The Complete Referral Growth Playbook

This playbook combines two powerful systems into one complete guide. Whether you're ready to sprint or build for
the long term, everything you need to grow your practice through referrals is here.

Part 1: 30 Referrals in 30 Days

A 30-day action challenge designed to generate
immediate referral momentum. You'll build your list
of 30 ideal clients, craft personalized outreach, and
use the proven GIVE, GET, GIVE Method to ask with
confidence and close with gratitude.
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Part 2: The Wow Moment Referral System

A plug-and-play ongoing referral machine built
around trigger-based asking. You'l learn to identify
your Wow Moments by service type, time your ask
perfectly, and install a simple SOP that generates
referrals consistently — without relying on memory
or willpower.
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<2 30-DAY CHALLENGE

PARTI:

30 Referrals in 30 Days

The ultimate challenge to unlock explosive revenue growth through the power of referrals,

and the courage to ask for them.

This playbook is designed specifically for business owners who want to grow their companies through referrals.
Referrals are unequivocally the highest-converting, lowest-cost growth strategy available to expand your client
bbase. This guide provides a proven, step-by-step system, empowering you to confidently and consistently ask for
referrals. Our aim is to equip you with the tools to unlock sustained, organic growth for your practice.

IR
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Build Your List

Identify 30 best
clients

r

Make Contact

Send personalized
outreach

N

Close with GIVE
GET GIVE

Ask, receive
referrals, thank

R

J
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The Numbers Don't Lie

Most professionals leave a massive revenue opportunity on the table every single day. The gap between those who
ask for referrals and those who don't is staggering.

1% 806%

Ask for Referrals More Revenue Growth
Only N% of professionals actually step up and ask for Those who play the referral game see 86% more
referrals, leaving the field wide open for those who do. revenue growth over two years compared to those who
dont.
30% 16%
o o
Better Conversion Higher LTV
Referral leads convert 30% better than any other Referral clients boast a 16% higher lifetime value, they
marketing channel, they arrive pre-sold and ready to stay longer, spend more, and refer others in turn.
ouy.

© So, do you think you should be asking for referrals more frequently? The answer is a resounding YES.
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THE REAL OBSTACLE

What's Holding You Back?

You already know the answer. It's not strategy. It's not time. It's not resources. It's one four-letter word that stops

most professionals cold.

Fear Shows Up As..

%

The #1 reason professionals never ask for
referrals, and the only thing standing
between you and explosive growth.

Fear of Rejection

Worrying that asking will damage the relationship or result in
a hard "no.’

Fear of Losing the Sale

Believing that pushing further might undo the goodwiill
you've already built.

Fear of Being Pushy

Not wanting to come across as desperate or transactional
with valued clients.

Not Knowing What to Say

Lacking a proven script or framework that makes the ask
feel natural and confident.

A Al of these fears are valid, and you should ask for referrals anyway. The cost of not asking is far greater

than the discomfort of asking.

Yell Up
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[ STEP 1 OF THE CHALLENGE |
Build Your List of 30

Before you can ask for referrals, you need to identify the right people to approach. Not every client is equal, your list
should be made up of your absolute best relationships.

Ideal Avatar

@
They are a perfect match for your product or service, the exact type of client you want more of.
Easy to Work With

I

The relationship is smooth, collaborative, and enjoyable, they make your work better.

Pay on Time

They respect your business and honor their financial commitments without chasing.

Raving Fans

They rave about how your service has impacted their lives, they're already selling for you.

Real Results

lad

They have achieved tangible, measurable outcomes from working with you, their story is your proof.

@ Don'thave 30 clients yet? That's okay! Fill your list with family, friends, and people who genuinely believe
in you and your mission. Everyone starts somewhere.
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THE OUTREACH

Make First Contact

Once your list is ready, it's time to reach out. The goal of your first message is simple: secure a 10-minute

conversation. Keep it warm, personal, and mission-driven.

