Who would like to receive 3 or 4 referrals every single week?

If you would like to receive 3 or 4 referrals every week, how many referrals do you think you need to bring?

Who like to receive a great quality referral at least once a month?  

If you would like to receive a great quality referral once a month, how many great quality referrals do you need to bring?

So, let’s talk about what’s a great quality referral, in particular, I’d like to touch on external and internal referrals.  

Let me just explain the difference between an internal and external referral.  An internal referral is business that is required by another member for example, Ian might ask Terry (Car Repair) to do an MOT on his car – that is internal.  An external referral is business that is required by a third party, someone who is not in this room for example, Mark (Carpet Cleaner) might be given a referral by a contact Michael has met to quote for cleaning all carpets at the Hilton Watford with the chance of picking up other Hilton Hotels in the London area.  

Stuart (Printer) stand up – if …. gave you a referral for some more business cards – would that be a great referral or an OK referral?

Stuart – if you got two or three internal referrals for more business cards every week from the other members, would that be great business or OK business?

However, if ….. gave you an external referral for James Gibbs at Gibbs Gillespie Estate Agents who initially wanted you to quote for their stationery but there was a possibility that you could quote for their full colour premium market brochures for their 12 other offices, would that be an OK referral or a great referral?

The important thing to remember here is the whole philosophy of BNI which is Givers Gain and note the order these are said.  

Givers do gain, but let’s just look at how to find the referrals in the first place to enable you to give?

· Fill in the referrals to look for sheet

· Send an internal email to your office staff with the details of the referrals to look for each week – you might not know the contacts but someone else could (but bear in mind you can only do this if someone has been specific in their 60 seconds)

· Buy an extra card holder and fill it with the member’s cards – give one to your business partner, spouse, put it in your reception, staff room.

· Set aside a BNI hour each week.  Don’t make your set aside time the 30 mins driving time to the meeting each week.  Go that extra mile, make it a proactive hour.  

So, the focus is to find good quality external referrals.  Givers do gain.  

