
INCREASE YOUR BUSINESS THROUGH NETWORKING! 

Three Types of Referrals:    Three Levels of Referrals: 
1. _________________     1.    _________________ 
2. _________________     2.    _________________ 
3. _________________     3.    _________________ 
Three Principles for Increasing Referrals:  Three Conditions for Referrals: 
1. _________________     1.    _________________ 
2. _________________     2.    _________________ 
3. _________________     3.    _________________ 

Attitudes and Skills for Successful Business Networking: 
1. Having a ________________  ____________is a choice not an outward expression of how you feel. 
2. Make ____________   ____________ a priority. 
3. Know your ___________  and ___________.  Build alliances with people who off-set your ___________. 
4. Build your _______ ______with business people you trust and who you share a symbiotic relationship. 
5. Participate regularly in __________ _____________ __________  with those in your contact sphere. 

 

Building a Business Contact Sphere to Generate the Majority of Your Referrals 

1. Become the “Hub” and center of influence for a group of people or organizations who understand the 
value of networking and who will make the most effective use of the strengths of each other. 

2. What is your value proposition? ___________________________________________________________ 

3. What is your 30 second  introduction? ______________________________________________________ 

4. Develop your value proposition  and give your 30 second introduction at every opportunity you get. 

5. Attend events to meet the people you want to work with.  Practice the three foot rule. 
 >  Chamber of Commerce  >  Toastmasters   >  Athletic Clubs  
 >  Civic & Professional clubs >  Sporting events >  Your children’s events 
 >  Non-profit Organizations >  Reunions  >  BDS Master Mind Groups 
 >  Churches or Synagogues >  Dinner Clubs  >  Fraternities and Sororities 
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TARGET RELATIONSHIPS THAT GENERATE REFERRALS & REVENUES 

 

 
COMPANY   NAME   COMMENTS                     RATE  

 

_______________________ _________________ _________________________________________  _____ 

 

_______________________ _________________ _________________________________________  _____ 

 

_______________________ _________________ _________________________________________  _____ 

 

_______________________ _________________ _________________________________________  _____  

 

_______________________ _________________ _________________________________________  _____  

 

_______________________ _________________ _________________________________________  _____  

 

_______________________ _________________ _________________________________________  _____  

 

_______________________ _________________ _________________________________________  _____  

 

_______________________ _________________ _________________________________________  _____   

 

_______________________ _________________ _________________________________________  _____  

 

  

       Total rating of above contacts    _____ 

 
1-They know me and I know them.  They would receive my phone call. 

2-I have spent time with them having conversations and/or discussing business. 

3-They have referred business to me in the past and would probably do so again. 

4-They have purchased from me in the past and have been satisfied, but not many referrals. 

5-I am having discussions right now with them about revenue producing opportunities. 

 

Scoring:        <10:  Could be time to consider a career change! 

10-20: So, why aren’t you at EVERY chamber event to build more relationships? 

21-30: Spend more time building referral base.  Formalize efforts with a referral group. 

31-40: If 5+ yrs. in same business & location, spend 30% of your time with past clients. 

41-50: So you’re buying lunch! Keep building list & relationships to keep funnel full. 

 

Best way to become or stay successful is to continue building your skills and increasing your knowledge! 

 
Latest Contact Information: 
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Meeting Response Form 

It’s Who You Know: Session 1 
Greater Jackson Chamber Partnership 

 
 

PLEASE PRINT 
 
Name: _______________________ Company: ______________________ Position: __________________ Date: _________ 
 
B. Phone: (_____)________________ Cell: (_____)____________________ E-mail: ________________________________ 
 
 

1. Attending this meeting was beneficial and enjoyable for me (check appropriate selection) 
 _________  _________  _________  _________  
   Strongly      Agree      Disagree   Strongly 
     Agree          Disagree 
 
How so? _____________________________________________________________________________________ 
 

2. How did you hear about us and/or this seminar? _________________________________________________ 

________________________________________________________________________________________ 

3. I am interested in knowing about future seminars in Jackson.  Check topics of interest. Yes: ___ No: ____ 

 Conflict Mgt: ___ Customer Service: ___ Goal Setting:____  Management: _____   

Marketing: ___   Public Speaking: ___ Sales Skills:___    Strategic Planning: ___       

Team Building: ___           Time Mgt:  ____                More Referrals: ____         Speakers Bureau:  ___ 

 

4. Please keep me posted on future seminars and events through e-mail Yes: ___ No: ____ 

5. I am interested in discussing the benefits of a presentation for my company or group      Yes: ___ No: ____ 

6. I am interested in discussing the benefits of professional business coaching for myself Yes: ___ No: ____ 

  

COMMENTS: ________________________________________________________________________________ 

____________________________________________________________________________________________ 

 

 

 
Thank you for your time, interest and participation in this meeting. 

Please return this completed form to the seminar leader before leaving. 
This form will be used for awarding door prizes.  
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