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Running a Referral Campaign 
 
Referral campaigns are highly effective (and should be part of 
your normal sales processes) and will generate higher quality 
leads for you to sell to. They also generate more sales from 
existing customers, provide a valuable feedback mechanism, 
and at the same time, improve your customers’ loyalty. 
 

For your team, a referral campaign can be fun, and easy to complete because they 
are making calls to people who are already customers and avoids the need to get 
past gate-keepers. 
 
If your business has a good (or even average) relationship with your customers, 
they will enjoy hearing from your team and will enjoy helping them. 
 
 
Try this process: 
  
This is not a proscriptive process, though if you encourage your sales team to stick 
to the script, they will generally be more successful than making it up “on the hoof”. 
 
The purpose of the call is to get the contact details of two buyers from companies 
that could be good customers of yours. 
 
As with a sales call, you must start by establishing rapport. Start with an open 
question like “How are things…?” and then take the time to listen to the answer, use 
the opportunity to catch up with your customer.  
 
When you have moved through the rapport stage, use the following line, as closely 
as you can. The line is broken up with pauses to make it easier to deliver. 
  
"We are growing our business quickly this year... so I was wondering whether you 
could help me... by suggesting some referrals I could talk to...? Maybe two 
businesses that supply you,... that you think would benefit from <insert one of your 
key business benefits here>…" 
  
Wait, give your customer some time to allow them to think. You need a contact 
name, a business name and a telephone number. If they don’t respond, you can 
help them narrow their search with… 
  
Perhaps a supplier you’ve just started business with? At which point, having 
narrowed the search for them, they will usually identify some prospects and will give 
you some names and contact details.  
  
Thank you, that’s great. Could I mention you as a customer of ours? Will make life 
easier for you later and rarely causes an objection. 
  
Thank you for helping me. Are you planning to use any <insert any goods/services 
that you can supply> in the next three months we could help you with? You will 
invariably get to talk about new business opportunities just by opening up this 
conversation.  
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Calling the Referrals 
 
Getting through gatekeepers? If necessary… 
 
<Referral> is expecting my call Because they are (they just may not yet know that they 
are) 
 
Is that <referral>? 
 
Have I caught you at a bad time? The “natural” reaction to an unexpected call is 
generally to say “no”. Framing the question this way around gets you past the natural 
objection. 
 
<Referring customer> suggested I call you… Allow time for the referral to recognise 
the referrer. 
 
We’re just working on a project for <Referring customer>, he/she suggested you also 
might benefit from what we do… 
 
My name is <caller’s name>, I’m calling from <your company>, have you heard of us? 
 
We may be a closely guarded secret! 
 
We are a <your market sector> businesses that helps businesses to… … 
<Benefit 1> or 
<Benefit 2> or 
<Benefit 3> 
Is that something you might be interested in? 
 
Listen, listen, listen… to what their needs are. 
 
Would you like to spend ten minutes exploring how you could benefit from this? 
 
When’s good to talk? How is now for you? Or schedule a follow up call. 
  
And it really can be that easy! The purpose of the call is to see if they have a need for 
whatever your company offers. If they don’t, if you cannot generate the desire, then 
move on. This should be a friendly discussion exploring potential areas of common 
interest. 
 
If it’s “no” you can ask 
 
Could I take a note of your email address so that I stay in touch with you? I might just 
drop you a line every other month to see if circumstances have changed for you? 
 
If it’s “yes” 
 
You can then start using your own sales process… 
 
 
Any questions about this? If you call us on 01953 498116 we’ll give you the answers. 


