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What You’ll Learn in This Program
1. 6 reasons why you need more referrals.
2. Word-of-Mouth vs. Referral Systems.

3. 4 keys to an effective referral system.
4. 3 primary referral sources.
5. How to identify referral partners.

6. The world’s most powerful referral
strategies.

6 Reasons Why You Need More Referrals

1. Referrals decrease your marketing costs.

2. Studies have shown that referred customers
come back more often and spend more.

3. Referred customers tend to complain less
and pay on time more often.

4. Referred prospects are more easy to convert
than those that come from advertising.

5. Marketing through referrals frees you up to
concentrate on your business.

6. Systematic referral programs can literally
double your business.




Word-of-Mouth vs. Referral System

Word-of-Mouth Referral “ Systems”

X

Chance Predictable
Consistent
Repeatable

4 Keys to an Effective Referral System

1. It must be a win-win situation. (i.e. sometimes
using ethical bribes to motivate referrers.)

2. The behavior is institutionalized. (Usually
through the performance measurement system)

3. The results are measured and improved.

4. It's systematic and doesn’t rely on the whim
of a customer.

3 Primary Referral Sources

Happy Complimentary Centers of
Customers Businesses Influence




It All Starts With a Common Customer

Personal
Trainer

Health
Food
Store

Athletic
Apparel
Store

Common
Customer

Sports
Television
Channel

Athletic
Equipment
Store

Health
Related
Magazines

Fitness
Center

Health
Mail
Order
Catalogs

Chiropractor

Keys to Complimentary Business Referrals
1. Markets to your target market.

2. Is complimentary not competitive.

3. Is independently owned and operated.

4. Is willing to experiment.

5. Spends alot of money on marketing.

Who Markets to Your Customer?

ATV Deglers
Motorcycle Deglers
Mouvritain Bike Dedlers

Camping Svpply Retailers

Boat Deglers

Personal Watercraft Deslers
Camparovnd's

RV MaGazines & Clubs
Hot Tvb Dedlers
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The Referral Wheel
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Referral
Strategies

How Can | “Tweak”
This Referral Strategy
to Work for My
Business?

Sin City




Check Out O:Jr New Pool!
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Dollar Days

“How Would You Like to Make $12.00 for Every Person
You Know -- Without Lifting a Single Finger?”

Shirley Yasmith
22344 Constitution Lane
Portsmouth, MD 88543

Dear Shirley,

This is a letter NOT like you have ever received or | have ever written. You are only one of a few of
our customers that are receiving this letter. We are only offering this program to a select group of our
very best, most loyal customers.

You see, we are testing a new marketing program that pays cash to our best customers for sending a
simple letter to their friends. Instead of wasting our money on expensive advertisements and billboards
we decided that our money would be better spent by giving it to our best customers (like you) to enlist
their help in getting the word out about our business.

“Here’s How The Program Works”

You come up with a list of names of people you know and for every letter you send them, we’ll give you
$2.00. It’s that simple.




You come up with a list of names of people you know and for every letter you send them, we’ll give
you $2.00. It's that simple.

The letter that you’ll send to your friends basically expresses your satisfaction with our service and a
recommendation for your friends to try it out for free. Nothing more than that. No heavy sales pitch.
No multi-level marketing stuff. Just a simple letter telling people you know how satisfied you are with
our service and suggesting that they give it a try for free.

If you send the letter to 10 people, you’ll receive a check for $20. If you send it to 50 people you’ll
receive $100. If you send it to 300 people you’ll receive $600.

“Now Here’s The Best Part...”

In the letter you’ll also give your friend a free “give it a try” card with your name on it. If your friend
brings in the card and they give our service a free try, you’ll receive $10!

(continued on next page)

For example, if you sent a letter to 150 people and 20 came in to try our service for free you’ll receive
$300 for sending the letters and an extra $200 for the people that tried out our service. In total, you'd
receive a check for $500 for simply sending out 150 letters.

“And It Even Gets Better ...”
...you don’t have to lift a finger. We’ll do all the work for you! You simply send us the names of your

friends and we’ll do the rest. It’s probably the easiest money you’ve ever received.
19

Some of you might be worried about what’s in the letter. You don’t have to be. You get to choose what
goes in your letter. We’ve enclosed five different letter templates that you can choose from to send to
your friends. You’ll see that each one is carefully worded to be inviting, warm, and caring.

To help you come up with a list of names we’ve enclosed a neat tool called, “The Memory Jogger.”
Simply list all the names and addresses of people you know for each type of person on the list. Before
you know it you’ll have a list of 200 — 300 people.

“Suppose You Came Up With 300 Names...”
You would receive a minimum of $600. Imagine receiving $600 for less time than it takes to clean the
house or do the laundry. And let’s suppose that only 10% of those people gave our service a try. You’d

receive $900!

You could use that money to buy Christmas presents, buying some new clothes or taking a few trips to
the local spa. Or you could even spend a weekend vacation in Las Vegas. Wouldn’t that be a blast.

“There’s Only One Catch...”
All we ask is that you are fair and honest. Because this opportunity allows you to make money so
easily, some people may think about abusing it and sending in names of people they don’t know. To be

honest, we have no way to police this and we don’t think we need to.

You were selected to participate in this exciting offer because we think so highly of you. You are one of
our very best customers so we feel comfortable that you will not abuse this special opportunity.

“So What Are You Waiting For...”

You can start right now. Pick up a pencil and use the Memory Jogger tool to start filling our your
“Tell a Friend List” and send it over to us. You’ll immediately receive your first check within five
days. And you’ll receive your second check after 30 days for you friends who try our service for
free. No risk. No strings attached. Simple. Easy to do.

Sincerely,

David Carleton




MEMORY JOGGER
Relatives: 1 Know Someone Who Is A:
Parents Nurse Garage Mechanic
Grandparents Golf Pro Editor
Sisters Student Lab Technician
Brothers Fashion Model Printer
Uncles Security Guard Restaurant Owner
Cousins Sheriff Office Manager
. Secretal Surgeon

Who Is My: Welderw Librarian
Accountant Music Teacher Real Estate Agent
Dentist School Teacher Interior Decorator
';Z:‘gz;?ocm' Seamstress Lifeguard

Carpenter Waitress
e " pilouStewardess  Notary Public
Drycleaner Bus Driver Antique Dealer
Mechanic Bank Teller Contractor

Motel Owner Chiropractor
Who Sold Me My: Dietitian Electrician
House
Car/Tires 1Know Someone That:
T.V./Stereo Goes to Church Was in the Military
Hunting License  Lives Next Door Goes Bowling
Business Clothes  Teaches My Kids Is my Former Boss
Computer ‘Was my Best Man Was My Teacher
Air Conditioner  Was My Maid of Honor Repaired My TV
Roof Was my Photographer  Was in my Car Pool
Pest Control Is My Baby-sitter Cuts My Grass 2

Use $2 Bills!
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YMCA

“Here’s How You Can Get 3 Months of Your YMCA
Membership Bought and Paid for - - FREE OF CHARGE...”

