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Referral Strategy Workbook

Mining Gold from Existing Clients: Leveraging Referrals for
Business Growth

Section 1: Identifying High-Value Referral Partners

Exercise: List at least five professionals who interact with your clients (e.g.,
doctors, attorneys, financial planners, fiduciaries).

o Partner 1:
o Partner 2:
« Partner 3:
o Partner 4:
« Partner 5:

Reflection: What value can you offer these partners in
return?
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Section 2: Strengthening Existing Relationships

Assessment: Rate your engagement with current referral partners (1-5 scale, 5 =
strong relationship).

« Partner Name: | Engagement Level: /5
« Partner Name: | Engagement Level: /5
« Partner Name: | Engagement Level: /5

Action Steps: What can you do to improve weak partnerships? (e.g., more check-
ins, shared marketing efforts)
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Section 3: Crafting Your Referral Messaging
Write your referral pitch:

« How do you introduce yourself?
o What’s your value proposition?
« How do you explain the benefits of working together?

Example:
"Many of my clients need [service]. Since you specialize in this, 1’d love to connect
so we can help each other’s clients get the best care."
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Section 4: Tracking & Measuring Success

Metrics to Track:

v Number of referrals received

v Conversion rate of referred clients
v Revenue impact of referrals

How will you track your referrals? (CRM, spreadsheet, notes)

Section 5: Action Plan & Commitment

Write down three actions you’ll take in the next week to improve your referral
network:

[E—
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Partner Outreach Email Templates

1. Cold Outreach to a Potential Referral Partner

Subject: Let’s Connect — A Win-Win Referral Opportunity
Hi [Partner’s Name],

I hope you’re doing well! I admire the work you do in [their industry],
and I believe we serve complementary client needs. Many of my clients
require [service they offer], and I’d love to explore a potential referral
partnership where we can provide mutual value.

Would you be open to a quick call or meeting next week to discuss how
we can support each other? Let me know several times that works for
you! (Or better yet...be in ultimate control of your own time by
providing them several date/time options that work best for you)

Best,
[Your Name]
[Your Business]
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2. Strengthening an Existing Referral Relationship
Subject: Let’s Take Our Referral Partnership to the Next Level
Hi [Partner’s Name],

I really appreciate the collaboration we’ve had so far! I’d love to
schedule a quick check-in to discuss ways we can make our referrals
even more seamless and valuable for both of us.

Do you have time next week for a short conversation? I’d love to hear
your thoughts on how we can continue strengthening our partnership.

Looking forward to catching up!

Best,
[Your Name]
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3. Following Up After Sending a Referral
Subject: Just Sent You a Referral — Quick Follow-Up
Hi [Partner’s Name],

I wanted to follow up on the referral I sent your way — [Client’s Name].
I believe they’d be a great fit for your services, and I’d love to hear how
the conversation goes.

Let me know if there’s anything I can do to support the process!
Looking forward to continuing to grow our partnership.

Best,
[Your Name]
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4. Thank You Email Template for a Referral Partner
Subject: Thank You for Your Referral — Honored to Help!
Hi [Partner’s Name],

I just wanted to take a moment to personally thank you for referring
[Client’s Name] my way! I truly appreciate your trust and confidence in
my services.

I’ve already connected with [Client’s Name], and I’m excited to support
them with [specific service]. I’ll be sure to keep you updated on how
things progress (if appropriate).

Please let me know if there’s anything I can do to support you or send
referrals your way as well! Looking forward to continuing our great
partnership.

Thanks again!

Best,

[Your Name]

[ Your Business]
[Your Contact Info]
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Client Case Review Checklist

Purpose: Use this checklist in your weekly/bi-weekly case reviews to identify
referral opportunities.

Does the client need additional services?

« More caregiving hours?
« Medical equipment?
« Home modifications for safety?

Are there financial/legal considerations?

« Does the client need to update an estate plan?
« Do they require financial planning assistance?
 Is there an opportunity to connect them with a fiduciary or attorney?

Who in their professional network can provide value?

« Has their primary care physician suggested a specialist?
« Would a financial planner help them optimize long-term care funding?
« Are they in need of home healthcare services?

Action Steps:

« Reach out to the appropriate referral partner within 24-48 hours.
o Document the referral in your tracking sheet.

« Follow up with both the client and the referral partner after one week.
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% 30-Day Action Plan for Referral Growth

Week 1: Foundation & Outreach

List at least 5 new potential healthcare referral partners & S potential legal/financial
referral partners.

Call and send introductory emails.
Hold at least 5 meetings with potential referral partners.

Week 2: Strengthening Existing Partnerships

Identify current partners who need more engagement.
Schedule check-in calls with at least 10 current referral partners.
Discuss co-marketing or event collaborations.

Week 3: Tracking & Optimization

Implement a referral tracking system and be disciplined in it.
Monitor conversion rates of referrals.
Adjust your approach based on feedback and results.

Week 4: Scaling & Expansion

Expand outreach to new professionals outside your usual network.
Offer an exclusive incentive to your best referral partners.
Review progress and set goals for the next 90 days.
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