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Referrals
Tips and ideas to boost your sales by referrals

1. Get testimonials from all your satisfied customers.

2. Keep current customers happy ... build repeat business and a long term relationship with everyone that has done business with you.

3. Reward/acknowledge people that make referrals. Say thank you and remember it works both ways.

4. Don’t leave referrals to chance – ask people where they found out about you. Ask people to refer you.

5. Develop a habit of offering referrals really think about whom you could refer to whom out of your network. Do this for everyone in your network including customers, suppliers and social contacts.
6. If someone doesn’t want to buy from you ask them if they know others that may be potential customers.

7. Have notices as part of your literature either displayed in your office, on your marketing materials or on your invoices that say: “we appreciate referrals” “Please tell your friends and business associates about us” or “We are a new business – please recommend us”
8. Identify people in complimentary businesses where you can jointly work on cross referrals.

9. Carry business cards and leaflets of others and get them to do the same for you. 

10. If people ask for discount negotiate discount for referrals.

“What people say behind your back is very powerful”
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