The Referral of a Lifetime – Appendix
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Goal: Finish my 250 by 250 list and then organize the names. Begin
to put my new mind-set into action.

Goal Date:

The date is and | have:

I have already experienced:

| feel:

| am excited about:

My associates and colleagues are:

| am determined to:
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GOAL 2

Goal: Have my 250 by 250 database ABC-ed and in use
Goal Date:

The date is and | have:

I have already experienced:

| feel:

| am excited about:

93% Location 1008
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My associates and colleagues are:

| am determined to:

GOAL 3
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Goal: Professionally brand this system with my own style, then
begin a proactive program to use in all that I say and do with all
those I know.

Goal Date:

The date is and | have:

1 have already experienced:

| feel:
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Goal: Finish my 250 by 250 list and then organize the names. Begin
to put my new mind-set into action.

Goal Date:

The date is and | have:

I have already experienced:
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| am excited about:

My associates and colleagues are:

| am determined to:
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Goal: Have in place the next twelve months of my Keep in Touch
and Web of Appreciation programs.

Goal Date:

The date is and | have:

1 have already experienced:
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| feel:

| am excited about:

My associates and colleagues are:

| am determined to:

THREE MAGIC QUESTIONS FOR NEW CONTACTS

These simple questions will help engage you immediately with new
people you meet. To find out more, return to chapter 3

1. What is it you do?
2. What do you like most about that?
3. If you could start over, knowing what you now know, what

would your day look like?

Bonus follow-up statement to use whenever you choose: “Tell me
more."
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o The company and its team members recognize all standard
gift-giving days throughout the year but pledge to go above and
beyond the call of duty to become creative and produce lasting
impressions through extraordinary ~customer service and “out-
landish" tasteful items of value

o Every referral given is recognized immediately, tangibly, and
personally the day it is given.

o Every referral that produces business for the company is
recognized immediately with more tangible and personal items
the day the referral is consummated.

o Extraordinary service by vendors and associates is recognized
immediately, tangibly, and personally with appropriate recognition.

o Al team members pledge to recognize cach other immedately,
regularly, and tangibly when character, integrity, and excellence
have been demonstrated.

HIGHGROUND'S TWENTY NEXT STEPS

This list of next steps can be used as a checklist to implement your
personal system.

1. Finish the list of initial names. Call and verify addresses,
telephone numbers, and e-mail addresses

2. ABC all names.

3. Select a contact manager or CRM system. Make sure you have
the ability to set ABC fields.

4. Research and select a trusted contract database professional with
mail and print service.

5. Research the Internet for different communications you can
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develop for your Keep in Touch program. Check with those in
your industry to see what they use. Outline a twelve-month
program

6. Select an on-line service to help you develop and deliver an
immediate Web of Appreciation. Make sure you can access your
database for ease of use with standard selections that can be
processed without difficulty.

7. Purchase personalized thank-you notes. Immediately send them
after every meeting upon gaining permission to add the person to
your database.

8. Finalize a twelve-month Keep in Touch print program for your
database. Select the items and choose the dates when you will
send them. Commit the plan to paper and make it visible. List
the program tasks needed each month to deliver without fail

9. Finalize a Web of Appreciation program. Set an appropriate
budget for frontline personnel, referral gifts, and standard holiday
gifts in addition to your Keep in Touch program.

10. Send a confession letter to your database.

11. Follow up by calling everyone you have sent a letter to. Ask for
birthdays (not years) and anniversaries if appropriate. Enter them
into your database.

12. Set personal meetings with your As and explain your new
philosophy. Ask for referrals during the mecting.

13. If needed, make a commitment to a set number of personal
appointments or telephone calls to add more potential clients to
your database. Utilize the three magic questions.

14. If you want a larger sphere of influence, adopt a database. Call
everyone on your newly adopted list and ask permission to start
communicating.
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