Dear Fitness-Minded YMCA Member:

As you know, the YMCA is a non-profit service so we hate to have
to spend money on advertising to increase our membership. We’ve
finally decided to take the plunge and STOP advertising
altogether...and instead, give YOU the money that we would have
spent on advertising.

The YMCA is running a special referral program where you get to
give your friends or family members FREE 1 MONTH
MEMBERSHIP PASSES so that they can come and experience
ALL the benefits that you receive being a YMCA member such as
increased energy, confidence, self esteem, and vitality for 1 month
absolutely FREE! 2

“Here’s What You Will Get Out of It...”

For your effort in helping us find people that have the same qualities
that you have, to compliment our already fantastic existing clientele,
you will have your choice of the following great special gifts. If
during or after your friend or family member’s free one-month trial
membership, they decide to sign up for a membership, you’ll receive
the following special gifts.

# of People
Who Sign Up What YOU Get
1 AFREE one hour massage, | month free
person
membership, OR a crisp $50 bill
3 " A FREFE car wash at Suds, 2 months free
penple memmbership, OR $100 in cashl
Speopleor | A FREE dinmer for two at Perry’s Grill OR 3
more months free membership at the YMCA
30

10



“Here’s How You Can Get Started Now...”

All you have to do is take the free passes you’ve received in this
letter and give them out to your friends and family members and
have them give us a call to set up their first appointment. If you run
out of passes just ask for more at our front desk or give us a call and
we’ll be happy to send you more!

“Here’s an Even Easier Way to Give Out Your Free
YMCA 1 Month Trial Membership Passes...”

If you take the “Friends and Family” sheet that we’ve enclosed and
fill it out with the names and addresses of your friends and family
members, we’ll send your 1 Month Trial Membership Pass FOR
YOU and we’ll also personally call and invite them on your behalf
to visit the YMCA.

“This Opportunity Has NOT Been Extended to Everyone...”

We couldn’t extend this opportunity to all our members because of 3

the amount and value of special gifts we’re offering. So we decided
to select just a few of our very best, most loyal members to
participate in this special opportunity.

But you’ll need to hurry if you’d like to participate because our
referral program only lasts until....

DEADLINE DATE: May 30, 2004

So don’t wait another minute. Start passing your 1 Month Free Trial
Membership Passes or sit down right now and fill out the “Friends
and Family” sheet so we can send your Free Trial Passes out right
away.

Feel free to send as many names to us as you’d like but instead of

writing just any name down, think about who would be a great »

candidate to be a member of the YMCA. You’ll be doing both them
and yourself a big favor.

“That’s All There Is to It!”

See how easy it is! Let’s get started right away and work together to
spread the benefits of health and vitality to all your friends and
family members. You might even think about a few people that you
could invite to be your “workout partner” to get their own
membership and join you. It’s always more fun getting healthy with
people you know.

Yours in fitness and health success,

David Carleton
Bay Area YMCA Director

P.S. As an extra special bonus, for every name you submit during 4,

11



our membership drive you’ll receive one entry into our FREE
VACATION DRAW for a free “drive to” weekend vacation to the
Hilton on the Riverwalk in San Antonio, Texas. The more names
you refer, the better your chances to win! Start now!

Referral Contest Components
. Give the reason why...

. Give away a free trial (sampling)

. Tell them we want people like you!

. A 3-tiered award system

. An option to take all the burden off them

. Follow up with a phone call

. Deadline date

. Give referrers an excuse for referring

O N OO 0o b W N PP

. A second contest reward just for participating

Marketing Advice

12



David Carleton’s
Marketing
Advice
Clinic

David Carleton’s David Carleton’s David Carleton’s David Carleton’s
Marketing Marketing Marketing Marketing
Advice Clinic Advice Clinic Advice Clinic Advice Clinic
Coupon Entitles Coupon Entitles Coupon Entitles Coupon Entitles
Member or Member or Member or Member or
Special Guest Of Special Guest Of Special Guest Of Special Guest Of
The Chicago The Chicago The Chicago The Chicago
Chamber Chamber Chamber Chamber
of Commerce of Commerce of Commerce of Commerce
To The Full Day To The Full Day To The Full Day To The Full Day
Marketing Clinic Marketing Clinic Marketing Clinic Marketing Clinic
April 16 - 9AM =5 PM April 16 - 9AM =5 PM Aprl 16 ~9AM —5 PM Aprl 16 ~9AM ~5 PM
Advice Ticket Code Advice Ticket Code Advice Ticket Code Advice Ticket Code
AT72649DC AT2649DC AT72649DC AT72649DC 37
Tom Keely
855 Hollow Rd.

Anytown, USATX 123456

Would you like to receive free advice on how to grow your small business? Are you looking
for innovative low cost marketing ideas that are simple to implement and that will get you
customers? If so, consider taking advantage of our free service for small business owners,
entrepreneurs, and marketing directors.

“Are You Taking Advantage of Our Marketing Advice Clinic that
Offers FREE Information and Consultations on these Topics...”

1. Low cost referral management systems

2. Advertising and copy critiques

3. Website strategy and reviews

4. Publicity ideas and press release critiques

5. Direct mail and marketing collateral reviews

Dear (name of prospect):

As a public service to the (your town) business community (name of your business) offers a
“Marketing Advice Clinic” that qualified business owners, entrepreneurs, and marketing
directors may take advantage of on a limited basis. The following are responses to questions
we’ve received lately concerning this free business service. 38

1. Why do you offer this advice clinic for FREE if you’re in the consulting business?

The Marketing Advice Clinic is offered free-of-charge simply because we understand that
you, as a business owner, want to know what your strategy and options are before you
invest in any marketing services.

Because there is no cost or obligation, you will receive unbiased, objective advice and
reviews in a non-threatening environment. It also allows you to understand the costs and
expenses associated in advance of moving forward with your marketing strategy.

Also, giving free advice and reviews helps us demonstrate our expertise and experience to
business owners who are not familiar with us, which often gives them trust and confidence
to utilize our services in the future.

2. Can | use the Marketing Advice Clinic multiple times?

You may use the Marketing Advice Clinic as many times as necessary to receive advice and
consultations on most marketing, advertising, and promotional issues.

3. What are the hours for the Marketing Advice Clinic?

Monday 5pm — 7pm Wednesday 12pm -2 pm Friday 12pm - 2pm
Tuesday 5pm — 7pm Thursday 5pm — 7pm 2

13



4. Do I need to make an appointment?

Yes, our Marketing Advice Sessions are 15 minutes long and require an appointment. To
schedule your Marketing Advice Session simply call 123-456-7890 and one of our
associates will schedule you one a first-come, first serve basis. If you miss an appointment
two times you will not be eligible for additional Marketing Advice Sessions.

