
Best practices for referrals

	 1. Ask for introductions. Instead of referrals, reframe the conversation by asking clients for  
	      introductions to friends or family members who may benefit from your services.

	 2. Be authentic in your ask and focus on connection. This could include mentioning the type  
	      of client you typically assist, or by emphasizing the trust they have in you.  

	 3. Think about the situation from your client’s perspective. How would you prefer to be  
	       asked for a referral, and what would make you more likely to provide one?

	 4. Reach out to clients you know well. Ask clients who you’ve recently provided a positive  
	      service to, or who you have a strong relationship with. Satisfied customers are more likely to  
	      provide referrals.

	 5. Find the right time to ask. Consider asking for referrals in the context of a larger conversation,  
	      such as when asking for general feedback about your practice or in an annual review.

	 6. Make it simple. Establish an easy way for clients to easily submit referrals such as on your  
	       website or through a link at the bottom of email communications.

When requesting referrals, it’s important to be thoughtful in how you ask. Here are a few ways you might 
approach this topic.

Starting the referral conversation
While it may not be the most comfortable thing to do, asking for referrals from clients is an effective way 
to grow your clientele. Prospective clients found through referrals can simplify the process, as it can be 
less costly but more likely to result in client acquisition than other strategies.
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SC E NA R I O A S K

A client who has recently met 

a major financial goal.

“I’m so glad we’ve been able to achieve your financial goals in the time I’ve been 
working with you. If there’s anyone in your network who you think I could do the 
same for, I would be grateful for an introduction to them.”

A client who has expressed 
gratitude for your services.

“Thank you so much, I love hearing about the impact financial planning has on  
my clients. If you know of anyone who would benefit from the same services,  
I would love for you to connect us.”

A first-time client who’s  
new to working with a  
financial advisor.

“Like you, many of my clients come to me seeking professional support with their 
finances for the first time. I really enjoy working with clients from the start of their 
financial journey through their retirement. Do you know of  
anyone in your life who is seeking a financial professional for the first time?”
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