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REFERRAL REALITY CHECK

If it were done with a standard, STRONG questionnaire, then people would become far more accountable and make them think twice before giving out a poor referral.

Make it a short and simple questionnaire with the following questions:-

Membership Co-ordinator selects 2 x referral slips and asks the following:-

FROM PERSON   A  ….    TO PERSON  B

(PERSON  “B” ANSWERS)

· WAS THERE A PHONE NUMBER AND HAVE YOU CONTACTED THE PERSON WRITTEN ON YOUR REFERRAL SLIP

· DID THE PERSON TAKE YOUR PHONE CALL

· WAS THIS A GENUINE OPPORTUNITY TO DO BUSINESS

If the answer to all of the above questions was “yes” then both person A and person B will come out of this credibly (Isn’t this what we want).  We can even then, ask if this has resulted in business yet and would they mind promoting the amount of the business as a result of being given that referral.

If there is a “no” in the above questions, the MEM-CO can let the members know that this will be carried over to the following weeks meeting (and ensure it is selected the following meeting).

Example

1)

Person B hasn’t contacted the name on the referral slip in the previous week (and he / she, should have).  MEM-CO just says ….. PERSON   B, WILL YOU PLEASE CONTACT THIS PERSON AND WE WILL ASK THE QUESTIONS AT NEXT WEEKS MEETING.

2)

Person B has called the number 2 or 3 times in the previous week and left messages for the name, to return the call.  No luck !!  MEM-CO just says ….. PERSON  A, WILL YOU SPEAK TO THE PERSON, WHOSE NAME YOU GAVE OUT AND ASK HIM TO TAKE PERSON B’s PHONE CALL AND WE WILL ASK YOU THE QUESTIONS AT NEXT WEEKS MEETING.

Whist this is not a total cure (and I don’t believe there can be one), this goes a long way IF DONE “FAIRLY” yet “FIRMLY” to ensuring that if members know that there is a genuine accountability  they will think twice about a) the quality of the referral that they are giving out and b) how they should be acting when they have received a referral.
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