Your Outreach Message Template

"Hey [Name], thank you for being one of our best clients! |
am on a mission to [state your compelling mission they
can get behind]. | appreciate your feedback so much!
Would you be open to a quick 10-minute conversation?
For your time, | have a Starbucks gift card with your name
on it

Personalize the gift card to their favorite place for maximum
impact. The small gesture signals that you value their time
before they've even said yes.

Mell Up

Why This Works

Opens with genuine appreciation, not a
pitch

Ties the ask to a compelling mission they
can rally behind

Asks for a small, low-commitment time
investment (10 minutes)

Offers immediate value before the
conversation even begins

Feels personal, not transactional
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[ THE FRAMEWORK J

The GIVE, GET, GIVE Method

On the phone call, you'll use the Sell Up GIVE, GET, GIVE Method, a proven 10-step framework designed to make the

referral ask feel natural, generous, and powerful.

GIVE
Steps 1-2

GET
Steps 3-7

0]

GIVE
Step 8

02

Genuine Compliment

Start with a genuine compliment about how great it is to
work with them and how excited you are for their

Positive Association

Ask positive associative questions, get them thinking
about how great your program is or was.

growth.
03 04
Mission Ask Stay Silent

Ask for their buy-in to your compelling mission, then ask
for three specific referrals. Give them direction on the
type of person you want to work with.

05

Put your head down and your pen to paper (or start
typing on Zoom). Stay silent until they respond. Don't let
your nerves get in the way of supporting more people.

06

Obtain Contact Info

Obtain the phone number and emaiil.

07

Intro Preference

Ask them if they would like to send an introduction vs.
you reaching out cold.

08

Intro on the Call

Ask for the introduction on the call. If you're slick with it,
film a 30-second selfie video with you and the client
addressing the referral, then ask them to introduce you
Now so you can send the video.

09

Reach Out ASAP

Reach out to the referral ASAP with a video or at the very
least a photo and text.

Give, get, give, and make the ask feel effortless.

Offer Gift Card

Offer your client a $100 gift card for anyone who enrolls.
Adjust the amount to match the value of your offer.

10

Win & Celebrate

Use the Sell Up method to win the business & celebrate
lbecause you are a badass.

L) ProTip on Silence: The pause after your ask is where the magic happens. Most people fill silence out of

discomfort, don't. The first person to speak after the ask loses leverage. Hold the space.

Yell Up
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WORD-FOR-WORD SCRIPT

The Referral Script

Use this proven, word-for-word script on your referral calls. Every line is engineered to build trust, create emotional

momentum, and make the ask feel like a natural extension of the conversation.

@ Open with Your Mission

YOU: "Hey [Name], | appreciate you taking the time
to support my mission of [ex. Helping 1500
business owners and families in the next 6 months
take control of their taxes, keep more of what they
earn, and build lasting financial confidence. | want
to empower as many people as possible to make
smarter financial decisions/

¥ Make the Ask

YOU: ''m so happy that | was able to serve you this
way and would be so honored to serve others you
might know. Who do you know that has [X
attributes], [Y wants and desires], [Z pain points]?"

(/—/EAD DOWN AND STAY QUIET, do not fill the
silence.)

t9 Offer the Reward

YOU: ‘Great! Once one of these contacts enrolls, |
want to send you a $100 gift card to your favorite
restaurant. What's the name of your favorite spot?’

-9 Draw Out Their Results

YOU: "Your feedback is so vital to this mission. What
was the MOST impactful part of your experience?
What results have you seen?’

(Get them to an emotional high point, let them sell
themselves on how great the experience was.)

@ Capture the Details

YOU: "What's their phone number?" (Stay strong,
head down.)

YOU: ‘And the best email for them?”

Secure the Introduction

YOU: 'It's important that | treat your introductions
with the highest level of service. Do you prefer that |
cold call them, or do you feel it would be best for
you to send an introduction now?"

YOU: '| agree with you; thank you so much! Before
we get too busy, do you mind sending the intro
now before my next meeting? | want to respond as
quickly as possible so they know I'm here to serve
them.”

