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Every business needs to have a steady stream of new clients in order to grow and have a solid 
profit. In order for that happen, you need to develop a variety of referral sources that you can trust in 
a number of areas. 

It is important and you can depend on your referral sources to: 

1. Refer clients on a regular basis 

2. Pay you a fair fee for your work 

3. Pay you in a reasonable timeframe 

4. Provide you with appropriate referral information 

5. Ensure that you have necessary forms 

6. Protect your reputation and promote your services fairly 

7. Offer you training for new policies and procedures 

8. Provide and respect confidentiality for you and your clients 

9. Allow you adequate time to work with clients and submit requested reports 

10. Reply to your communications in a timely fashion 

11. Respect you and your methods 

12. Review your fee on a regular basis and increase it when appropriate 

13. Offer consultation personnel when requested 

14. Correct errors they might have made without complaint 

15. Inform you of errors you might have made in a healthy manner 

16. Ensure that referrals match your competency 

17. Problem solve with you when necessary 

18. Respect your time off and personal life 

19. Request your opinion about changing policies that will affect you 

20. Accept your decision if you feel that a referral is not a good match for you 

It usually takes quite a long time to develop a relationship with another person and doing so with 
those who will be sending your referrals is not different. In fact, due to staff turnovers in large 
companies you might find that it takes even longer to build your reputation and relationship with 
some sources. The rewards are worth it though for if you are competent and consistent in your work, 
you will find that the referrals will be sent over and over and over again for years to come. 
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And remember, as you build your relationship with the referral source, you are also building your 
relationship with the clients that they send to you. Satisfied clients, whether they are individuals, 
families, groups, or organizations will talk about you to others and help to build your practice without 
you even having to pay for advertising costs. 

Treat your referral resources with respect and ensure that you give them good service so that in the 
end everyone will win! 

 


