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Know More! Referrals

Using Technology to Generate More
Prospects and Land More Clients

Sam Richter

What You're Going To Learn...
The “Fourth R”

“Fourth R” University

4R for Generating Better
Leads and Referrals

O 4R for Better Relationship
and More Business




Keys to Exceptional Referrals

1) Ask from a Position of Strength — “I need your help
to grow my business” makes you appear weak

2) Feel Good About Referrals — You provide value

3) Create an Identity — Know who you work best with,
and find prospects/clients that meet the profile

4) Know Your Clients — Know their world
and who they know before you ask

5) Know Your Prospects — Know their world
and what's important before you meet

www.frankmaselli.com




Referral Key - The “Fourth R”

» Reading
= Writing
= Arithmetic

= Research

R R R R
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“anderson * * associates”
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actifi

kgbpeople.com/company-search

GuideStar.com

actifi

Brightscope.com
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LinkedIn.com

OpenSecrets.org

sam richter

Criminalsearches.com
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What's there?

Company Databases
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News and Journal Databases
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Clients

Client B

Client D

Client E

Client F

o

i

AUM Business Title

Real Estare

$1.5 million Doctor n/a

- /50000

$1.25 million Lawyer Partner

President/

Location

55402

20100

| $1.4million Real Estate coo
$600,000 Retail Vice 55102
! President

LinkedIn.com
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Public Library / ReferenceUSA
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“The key to successful relationships is
finding out what people do. If you
understand what they do, how they do
it, when they do it, where they do it,
who they do it with, why they've chosen
to do it that way, and whether your
product could help them to do it better,
you're going to be successful...”

— Stephan Schiffman
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Manta.com

19



“r j ryan construction”

Mool.com/media

LinkedIn.com
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“RJ Ryan Construction”
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jack

grotkin

Pipl.com

MN
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Zillow.com

“jack grotkin” + (~donate OR ~volunteer) filetype:pdf
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“*@rjryan.com”
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ghin.com
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“Thank you for the Warm Call Toolbar. | found
superior information through your sources
after looking in vain via other sites and
databases that | pay for (and the others aren’t
cheap!). | know my client will be “wowed” with
what | found...you're a business life saver!”

Terrie S. Wheeler, Founder, PSM

You Know More!

1. No more winging it!
2. Know how to search.
3. Know how to apply information.

4. Know www.actifi.com/ci
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The Prospect's Lament

Don't waste my time, please go away.
I will not talk with you today.

You call me up, you want to sell.

But all you do is tell, tell, tell.

The Prospect's Lament

I do not want to hear your spiel.
I will not play let's make a deal.
So listen up, take my advice.
Discover how you can entice.
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The Prospect's Lament

If you aspire to earn my trust,
Research is an absolute must.

Know my goals, the issues | face.
Use this to build your business case.

The Prospect's Lament

What have you done for folks like me?
Can you help me find prosperity?
Do you care? Can you help me grow?
Now that's the info | want to know.

The Prospect's Lament

Just think of this next time you phone
And you'll get past my no-entry zone,
Once you get your foot in the door,

I guarantee you'll sell lots more!
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