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YOU MAY BE SURPRISED HOW MANY 
OPPORTUNITIES YOU HAVE WITHIN YOUR 

EXISTING CONNECTIONS

YOU CAN ATTRACT QUALIFIED PROSPECTS WITHOUT LEAVING 
YOUR DESK!

Here are 6 different  emails you can customize and use to start attracting 
clients to you right away.  I've had clients fill their initial client roster simply by 
reaching out through a personalized email to the list below:

1) Your personal network of family, friends, former and current colleagues
(from work, coaching school, etc.)

2) Your current and former clients
3) Prospects with whom you've done Breakthrough Sessions in the past
4) Prospects who have recently opted in to a free gift/newsletter on your website
5) Attendees to recent webinars or talks
6) Center of Influences you have interviewed

(And of course, all of these are in addition to sending regular emails to
people on your mailing list)!
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SCRIPT #1- Your Personal Network

Every one of us has a pretty expansive network of people we know from 
growing up, school, work and being in our community.  Most of my clients have 
at least 100 people in their network who really want to help them.  I challenge 
you to come up with a list of 100 people that you could send a (slightly) 
personalized email to. You’d be amazed at the difference slightly personalizing 
this email will do to the number of responses and referrals you get.  Don't 
take the easy route and send a bulk email!

CUSTOMIZE THIS SCRIPT

Subject: Exciting news I want to share

Hi Name,

[Insert Personalized paragraph here – such as “It’s been quite a while 
since we connected!  How are you enjoying Motherhood?  More 
amazing than you ever even imagined, am I right?  I am so excited for 
you and Ben!]

I have some exciting news here that I’d love to share with you!  After 
many [months, years], I’m finally ready to tell the world about the 
business I have been birthing.  Since you’ve always been so supportive 
of me, you were definitely one of the first people I thought to share this 
with!

The business I’ve been working on for some time is [niche or industry 
specific description such as “a coaching and consulting business”].  
[Then insert your positioning statement here…”I help corporate 
women leaders…”].

This really feels like a perfect fit for me because I’m able to leverage 
[amazing skills I have mastered over the years (list them out)]. Best of 
all is that I get to help people every day and widen my ripple effect in 
the world.  It’s incredibly fulfilling.  

Since I’m just starting out, I’m currently looking for new clients, and I 
was wondering if you’d be willing to introduce me to a couple of people 
who you feel may benefit from the type of work I do.

[Continued]
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The [specific people] I work with feel like they [are struggling in this 

area and/or have these deep desires]. They feel ready to turn the page 

and step into the life [business, relationship, etc] they know they are 

meant to have, but they just don’t know how.  That’s where I come in.

If you choose to introduce someone to me, I will spend at least 30 

minutes with them talking about where they are, where they want to 

be, and some powerful ways they can bridge that gap.  I promise they 

will walk away with value no matter what.  If it feels resonant for us 

to continue talking about working together, we’ll spend more time 

together.  Otherwise, I will point them in the right direction.  

Do you know of anyone who may be a good fit?  If so, I would love for 

you to make a warm introduction by email.  I’ll take the lead from 

there and will let you know how it goes. 

If it would serve, I could also send you an email that you can use as a 

framework to make a warm introduction to that/those person/people. 

Just let me know!  

And if no one comes to mind, no worries!  I just appreciate you 

considering it!  

If you’re interested and want more details about how I help my clients, 

just let me know.  I’d love the opportunity to connect with you further!

With appreciation,
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SCRIPT #2 - Your Current and Former Clients

One of the best and easiest ways to get new clients is through former or 
current happy clients. Although these clients tend to be big fans of yours, 
they may forget all the wonderful people they know that can benefit from 
working with you. The best way to get those referrals is to ask!  Note – you 
can also see more about this in the “Asking for Referrals” document in 
Client Resources which focuses on having verbal conversations with 
former/current clients and other professionals you know that work with 
your ideal client.  It gives some additional context to the concept of asking 
for referrals.  

CUSTOMIZE THIS SCRIPT

Subject: Looking to add a few more clients to my roster

Hi Name,

[Start with a personal greeting.]