5. Can anyone participate in your Marketing Advice Clinic?

No, the Marketing Advice Clinic is available ONLY to Anytown Chamber of Commerce
members OR people referred by Anytown Chamber of Commerce members. Enclosed are
five free referral cards that you can give to other business owners, entrepreneurs, and
marketing directors that allows them free access to the Marketing Advice Clinic.

6. Do I need to come to your office to use the Marketing Advice Clinic?

No, we can do your Marketing Advice Session over the telephone. However, if you have
any marketing materials such as brochures, ads, salesletters, and direct mail pieces that you
want reviewed, it is suggested that you come into the clinic with your material.

Hopefully this letter has answered any questions you have about the Marketing Advice
Clinic. Hundreds of business owners, entrepreneurs, and marketing directors have received
expert help over the years using the clinic. In fact, the following are remarks from a local
business owner who used the Marketing Advice Center just recently.

“I just wanted to take a moment to say thank you for all your help. You provided me with
several excellent ideas. After implementing just one of your referral ideas my business has
increased by 20%. Thanks so much for providing such a valuable service to the (your
town) business community.”

Bill Jones, Jones Realty, Anytown Chamber of Commerce Member

If you need advice please don’t hesitate to attend our FREE clinic. And please pass around
the enclosed referral cards to other business associates that might need a helping hand.

Sincerely,

David Carleton

P.S. If for some reason you can’t attend the FREE Marketing Advice Clinic during normal
hours, simply call us and we can arrange a free meeting that will meet your time
restrictions.

Secret Code
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Code of Accountability

-

. Bay Area Pool’s (B.A.P.) clients are the most important people in our
business, whether they are visiting in person, by mail, or by phone.
They deserve a timely response to all inquiries or contacts.

N

. B.AP.. clients are not dependent on us — we are dependent on them.

w

. B.A.P.clients are not an interruption of our work... they are the
purpose of it. We are not doing them a favor handling their
inquiries... they are doing us a favor by giving us an opportunity to
eam their business.

~

. B.AP. clients are not to be argued with. No one ever wins an
argument with an B.A.P. client.

@

. B.A.P. will hold in the strictest confidence, and consider as
privileged, all business and personal information pertaining to our
clients’ affairs.

=

. In order to provide our clients with an optimal level of service,
B.A.P. expects them to be continuously forthcoming with all relevant
project information.

~

. 1f you are displeased with any element of our service, B.A.P. expects
the courtesy of timely notification so that we may address the issue.

®

. If all of our clients” expectations are met and they are satisfied with
our service, B.A.P. anticipates our clients to introduce others whom
they feel can benefit from our services (i.e. friends, family, co-
workers).

Client Signature Bay Area Pools Signature

Hello Neighbor

November 2, 2003

Janet Ray
1665 Walnut Lane

Dear Jan and Harold:

Hi, this is Janet Ray. | live on Walnut Lane in
the Heritage Park Estates. We’re neighbors!

| just wanted to drop you a note to let you
know how happy | am with the company that
recently built my pool, Bay Area Pool
Builders. They did a fantastic job and got the
project done on time and even under budget,
which surprised me.

If you are thinking of building a pool give
them a call. They said that they would even
give a special discount to any of my neighbors
(but you need to take this letter with you when

| ypm-sq g see theml—\ "~ |
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Kevin Donlin — www.Gresumes.com

“It's not that I don't like you, Ted, §
fit my target demograph

www.AmazingMail.com
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Haircut

10

Referral Gara

'

FREE VIDEO! | Who Else Wants to Take a
"How to Relelve Stress |  Vacation Every Day!

and Finally Enjoy Life™ @

Tol-Free Recorded Message
1-800-123-4567
Call To Order Your Video Now!

Pizza Surprise

11
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Eatt the Pizz - Get @ Referral

In The News

12

Oreler (e Plzza - Gett @ Newspaper

_ FREE

by Editic mmmumuu
eliveres on Saturday!
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You Gotta Read This

13

Chiropractor Hot Tub Store

“Why Is a Chiropractor Writing You
About a Hot Tub Store?”

Dear John and Shirley,

| know you’re probably wondering what a Chiropractor, like
myself, is doing writing you about a hot tub store. Well, you are
a couple of my special customers and | just wanted to share with
you an experience | had last week at a local hot tub store (Bay
City Spas).

| went looking around everywhere for a new hot tub. 1 didn’t
know a thing about what to look for and when | visited a few hot
tub stores, | left more confused than when | came in. And most
of the salespeople were kind of pushy and just wanted to make a
sale.

19



| finally showed up at Bay City Spas and from the moment |
walked in to the store to the moment | walked out, | was treated
like 1 was someone important.

They not only treated me great but | walked away with a
GREAT deal on one of the best hot tubs on the market. On top
of that, these guys threw in over $1,200 in extra accessories,
which surprised me to say the least. (I didn’t complain!)

Now you’re probably thinking the people at Bay City Spas paid
me to write this letter to you, but they didn’t. 1t’s not everyday
you have an exceptional experience when you go shopping and |
just wanted to let a few of best customers know about it.

Have a great day.
Davrd Carleton

Pharmacy Jewelers

“Here’s a Christmas Gift from Our Family to Yours”
Dear Customers and Friends,

Last week my wife and | were browsing through the many
Christmas card binders to select a suitable Christmas card to mail
to you, our customer, to express our appreciation for your
patronage.

Of the many hundreds of Christmas cards we had to select from
we couldn't find a single card that expressed our heart felt feelings
and appreciation to you as a customer. After all, it is customers
like you that helped us to send our two children through college
and build our business to be one of the most successful pharmacies
in the city. Frankly, | decided to say thank you in a very special
way - with actions, not words.

20



Let me explain.

One of my dearest friends is a local jeweler, who has the largest
selection of diamonds, rubies, emeralds, watches, and other
inventory in the area, but more importantly, he has developed an
incredible method of wholesale purchasing that allows him to save
a fortune.

As we were talking, | explained how I wanted to do something
very special for my friends and customers this Christmas that
would express my gratitude for your business. | further explained
how | wanted to do something that would benefit you and thus
express my thanks with ACTIONS rather than just WORDS in a
Christmas card.

After a bit of "arm twisting™ he agreed to allow my customers who
bring in this letter to his store, during their Christmas shopping, to
have a 20% discount!

This is good for any purchase you may wish to make this year. In
doing this I am saying Thank you to you in my own special way.
Since he is providing you with the finest quality jewelry he believes
that you will continue to be his customer for years to come. He
agreed.

So, feel free to take this letter to XYZ Jewelers anytime between
now and Christmas and you will receive a "privileged discount™ of
20 percent off any purchases as well as VIP treatment from my
friend.

Since almost everyone buys jewelry during Christmas my wife and |
felt this to be a much better way of saying thank you than any card
we may ever send.