© Bonus Move: If you have incredible rapport with the client, ask for a selfie or short video together. Send it to

Sell Up

the referral after they introduce you, it's a powerful, memorable first impression that almost no one else is

doing.
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YOUR CHALLENGE STARTS NOW

30 Days. 30 Referrals. Unlimited Growth.

You now have everything you need: the data, the mindset shift, the framework, and the word-for-word script. The

only thing left is to take action.

Your 30-Day Action Plan

1. Build your list of 30 best clients (or trusted
contacts)

Send your personalized outreach message today
Schedule 10-minute calls with each contact
Use the GIVE, GET, GIVE method on every call

Follow up with every referral within 24 hours

o o A W N

Track your results and celebrate every win

Remember Why This Works

Only N% Ask

You're already ahead of 89% of your competition
just by showing up and making the ask.

86% More Revenue

The referral game is the highest-ROI activity you can
do for your business right now.

Fear Is Normal

Feel the fear and ask anyway. Every 'no" gets you
closer to a life-changing "yes.’

The referral ask is not a transaction, it's an invitation for your best clients to become part of your mission. When
you frame it that way, asking becomes an act of service, not a sales tactic.

Now go build your list. Make the calls. Change some lives. You've got this. +’

Sell Up
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PART 2:
The Wow Moment Referral System

A Plug-and-Play Implementation Guide for scaling companies
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[ CORE CONCEPT ]

What Is a Wow Moment?

A Wow Moment is the specific point in your client The Golden Rule

engagement — almost always within the first 90 days —

when your client feels the full weight of the value you deliver. S @I IS ORI uels i [Elelitel) el herets

Not when they intellectually understand it. When they feel it. S [l i @ Hieny WISt = winstier e o

within hours of an async delivery — will always

This is the moment their emotional state is at its peak. That is outperform one made days later when the
when you ask for referrals. Not when it's convenient. Not at emotional high has faded.
the end of an engagement. Not when you need the business.
Right then.
The Window
Referrals asked at the Wow Moment convert dramatically
better because the client's enthusiasm is real and present. Within the first 90 days of client engagement.
When they introduce you to someone, they do it with energy That's your highest-leverage zone.

— and that energy transfers.
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STRATEGY

The Referral Fee Opportunity

Set Your Benchmark

Before you run this system, decide what a new client is
worth to you. What does it cost you to acquire one
through advertising, networking, or any other channel?
That number is your referral fee benchmark.

Offering a referral fee equal to your cost of customer
acquisition is a smart, sustainable way to reward the
clients who grow your firm for you. It's not a bonus. It's @
bbusiness decision.

When a client knows there's real money attached to an
introduction they make, the referral becomes a priority
instead of an afterthought. Set the amount,
communicate it clearly, and pay it fast when someone
enrolls.

Sell Up

Supercharge the 30-in-30 Challenge

Want to supercharge the 30 Referrals in 30 Days
challenge? Swap the gift card for the referral fee.

© Instead of offering $100 for an enroliment, offer
what it actually costs you to acquire a client
through any other channel. If your cost of
acquisition is $500, offer $500. If it's $1,000,
offer $1000.

Be generous, it pays off!

You're not spending more — you're redirecting what
you would have spent anyway toward the people who
already trust you and are already selling for you.

The gift card is a great start. The referral fee is what
turns this into a program your clients talk about.
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TIMING

When to Ask: At the Wow Moment, Not After It

@ Live on a Call . Async Delivery

The client is emotionally present, the result is fresh, Watch for the response. When a client replies with
and the gratitude is real. Don't schedule a follow-up. genuine excitement, that is your trigger. Don't wait.
Make the ask right there. Respond immediately and pivot to the ask.
Transition naturally right out of the result delivery. Schedule the 10-minute referral call and run the full
Capture referral names, confirm contact info, and GIVE, GET, GIVE process from there.

ask for the introduction before the call ends.

Tm so glad we found this together. Honestly, this is exactly why | do what | do. I'm on a mission to help as many
business owners as possible get to this moment, and Id love your help. Who do you know that's been stressed
about [List the solve you provide for clients[? I'd love an introduction.”

[J Then head down. Stay quiet. Let them respond. The silence is part of the script.

