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Referral Strategies 
Customers are humans too! And all people deserve to feel appreciated when they do 

something for another. Sending you business that costs you little to nothing to acquire 

should trigger a flood of grateful feelings in you – so show it! 

 

Referrals inherently possess 6 powerful characteristics that make it one of your best 

marketing strategies.  

 

Referrals are –  

 High trust 

 Low Sales Resistance 

 Low Effort 

 High Leverage (once systemized) 

 Low Cost 

 High Return on Investment 

 
Figure 1 – Strategic Marketing Formula 

 

The downside is very few businesses have formalized, systemized referral generation 

programs that their business can duplicate again and again. This leaves a massive hole in 
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their bottom line profit and marketing arsenal. As a result, it increases uncertainty and stress 

levels. Is this you? 

 

If so, you need to organize your first systematic referral process. To achieve this you need to 

satisfy 4 steps.  

1. Make it work 

2. Reward those who refer 

3. Systemize it 

4. Duplicate it 

 

Make it Work 

Your first and most obvious task it to produce a referral system that actually brings in 

referrals. In many cases, you may find you already get referrals in a haphazard way. I would 

start with this one. Because it already satisfies step 1 and now you just need to reward, 

systemize and duplicate. 

 

I will tackle each step with you one by one, but first it’s worth understanding the process. In 

all your marketing efforts, you should always start by improving things you already do 

before you ever seek to introduce some brand new strategy. 

 

Next, understand that you can and SHOULD have multiple referral systems. One idea 

should not replace another but ADD to it. If you develop a second method of profitable 

referral generation, you don’t drop the existing one because you found something better. 

You run with as many profitable, systemized methods for bringing you business as you can.  

 

Now some people will instantly think, “That’s going to be a lot of work”. Get that “I must 

do it myself” attitude out of your head because when you have multiple, systemized methods 

for bringing you business, you will have the money to have other people perform the 

monotonous tasks of tracking, testing and implementing as you need.  
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All you need to do for now is follow the above 4 steps and you will have multiple low cost, 

high return on investment referral streams flowing constant leads into your business.  

 

Ways to Make it Work 

# 1 

Create a series of thank you letters that go out to your new customers after they have 

purchased. A simple method is –  

Letter 1 – pure thank you. No pitching, no up-selling, ask for nothing in return, be selfless 

in wanting to help them get the best out of what you offered. 

Letter 2 – ask for referrals. Give them an incentive for doing so. Maybe they can upgrade 

for a discount if they provide you with a referral. Maybe they go into a draw for a holiday or 

some kind of gift. Maybe nothing but ASK! 

Letter 3 – ask for a testimonial – a testimonial creates referrals. Word of mouth is built on 

credibility and wow factor service and product satisfaction. If you struggle to pull 

testimonials when you ask for them there may be something wrong with your product, 

service or the way you treat people during the sales process. 

 

# 2 

Ask for them during the sales process. Even if it’s the first time you are speaking with 

someone, you can ask for referrals. The one criteria you must satisfy first is, you must give 

them something of value. 

 

When I worked as a commission only salesperson selling security systems to home owners, 

we would present an information booklet, take them through an educational process so they 

understood the realities of crime and what was going on, and then we had a mid-point in the 

presentation where we wrote on their valuables with our “invisible ink” and gave them a 

valuables register to record all items in their house.  
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This was a valued service that could save people $10,000’s in painful insurance hassles or 

perhaps criminal prosecution of ‘bad guys’ if there stuff was found after a burglary. The 

point is, it was valuable and it was perceived as valuable to the customer. 

 

At this mid-point, I would ask for referrals and have the wife grab her phone book whilst 

the guy would show me around the house to write on their valuables.  

 

Our company requirement was to bring back 4 referrals per appointment we went to. I 

consistently averaged 10-12 referrals per appointment and still hold the company record 

today of getting 63 referrals from one appointment.  

 

We used a holiday draw to entice extra referrals which went something like, “For every 4 

names you give me I can give you a ticket that could win you 2 nights in Noosa”. 