Enjoy, and Merry Christmas.
Don and Susan Smith, XYZ Pharmacy

PS. Oh yea, he did request that | ask you to "slide this letter" to him
in an inconspicuous way so his other customers won't feel slighted.
They aren't getting this VIP discount. Please do me this kind favor

when you go in.

21



Simply Say Thanks

14

Dear Sharon,

I just wanted to drop you a note to let you know
it was nice meeting you today at the direct
marketing meeting. | have a friend that may
need your services. I’ll let him know how to get
in contact with you. Have a great day.

David Carleton

=By Referrsl Only”
- By Refemal Caly, mans We ived 100% af ow tame and energy 1o
o
E ; intarestedin busbding drong life bong relation dips one peron o  fae

Everyone Should Ee lnvelvedl

Shipping
Clerk

Sales
Manager

Thank You
Card
Program

Customer
Service
Rep

Delivery
Person
Billing
Clerk

Receptionist

Business
Owner

Service
Technician,
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Share My Mail
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Youw Reffearrel Partner  «

www.CactusContainers.com  www.Gammadyne.com &
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Welcome to our email list...

You're now an offical bd's Online

We can
[ es and more!!

This offer expires

To thank you for joining b
Cyherspace, print s ge and we'll fire
up a FREE DTT.

Il you what we're up to:

sda in

Free Gift

16

Refferral Partner
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To Our Valued Customer

Sonetimes we get s busy that we forget bo letyou
o custaraets Like you know how rch we
appueciate your bustuess. Sa incase we haven't old
you lakly. . THANE YOI

It's custoreers like you who have rwads us who we
ae —we hape ow appeecistion shows inthe way
we do business, We work hard to be the ost
cowteous and helpful men's wear sexvice you'll
everfind, We aloo find the sbsolute bestvalues for
you every day.

For instance, the suit you just puzchased is of high
quality and to keep it looking shasp we know
you'll need great cleaning . So we found the best
gamment clsaning service in the arsa and purchassd
you a gift certificate worth $13 worth of cleaning,

“This Cortificate Entitles ¥ou to §18 in FREE
Cleaning from (Name of Cleaner)”

It's ow gif} to you with no catches or gimmicks
It's just our way of saying thanks. Use this
certificate and st us know how you ke it. Again,
Thank You for you lovalty.

each of the following services... one FREE
servite per visit please.
0 Free Dry Cleaning, Reg Suit or Dress

0 Free Dy Cleaning, Reg, Blazer orSweater

O Fres Diy Cleaning, Reg. Slacks or Skict
O Free Diy Cleaning, Reg. 3 Reg, Shitts

One Gift Certificate Per Household

~
@

Protect Your Find Garments
FREE Dry Cleaning and Laundry
This gift certificate entities the holder to

JV Referral Board

17

IWE Recommend These Businessesl
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The Business Raterral Board

Give To Charity

18

@h@[ﬁ@ a Percentage of Sales Revenue

: <EX|st|ng Relatlonsh|p>
‘Referral Code Number

Compllmentary Favorite
Business Charity
Bu Your Percentage

y Business of Sales

78
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Your
Company

Percentage of Sales
In the Company's Name

>

Existing
Relationship

Company A —MM
CompanyB ———
CompanyC —————»
CompanyD ——

Company g ——

Company F ——M

Mass Appeal

19

Shere a Percentage of Sales Revenue

Endorsement o

P
«

‘ Referral Code Number |

Church Members

Buy\ Your ﬁercentage

Business of Sales

81
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Show Me Your
Card

20

95% Merchant (You)

Gt Cards .

5% Charity - Churgh

Appeal to the
Crowd

21
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- Train Like 4,
p i Ao

ms walk

Donation
Fundraiser
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Demetion Fundraiser Referrals

FRONT BACK

CALL NOW TO GET
OUR FREE BOOKLET!
“The Secret to Living a
Stress-Free, Fun-Fillad

Happy Lifestyle”

FREE RECORDED MESSAGE
1-877-232-2993 Ext. 3

Donate to local
Little league to
Sell for $.25 at
The gate.




The $1 Million Idea

23

Wax On/Wax Off

24
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/YELVA'S ¢ ] TUDIO

Band Member Family o1

Fortune Teller
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Secret Refterral Messages with Fertune Coolkies

Your messages here!l!
You can put up to 5 different messages
(that you write) inside your forne cookies.

www.FancyFortuneCookies.com

Mike Fry
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Team 100

26

Dear Bob:

Wouldn't it be great if we both knew ALL of the best
professionals to refer our clients for WHATEVER need they
had?

I was looking through my Rolodex the other day, and | figure
that | know about 50 other professionals --everything from
chiropractors to divorce attorneys. | naturally refer my clients to
these other professionals, including you!

What I've prepared is a list of the 50 best professionals I know
and I've included a copy of this with this note to you; it's part of
a process called the Team 100. | hope that it comes in handy for
you and your clients should they need a professional resource.
Kind of like a private Yellow Pages.

32



But, as you can see, | only have this filled out for 50 professionals.
Within 30 days, | want to fill up this 'dance card' to a full 100 -- or
more professionals.

Are you willing to help? All you need to do is to fill in about 10 or
15 blanks of professionals that you know, but that | don't. That
will get them on this list, and when the list is full at 100, I'll send
you -- and them -- a fresh/updated copy of this Team 100 list so
you'll have it should you ever need to refer clients to one of the
professionals listed here.

My goal is to have a professional resource for virtually ANY need
that my customers might have. And I thought this Team 100 was
an easy way to build this resource and offer something to share to
you and the soon-to-be other 99 professionals in my network."

To your success,
Law12’ Caryetorr o

Team Member Sheat

Team 100 Program

Hame | Fhone | Email

Be A Winner

27
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Denate Your Product or Service as & [Prize

Christian Women’s Club to hold
“Lovely to Look At” luncheon

The Houston, Texas
Southeast Christian
Women's Club  cordially
invites you and friends to
our “Lovely to Look At” lun-
cheon at Golfcrest Country
Club  in  Pearland on
Thursday Feb. 19 from 11:30
am. to 1:00 pm., $14.00
inclusive. Jane Couch, an

do

most guests.  JoAnn Vaugn,
from Beaumont, our speaker,

former E

siness  woman,
graphic artist and calligraph-
er will speak on “The Perfect
Woman? ... The Perfect
Dream!” Reservations are
necessary by noon, M
Feb. 16. Call Mary (25
or Debbie (281) 993-
0883 or e-mail ElaineKnits
@aol.com, Complimentary
nursery available, please ask.
Our Prayer Connection
e on Thursday, Feb.12,
<30 a.m. at Hope Village
in Friendswood, Call {281)
992-7847 for direction:

100

It Really Pays tobe:
Houstor
| Reader Rewards ciub m
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Hook ‘em

28

102
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Demate (or Sell) Your Product or Service as a Premium

1]2]3Ja]s

Baytown Video
Good for 10 Free Video Rentals

Courtesy of Jacqueline's Estery

6/7 (8910 8

Spain the sky
for jet-set pets

104

FSI

29

105
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Implement a Package Insert Program ([PIR)

e Merchandise Magazines  Billing Statements
Your Advertisement

or Salesletter Cable TV
Newspapers
Cell Phones

Utilities

BRADLEYDIRECT Millard Group
T T,
www.BradleyDirect.com www.Millard.com www.IDROnline.com
$55-$60M 106

Friendly Reminder

30

107

Refer-a-Friend Programs

Eprasa Yoursedl with a Jo-Arm Vebar
ory 1.7% APRC

. Sign Up Your Friend & Save!

