
Take 
the 

lead.
REFERRAL ACCELERATOR 



Where Most Referral ‘Systems’ Fail...And 
How to Automate Your Follow-up and 
Ongoing Top-of-Mind Campaign

WEEK 3;



Homework:

Review at:
training. Connect365.io/mrn-2

Previously on...

1. Send Message 1 to First Contacts (Connect 365).
2. Review Your Social Media Content (Emphatic).



PART 3

Your Referral Call 
Script 

PART 2

Staying Top of Mind Consistently

PART 1

Creating the 
Perfect Follow UpWEEK 3 

AGENDA



Homework:

1. Write the Next Message
2. Map Out Your 12 Month Nurture Campaign

Download the workbook at:
Connect365.io/workbook-3



Important Info:

Workbook

Training

Questions?

connect365.io/workbook-3

training.connect365.io

support@connect365.io



While 55% list 
increasing total lead 
volume as a priority 

for the next year.

Consistency.
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Are you giving up too soon?



Follow Up Made Easy
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Quick Check In
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What if they still don’t reply?
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Classification

Active 
Campaign

Long Term Nurture Sequence
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● People who haven’t had a
      networking call with you yet

● People who have agreed to be 
referral partners

AVOID:  Current clients, people who are in the final
 Stages of your sales process

Who Gets the Messages?
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Sample Message #1
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Sample Message #2
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Staying Top of Mind Consistently
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There will be 5-7 
brand interactions 
before a customer 

remembers a brand
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Share Your Content in Your Connect 365 Emails
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Presenting a brand consistently 
across all platforms can increase 

revenue by up to 23%
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Make Sure Your Prospects Are On Your
List Everywhere



While 55% list 
increasing total lead 
volume as a priority 

for the next year.

Don’t Forget to Post in Your Groups!



Referral Call Agenda
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Call Booking Message



While 55% list 
increasing total lead 
volume as a priority 

for the next year.

● Thank them for taking the call.

● A quick recap of the referral network concept.

● Ask them to tell you about their business.

● Tell them about how you’re looking forward to connecting them with some 
of the other people in the network.

● Ask them what kind of referrals are best for them?

● Tell them a little about your business, and the kinds of referrals are best for 
you.

Call Agenda
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And finally...

Are you open to staying in touch over email?
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Download the workbook:

Connect365.io/workbook-3
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“Success is the Sum of Small Efforts 
Repeated Day In and Day Out.”

~ Robert Collier



Week 4: Replenishing Your Referral Network Funnel

On the next:



Homework:

1. Write the Next Message
2. Map out a 12 month nurture campaign

Download the workbook at:
Connect365.io/workbook-3