As you may know, I have a few spots open to take on some new 
[insert your ideal client here]. I absolutely love(d) working with you 
and I thought you may know some other great [insert ideal client 
here] who have been struggling to [insert common challenges here –
ex: get their coaching practice off the ground] and could really use 
some support/strategic guidance to help them [insert what they really 
most desire].

I would be happy to give 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 
introduce me to. In this session, I’ll take them through the same 
experience you had when you met with me for the first time. If you 
choose to introduce someone to me, a will spend at least 30 minutes 
with them talking about where they are, where they want to be, and 
some powerful ways they can bridge that gap.  I promise they will 
walk away with value no matter what.   [CONTINUED]

Page 4 Copyright 2018 The Broadview Group & Broadview Coaching



If it feels resonant for us to continue talking about working together, 
we’ll spend more time together.  Otherwise, I will point them in the 
right direction. As you know, I only work with clients with whom I 
can make a significant difference so if they aren’t a good fit, I can 
refer them to someone else in my network if they need or want more 
support.  

Do you know of anyone who may be a good fit?  If so, I would love 
for you to make a warm introduction by email if you would be 
willing.  I’ll take the lead from there and will let you know how it 
goes. 

If it would serve, I could also send email that you can use as a 
framework to make a warm introduction to that/those person/
people. Just let me know!  And if no one comes to mind, I just 
appreciate you considering it!  

Referring someone to me is one of the highest compliments I can 
receive and it means a lot to me. 

With appreciation,

[Your Name]
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Subject: Thinking of you

Hi Name.

I came across this blog article today [or other resource] and thought of 
you, so I thought I’d send it your way and drop you a quick note.
[Link to the article or resource]

When we talked last in [month], you mentioned [the specific 
challenge they were facing]. I also remember you were looking to 
[reach this desired outcome]. Is that still your goal? Are you making 
the strides you hoped for?

I’d love to hear an update, as well as what you think of the article.

I’m also happy to hop on the phone if you are interested!  Just let me 
know.

With appreciation,

[Your Name]

SCRIPT #3 - Prospects with whom you've done Breakthrough 
Sessions 

For me and most of my clients, about 30-50% of our future clients won’t be 
ready to work with us when we do the initial Breakthrough Session.  That is 
why staying in meaningful dialogue with prospects that are a powerful “yes” 
for you is key to your enrollment strategy.  It’s important to track those 
potential clients and regularly follow up with them.  

CUSTOMIZE THIS SCRIPT
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Subject: A personal thank you

Hi Name,

I just wanted to say thank you for signing up for my [insert your free 
offer here]!

By the way this is really me, not an automated email!  I feel in this age 
of technology, it’s really nice to actually connect personally with new 
subscribers!  

Often times my new subscribers have questions about [A, B, and C]. I 
wanted to let you know that I really love helping people and I’m pretty 
passionate about this/these topic(s)!

If you have any questions about [these topics] or anything related to 
[the transformation you provide], I’d love to be a resource (on the 
house, of course)!

I look forward to getting to know you and supporting you however I 
can.

With appreciation,

[Your Name]

SCRIPT #4 - Prospects who have recently opted in to a free gift/
newsletter on your website

A great strategy to connect with interested subscribers and build their 
interest in working with you ,is to send personalized emails to new email 
subscribers. 

Hopefully, you will have an auto-responder sequence in place for opt ins 
to your newsletter and free gift.  This is above and beyond that and it can 
really make a great impression on the people you reach out to and convert 
them instantly into a fan and possibly a hot prospect.  

CUSTOMIZE THIS SCRIPT
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Subject: A great article I wanted to share

Hi Name,

I hope you are doing well!  Since you recently attended my talk/
webinar on [Insert Title Here], I thought you might be very interested 
in this article/blog [insert link…don’t do it as an attachment].  I 
thought it had some great insights on [x,y,z]

By the way this is really me, not an automated email!  I feel in this age 
of technology, it’s really nice to actually connect personally with people 
who come to my talks/webinars.  

