Practice
Makes Perfect

The 30-Day Referral Rally:
One Team. One Month. Countless New Opportunities.

Most advisors spend thousands of dollars searching for new prospects while overlooking
their greatest source of growth: the trust they've already built with existing clients. When
clients have a remarkable experience, they're often more likely to introduce friends and
family. They simply need to be asked.

The 30-Day Referral Rally is designed to help your entire team create more of those
opportunities in a fun, engaging way. Whether you're an advisor, appointment setter, client
service advisor, or administrative assistant, everyone can play a role in growing the firm
through meaningful conversations, educational invitations, and warm introductions.

Challenge your office for one month, offer a prize that motivates your team, and discover
just how much growth can come from the relationships you've already built.

Objective

For the next 30 days, every team member works to help the firm reach more families who
could benefit from retirement education.

This isn't about selling. It's about creating more opportunities to educate.

Whether you're the advisor, appointment setter, client service advisor, or administrative
assistant, everyone can contribute.

How it Works
Each office runs its own internal competition.

The business owner chooses the prize.



Examples:
e Extra PTO day
e Cashbonus
e Dinner for two
o Giftcard
e Half-day Friday
e Trophy + bragging rights

The winner is the person who earns the most points during the month.

Point System

Activity Points
Receive a referral name and contact information 5
Client provides a friend or family member for the newsletter list 3
Client introduces advisor via email 6
Client introduces advisor via text 6
Referral schedules an appointment 10
Referral attends an event 8
Referral keeps their first appointment 15

Office owners can adjust point values based on what they want to encourage.

Everyone Can Participate
Advisors

e During review meetings

e Financial plan deliveries

e Seminars

e Client appreciation events
e Phone reviews



Appointment Setters

e Confirmation calls

e Review scheduling calls
e Follow-up conversations
e Seminar confirmations

e Waitlist calls

Client Service Advisors

e Quarterly reviews
e Service calls

e Portfolio reviews
e Policy updates

e Birthday calls

e Annualreviews

Administrative Assistants

e Check-in/check-out conversations
e Eventregistrations

e Workshop confirmations

e Newsletter sighups

e Client appreciation events

Five Easy Ways to Earn Points
1. The Mother Teresa Script
Best used after a positive review or financial plan delivery.
Sample script:

“I've really enjoyed helping you build a stronger retirement plan. Unfortunately,
many people approaching retirement don't realize the risks they may still be
exposed to. We're always looking to educate more families through our events and
monthly newsletter. Who do you know that might benefit from receiving those
educational resources?”



2. Newsletter Introduction
Instead of asking for a referral... ask for education.
Example:

“Is there anyone in your family who enjoys learning about retirement planning? We
send educational newsletters and invitations to our workshops every month. I'd be
happy to add them if you'd like.”

3. Invite Someone to an Event
Example:

“We have another educational event coming up next month. Do you know someone
who's asked you retirement questions lately, or maybe around the age of
retirement? I'd be happy to reserve them a seat.”

4. Email Introduction
Probably the easiest referral.
Example:

“If someone comes to mind, would you feel comfortable sending a quick email
introducing us? Sometimes that warm introduction makes all the difference.”

Sample Email:
HiJohn,
| wanted to introduce you to Sarah.

She's helped us tremendously with our retirement planning, and | thought you might
enjoy some of the educational resources her office provides.

I'll lLet you two take it from here.

5. Text Introduction

Even easier than email.



Example:

“If texting is easier, many of our clients simply send a quick group text introducing

»

us.
Text Example:

Hi, Mike!

| wanted to introduce you to Abby from ABC Financial.

She's been helping us with our retirement planning, and | thought you might enjoy
some of the educational events they offer.

I'll let you two connect.

Conversation Starters
Instead of...

“Do you know anyone?”
Try...

e Who do you know that's getting close to retirement?

e Has anyone asked you retirement questions recently?

e Do you have any friends worried about today's market?

e Who do you know that would appreciate an educational event like ours?

e Ifyou could help one family avoid making a costly retirement mistake, who comes to
mind?

Team Best Practices
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Focus on helping, not selling.

(<]

Ask naturally.

S

Listen for life events.

S

Celebrate every introduction.

S

Protect client trust.

S

Thank every client regardless of whether they refer anyone.



Weekly Recognition
Each Monday:

e Update the office leaderboard.

e Celebrate the biggest wins.

e Share success stories.

e Discuss what wording worked best.

Smallimprovements every week create long-term referral habits.

Winning Isn't About Collecting Names
The purpose of this challenge isn't simply to generate referrals.

It's to build a culture where every client interaction creates another opportunity to educate
someone who may genuinely need help.

When clients clearly understand the value they're receiving, introductions become a
natural extension of the relationship.

If you have any questions about this challenge and would like more details, please reach
out to our coaching department at (954) 870-6731 or coaching@soundincomegroup.com.
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