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Fellow Rhino’s:
One of the biggest keys to a long term, successful career in our business is developing the skill of getting, and working, referrals.  It is far easier to approach a prospect when you already have a relationship with them.  Even though you have never met them knowing some key things about them and their situation gives them comfort with you which can help in their willingness to do business with you.  Because by far the most successful people in this business develop the ability to get, and work, referrals we want to do some basic teaching on the skill of it.  
You will find in the referrals section a referral form.  There are many variations of this form that people use.  If you choose to use this one I want to take a moment and describe how best to use it.  
Referrers Name:  You want to keep referrals organized and know when you are talking to one who gave you their name.

Referrers Cancer Stories:  Many people refer family members.  Since this is the case you will want to know some of the stories of cancer in their family.  This will give them a more professional impression of you.  Think about it this way.  If a mother sent you to her daughter and you asked the daughter “who is the closest person to you who has ever dealt with cancer?” the daughter might wonder why you are asking her that since you just visited with her mother who would have obviously talked about the cancer in their family.  Even if the referral is not a family member they still may be very aware of cancer stories in the referrer’s family.  

The personal information to gather is pretty self-explanatory so no need to explain it.  I do want to make 2 more important points though.  First is what you can say to ask for referrals and second is how to gather the information.  Once again there are different ways you can do these 2 things but this gives you a basic way to do it.

How To Ask For Referrals: After you have completed the application and gone over the packet of info you are leaving with them say the following in a very relaxed way:
“Betty, I really appreciate you doing business with me.  I hope you never need this protection, that all it turns in to is a savings plan for you.  You know, Betty, everyone I talk to is really happy they are protected.  But they also tell me they really want to make sure the people closest to them have the opportunity to get protected.  The most important part of this job to me is catching people in time.  It really bothers me when I talked to someone who was diagnosed with cancer recently.  I wonder how different their battle would be if I had gotten to them before it happened.  I am going to get to everyone in the area eventually.  But I do my best to get to the people closest to the people I enroll first.  Betty, who do you know, friend, family member, maybe a co-worker that you care about enough that if you found out 6 months from now they were diagnosed with cancer and you didn’t have me at least show this to them…you would feel kinda guilty.  Whether they enroll is entirely up to them.  But at least they would have the opportunity to see the program and make their own decision about it.  Let’s start with family…(start with siblings and go from there.  Then move onto friends and co-workers) It is very important that you are assumptive and expect they will give you referrals.  

How to Gather The Information on the Referral Form:  A common mistake new people make is to get all of the information about a referral first and then go on to the next one.  The best way to do it however is to only have the referrer focus on one thing at a time.  So before you get the person’s spouses name you should gather as many names as possible.  Keep the person focused on just giving you name after name.  Then gather all the spouses’ names.  Then the relationship, etc. We call this layering the information.  It is a much more effective way to get the maximum number of referrals.  The open area by each referrals information is a place where you can take notes.  The biggest use of this area is getting directions.  Sometimes people don’t have an address on someone.  Since it is better to go by their place than to call getting directions is critical.  Just ask “If you were going to their house from here, how would you get there?”  Make sure you write very detailed directions.  You may not go to that referral for a week or two.  Don’t assume you will remember details about the directions that aren’t written down a week after getting the directions.
Final point.  At some point you may transfer to the business to business market.  Do not forget to use the Business Referral Form found in this section.  It will help you accumulate potential businesses you can call on as time goes by where you already have at least one client.  That could make it easier to get the business open to doing business with you.  Remember…the most successful people in this business master the art of gathering referrals and networking through those referrals.  Keep Charging!!