I’m curious!  Have you [incorporated abc learning from my talk/
webinar] into your [life/business/relationship/etc]?  How has that 
impacted your [life/business/relationship/etc]?  I’d love to hear how 
things have been going for you.  Nothing makes me happier than to 
hear some of the shifts people have after coming to one of my talks/
webinars.  

Also, I know you didn’t take me up on the complimentary 
Breakthrough Session when I offered it at the talk/webinar.  In case 
you are interested, I do have a few slots open this month if you would 
like to raise your hand for one now.  Just let me know!

I look forward to hearing from you.

With appreciation,

[Your Name]

SCRIPT #5 - Attendees to recent webinars or talks 

Even though we (hopefully) add people from talks and webinar to our 
email list and stay connected to them through our email/engagement 
strategy, there is nothing more connecting than sending a personalized 
email to someone to really start to deepen your relationship. The key is to 
send this 4-6 weeks after the event when they still have you top of mind 
and likely haven't made as much progress on their own that they had 
hoped.

CUSTOMIZE THIS SCRIPT
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Subject: Can I ask you a favor?

Hi Name,

I hope this finds you well [Insert personalized message here.  Ask 
them about themselves and how they are; in particular anything 
related to their challenges/desires they may have shared in interviews 
with you]

I thought of you today, as I was thinking of “who in my network may 
know some ideal client prospects” and your name immediately came 
to mind.  I have some openings coming up in my practice and I 
thought I would reach out to see if you know of anyone that could 
potentially benefit from working with me.

As you know, [insert positioning statement here].

The [specific people] I work with feel like they [are struggling in this 
area and/or have these deep desires]. They feel ready to turn the page 
and step into the life [business, relationship, etc] they know they are 
meant to have, but they just don’t know how.  That’s where I come in.

[CONTINUED]

SCRIPT # 6 - Center of Influences you have interviewed

Staying in meaningful dialogue with your COIs is key to having them keep 
you top of mind!  You want to establish a nice, strong relationship 
with them before you send an email like below.  Usually engage with 
them 3-5 times over a 4 month period before you directly ask for a referral, 
so that it doesn’t feel like your COI interview with them was a thinly 
veiled sales technique.  I’ve seen people do this too soon and in those 
circumstances often their request is ignored, which is an indication that 
their relationship wasn't strong enough to engender generosity of spirit.  
A better approach early on in the relationship is to send them articles of 
interest and invite them to talks or webinars you are putting on that 
would interest them.  After you've been in meaningful dialogue with them 
many times over several months, they are usually more than happy to refer 
people to you.  

CUSTOMIZE THIS SCRIPT
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If you choose to introduce someone to me, a will spend at least 30 
minutes with them talking about where they are, where they want to 
be, and some powerful ways they can bridge that gap.  I promise 
they will walk away with value no matter what.  If it feels resonant 
for us to continue talking about working together, we’ll spend more 
time together.  Otherwise, I will point them in the right direction.  I 
only work with clients with whom I can make a significant 
difference so if they aren’t a good fit, I can refer them to someone 
else in my network if they need or want more support.  

Do you know of anyone who may be a good fit?  If so, I would love 
for you to make a warm introduction by email.  I’ll take the lead 
from there and will let you know how it goes. 

If it would serve, I could also send you an email that you can use as 
a framework to make a warm introduction to that/those person/
people. Just let me know!  

And if no one comes to mind, no worries!  I just appreciate you 
considering it!  

If you’re interested and want more details about how I help my 
clients, just let me know.  I’d love the opportunity to connect with 
you further!

With appreciation,

[Your Name]

I hope these templates inspire you to reach out to the people in your network to start 
bringing referrals and prospects your way, right from the comfort of your desk!

As a reminder, I encourage you to shift the language in these templates to sound like you.  
I am happy to help you customize them so they are resonant and powerful for you.

Lastly, DO slightly customize these for each person you send it to.  It takes extra effort, 
but the payoff is HUGE.  No one likes getting a form letter and it can potentially really 
turn people off.  On the other hand, I personalized email can really inspire people to 
support you.  
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