))Be“ Up wesellup.com



[ SYSTEM DESIGN ]

The Trigger-Based Referral System

The 30 Referrals in 30 Days challenge is your activation sprint. This is your ongoing machine. Instead of asking on a
calendar schedule, build your ask around triggers — specific delivery events that signal a Wow Moment has

occurred.

01 02 03

Define Your Triggers Flaog the Moment Send the Outreach Message
Identify the 2—-3 moments in your When a trigger fires, the team Use the outreach template from this
service delivery where clients member who delivered the result playbook. Add one sentence
consistently express the most flags it in your CRM or project referencing the specific result just
gratitude. Write them into your management tool. Referral outreach  delivered.

onboarding SOP so every team is due within 48 hours. It is a

member recognizes them. deliverable like any other.

04 05

Run the GIVE, GET, GIVE Call Log, Track, and Close the Loop

Open by anchoring back to the Wow Moment before Every referral gets a personal touchpoint within 24 hours.

anything else. Execute the full framework. The emotional  Every enroliment triggers referral fee or gift card
anchor is everything. fulfillment and a thank-you to the referring client.
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OPERATIONS

Track It Simply & Fulfill Fast

Your Four-Column Tracker

Four columns is all you need. Review it monthly. You'll quickly see which Wow Moments generate the most referrals,
who your best referral sources are, and where the system is leaking.

Client Name Wow Moment Date Referral Ask Date Referrals Generated
Jane Smith Jan 15 Jan 15 2
Mark Torres Feb 3 Feb 4 1
Lisa Chen Feb 18 Feb 19 3

Gift Card & Referral Fee Fulfillment

— Designate One Owner — Use a Digital Platform
One person owns fulfillment. No ambiguity, no Digital gift card platforms make delivery take two
dropped balls. minutes. Speed matters.

— Add a Handwritten Note — Pay It Fast
Pair every fulfillment with a short handwritten Speed of fulfillment signals that you take the
note. The combination feels premium and program seriously — and it makes the next
reminds the client exactly why they're receiving it. referral conversation even easier.

@ Get your team on board. Every person who touches client delivery needs to know what a Wow Moment
looks like and how to flag it. The ask can stay with the advisor or owner. The trigger identification has to be
a team sport.
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SOP

Sample SOP: Wow Moment Referral Process

Purpose: Ensure every new client engagement generates a referral ask at the moment of peak value, consistently

and without relying on memory. Owner: Lead Advisor / Engagement Manager. Trigger: Any pre-defined Wow

Moment event occurs.

Weeks 1-2 of Onboarding

e |dentify the most likely Wow Moment for this
client

e Note it in the client file with the anticipated
delivery date

e Set areminder for 48 hours after that date
as a fallback if the live ask isn't made

At the Wow Moment — Async Delivery

e Monitor for a positive client response to the
delivered result

e Respond immediately with the async pivot
script

e Schedule the 10-minute referral call

e Flag referral outreach task in your CRM, due
within 48 hours

Upon Referral Enroliment

e Fulfill the referral fee or gift card within 48
hours

e Send a handwritten note alongside it

e Log the result and celebrate

Sell Up

At the Wow Moment — Live on a Call

Deliver the result, pause, and let the client
feel it

Ask: "How does it feel knowing [specific
outcome]?"

Transition directly into the referral ask using
the live script

Capture referral names, phone numbers,
and emails on the spot

Film the 30-second selfie video if the
rapport is there

Log everything in your CRM immediately
after the call

Within 24 Hours of the Ask

Log all referral contacts in your tracking
sheet

Reach out to each referral with a
personalized video or text

Send a thank-you to the referring client

Quarterly Review

Pull your top 20% of active clients

Run check-in calls using the outreach
template

Execute the GIVE, GET, GIVE framework

Update your referral velocity tracker
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Ready to Implement?

If you want hands-on support putting this referral system into action, our team at Sell Up is here to help. Book a call
with us for personalized advisement and expert feedback as you build your referral machine.

@ BOOK YOUR CALL AT WESELLUP.COM
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