Good day,

Check out the link for a great method of increasing the number of referrals you get.

Cheers to your success in selling.

Mike Sawchuk

Most people do not like asking for referrals but you don’t have to even ask – in person. You can implement David Frey’s 3-1-3 Referral Strategy and use cards to do the asking.

Here is how it works:

· You send a relationship-building card or email every month for three months. You don’t promote anything or ask for any business. The sole purpose is to build the relationship. Make sure you are sending fun, personalized, unique messages that they’ll want to keep on their desk.

· Then on the fourth month, you send a referral request that reminds them that referrals are important to your business. You could send a message that state “Who do you know?” Those are the four most important words in referral marketing. In the message you might write a personal message that says something like, “Hi Tessa. This is Dave. You may or may not know that I’m trying to expand my business. I really need your help. Would you do me a favor? Would you refer me to two or three people who you feel would benefit from my services?” It’s a very simple message.

· Then you repeat the process. The fifth, sixth and seventh months are relationship-building cards. The eight month is a referral card. The ninth, tenth and eleventh months are relationship-building cards. The twelfth month is a referral card.

So if you are sending a referral message once every four months that’s three times a year you are asking for referrals.

Let’s just say that you have 200 customers. If you send out that referral message three times a year to 200 people, that’s 600 times that you have reminded people that referrals are important to your business.

Ask yourself how many times did you actually ask someone for a referral last year? Was it once, twice or maybe three times? It was probably none at all. Imagine if you ask 600 times. Do you think you could double the amount of referrals that you’re getting right now?

If you could just double the amount of referrals you’re getting right now, and your referral business is currently around $5,000 annually then doubling it would bring in an extra $5,000 and all you’ve done is send a few messages. If you get 20 references that close, that is an incremental $100,000.

That is the 3-1-3 Referral Strategy. David Frey said he had implemented this with a group of pool builders in the pool industry and with hot tub retailers. They didn’t experience double. In most cases, their referrals have quintupled!

If you could quadruple (or even double) the number of referrals you get, what would that be worth to you?

Don’t wait. Make it your top priority to implement the 3-1-3 Referral Strategy today.

You can implement it manually or you can use a system (like Send Out cards).

