
THE REFERRAL SYSTEM

Developing a Sales & Service Strategy!

www.producerresources.com
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TOPICS

► What is the best lead source?

► Where to begin?

► Getting resales and referrals 

► Implement a customer acquisition and retention strategy.

► Tracking and analyzing referrals

► Create and keep satisfied customers.

► Final recommendations.

► Appendex
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WHAT IS THE BEST LEAD SOURCE?

“REFERRALS”

  Building Strong Client Relationships
Is the foundation of  a successful referral marketing program.

 By providing exceptional service and establishing a personal connection with your 
clients, you increase the likelihood of them recommending your services to others.

 Developing a Structured Referral Program
Create a structured referral program with clear incentives for clients who refer new 
business to you. 

 These incentives can range from gift cards or other rewards.

 Communicating Your Referral Program
Ensure that your clients are aware of your referral program and how it works. 

 This can be done through regular communication, such as phone calls, emails, 
newsletters, or during policy reviews and meetings.
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WHAT IS THE BEST LEAD SOURCE?

“REFERRALS”

 Referral marketing, is a powerful yet often underutilized tool, can significantly boost life 
insurance sales. 

 We will explore effective strategies for creating a successful referral program, helping you 
expand your client base through trusted word-of-mouth recommendations.

 Understanding the Power of Referrals are potent because they come with a built-in        
level of trust. 

 When existing clients recommend your services, Their endorsement serves as a powerful 
testament to your expertise and reliability in the life insurance industry.

 Tracking and Analyzing Referral Success
Keep track of your referrals to understand which clients are most engaged in your  
program and which incentives are most effective. Use this data to refine your             
referral strategy over time.
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 A well-structured referral program can be highly effective for life insurance sales 
by leveraging the power of word-of-mouth marketing.

 By encouraging existing clients to refer new customers, agents can expand their reach,  
build trust, and increase their client base.

 Key Components of a Successful Referral Program:

 Clear Referral Process:

 Make it easy for clients to refer others. Provide a simple referral link or form, and 
clearly explain the process.

 Incentives:

 Offer meaningful rewards for successful referrals. These could be gift cards,    
discounts or other perks that align with the client's interests.
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 Benefits of Referral Programs:

 Increased Sales: Referrals often convert at a higher rate than other marketing 

methods.

 Lower Acquisition Costs: Referrals are typically more cost-effective than other forms 

of marketing.

 Stronger Client Relationships: Referral programs can strengthen the bond between 

agents and clients.

 Enhanced Brand Reputation: Positive word-of-mouth can boost an agent's reputation 

and credibility.
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WHERE TO BEGIN?

 Recognition and Appreciation:

 Acknowledge and thank your clients for their referrals, even if they don't immediately result in a sale.

 Timing:

 Ask for referrals at the right moment, such as when a client expresses satisfaction with your service or 

after a positive interaction.

 Educate Clients:

 Inform clients about the benefits of your products and services, so they can effectively recommend 

them to others.

 Client testimonies: Have your clients write and post comments on how your products and services have 

helped them.
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 The following is true story about how “Sales through Service” can be very beneficial!

 In the spring of 1988, I was canvasing for new prospects and sales, I was met at the door with a 
“very upset person.”

 Are you an insurance agent? I replied yes sir, how can I be of service?

 He was complaining about a health insurance claim that was declined by the Insurance 
Company.

 I was familiar with the Company and their product sold to him; I asked him if we can have a 
glass of iced tea and allow me to review the information he had received? 

 After reviewing the information, with his permission, I called the insurance company to discuss 
the claim.

 I identified the problem; the insurance company was requesting medical records from the wrong 
medical facility. I provided the correct contact information for the health care provider that 
treated him.

8

The Following Story is True!



 I provided the contact information for the health care provider that treated him.

 He thanked me for helping him with his claim, I asked him if would help me by referring 
potential prospects in the area.

 He provided me with names addresses and details.

 To my surprise, as soon as I approached the referrals, they greeted me and said,                       
The “Reverend” called them and told them they should purchase insurance from                       
me and what I had done for him.”

 By helping a person with a problem, in exchange I made over 20 new sales, earning over $30,000 
in annualized commissions from that one initial cold call.

 I made additional sales from referrals from the initial prospects.

 The stranger that I met with a claim problem, was a highly respected man in the community.
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GETTING RESALES AND REFERRALS 
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► The very best sales professionals implement strategies to acquire customers and keep 

them for life. 

► Your goal must be to develop long-term customer relationships and hold on to them.

► By continually thinking in terms of “customers for life,” your success in sales will be 

assured.

► Your goal is to build a solid customer base of repeat sales and referral source!



GETTING RESALES AND REFERRALS 
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► Sales are “Harder” than ever before.  

► It takes “more calls” to find qualified prospects. 

► It takes more “call backs” to make sales. 

► There is more “competitions” for the business than ever before.

► Your aim is to get your “customers” selling for you!

► By providing outstanding customer service is key to getting referrals from your 

customers! 



GETTING RESALES AND REFERRALS 

➢ Our customers are tougher to sell to than ever before. 

➢ They are more “knowledgeable” about products and services available.  

➢ They are more “demanding” with regard to quality, service and value.  

➢ Customers today have more “choices” and therefore they have less urgency to decide.

➢ Customers are “impatient,” ” they want everything now!
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CREATE AND KEEP SATISFIED 

CUSTOMERS

►  What is the key purpose of a business?

► “To create and keep satisfied customers!”

► The first sale is the “hardest” and most expensive!

► The second sale is the most important, it is “proof” that you have delivered on your 

promises. 

► Re-sales are “10 times” easier than new sales, they require only 1/10 the time and effort 

to achieve. 

► Referrals are 15 times easier to sell to than cold calls, they require 1/15th of the time 

and effort to make.
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TRACKING AND ANALYZING 

REFERRAL SUCCESS
►  You need a system to manage your referral workflow.

► What should be managed and tracked from start to finish?

A) Planning:

1. Sales & Marketing Plan – Annual Sales & Income Goals Projections.

2. Monthly Activities Planner – Record and Track  your Daily, Weekly Activities for Prospects, 
Appointments,  Number of Prospects, Sales Results.

3. Contact List – Master list of Prospects & Customers.

B) Productivity: 

1. Application Register – Track Sales Results, and Outcomes.

2. Track application progress. 

C) Results – 

1.        Master list of Planning & Productivity Outcomes. 
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EXERCISE

►  Write your answers to the following questions and discuss them with your piers and 

family.

► List three actions you can take with every customer to increase their likelihood of 

buying from you again:

► Why is it that the second and third sell are more important than the first sale?
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FINAL RECOMMENDATIONS

► Now that we understand how effective and cost-efficient referrals can be. 

► Currently how many customers do you have?

► If your new to the business complete a market identifier also known as a project 100.  

► A copy of the Market Identifier can be found on our training website at www.producerresources.com.

► Analyze your current customer demographics, such as age, gender, income, occupations, products you 
have sold to them in the past?

► Send out questionnaires  / surveys to help identify what your customers concerns and interest they 
may have?

► Conduct “Annual Policy Reviews”,  Birthdays,  Anniversaries, Holidays.

► Newsletters, Seminars, Participate in Local Events.

► Get involved in your Community!
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APPENDIX
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APPENDIX
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APPENDIX
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THANK YOU!
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