5 % The regular price of any one item*

OFF

T

L

L)
|iapoRESS AFT.#

CITY STATE ZIP

E-MAIL ADDRESS

N L

108
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- Do you know a

SCRAPBOOKING FRIEND

PLUS
— A FREE GIFT
i woadd e o sreein- with 1 more book for
BRON only $11.99?
A FREE GIFT {plus shipping & handling)

who would like to receive...

2 BOOKS FREE

{ @ Give This FREE CHARTER R.5.V.P. To A Friend -

109

My First Book My Secand Book My Third Book

-

My FREE GIFT
ST415] 2] 414

Everyone’s a
Winner
31

37



Second Chance [Prize

3 WILD,WILD):
N

LOTTERY TICKET BUYERS!

Your Losing Lottery Ticket
May Win You a Prize at...

P
: Dalin's Donvts
3 Bring Your Losing Ticket
main St and Claim Your Prize Now!

Check with the State Lottery Commission

112

Friendly Bill

32

113

Front Back
Please Take a Moment 1o
5 ;! Hulp Us =
£ O
o<af £5
c o -
223 =%
F0%< o=
ggce g2 Do You Know Someone Who Might
g © 4 Benefit From Our Services?
S22 a7
=-5§.§ o= B SHAE Wt s et EOMBET inrmation b el
coSo =m e
&g T @4 -
82 25 Full Name
H = S T Address
_ City, State, Zip Code
T
gg:;{ P& Full Name
;gsgi . City, State, Zip Code
Fi3zailia
FEEEI 3 Full Name
'L = Address
i |lg & City, State, Zip Code
==
!‘.!g.
zifid
]
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Swap Meet

33

Business
Opportunity

34

39



W0 MONET?
O PROSLEW!

118

82_6,54?00 a Month In
The Software Business!

Serw Vou Can Gt Your Share of the S188 BILLION

119

Party Time

35

120

40



Hlome [Parties

"Here's How You Can Make an Easy $1509"

"By Sponsoring Your Own "Get Healthy' Home
Party You Can Make a Fast, Easy 31507

Soe Opposite Side for Details

"tiet Paid for Having a Fun,
Friendly, and Educational
Party...and Get Paid for It!"

Pty
T friemk md 11 e o
ry parim it che, oy 1 g, e

rufrethmsatel [f qod Biia fo bl s short
B, pih e e s ol o JATABT-TAS

Dinner’s On Me
36

Dinner Partics

appan Sesk

e Ll bl L)

are Required

1-877-719-1110

41



In The News

37

124

Get the Media to Refer You Business!

Wal-Mart Measures Factors in Web Sales = !

My Little Black
Book
38

42



Referral Book

Exercise
Equipment
Store

“How Did They Do?”

Sporting

Healthy

Chiropractor
P Restaurant

Goods

B4, Bl Redalng
Roading Chiropractic

Nutrition

Store

127

80/ 20 Rule

39

128

80/20 NMiche Refferral Stratiegy

Y - o Revenues

Trade Shows
Trade Conferences
Trade Magazines
Rental Lists

CPA CPA C.PA 129

43



Board of Advisors

40

Board of Advisors

Loss Leader

41

44



Video Rental 133

Storyboard

42

134

Referral “Story” Postcard

Problem -> Solutions -> Results 135

45



E-mail Post Script

43

136

EMail Signature File

(3 whocorscnivs | & Moot Powe... | U1 ibon otk E.L #3080 137

My Space

44

138

46



Swap Space to Display Products

139

Free Lecture Night

45

140

Free Lecture Night

You provide invitations 141

47



Tiny Tunes

46

142

Sponsor Parties

Birthday Party
Gymnastics Center

143

Sponsor a Contest

47

144

48



Contests

Hyatt Hotel
Gingerbread House Contest

145

Shop Till You Drop

48

146

Tulena's vy Painted o 'n Cualts.

Quilt Shop - Shop Till You Drop

Front

W BT mpug e D

Back

49



Buying Power

49

148

Create a “Group” Frequent Buyer Program

<

Sports Apparel Store

149

Nutritional Supplements Store

Mazatlan

50

150

50



Restaurant Referrals

\ RENT-A-RIDE:
Nn‘fr)ag&@ qf?"&b}»‘ﬁéu

¥
: | dh
Rates & Sizes to fit your needs: 250 to 1,500 ¢.c.
4 hr, & hr, Overnight or Weekly rates.

We also offer (3) Guided Motorcycle Tours
to Copala, Concordia or La Noria.

In Lomas Plaza (next to kelly's Bicycle Shop,
across the street from AGA car rental}
Ay, Camaron Sabalo #204
Ask your wa ter about “Rescrvations 4

151

Show Business

51

THE POUOL, SPA, AKD PATIO SHOW

- o -
. 5 - MASTER SPAS

TUFF POOLS

|

ﬁ bbb
BESTSFAS.NET

E HOME OF MASTER SPAS' E

153

o1



Walking Billboards

52

154

T-Shirt Giveaways

iy
JennaVanOy.com  2ShyRecords.com LoveMyDog.net
(Entertainer) (Record Company) (Dog Shelter)

Cafepress.com
155

Provide The Space

53

156

52



Provide Meeting Space for Local Groups

Genealogical society monthly

meeting set for January 25

The Bay Area Genealog-ical Society will hold its regular
monthly meeting on Sunday, Jan. 25 at.5 p.m,, at the
University Baptist Church, 16106 Middle-brook Dr. in Clear
Lake.

Guest speaker Robert de Berardinis will talk about “New
Materials for French Genealogy at Clayton Library.”

For information call Neil Miserendino at (281) 286-8243;
Jeanine Lawrence at (281) 334-6100 or visit the website
www.TxBayAreaGen.org.

157

Local /
Company

158

/ Computer Training Rooms
_—
Local
Company Local
Company

Win a Pizza

54

159

53



School Pizza Party

& e
r,: |

NI 0 |

==eL

W D N

fudents color the picture I the right. Than drop the picture and a compleled entry form to any Gulf Coast
fore Sat., Jan, 31, 2004, A winner will be selecied at random on Mon., February 2, 2004, Winner's
teacher ied by phone.

