Stop Pretending To Be So Busy!  Make It Easy for Your Clients to Give You Referrals
By Steve White

Every business developer and consultant knows that the best way to get new business is through a referral.  Who doesn’t love it when the phone rings with a referred prospect looking for your help!

Not surprisingly, the busiest consultants most likely have the strongest base of referral sources.  They should never have to make any cold calls.  They should be able to meet and exceed their annual growth targets through their referrals.  Unfortunately, they don’t make it easy for their sources to refer them to new prospects.  The reason for this is quite simple – these consultants are very busy!
Think about it.  How many times have you met with one of your clients and the first thing they ask you is “Have you been keeping busy?”   Your response of course is “Yes, really busy, crazy busy.”  

Assuming your client likes you and has received value from the work you have done for them, what’s the likelihood they will want to refer more business to you if you’ve just told them how crazy busy you are?  Not very likely.

So, make it easy for your clients to feel comfortable in referring more business to you.  When they ask you “How’s it going?” don’t tell them how busy you are.  Instead, say something like “Thanks for asking.  I’m keeping busy, but I’m always looking to grow my business.”   Who knows, the phone might just ring when you get back to the office.
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Effectivation was established in 1986 to provide consultative selling and service skills training to information and knowledge-based enterprises. Effectivation clients include sales people and consultants in technology, telecommunications, financial services and professional services companies in Canada, the United States and the United Kingdom.

Effectivation trains people in consultative selling and client relationship skills. Our customized in-house workshops focus on the strategic and tactical skills that can help you and your company initiate, build and maintain long-term relationships with your clients.

If you are interested in building better relationships and becoming more curious about your clients business, please contact us at info@effectivation.com 