(Noosa is one of the world’s best beachside locations in Queensland Australia) 

 

Sometimes I was more generous with the tickets depending on the quality of the people they 

might be referring or the amount. I would play with it as “gut feel” spoke to me in each 

appointment.  

 

The key thing to understand is that ANYTIME is a good time to ask for referrals. 

 

This was done in the middle of a presentation where my income was on the line in terms of 

getting a sale. And it NEVER hindered the sale in any way whatsoever.  

 

In fact, often when I made a sale, I would return to their list and ask, “Now that you know 

more about what we do, and you believe enough in it to move forward yourself, who on 

your list of names that you suggested would be most suited to what we offer?” 

 

I called these, “Golden Referrals”. 
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Without getting too bogged down on ways to make it work, mainly because I want to 

produce a more in-depth specialists report dealing with this subject on its own. It’s more 

important I help you with step 2 which is rewarding people.  

 

The biggest reason why people fail to have systematic referral programs 

If rewarding people is missing from your referral system, you will never create a strong 

stream of referrals. People love to help other people – that’s true!  

 

But in business, customers could often care less whether you grow, stay in business or die! 

 

You need to establish relationships to build loyalty and caring. Once you do this, the people 

naturally love to help. But until then, it is up to you to nurture and grow the relationship.  

 

Having a systematic way to reward people is critical for a couple of reasons. 

1. They deserve it 

2. People rarely continue to give with nothing in return (that’s our low end of human 

nature) 

3. You need to keep proportion of gifts and rewards in check or you will lose money 

instead of make it – you don’t buy someone a car because they sent you a lead! 

4. It costs you less to get a referral and give a gift than almost any other marketing 

effort 

 

And just on # 4 – some tight ass people think they are doing great business when they get 

low cost referrals and don’t reward people. They think they have made their best profit 

margin. And they are right when it comes to that one sale. The short term win will cost you 

long term with the lack of repeat referral giving – and that is the great loss. 

 

Imagine having a core sector of people who consistently gave referrals to you. High quality 

people that came to you practically sold already on what you do. What is that worth to you? 
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Seriously, what is it worth? Not philosophically “Ooooh… it’s worth a fortune!” I mean 

seriously measure it and tell me. If you know the lifetime value of your customers, then you 

know just how valuable a referral is. 

 

Because once you have referral programs in place, it is not just the core people sending you 

referrals. This core group grows with every new (low cost) customer you now acquire.  

 

The referral who becomes a customer now becomes another source of referral generation 

for you. This is called a “viral” effect and it no doubt how famous internet marketer Mark 

Joyner coined the phrase “Viral Marketing”. 

 

We’ll talk more about viral marketing later, but for now, make sure you internalize the 

power of having this residual and ongoing source of business. 

(Read this section a couple of times if you have to) 

 

Rewards 

Let’s go through a list of rewards you could give people for referring you business.  

(Please read the Special Report on “Automatic Success” to understand the psychology 

behind this – it’s available in your Immortal Members Area under “Sales”) 

 

There are two ways to reward. 

1. For referrals whether you sell them or not 

2. For referrals where you make the sale 

 

I encourage you to have systems for both. And like much of what’s on the list below, you 

need to know your numbers to successfully use some of these methods I am about to share.  

 

If you want to make each referral gift stay on the profitable side, you need to know –  

 Cost per lead 

 Cost per appointment (if you have this in your sales process) 

 Cost per sale 
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The Marketing Analysis Calculator spreadsheet I prepared for you in the Software > Free 

Software of your Immortals Membership area is an easy way to begin tracking this 

information if you don’t know it. 

 

Specific Rewards 

To go to a ‘World Class’ level, you need to know your customers and keep notes on what 

your customers like and dislike.  If you have good referral sources, you want to start 

rewarding them with things they really like personally. Not some generic across the board 

gift that any Tom, Dick or Harry is going to be given.  