Implied endorsement from school 160

Employee
Discount Card

55

161
Employee Discount Cards
Luther's Employee Discount q
1799 89 7111
Employee
Friend # 1 <
Friend # 2 ‘ b
=
}
. /\
Friend#3 # % 162
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The Right People

56

163

Educate Influential People

High Profile
Business
Executives

Influential
Consultants

Industry
Website
Owners

Freelance
Industry
Writers

Industry
Analysts

Government
Regulators

The Eanestia
Beteredd Uarioe st

Vendors for
Your Market

Conference
Promoters

Association
Executives

Members of
Industry
Committees

Referral
Services

Editors of Trade
Magazines

164

Natural Referrals

57

165

55



Educate “Natural” Referral Services

Group Travel
Planner

Group Travel
Planner

Group Travel
Vacation Secret! Planner

Group Travel
Planner

Postcard Referrals

58

167

Postcard Referrals

PYVVYYYVYYYYYVYYY

v
v 1MONTH FREE!
Loving Daycare Services
This is a limited time offer for
1 month of free day care services
offered to you on behalf of...
[ Name of Referer |
Simply Bring ehis pasteard (n and whan you

sign up ot e 12 monts speeial day eare
You'S recieve your first manth free!

Yvw vyww¥

fEeceaes
4L ececeet

pach
Yvyw

—
"We'll Take Care of Your | LOVING DAY CARE Live
Precious Child as it He ar || =7 === | o
She Was Our Very Own." &

D Laving Parers: H::

Plasss take advantage of s special offer
and sasme by bo v wt, 4l Lk e 16 100
Tor yrarsel whers and b your crbdwll | Togs
e Navinghy taken cars of and praisczed. :
Fatty Walters

Pty Wakers, Direc g Duy Care 168
————




Instant
Gratification

59

169

'-"A Special Friend of Yours Has Made-l
It Possible for You To Receive an
Extra 10% off Your Next Purchase!

Special Offer Dealine Date
Wednesday, Nov. 19th

A L o o 1 2 4!

Live
Kids Store Stamp

Place Personal

Message Here

170

Insider Tips

60

171

57



Interesting Tips Booklets

www.TipsBooklets.com ReportSecrets.com

Let Members Talk

61

173
Ideas for a More Loving Family
Call 1-888-337-3377.
JESL \.\ HRIST
Front Back
174

58



Door to Door

62

175
Dezmgara Hours of Operation
Ronco BIvd LUNCH DINNER
1S PLEASE TO OFFER YOU...
[ )
A SPECIAL PACKAGE Thursey - Fridny nM-ew a1
wortHover... $500.00 | s Yo o
EIRST TIME BONUS SPECTACULAR! Private Room / Meeting Facility available
\ so%oreeNmRe FooDBLL UpTo 000 On and Off-site catering available.
AT S TSRS S| Liv Entetainment Some Weekend Nighs
FOUR WEEKDAY DINNER ENTREES =
B st | Dezingers
[ SmSemomsTr Bay Area Biv.
( BEmmmEm e | Asmimoior et
SRR D
TR T Lunch Entrees
SIGHT LUNCH ENTREES e
) e . o
e e Pollo Bahia: Gred s o i wi b o
. TwoLuNGHES e
' Puntas de Dezingers: tmfind eet i s bed it
B S e
e
e ————
e ——
e e
L —
B e —
I e
[ —
po teporit Mixta Ligera: A cambinaion veetbles.
"+ Expration s i MuTch 31 202. ketr b sl mpenie. 3888
176

Discount
Coupons

Price $40

$20 - You
$20 - Youth

59



Multi Vendor Discount Cards

UNIVERSITY MIGH SCR00L AZSSSSS

i

N e
ity ey —
ot
O 0 Byov e
TODRNG et gt R
[3 PR e e
M g Lo bt
e et
DECOE T =y
4 ROWE BOF
B
)
o
o i e it e
stary - ST
Fanm P 1
oy Ly e
e KEBS T8 ki o i
o el T T
s BT i s

Back

Custom High School
Fundraising Discount Coupons

180
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It’'s Who You Know

63

181

Leveraging the Power of Associations

NSSR4

WWW, NESRA.COM

NscA

A

Mational Bicycls Dasters Assaciation

‘ Regional Associations | ‘ State Associations |
ﬁ VLT
<
[t | ==
NATIONAL ==
f{::;ﬂ?‘i Rail S“_'p’?e’s Florida Association  NY State Association of
Association of Beekeepers  Superintendents of School
Pacific Northwest Buildings and Grounds
Southwest
Midwest
Northeast
Southeast

182

Leveraging the Power of Associations

1. Speak at Conferences

2. Participate on Committees
3. Write for Newsletters

4. Become a Preferred Supplier

5. Develop Resell Revenue
Split Agreements

S

& * Directory of
& ®Assaciations

35,000 Associations

www MarketingSource.com

183
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Buying Group

64

184

Leveraging the Power of Industry Buying Groups

A

Y
Independent Distributor
Buying Group

SIGHNATURE
TRAVEL\NETWORK
Independent Travel
Company Buying Group

HEREZ‘:URE-
Figst

National Retail
Furniture Buying Group

UniPrO -

T Professinaals fe Distrtasion

Food Service Industry
Buying Group

Pool Builders
Buying Groups

G

rCCrOFt

Electrical Distributor
Buying Group

&

Educational Resource

Acquisition Consortium

MasTeR Fools

Passionate People

65

186
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Leveraging the Power of Consumer Groups

il ]

: 4 s
- . Computer User Groups
Real Estate Investing Clubs

Stock Picking Clubs

Genealogy Clubs

8 A

Reading Clubs

A

Writing Groups @ g
o,
A

Bicycling Groups 187

(Y

Bird Watching Groups

Leveraging the Power of Consumer Groups

Support group mecting . Ghost Busters

Ghost Busting Group

Hard of Hearing Group

Republican Women's Clul

Garden Club

Republican Women's Club Preservation
Association 188

Purple Cow

66

189

63



The Purple Cow

The Purple Cow

191

Bring a Friend

67

192

64



“Local Business Seminar Teaches You How to Double Your
Daily Productivity — Find Out How You Can Attend for Free!”

Dear Ms. Harry

John Grover asked me to contact you. Your name came up
in conversation when | was meeting with John the other day. I’'m
holding a seminar next week titled, “How Small Business Owners
Can Double Their Daily Productivity” and as a small business
owner yourself, John thought you might be interested in attending
this seminar.

The seminar will be held at the Branigan Library next
Tuesday afternoon at 3:00 o’clock in the Eagle room. Normally
there’s a $25 entrance fee, however, because John mentioned your
name I’ll waive the fee for you. To pre-register all you have to do is
call my number at 281-993-5657. As of right now, there are about

eight seats left. 193

In the seminar you’ll learn the most effective way to
organize your time so that you get things done on time. We’ll also
talk about the common mistakes that most small business owners
make that keep them from accomplishing their goals. 1’m certain
you’ll find this seminar enlightening and fun.

