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ASK REFERRALS

FRIENDS (HOT 100) 
EXCISTING CUSTOMERS 
END OF EVERY PRESENTATION 
EVERYWHERE YOU MEET NEW PEOPLE
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6 STEPS FOR ASKING REFERRALS 

1. Thank you for your time today. It has been awesome to learn more 
about your business. I wish I had 10 people a day to talk to who 
are just like you!                                                                                                

2. If you were me and you would need to talk with sales-managers who 
have teams with 5 or more salespeople, who would be a first person 
you would talk with? objection: I need to think about it, give me your 
card and I will get back with you 

3. Isolate faces: WHO do you know from your….  
1. Family members? 
2. Closest friends? 
3. Friends from high school? 
4. Your clients/partners? 
5. From your work?
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6 STEPS FOR ASKING REFERRALS 

4. Write down referral 

5. Who else? 

6. After you get 10 names, collect rest of the information: 

1. Phone number 
2. How do you know the person 
3. What do you respect about them 
4. bonus: personality type
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LINKEDIN HIT LIST
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TOP PRODUCER’S 
Mindset
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It’s hard to be nervous 
- 

When your heart is on service.

1. WHO DO I FOCUS ON?
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2. SELFTALK

a. I am cool, calm and confident.
b. I don't take myself too seriously.
c. I always do what I promise to do. 
d. I don't need to feel good to do something
e. My customers need me more, than I need my customers.
f. I can, I will, I am going to.
g. Who is next? Go, go, go!
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3. CREATE PROSPECTING LIST
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4. Use a salestalk
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