 

Your top referral sources deserve special treatment. Once you see a pattern of giving from 

someone, you may phone their secretary or business partner to find out a couple of things 

like –  

 

You start by saying, “Hi Mary, I wanted your help on something. John has been 

referring quite a bit of business to us and we wanted to do something special to 

thank him. Can you tell me if there is anything he particularly loves to do in his spare 

time? 

This will lead on to questions like -  

 What does John do on weekends? 

 What hobbies does he have? 

 What Team does he follow in sport? 

 Does he have any goals in life you could share with me? 

 Does he have a favorite movie, book or something else? 

 

Then you ask them to keep your call a secret so you can surprise him. You organize your gift 

and send it through – BAM! Now that has serious “Wow Factor”.  

 

So let’s go through a list of rewards you can put on your list. You may decide to arrange 5-10 

rewards for varying amounts of sales generated. For example, $100 sales you give away ‘X’ 

gifts. For $250 sales, you give ‘Y’ Gifts, $500 plus you give ‘Z’ gifts – you get the idea. 
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Rewards (combine many on the list to create ultimate thoughtful gifts) 

I find the key is to give people lifestyle enhancing gifts – money is a boring cop-out! 

Money trading for referral strategies falls into a Joint Venture strategy under my definition. 

Give things like -  

 Limo ride 

 Dinner for 2 

 Movie tickets 

 Live Show 

 Holiday 

 Flights 

 Weekend Away 

 Harley Ride 

 Gift Vouchers to Favorite Store 

 Favorite Alcoholic Beverage 

 Bottle of Wine – (standard) 

 Tickets to Sporting Event 

 Hot Air Balloon Ride 

 Book/s 

 DVD’s 

 CD’s – music 

 CD’s – area of interest (i.e. self-help etc) 

 Send them a Special Report (from my Immortals Site like this one – cheers!) 

 Massage voucher 

 Subscription to a magazine 

 Hire them a dream car for a day (Ferrari etc) 

 Flowers to turn up at their house / office 

 Organize a caterer to turn up at their house and cook a meal for them 

 Chocolates 

 Bath and Relaxation Products 

 

I am sure this list will stimulate some ideas for you – time to make your own list or add to 

this one. The more you do this and get to know your customers, the easier this is.  
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Systemize and Duplicate 

This part is not rocket science. 

 

Just document exactly what you do. Write down the steps involved. Flowchart the process 

so anyone can understand how you reward people for bringing you business.  

 

To successfully create new marketing pillars for your business you need to follow this simple 

formula of Initiate > Integrate > Duplicate 

 
 

Here are your 6 detailed steps to achieve full integration -  

1. Write down the process of referral generation – the methods you use to generate 

referrals for each of your referral activities. 

2. Flowchart them so people get a visual of the process. 

3. Criteria for sales sizes – small, medium and larger sales. 5-10 rewards for each.  
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It’s not about the dollar value of the gift – it is the importance.  

The old saying, “It’s the thought that counts” holds true. 

 

4. Create a profile for “Top Referrers” – phone someone in secret and do your 

homework on them to create “Wow Factor” 

5. Compile it all  

6. Delegate it to someone to implement, track and report to you each week / month. 

 

These referral strategies are powerful ways for you to say “Thank You” to your referrers and 

ethically entice them to send you more business. This process makes it fun and helps build 

relationships which can last a lifetime.  

 

Hope you enjoyed this report. Now go and put it into action and let me know how you go. 

 

Think BIG! Act BOLD! Have FUN! 

 

 
Scott Groves 

Founder of  

 
www.ScottGroves.com 

 

 

This Special Report now comes with  

Free Re-Distribution Rights 

You may give it away as a gift to whoever you like but you cannot 

alter it in anyway. 

If you haven’t joined “Immortal Entrepreneurs” Member Area yet at 

www.ScottGroves.com I urge you to go there now – you can get over 

140+ hours of audio recordings plus dozens of business reports just like 

this to help you grow your business (over $16,200 in value) and you can 

download it ALL when you are a member – “happy to help!” 

Click here to check it out now! 


