This slot is intended to be a step by step guide to gaining more business, and more particularly to help good members who may not be getting many referrals. It works better if you choose a member in the more obscure professions (ie. not an Accountant, Solicitor, Printer, Florist etc..)

This is better as a 10-minute but can be given as an Education slot. Start with a question to get members attention.

6 steps to referral success

2 things to make BNI a success for you!

1) Have fun & enjoy it

2) Make some money

So are we all having fun! YES

OK, let’s look at making money!
There are 6 steps to referral success (write them up on a flip chart)
1) Know 
How do our fellow members get to know us? 
(Make it interactive, get the members to call them out)

121’s, stay 6.30 – 9.30, book it out! – BNI is work

2) Like

If you do the above, have a positive attitude and turn up every week, members will start to LIKE you
3) Trust

If you feel that the members don’t know you well enough – go back to step 1
4) What you do!

How do they find out what you do? 
121’s, 6.30 – 9.30,  60 secs & 10 mins
SO FAR SO GOOD! – next 2 stages are often neglected

5) What you want!
Specifically the business you want, with company names & job titles if possible

6) What to Say

What do members need to say to get the 3rd party to take your call.

Feeder line plus ‘shall I ask him/her to give you a call?’

So much for the theory, let’s see this in action

Pick a member who is in a ‘difficult to refer to’ profession & go through the 6 six points…..this example selected Maurice Press who is Managing Director of the Disability Resource team
1) Know him??
Some of us know him well, some newer members not so…if not, book 121
2) Like him?? YES
3) Trust?? YES
Former Chapter Director / Ed Co & those testimonials!!
If you don’t know him well enough – back to stage 1
4) Do we know what you do!

Yes / No /maybe?  - In 2 sentences get them to say what they do including benefit
Eg) Maurice’s company transcribes written materials into Audio & Braille format which can increase circulation
5) What you want!

Be specific?? Editors of Magazines 
6) What to Say

‘Maurice’s company transcribes magazines into Audio & Braille format; this can increase the circulation by 20-30% and increase your revenues accordingly. Shall I ask him/her to give you a call?’
Ask the room if they know magazine editors, ask Maurice to name the publications he wants to be referred to.

Finally – “So these are the 6 steps - Take these on board & BNI will work for you, but don’t forget to have fun too!
