30 Ways To Get Referrals From Your Clients
Referrals help you build credibility and relationships with potential clients. Use this list to help you get referrals from your clients.
1. Ask your current clients for referrals. Give them an idea of what services the new client should need, such as tech or writing. 
2. Write a referral email for clients to send to their friends, who are in need of a particular service you offer.

3. Work with other providers to exchange referrals for services the other provider doesn’t offer or want to do for clients.

4. Let your current clients know about the products and services you offer. List the benefits of each service or product to make it easier for current clients to spread the word.
5. Put a link in your emails or other correspondence to a form on your website for referral submissions.

6. Offer your customer a referral commission or discounted service. When a new referral hires you, you can repay the efforts of the customer who referred the person.
7. Leave extra business cards with clients. Ask them to pass them on to others, who might need your services.

8. Create a Facebook post about your services. Share with clients and urge them to share on their page or tag friends.
9. Write a blog post about your services on LinkedIn and share it with your clients. Ask them to share it.

10. Once a client has sent you a referral, send them a thank you note or phone call.

11. Exceed client expectations by providing valuable but special content your clients can share with their people. 
12. If they can’t give a referral for some reason, such as it’s against company policy, ask the client to give you a testimonial or be a part of a case study instead.

13. Offer clients some type of incentive for referring you. It can be a gift card, a percentage off future work, or a charitable donation in their name.

14. Give referrals to others. They’ll appreciate what you did and will often return the favor.

15. Update your LinkedIn profile so you can engage with your contacts. This will keep your name, face, and skills foremost in their minds when someone needs your services.
16. Treat your current clients like they are your partners. Let them know you feel as if you are both working on the same team and towards the same ultimate goals. 

17. Encourage clients, vendors, suppliers, and others you work closely with, to send you referrals. Ask them to share a short story with the person about how you helped or worked well with them.
18. Let clients know you prefer to work with a particular target market or niche.

19. Provide your clients with valuable information they want to share with their friends and associates. Create something valuable that prompts the prospect to retain your services.
20. Always build relationships with your clients. They will more likely to send you referrals, if they know your relationship is genuine and based on friendship, rather than just a work situation.

21. Stay in touch with your clients. Follow up by scheduling reminders to email them every few months. Ask how they’re doing and how you can help them in new ways.
22. Join a business networking group, locally or online where business owners gather to socialize, learn new skills and share referrals.

23. Give your existing clients first priority. If you have a new service or product coming out, give them a preview or discount with early access.

24. Build mutually beneficial relationships with others in your industry. They’ll often send you referrals and you can reciprocate by sending them referrals.

25. When you complete a client’s project, include a surprise bonus that builds loyalty. Send them a card or small gift when it’s their birthday as well.
26. Ask at the right time. Ask for referrals after the client has commented on being pleased with your work or the results of the project. If you’ve missed a deadline, hit a snag, or are sending the invoice, wait to ask for the referral until everything is resolved.

27. Show that you care about your client’s work by commenting on their Facebook status or blog.

28. Ask more than once. Remind your client’s that you welcome their referrals and feedback.
29. Provide them with materials that make it easy to refer someone. Give them cheat sheets with your core value proposition and client results on it. It should answer the questions “what do I do?’ and “why me?” with instructions on how to connect with you. 

30. Create marketing materials specifically for generating referrals.  It can be as simple as a card, handout, or template that includes your name, services, and a few satisfied clients’ words. Include a “Referred by” line for the client to fill in before it’s given away.
