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The Ladder of Referrals
There is a hierarchy to referrals…a
ladder.
Each step up is slightly more complex.
Each gets you closer to your goal. Each
reduces the amount you have to sell.

Personal
Endorsement

Telephone
Testimonial

Here's how to identify each step and
climb to the next:
The Pointer---The bottom rung…merely
suggests other people you might talk to.
This referral literally points to others and
takes no proactive action to help you.
To get the most out of a pointer, ask:
1. Which of these would be best for my
need?
2. May I use your name?
That at least gets you to the next level.
The Impersonal Introduction---leads to
you making a contact and saying,
“Referral's name said I should call you…”
That, many times, is good enough to get
you through the first line of defense.
But that is all it buys you. You are on your
own to convince that person of your
capabilities.

Personal
Rec

Impersonal
Intro

The Pointer

In both the first and second
steps you must act. Here's what
to ask to make the referrer agree
to additional actions:
1. Could I have (person's name)
telephone you for your reactions
to my qualifications?
2. Would you be willing to pass
along a copy of my brochure,
resume, data that tells about me
or my service?
That can move you one step
higher in the hierarchy.
The Personal
Recommendation---is the first
time that your referrer is
actively assisting you. A note or
a letter that accompanies a
copy of your materials that
simply says, “Person's Name,
take a look at this.” That is
sufficient to get you reviewed in
some cases.

The best way to assure this situation is to
suggest:
“If you'll just jot a note now on your stationery, I'll
attach a copy, pay the postage and assure that
it gets in the mail today.”
If you feel you need to climb one rung further
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you need to ask:

The top step is:

1. Could you call (person's name) now to
encourage her/him to see me? It would probably
be much easier for you to get through than me.
2. Would you ask what day I might buy him/her
lunch?

The Personal Endorsement---which occurs
when the referrer agrees to personally endorse
you in an introductory meeting with the
prospect. The referrer sets up the meeting,
convinces the prospect to attend and relies on
their friendship or mutual respect to assure
attendance.

That is a big step.
The Telephone Testimonial---occurs when the
person you're talking to picks up the phone and
provides a testimonial for you as you listen.

The referrer becomes your coach, confidante
and cohort.

There is only one step better than that.
You won't get there without asking or having a
track record with the referrer. Usually both will be
required.
You must be the kind of person who gets results.
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