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Awesome Referral System 

 
In these challenging economic times, we as business professionals need to gain any 
edge we possibly can.  If we sit and wait for new business to come our way, we may well 
become one of the casualties.  I am always on the lookout for ideas that can help not 
only my business but my clients and friends.  My success is tied directly to that of my 
clients so I have a vested interest in helping your business succeed.  Below is a simple 
but effective concept I recently came across and wanted to share with you. 
 
Are you tired of running ads and getting minimal results?  Does the idea of  “Dialing for 
Dollars”  or knocking on doors make you want to stay in bed every morning? Imagine 
what your day would be like if you never had to cold call again? 
 
Take it one step further.  If new prospects came to you as referrals from your existing 
customers, clients or friends, would you close a larger percentage of those than the ones 
found while cold calling?  I’ve always said if I could sell word of mouth advertising, I 
would be sitting on the beach somewhere with my cell phone saying “Send me $10,000 
and I will tell you how.”  The power of word of mouth referrals is priceless.  
 
I recently read a fabulous book called “The Referral of a Lifetime” by Tim Templeton.  If 
you haven’t read this book, you’re missing a real gem.  It teaches a step-by-stem system 
that allows you to generate a steady stream of new business through consistent referrals 
from existing customers and friends, and at the same time, maximize business with 
existing customers.   
 
The system teaches 4 foundational principles.  They are: 

1. The 250 x 250 Rule.  It’s not only who you know that counts, it’s who your clients 
know that is important. 

2. Build a database and ABC it.  
3. Just Let Me Know.  Educate your clients about how you work and your value to 

them through regular, tangible actions performed without fail 
4. Keep in touch, consistently, personally and systematically 

 
Our past and present clients are our greatest source of referrals.  Everyone has a 
sphere of influence and with the proper system we can tap into it.  I read a recent 
statistic that said 91% of our customers would give us a referral, but 80% have not been 
encouraged to do so.   
 
The critical principles are the action steps 3 and 4.  We need to not only educate our 
clients about how we work, but also reinforce our appreciation of them.  That does not 
mean we bombard them with sales propaganda like flyers, ads, newsletters, etc.  It 
means we communicate with them with a combination of useful, tangible information and 
personal communications, with the personal communication being key.  Many business 
professionals send holiday cards and consider that their personal communication.   But  
how many send a birthday card, a springtime card or Fourth of July card?  Let’s face it, 
our clients may not think us unless something goes wrong.  And they certainly are not 
actively trying to refer their friends and customers to you.  But if they hear from you on a  
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regular basis, your chances of getting a referral greatly increase.  Another scary 
business stat is you lose 10% of your influence for every month your client doesn’t hear 
from you. 
 
When a referral does come, how do you handle that?  Do you let the person that sent 
you the referral know you appreciated their confidence in you?  An email or phone call 
saying “thanks” is nice but quickly forgotten.  But what if you sent something tangible as 
a thank-you?  A card with a gift included, a Starbucks gift card or a box of brownies 
would have a much more dramatic impression.  Your client is much more likely to take a 
more active approach to sending referrals your way.   I know I would.  If you are that 
observant of the little things, you will surely do a superb job with the bigger things, like 
their business.  They will feel comfortable that their client or friend will be well taken care 
of.   
 
The key to any system is ease of use.  Most business professionals (if not all) are all 
lacking in time.  The one thing we don’t need is something else to fit into our schedule.  
Regardless of how important all the above may be, if it isn’t a simple automated process, 
it will end up with the rest of our best laid plans.  In the author’s story, the business 
professional relating the “Keep in Touch” principle makes the statement that the system 
should be online and take less than 60 seconds to do.   
 
This is where SendOutCards comes in.  You can create a card or a series of cards and 
send to one person or your entire database in less than 1 minute.  If your Keep In Touch 
plan calls for sending 4 cards a year, you can schedule them all at once and forget it.  
The service takes care of everything for you. Remembering birthdays is a breeze with 
SendOutCards.  Once you enter birthdates in your database, you will get a reminder 1 
week before so you can send a card.  If you need to send gifts, you can include anything 
from a $5 Starbucks gift card to a box of brownies, up to a gift basket, all in the amount 
of time it takes to send a card.   
 
We don’t think twice about replacing a computer that stops working, so why would we 
think twice about setting up a system that will generate a continual flow of new business. 
By being proactive and tapping into our sphere of influence, and letting our customers 
and clients know how much we value them, we can rise above our competition. 
 
If you would like more information about SendOutCards or would like to test drive and 
send out a couple of free cards, let me know.  In about 15 minutes in front of your 
computer, I can show you how this incredible service can benefit your business. 
 
If I can be of service to you, or anyone you know, I always stand ready to help you in any 
way I can.  I know that my success is directly tied to the contributions I can make in 
helping my clients succeed.   
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