guaranteed to get a lot of personal introductions.

However, it requires that these phrases become part of a financial advisor’s DNA – affluent sales skills must be

seamless.

The following are the top three introduction phrases today’s affluent have told us they’re likely to respond

favorably:

Top 3 Phrases for Getting a Personal Introduction

1. You mentioned (name) before, is this someone I should get to know?

With this technique, you are allowing your client to tell you something about the person you want to meet. A

mistake many financial advisors make is taking the “I think he/she already has a financial advisor” response as a

“No.” Don’t! Most affluent investors have at least one financial advisor and it’s highly unlikely that your client
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knows whether or not they’re truly satisfied. Our research tells us that the majority of today’s affluent have

enough statistical dissatisfaction to change financial advisors IF they encounter a superior alternative.

Also, it’s important to communicate to your client that you would prefer meeting this person socially.  This

makes it much easier for your client and it’s not unusual to find yourself brainstorming about the best way to

get introduced.

2. I’d love your advice on the best way to meet (name). 

Asking someone for advice is a powerful psychological stimulant for action. Why? Because now you’re allowing

your client to take ownership. They are emotionally committed to helping you meet this person.

Once again, make certain your client knows that you prefer to meet this individual socially.

3. Would you and (name) want to go to lunch or dinner sometime?

Our affluent research has been consistent on this – most affluent investors were personally introduced to their

financial advisor – socially.  So here you’re simply suggesting a casual lunch or dinner with emphasis that no

business is to be discussed. It’s simply a non-threatening venue to  meet someone you’d like to romance into

becoming a client.

Your Introduction Strategy

Master one of these personal introduction phrases and start getting personally introduced.  Whenever a

financial advisor is able to seamlessly penetrate affluent  spheres-of-influence, their business goes to another

level. 

 

Looking to grow? Our Performance Coaching is built with one objective - to help you attract, service and

develop loyal affluent clients. Since 1978, we have helped countless advisors take their business to the next

level. Give us a try and find out why we’re the industry leader in one-on-one coaching services.

Learn More (https://www.oechsli.com/coaching)

Request a Free Consultation (https://www.oechsli.com/coaching/free-consultation)
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Calling Referral Prospects 

 
a. Simple Greeting and use the name of nominator  
Hello, [Prospect]? This is [Representative] from [Company name] here in 
[Location]. [Client] suggested that I call.  
 
b. Ask about referral’s conversation with the nominator  
Did [Client] tell you I’d be calling? Just out of curiosity, what did [he/she] tell 
you about me?  
 
c. Talk about something the nominator told you about the referral 
That’s close enough. [Client] tells me [use something from your conversation 
with Referrer about Referral Prospect]. Is it true? [Ask more questions] (i.e., 
something client admired or respected).  
 
d. Tell them why you’re calling  
I help people like [Client] and you develop financial strategies for things like 
saving for college or retirement or limiting their tax exposure. I’ve been helping 
[Client] with some of [his/her/their] investing and insurance questions. 
[He/she/they] didn’t know whether you’d be interested in working with me, but 
thought it might be a good idea for us to talk.  
 
e. Ask about their situation [THIS STEP IS OPTIONAL, BUT RECOMMENDED] 
If you have a few minutes and you’re open to it, I’d like to ask you a few 
questions to see if it would make sense for us to get together.  
[Sample Questions]:  

! Are you working with a financial professional? [Ask questions about 
relationship/reasons for not doing it/ have they done it in the past?]  

! [Sam tells me you have children. Do you have any kind of college 
savings program set up for them? What? (Compliment prospect)]  

! Are you participating in a retirement program at work? How long? 
(compliment prospect)  

! Do you have any other investments?  
! Has anyone done a workup on what you’ll need in retirement?  

 
f. Set appointment  
(Well, it sounds to me like I might be able to help you.) At this point what I 
would ordinarily do is set up an appointment with you sometime in the next 
week or so to sit down with you [and your wife/husband] to get a detailed 
picture of where you are right now financially and what you’d like to 
accomplish. [There’s no cost and I promise you that you won’t be obligated in 
any way to take any recommendations I come up with.] If you’re open to sitting 
down with me to do this, I have some time next Tuesday evening. Would that 
work for you?  
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EARNING INTRODUCTIONS 
Sandy Schussel 

 
 
SATISFIED Clients are not necessarily LOYAL 

 

 

 

HOW TO SERVE 

 

 

 

SURPRISE AND DELIGHT 

 

 

 

More Moments of Truth... 

