

Referral Roadmap Scripts & Dialogues
To be successful at Referral Marketing, you must first master your referral mindset, then elevate your referral messaging. Use the below sample scripts and dialogues as a starting point to design your messaging, practice and hold more confident conversations around referrals.





SEEDING THE REFERRAL CONVERSATION WITH CLIENTS
Below are a few examples of ways you can seed or introduce the referral conversation with existing clients:

“As you come across friends or family with financial issues or questions, feel free to put them in touch with us.”

“We do our best work with people just like you who… [insert ideal client description].”

“But don’t worry, we will always take care of your friends…”

“People tend to get busy, so we’ve found the best way to help is to share information and let them know we’re here to talk if that’s helpful…”

“As a boutique practice that works with business owners within 5 years of retirement, we grow largely through word of mouth. Each year, we bring in only a select number of new clients…”

“I love what I do and am always looking to help more people…”

 “One of the reasons you hired us…”

“We are committed to being the absolute best at helping people who…”

“We’re always glad to talk to your friends or family that need…”

“If you know anyone who is approaching [retirement, divorce, etc.], we want to be the first phone call.”

“I want you to feel so good about the work we do that when someone needs our help, we’ll be the first phone call.”

“If we’re not the best option to help directly, we will be sure to provide your referrals with guidance they can trust and ensure we provide a recommendation that will help them get the support they need.”






Example Script 1
“I love what I do and am always looking to help more people.  We do our best work with clients like you who are nearing retirement, but I want you to know that if you have a friend or family with financial issues or questions, we want to be your first phone call.  Even if we’re not the right fit, we’ll make sure to provide them with guidance they can trust and ensure they get the support they need.”


Example Script 2
“We’ve gotten a number of referrals recently and I want to be sure that every client knows the level of care we take with anyone you refer to us. When you come across someone you believe we could help, simply share our information and let them know we’re here to talk if that’s helpful. We can either send them [info piece] and offer to talk or give them a quick call to see if we can help with any questions they have.

Just so you know, we’ll never do anything but give them the best advice we can and offer to help however is best for them. Even if we’re not the right fit, we’ll make sure to provide them with guidance they can trust and ensure they get the support they need.”


Example Script 3
“We remain touched by your continued confidence in us. Helping you achieve financial confidence has been our mission since we opened the doors in 2006. Given we’re a boutique practice that works best with [target client], we’ve grown largely through word of mouth over the years, and we like it that way. We want to work with good people, and the surest way to do that is to work with people referred by you, one of the good people we already work with.

Now, more than ever, people need trusted financial advice. Should you have friends, family or colleagues with questions, we will always welcome their calls, answer their questions in ways that add value to their lives, and give them clarity about their options in a polite and professional way. 
If we can add value to their lives, we’ll happily work with them. And if we aren’t the best solution for their needs, we’ll personally make sure that we help them understand their situation and their best next steps for creating financial confidence. 

As always, we take our responsibility to help you create true financial confidence seriously. Thank you for your continued trust.” 












SEEDING THE REFERRAL CONVERSATION WITH CENTERS OF INFLUENCE
Below are a few examples of ways you can seed or introduce the referral conversation with Centers of Influence (COIs).

“Lots of my clients ask me for an introduction to a COI, so I’m interviewing COIs in the area. Because I can’t promise any referrals, I’d like to pay you for your time.”

“I’ve got several questions for a COI and I’d like to schedule an hour of her time. Can you tell me her rate so I can come with a check?”

“I’ve made several changes to my practice and I’d like to spend/pay for an hour of your time to get your professional feedback as a COI, but also as someone I respect.”

“I’d like to hire you for an hour to review a case together.”

“What would make you feel confident enough to refer clients to our firm?”

“I’d like to spend/pay for an hour of her time to ask her a few questions about how she works with clients.”

“How do you identify when your clients have a need for [retirement, planning, investment advice, etc.] and how do you address those needs?”

“I want to serve your clients so well that you wouldn’t hesitate to refer to us.”

HOW TO FOLLOW UP AFTER SOMEONE HAD BEEN REFERRED?

Prospect has become a client: Update for COIs

“I just wanted to take a moment and let you know that I had a good meeting with John and Susan yesterday. I am happy to share that we will be working with them on an ongoing basis. We want to take this opportunity to thank you for your confidence and assure you that our continued work with John and Susan will reflect well on you. They are really lovely people and we want you to know that the confidence you have placed in our firm by referring them means a great deal.”

Prospect does not become a client: Update for COIs

“I just wanted to take a moment and let you know that I had a good meeting with John and Susan yesterday. They are really lovely people and although we aren’t the best fit for their needs, we were able to provide them with [helpful information or a referral to an advisor] that will allow them to find the solution that will most meet their needs.

We are always happy to help anyone you refer, though we do our best work with small business owners within five years of retirement, particularly those individuals who are looking for retirement and succession planning support.

Again, I can’t thank you enough for the trust and confidence you placed in our firm by referring John to our office and that means a great deal to me.”
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