
I t is said that everyone knows at least 250 other people.
Imagine if you were able to get at least 20 to refer you to
20 potential leads.  That’s 400 new referrals! Building and

maintaining your personal network should be as strategic
and carefully executed as every other aspect of your business.
Designing aggressive systems and networking programs that
make it possible to build on current client bases and generate
new leads from business referrals is a cost-effective way to
expand your business.

Before you start putting any idea in motion, it’s important
to sit down and make a short road map of your referral plan.
Write down the items you know you need to do first. Create
a list of bullet points or write them on index cards. Then start
setting up a time frame for each item.  Start with building a
list of clients, business associates, previous bosses, profession-
al service providers, association friends and neighbors.

Focus on your message. Decide what you want to com-
municate about your company. Does it have a distinct per-
sonality-serious or lighthearted? What makes it unique in
relation to your competition? What’s the nature of your cur-
rent target audience? These elements should play an impor-
tant role in the overall message you create to referral partners.

1. Build two databases. (Clients and potential referral part-
ners).  You can use this data to refine information about your
networking partners. Best of all, tracking contact informa-
tion and lead generation sources and assembling it into a use-
ful database-helps you identify your top referral sources and
who to focus on with rewards and reciprocation.

2. Contact clients often. Solid client information is the

foundation of every effective referral program. It’s vital to
know who your best customers are and what, when and how
often they buy. Two of the most effective relationship-build-
ing tools in any entrepreneur’s arsenal are direct mail and e-
mail to in-house lists. With a comprehensive customer data-
base, you’re ready to conduct an ongoing referral campaign
targeting current customers. You can set up a tiered program
and reach your best customers more frequently, thereby
adding value where it will be most appreciated. Be sure to
reward customers with any referral leads they offer that are
viable prospects. Build solid, measurable, trackable results. 

• Lay the foundation;
• Relationship development - build a recognition or thank

you process;
• Develop the referral;
• Master the follow-up; and, 
• Continue management of new referrals.

3. Joining Forces/ Networking for New Referrals: This
portion of the referral-base plan should include building a
networking system to help foster and cultivate leads.  Begin
to make contact with the associates you have listed.  Agree to
have a reciprocal referral relationship with the ones you feel
you can work with best.  Through a referral-base strategy you
will help to grow your contacts quickly. There are many pro-
fessional and web-related resources to help you learn more
about building your own program. Below is a review of the
basic outline to help you establish your own system. Know
your referral partners interests and goals.

• Become source-centered/ prepare new sources for suc-
cessful endorsements, perhaps through colleagues or

other business offices;
• Define ideal client profiles, and; 
• Establish an expectation for referrals.

4. Foster ongoing relationship building with the sources
that seem to be working. What does that mean? ...It seems
obvious but many people don’t do it. Create ways to keep in
constant contact and find new venues to continue building
the relationships that you have identified as good referral
sources whether they are clients or new networking contacts.
Make sure it’s a two-way street  and that your business con-
nections run both ways. Referring clients must make busi-
ness sense to both sides.

Be sure to track your progress on charts you set up in excel
or other contact management programs. Evaluate your
progress and which sources provide the “cash cows.” Use
incentives to motivate people to refer you. You will be sur-
prised on how quickly your referrals turn in to viable
prospects that you never could have imagined earlier. It is a
cost -effective and valuable ways to meet new business con-
tacts and grow you’re business.
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OFFICE
SPACE 
FOR LEASE
BRAND NEW BUILDING
Rt. 20 Near Rt. 146 & Mass Pike
1000 to 11000 SF
Loads of Parking
VERY...VERY
REASONABLE RATES

CALL OWNER NOW!
508 791 3416

REAL ESTATE MARKETPLACE
Private Money for Investors

S h o r t  Te r m  R e a l  E s t a t e  L o a n s

P r i v a t e  L o a n s  i n  I n v e s t m e n t  R e a l  E s t a t e

Regional lender provides 1st and 2nd mortgage loans investment property. We lend on
condominiums, single family houses, land, multifamily properties from 2 families to
200 unit apartment buildings, retail, office and industrial properties. Amounts —
$40,000 to $5,000,000. Term — 6 to 18 months. Commitment Letters with rate and
term issued in 24 hours, closing in 10 days. Credit reports not required.

Call
617-584-7002

and ask for Joe Cleary.

855 Worcester Road, Framingham, MA
508-875-4800 • www.ipsre.com

OUTSTANDING OPPORTUNITIES

Lincoln Street - MUST SELL! 2,000 s.f. 
freestanding retail/office building. Asking $320K.

Open to offers! Call Michael Seadia for details.

Pond Street - 3 family. Each apartment - 3BR.
Great condition. Asking - $325K

Lincoln Street - 1,200 s.f. in one of the busiest
retail strip plaza in Worcester. Asking $19/s.f.

NNN. Call Michael Seadia for details.

Franklin Street - 20,000 s.f. industrial and flex.
space. Best price on the market - only $3.50/s.f.!

WORCESTER SALE / LEASE CLINTON - 588 s.f. Building on 1/4 acre. 
Auto repair/sales allowed. Lease or $240K. 

Call Katherine Wellington for details.

UPTON - Rt. 140. Retails stores in plaza. 
New construction. 1,500-5,000 s.f. $16/s.f + up.

Call Katherine Wellington for details.

STURBRIDGE - Rt. 131. Busy retail plaza - 
560 s.f. and 650 s.f. available for lease at $16/s.f. 

+ up. Call Michael Seadia for details.

SHREWSBURY - 19 condos in brick complex.
Asking $2.04M. Call Marlene Aron for details.
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For more information contact: Paul Amato, Real Estate Account Manager
508-755-8004 x277 • pamato@wpltd.com
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Finding Cash Cows in the MEET Market
Our Top Tips on Building a Referral Networking System that Shows Results
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