 

 

 

More Magic.... 

 

*
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SEGMENTING YOUR DATABASE 
*

Client Profiles Level of Service 
A+ 
 
 
 
 
 
 

(Platinum) 

A 
 
 
 
 
 
 

(Gold) 

B 
 
 
 
 
 
 

(Silver) 

C 
 
 
 
 
 
 
 

(Bronze) 

D 
 
 
 
 
 
 
 

FIRE THEM! 
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New Client Service System (Sample) 
 
Day 1:  (If you have a sales assistant) Assistant calls to introduce 
him/herself and welcomes the new client to your practice.  “The whole team is 
ready to serve you.” 

 
Day 2-3: Handwritten note to client thanking him/her for the trust and 
confidence placed in you.  Better still, a “Welcome Packet”—including relevant 
approved articles, etc. 
 
Day 4 You or sales assistant call to verify settlement of trades/assets moved and 
ask if there are any questions or paperwork issues. 
 
 
Day 10 Send client a personalized gift—modest and thoughtful—for $20 or 
less 
 
Day 15 Send client a personalized binder, folder or other organizer to keep 
statements, etc. 
 
Before 
Medical You or sales assistant call to confirm/remind client 
Exam  
 
Weekly 
Until 
Policy   You or assistant follow up with client to advise of status:  “No word 
Issues  yet from underwriting”  
 
 
After First   
Statement You or sales assistant call client to see if there are any questions 
Sent  about statement, set up follow-up visit 
 
 
Statement Day +10 Send client referral letter 
 
Statement 
Day+20 Follow up visit (by you, personally) with three goals: 
  1.  Deepen relationship 
  2.  Get referrals 
  3.  Invite new client to lunch with referrer 
 
End of  New Client Appreciation Luncheon.  Send written invitation.  When 
Quarter  they RSVP, ask them to invite a friend if they wish.  End meal with  
Client Survey.  Also invite Centers of Influence. 
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MONTHLY SERVICE SYSTEM-A/A+ (Sample) 
 
January 
Select a date to talk to clients about reviewing credit reports.  Order first of 
three reports at www.annualcreditreport.com 
Remind parents about FAFSA 
Encourage clients to start emergency fund [Look at Savings step] 
 
February 
Remind clients about getting to a tax advisor 
 
March 
Remind clients to Fund IRAs, 529/ESA contributions/etc. 
 
April 
Remind clients of tax deadline 
 
May 
Encourage clients to talk to their parents 
Suggest an energy checkup from the utility company 
Order and go over second credit report 
 
June 
Mid-year portfolio checkup 
Bring/send clients Tax Tables or other useful guides 
 
July 
Set up appointment to discuss money issues re: college 
 
August 
Order and review last of three credit reports 
 
September  
Life Insurance checkup 
Beneficiary check 
Wills-status check 
 
October 
Remind clients about open enrollment periods at work  
Tax extension deadline 
 
November 
Estimate tax loss and balance capital gains 
Spend flexible savings money 
 
December 
Talk about Charitable Giving, 
Paying deductible expenses early 
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RELATIONSHIP INDEX 

Scoring: 4–strongly agree, 3–mildly agree, 2–mildly disagree, 1-strongly disagree  
Ex. If you know the names of all the children, circle 4, if know some but not all, circle 3, if you’re not sure, 
circle 2, and if you don’t know any of their names, circle 1.  

 

 

1. I know the names, ages, and interests of each child in the family. �  ____ 

2. I have invited my client to dinner at my home over the past 12 months. � ____ 

3. I have socialized with my client (both spouses) over the past 12 months. � ____ 

4. I know the names of my clients’ pets. �      ____ 

5. I know my client’s charitable interests. �     ____ 

6. My client knows my charitable interests. �     ____ 

7. I’ve exchanged a friendly hug with my client. �     ____ 

8. My client knows the names of my children. �     ____ 

9. I interact with my client on social networks. �     ____ 

10. My client has invited me to a social event over the past 12 months. � ____ 

 

          TOTAL: ____ 

 


