
Take 
the 

lead.
REFERRAL ACCELERATOR 



Finding Your Top Referral Partner 
Prospects and Building Your Own Center of 
Influence

WEEK 1:



PART 4

Launch Your Referral 
Network Campaign

PART 3

Define Your Top-of-Mind 
Content Strategy

PART 2

Building Your Email 
Outreach Foundation

PART 1

Create Your 
Prospect Profile

WEEK 1 
AGENDA



Homework:

1. Link your email account (within Connect 365).
2. Complete Social Media Content Strategy (Emphatic).
3. Connect with your first 20 referral partner prospects.



Important Info:

Workbook

Training Site

Questions?

connect365.io/workbook-1

training.connect365.io

support@connect365.io



While 55% list 
increasing total lead 
volume as a priority 

for the next year.

Momentum.
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“85% of businesses list referrals as the best way 
to get customers.”

* Alignable
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Yet...only 30% of businesses have a formalized 
referral plan.
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REFERRAL
Referral Partners



►CPAs
►Financial Advisers
►Other Consultants



►Personal Trainers
►Yoga Studio Owners
►Health Food Store 
Owners
►Chiropractors
►Acupuncturists
►Therapists
►Medical Doctors



►Consultants
►Complementary 
Marketing Agencies



Prospect Profile
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Your Prospect Profile:

…is all about understanding exactly 
who your ideal prospect is. It’s a 

cheat sheet that identifies exactly 
who your ideal target is.
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I can work with anyone.
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I can work with anyone who needs what I 
provide.
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What types of people (companies) have you 
worked with in the past?
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Who made the buying decision?



While 55% list 
increasing total lead 
volume as a priority 

for the next year.

What publications, blogs, influencers, etc. are 
they following?



While 55% list 
increasing total lead 
volume as a priority 

for the next year.

What other types of vendors are they seeking 
out?
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Link Email
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app.connect365.io/accounts



Content Strategy



Set Content Strategy

app.Emphatic.co/settings/survey/



Set Content Strategy

app.Emphatic.co/settings/survey/
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Tell us about your business.
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Tell us about your ideal customers.



Connect with Your First 20 
Referral Prospects
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BONUS: Add Contact Details to 
Prospect Sheet

This allows you to save time in your upload.

Target: First 20 Prospects to add to your email follow-up 
and social media top-of-mind campaign

Download the workbook at:
connect365.io/workbook-1
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Prospecting Rules of Engagement

1. Remind yourself of referral prospect’s value with the right 
approach.

2. Set a weekly goal or challenge.
3. Move quickly.

a. Filter as best you can to Prospect Profile.
b. Vet further throughout process.

4. Make time.
5. Celebrate progress.
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The Progress Principle

“Capturing small wins on MEANINGFUL PROJECTS every day 
enhances motivation and results.” 

- Harvard Business Review

Prospect -> Lead -> Partner
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“Don’t watch the clock; do what it 
does. Keep going.”

~ Sam Levenson



Week 2:

How to Launch Your Relationship Building and Top-of-Mind 
Campaign

On the next:



Homework:

1. Link your email account (within Connect 365).
2. Complete Social Media Content Strategy (Emphatic).
3. Connect with your first 20 referral partner prospects.

Download the workbook at:
connect365.io/workbook-1


