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REFERRAL MARKETING
TIP SHEET

How to Take a More Proactive Referral Marketing Approach
Think about where most of your business comes from today. For many firms, the answer is referrals. Referrals have traditionally brought in the
best qualified leads, and usually it happens through little to no effort on the part of the firm. Your clients and prospective clients, especially
within the same industry, talk to each other and share information about professional services.
A referral comes from trust. Before creating a successful partnership, you need to find the appropriate counterparts in an organization and
establish a relationship. Your referral partners can be clients as well as strategic referral partners, which are often people that are interacting with
the same client base as you.
Have you done anything to increase the number of referrals you are getting? How do you create a referral marketing plan to double – even triple
– the number of referrals you are currently getting?
Here are four steps to create a successful referral marketing program with strategic partners:

STEP 1
Identify potential referral

Select the top 5

partners

Take some time to review your
potential referral partners.
Each can bring you different
types of clientele. Depending
on your services, some referral
partners can bring you better
leads than others. Focus on
the top 5 partners who can
refer to you the most qualified
leads, and ensure that you
can provide value to the
relationship as well.

Identify appropriate partners
who can refer the type of
prospects that need your
services. The relationship needs
to be mutually beneficial for
your firm, the referral partner
and your clients. It’s important
that your potential referral
partner has an understanding of
your firm and your services and
also understands the client and
its needs.
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STEP 2

STEP 3

STEP 4

Release monthly
communication

Look for chances
to refer

Ongoing communication
between your firm and your
referral partners is essential.
Take some time each month
to connect with your strategic
referral partners. Review your
goals, referral methods and the
referrals over the past month.

Just as you trust your referral
partners to send leads to
you, they trust you to look for
opportunities to send them
business. Ensure you have
an understanding of their
organization and services, and
be ready to identify leads that
you can refer to them through
your interactions with clients
and prospective clients.

Through these four steps, you can develop an effective referral marketing strategy. The key to success is to communicate with your referral
partners every month. If you don’t dedicate time each month to these efforts, it will be challenging. In addition, you should collaborate with
referral partners to establish a referral program that makes sense for both parties. Your program could include a referral discount or additional
services available exclusively through the partnership.
Dawn Westerberg, president of Dawn Westerberg Consulting, contributed to the content in this tip sheet. She provides
outsourced marketing services, including marketing strategy, prospecting, and inbound and outbound marketing
support for software and technology and professional service firms. dawn@dawnwesterberg.com

