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In speaking with thousands of entrepreneurs and business owners over the past nine
years I'm constantly amazed how often I'm told that their salespeople forget or just feel
uncomfortable asking for a referral. That got me to thinking. When should salespeople
ask for a referral? The answer:

= Every time they close a sale
= Every time that they're turned down for a sale
= Every time that they satisfactorily resolve a customer problem or complaint

The majority of businesses in the United States make the majority of their revenue by
up-selling or cross-selling existing customers. New business development appears to
be a lost “art.” | think the reason that most businesses struggle with new business
development is because salespeople equate new business development with “cold
calling” and that’s just not the case! New business development becomes much easier if
we're given referrals otherwise known as “warm” leads!

Another key to generating quality referrals is to join local or regional networking groups.
The sole purpose of networking groups is to enable salespeople to share leads with
member businesses that don't directly compete with theirs. Other networking
opportunities include joining a local Chamber of Commerce, joining a trade association
or volunteering to participate in a charity or local function.

So what are the secrets to obtaining referrals?

Step one is to learn to ask for them. Let your customers know you're open to receiving
referrals and what you're looking for. This may be done when meeting with them in
person or speaking with them on the telephone.

The second step is marketing to influencers. Influencers are people who have direct
contact with your primary prospects and can send them your way. For instance, real
estate sales associates are major influencers for home inspectors, since many
prospective homeowners rely on them to recommend an inspector before they make an
offer on a home. Likewise, home security companies that install smoke detectors and
other equipment often consider insurance agents major influencers, as they frequently
recommend installing such devices when reviewing new policies with homeowners.