Debbie, please accept my personal invitation to my private
small business seminar next week. Oh yes, if you’d like to bring a
friend with you, feel free to do so. I’ll waive the entrance fee for
them as well.

Thanks Debbie and have a great day.
Sincerely,

David Carleton

194

“Clay, How Would You Like to Join Me At My Next
$500 Business Seminar for Free? Here’s How...”

Dear Clay:

As a special guest to one of my previous business seminars
you probably know that they are packed with great information that
will help any service professional to improve their bottom line.

On Thursday, 23, December 2004, I’'m holding a special
business seminar titled, “11 Little Know Strategies to Get C-Level
Business Executives to Call YOU!” In my humble opinion, this
will be one of the most important and detailed seminars I’ve ever
offered to my clients and their friends.

195
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If you’d like to come to this seminar, the fee will be $500 on
a first come, first served basis. Based on response to my previous
seminars, I’m confident that this particular seminar will sell out
rapidly. The room I’m holding the seminar in only has capacity for
120 people so as soon as the seats are filled, I’m closing down the
registration process.

As a unique favor to a select group of our very special
clients, you can attend this seminar for free. All that is required is to
bring a “like-minded” business friend with you.

Here’s what you need to do to qualify. Using this special
code 34XWKS8, visit SeminarSignup.com and register for the
seminar. You’ll be given a special guest code. Now pass that code
on to your special guest and have them sign up at
Seminarsignup.com using the special guest code on the registration
form. That’s it!

196

Clay, if you’ve ever struggled to contact C-Level decision
makers or have been frustrated with overbearing “gate keepers”
then you can’t afford to miss this seminar. The strategies you’ll
discover will literally unlock the mystery to directly connecting
with prospects who are in a position to make decisions. And you
and | both know how valuable getting in to meet he decision maker
is to closing the sale.

If you have any questions feel free to call my office. | look
forward to seeing you at this exclusive seminar.

Sincerely,

David Carleton

197

Sponsor My
Seminar

68

198
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Front

2 countrywide:

HOME LOANS.

EQUITY

REALTOR EXTI}&HA?ANIA - 2004
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Back

199

If You Phone, They
Will Come

69

200

201
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Rainmakers

70

202

Independent Sales Representatives

L]
]
LY

%

1. www.ManaOnline.org (Manufacturers Agents National Association)
2. Wholesaler Referral
3. Trade Magazine 203

Private Label

71

204
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ORIGINAL

Private Label Co-Branding —www.InstantAudio.com

o GA New Powte b
PR FEI el e ] B )
A [y — et

Lo
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Tha 1 e g o

"Inerease Your Sales By Adding - D i
The Selling Power of Voice To Your Website -
and E-Mails" Jy—
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205
Private Label Co-Branding —www.AudioGenerator.com
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Profit Model
207
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Mazatlan Fashion Show — Regina Roberts

Office Suites

73

209

Garden Village Office Suites

“The Monthly Base Rate above assumes the Tenant
will refer at least three (3) people who will call and
discuss The Suites at Galleria Village with Provider for
their businesses within 60 days. Twenty Dollars ($20)
will be added to Client’s Monthly Base Rate beginning
I R | if this referral requirement has not
been met and will continue until this referral
requirement is met.”

70



Talking Renters

74

211

Vacancy Opportunity Report

“Your Chance to Make a Manthiy Income
By Simply Referring Your Friends™

BAYWOOD APARTMENTS FREE RENT CARD

1 MONTH FREE RENT!

plent of this free rent card is entithed to
@ months free rent in the San Jacinto Ba
Apartmats. Ploase read the backs
card for further details and
Welcome to the areas fines
complex - the Baywood

Referrers Name:

@ of this frae rent

Joshua Feinstein 10% C

“Monthly” Referral Fee 12

Internet Gossip

75

213

71



Asking (or hiring) People to Promote on Forums

Google

toys +forums
guns +forums
bikes +forums

214

Rave Reviews

76

215

Establishing Your Own Product (or service) Review Panel

n i (=)
Editor of Influential Publisher of Celebrities
Trade Magazine Industry Influential Industry

Consultant Website

216
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Best Deals

77

217

The City of Jackson Hole's
Top 10 Best Deals
Customer | $s50 Off a s |3 Menthe _, | customer
List . ;i List
- N
List y List
Customer $?5 DH'T = for i Customer
List e } i 700 Di'i Fagg | — List

al2 for q W | $299 Week
Customer - 1 5 Customer
] |l R o]
-— —

| 2 Free S50% Off
Custpmer _ambo Nicers o | Ay Purchase Cust_omer
List 220 | under s100 List
AN Offers Valid for the Week of 1 22 - I8, 2008
218

Corporate Best
Friends

78

219

73



Using Corporate Employee Referral Purchase Cards

Corporate Purchasing Card

2% commission
on each order
Fat Jack’s Customers

Who are Aries Employees
220

Factory Tour

79

221

Company Tours to Consumer Groups

Taco Shop Tour Store Tour Attorneys Office Tour

222

74



Exchange Rate

80

223
Barter Exchanges
| ENVIROMMENTAL EDUCATION BARTER NF'T'\V\').‘?Kl
'TEX Retail Trade Exchange
Atlanta, GA
BarterCo.com
Radio CD Players Lamps Mirrors
L‘;“EV_ShOP Pest Control
Television ervices Heating
Tune Up Service
Framed Dental Care
Auto Repair Art
Carpet  Tax Services Vacations
Cleaning Electrical Accounting
Hotels Rental Cars Copying Consulting Floor Coverings 224

Human Resources

81

225
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How to Write a Killer Press Release That Stops Reporters in Their Tracks
Faul Hartunian {man who szid the Brocklyn Bridge)

Fail-Proof Ways to Follow Up After Sending a News Release or Pitch Letter
Jill Lublin {auther of Guerilia Publicity}

Legal Issues Yeu Must Know When Writing Articles for Fea of for Fres
Patricis Eyres [sttarney}

How to Submit Online Articles That Pull Traffic to Your Website
Sharron Senter

116 "WOW!" Story Ideas from January Through June
Shawne Duperen [TV reporter_

Creative Alternatives to Boring Hews Confersnces
Sandra Eggers, (APR Newswire)

How to Use Newspaper and Magazine Editorial Pages
Dan

“How to Get Booked on Oprah™
Susan Harrow (has gotten several of har clients on “Oprah.~}

“How to Get on the Local TV Hews Tomorrow”
Shawne Duperan. (s fermer TV news reporter}

ws *an How to Creste a Buzz Whven Flanning Yeur Special Event
- N Debea J. Sehmidt

