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Asking For Referrals 

For most of us, the biggest source of clients is referrals – either from current/past clients or 
from other professionals that work with your ideal clients. However, most of us either do not 
ask for referrals, or don’t ask for referrals in a powerful way. Learning how to ask for referrals in 
a powerful way can make a huge difference in your business pipeline. 

When it comes to getting introductions to qualified prospects, the method I have seen the most 
success with is through offering a free consultation, “breakthrough” (discovery) session, or a 
second opinion service through your clients or other professionals you work with, to the people 
they care about.  

What you call these session will depend on the type of service you offer to your clients.  

Whatever you want to name this session, essentially the basic framework is the same and that 

is to follow the “Nail Your Introductory Session” template.  You want to design these sessions 

so that the prospective client walks away with value no matter what.  Essentially, there will be 

one of three outcomes – 1) they are doing great where they are now (and they can feel 

pride/relief that another professional has verified this) 2) there are gaps with their current 

strategy and you would be the right person to help them (and therefore you would explore 

that) or 3) there are gaps with their current strategy but you are not the right fit for them and 

you would point them in the right direction.   

You can offer this service verbally (preferred method, with a follow up by email) or by email.  

Here is a sample script.  You will want to customize this based on the particular services you 

provide and you can use a coaching session to customize this! 

Script for client: 

“As you may know, I have a few spots open to take on some new [insert your ideal client here – 

ex: coaches who have recently started their business and want to build a full coaching practices 

so they can start making great money doing what they love].  Since you are a [insert ideal client 

here – ex:  a coach] yourself, I thought you may know some other great [insert client here – ex: 

coaches] who have been struggling to get their [insert business here – ex: coaching practice] off 

the ground and could really use some strategic guidance to see if they are doing the right things 

to {insert challenge here – ex: grow their business].  As a valued client of mine, I would like to 

extend a complimentary [insert the name of your service here – ex: second opinion service; 

consultation, business breakthrough session] to any of the [insert client – ex: coaches) you 
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know.  In this session, I’ll take them through the same experience you had when you met with 

me for the first time.  We’ll look at where they are now and where they’d like to be and we’ll 

examine what gaps exist in their current strategy.  One of three outcomes is possible – 1) if they 

are in good shape/being well served where they are/have a good strategy in place, I’ll let them 

know this so they can feel good about where they are headed. Secondly, If there are some 

opportunities/gaps that get uncovered, we can discuss some strategies to help them and if it 

makes sense, we’ll explore working together to help them get to where they want to be.  Lastly, 

As you know, I only work with clients with whom I can make a significant difference.   If we 

aren’t a good fit, I will give them some ideas on how to solve their biggest challenges and point 

them in the right direction, including referring them to other resources that can help them.     

Does anyone come to mind that could benefit from this?  (If they give you a name, also ask them 

“is there anyone else that comes to mind?) 

Great!  What I can do is send you an email that you can use as a framework to make a warm 

introduction to that/those person/people.  I will keep you posted on how it goes and if we end 

up working together.   Referring someone to me is one of the highest compliments I can receive 

and it means a lot to me.  Thank you! 

Script for Other Professionals: 

“As you may know, I have a few spots open to take on some new [insert your ideal client here – 

ex: coaches who have recently started their business and want to build a full coaching practices 

so they can start making great money doing what they love].  Since you are also work with 

[insert ideal client here – ex:  coaches] yourself, I thought you may know some other great 

[insert client here – ex: coaches] who have been struggling to get their [insert business here – 

ex: coaching practice] off the ground and could really use some strategic guidance to see if they 

are doing the right things to {insert challenge here – ex: grow their business].  As a valued 

strategic partner of mine, I would like to extend a complimentary [insert the name of your 

service here – ex: second opinion service; consultation, business breakthrough session] to any of 

the [insert client – ex: coaches) you work with.  In this session, we’ll look at where they are now 

and where they’d like to be and we’ll examine what gaps exist in their current strategy.  One of 

three outcomes is possible – 1) if they are in good shape/being well served where they are/have 

a good strategy in place, I’ll let them know this so they can feel good about where they are 

headed. Secondly, If there are some opportunities/gaps that get uncovered, we can discuss 

some strategies to help them and if it makes sense, we’ll explore working together to help them 
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get to where they want to be.  Lastly, As you know, I only work with clients with whom I can 

make a significant difference.   If we aren’t a good fit, I will give them some ideas on how to 

solve their biggest challenges and point them in the right direction, including referring  them to 

other resources that can help them.     

Does anyone come to mind that could benefit from this?  (If they give you a name, also ask them 

“is there anyone else that comes to mind?) 

Great!  What I can do is send you an email that you can use as a framework to make a warm 

introduction to that/those person/people.  I will keep you posted on how it goes and if we end 

up working together.   Referring someone to me is one of the highest compliments I can receive 

and it means a lot to me.  Thank you! 

What to say if no one comes to mind 

"Even though no one comes to mind right now, please continue to think about this and who 

might benefit. If you do think of someone later, you can just send me an email or call me or we 

can talk about how to take it from there.  Thank you for considering it!” 

 

Here is a sample of an email I send to people who have offered to introduce me to a potential 

referral 

“Dear [insert name] 

Thank you so much for offering to introduce me to [insert name].  From what you described, it 

sounds like [insert name] could really benefit from a complimentary Business Breakthrough 

Session. 

As promised, here is some framework you can you use to introduce me.  Feel free to customize 

this in a way that makes you feel comfortable.  I simply want to provide language so it is easy 

for you! 

I would like to introduce you to Tara Butler Floch.  Tara has been my business coach for 

the past seven months and she has really helped me move my business to the next level.  

[please feel free to explain the biggest ways I have helped you]. 
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Tara offers complimentary Business Breakthrough Sessions to entrepreneurs who really 

want to expand and grow their businesses.  In this session, you would look at where you 

are now and where you’d like to be and Tara will help you examine what gaps exist in 

your current business strategy.  One of three outcomes is possible – 1) if you have a 

sound strategy in place, she will let you know this so you can feel good about where you 

are headed. Secondly, If there are some gaps that get uncovered, she can discuss some 

strategies with you that can help close those gaps and if it makes sense, you can explore 

working together to help you get to where they want to be.  Lastly, I know Tara only 

works with clients with whom she can make a significant difference.   So if you aren’t a 

good fit, she will give them some ideas on how to solve your biggest challenges and 

point you in the right direction, including referring you to other resources that can help 

you.     

I’ve copied Tara on this email so the two of you can connect.  Let me know how it goes! 

Is that helpful?  Please let me know if there is anything I can do to make this introduction easy 

for you!  Thank you, again, for making the introduction.  Your confidence in my work means a 

lot to me! 

Follow Up 

Always keep your referral source informed of what happens and thank them for the 

introduction even if it isn’t a good fit.  If it isn’t a good fit, spend some time telling them who IS 

a good fit for you so they can better understand who your ideal client is for future referral 

possibilities. 

If the referral turns into a client, I recommend writing a personal note and, if allowed, send 

them a gift of some sort.  I like giving them a gift certificate to a nice local restaurant or 

something I know would feel really special to them.  You can also offer to give them a free 

session or class or one of your products/services as a thank-you.  