226

T e r—

aron Goldberg, Ziff-Davis ‘

‘ Len Gilbert, Barnes & Nobles ‘

[ Pave S”\UIG, Powered }

PR Leads Service

82

228
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Become a Member of a Public Relations Referral Service

Are you sick and tred of sesing yous compettor's | Shm v fei PR Leadst
name In the newspaper instead of yours?

magine If instead of needing reporters, reporters
needed youl

Dan Janal 229

Price Shoppers

83

230
Online Price Comparison and Referral Services
YaHOoO!shopping
PriceGrabber.com
Comparson thapng Beyord Corpars.
Epinions.or
e
, NexTag
>
PriceSCAN.com .
pricefl
TECHBARGAINS .
1

77



It's A Dog’s Life

84

232

Provide Services for Product Providers

Percentage of Tuition

v wellpet. com.
1-888-282.2062

ell

The Desg Tradmer Training Crew
[RrOr el Se—"

- _ |
Petco Pet Store Chain 233

Money Back

85

234
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Trading Services for Referrals

Young Optometry Clinic

235

Would You Like a 100% Refund on the

Services You'll Be Receiving Today?

“Here’s How You Can Easily Receive a Full, 100% Refund
on the Top Quality Services You'll Be Receiving Today...”

Dear Valued Customer:

Over the years I’ve spent a lot of money advertising my services.
Quite frankly, | hate handing my money over to newspapers,
magazines, coupon books, and radio stations. 1’d rather take the
money that | spent on advertising and give it to YOU, my valued
customer.

You see, what I’ve found over the years is that the customers who

are referred to us from people like you turn out to be our very best
236

customers. They enjoy our services more, we become better
friends, and they come back to us for all their optical needs. The
bottom line is that our referred customers feel better doing
business with us and we have a valued customer for life.

“So What Does All This Have to Do With You?”

The only way we get referrals is from customers like you. But we
recognize that it’s not fair to ask you to provide us with referrals
without giving you something back in return so my staff and |
thought long and hard about what we could offer you, that you’d
consider valuable.

We thought about offering you things like gift baskets, movie
passes, and even gasoline (if you can believe that), but in the end,
we decided that we should give you what you came to us
for...great optical care.

237
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So that’s what we’d like to give you - caring, kind, and expert
optical care...for free!

“Here’s How the 100% Refund Program Works...”

At the front desk you’ll find a supply of referral cards. Take all the
referral cards you’d like and put your name and today’s date on the
cards. Then simply pass the referral discount cards out to your
friends, associates, and family members and tell them to bring the
cards in with them on their first visit.

When four of your friends, associates, or family members become
paying customers we will refund the entire amount of today’s
optical visit back to you in full. It’s that simple.

Here are some things that you should know and to make sure you
do...
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1. Make sure that the person you refer brings their referral discount
card in with them so that we can keep track of the source of
referrals. They must bring the card in...no exceptions.

2. We know that families have several children so each member of
a family that receives optical care is considered one referral (see
how easy thisis © )

3. Your refund will only count towards today’s office visit and not
toward any surgical procedures.

4. When your four referrals have come in we’ll immediately send
you a refund for today’s visit. We keep a good record of
referrals so please don’t call in to ask how many referrals you
have. However, when you come in for another office visit we’ll
be happy to show you your referral record.

5. Some of our best customers bring in a number of referrals on a
monthly basis. So, of course we will give you credit for each
and every referral you bring in to us. Every four referrals will
offset the cost of your next office visit. 239

“So What are You Waiting For?”

Go ahead and spread the good word. Tell all the people you know
about our great service. Give them our referral discount card or
you can even send it to them. Thanks for being one of our valued
patients. You are important to us!

“This is An Awesome Program!”
“It only took me one week to get
a full refund on my optical visit.
This is an awesome program.
Thanks so much.”

Jenny Fullbright, Houston, TX

“I Can’t Believe How Easy...!”
“I gave out your referral discount
cards to four of my family
members and they all became
patients. | can’t believe how easy
itwas.”

Mary Hill, Houston, TX

“Totally Unique Concept!”
“What a totally unique concept. |
would have given out your cards
even if | didn’t get a refund. But
don’t tell the doctor that ©.”

Karen Girard, Seabrook, TX

Thanks for all your support; we couldn’t do it without you.

Bob Young
Dr. Bob Young
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Family Portrait
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Kids Reading
Program
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Kid’'s Local Library Reading Program
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“Steller Referral Rewards Program”
Introduce to an Ordinary Prospect 250 Points
Introduce to “C” Level Prospect 500 Points
Introduce that Converts to a Sale 5.000 Points
Be a Stellent Industry Case Study 500 Points
Hosting a Site Visit with a Stellent Prospect 750 Points
Participating in a press release 1.000 Points
Speaking as a Representative of Stellent 2.500 Points
at an Industry Trade Show
Poiets wer — u s
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Get Malled
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ATTENTION:
RIO CRANDE VALLEY MALL EPLOVEES]

An Exclusive Offer to All Rio Grande Valley Mall Employees ONLY!

15%
OFF |
Sheeshine Car Waslh

Because you’re a friend of __[name of referrer]  and you’re
an Employee of the Rio Grande Valley Mall, I’d like to give
you a special offer of 15% Off your next shoeshine or car wash.

This exclusive offer good for Rio Grande Valley Mall Employees Only 248

Sick Bag
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The Limo Ride
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Endorsement
Referrals
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Thanks For
Listening
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“Thank You for participating
in my presentation”

Explaining the secrets of building
a powerful referral system
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Love Me
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Late Payment Notices

' Birthday Cards

Promotional Letters Notice Letters

Invoices
Receipts
Utility Bills
Bank Payments

Renewal Letters

Apology Letters

Thank You Notes
Confirmation Letters
Packages
Sales Letters

Follow-Up Letters
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Reply Letters  Welcome Letters

Refund Letters Event

Employment Letters ~ Holiday Cards 559

Wall Of Fame
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Fishers Nuts
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Drop-Off Center
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UNITED STATES
MARINE CORPS RESERVE
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Cruise Night
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Cruise Nite
\wWednasdays 00 pm to 6:00 pm

Check cut the cool rods and classics. Mingle with the

our 4th yeart Music, food, raffies, “favonte of show™
award, free raffie tickats for crumers and & 50/50 drawing.

A g range of vehecles can be found any ghen
Wednesduy 43 crusers kiten 15 rcorded 508 tunas,
rvwi and Swap Stor.”

b S 0
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Kids Eat Free
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Thank You for Participating in The
Essential Referral Marketing
System Program!

If you feel that you have received value from this program

please take a moment to write me a brief testimonial and
send it to David @GetReferralsASAP.com

Now Go Forth and IMPLEMENT! 270
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Learn More About Powerful Marketing Systems
Guaranteed to Get Business to Come to You
The Ultimate Lead Generation System

www.GetLeadsASAP.com
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