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Using Client-Centric 
Events to Boost 
Referrals

Even advisors with excellent client relationships can feel uncomfortable asking for referrals. That’s why 
client-focused events, designed to help generate quality referrals, are at the core of the Ring 2 strategies 
in our Bull’s Eye Marketing Program. 

Not only can these types of events be a great way to reconnect with clients you haven’t seen in a while, 
but they can be a fun and effective way to express your gratitude to your most loyal clients—in a way 
that makes them want to tell their friends and family all about you. 

Below are some strategies that can help you enlist existing clients to arrange meetings with prospects 
who will likely be worth your time. Properly planned and executed, these methods could net as many 
new clients as large public events, at a fraction of the cost. 

“Mother Teresa” Referral Process 
Used as the final step in the 8-Step Client Review Process, the “Mother Teresa” script casts you as an 
advisor who is so deeply concerned about the uncertainty in today’s financial markets that you want to 
help educate as many of your clients’ friends and family as possible. The script leads to an educational 
event that ends up being the “warmest” event you could possibly hold because the majority of attendees 
are referrals. 

Board of Directors 
Assemble a board of your best clients to meet quarterly so they can share ideas on how you can 
improve client service. In this informal setting, you can emphasize how important referrals are to your 
business and solicit their ideas on how to get more referrals. As “board members,” clients will feel like 
they have a vested interest in helping your business grow and will be motivated to send you referrals. 
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Lunch & Links
This program enables you to host an informal mini-seminar with three potential referrals and provides 
a good opportunity for a loyal client to advocate on your behalf as he or she plays a complimentary 18 
holes of golf with their three friends.

Client Appreciation Party
Since your clients already know how passionate you are about helping protect their savings, they’ll 
know you’re sincere about wanting to help their friends and family do the same. This program 
leverages that trust to solicit qualified referrals and offers further incentive in the form of any special 
prizes offered through a raffle for those who attend. 
A couple of fun examples of these types of events include Matthew Johnson’s Rock the Boat Client 
Appreciation Event aboard the Kon-Tiki Boat Cruise and The Financial Storm No One Sees Coming 
held at Soldier Creek Winery.

Select Club 
Most people like to feel that they are part of something “exclusive” or “select.” This program taps into 
that trait by rewarding a “select” group of your clients, like those who’ve sent you a referral in the past 
six months, with a fun event and a chance to win a grand prize.

Birthday Party
This is a more intimate appreciation event, where the focus is on an important milestone for a client. 
It also includes a strategic referral component and a proprietary method for converting attendees into 
qualified prospects who are eager to meet with you.

Retirement Party
Similar to the birthday party, here you’ll identify a client who is about to retire, organize the event, and 
encourage your guest of honor to invite friends and colleagues from work. Generally, these are people 
who will also be nearing retirement and have immediate or impending financial planning needs. 

Mani/Pedi 
Similar to Lunch & Links, but aimed at female clients, this type of event is built around a 
complimentary afternoon at the spa with a small group of the client’s friends/referrals.

A Great Way to Supplement Your Current Prospecting Efforts
Client-centric events are not intended to replace 
your financial education workshops and webinars. 
However, when incorporated correctly into your
current prospecting efforts, these types of events 
can be a fun way to strengthen client relationships
— while attracting warm prospects that you won’t 
have to chase.
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Five Must-Haves When Developing a Website
Before we can talk about the necessary elements of a website, we need to address the purpose of having 
one. Websites have evolved beyond being a digital brochure for your firm. Today, they have many jobs 
including: getting found, building trust, educating, informing, nurturing, and ultimately converting. 
Remember, your client’s journey starts by researching online. People are coming to a conclusion on 
their own as to whether or not they are interested in your services way before you realize you are being 
viewed. You need to make sure you have a presence in these early stages.

Be a Storyteller 

The main goal your website should achieve is to be able to immediately tell a story. What you may get 
wrong about storytelling on your website is that the story is not about you. The story must be 
the prospect’s story. They need to see themselves in the story which starts with their challenges and 
problems they don’t know how to solve. You must immediately let your website visitors see that you 
know what they’re struggling with and there is a strong possibility that you can solve it.

It’s All About Elements
When developing your website, be sure to include the following:

1. Domain: Often overlooked, but essential, is your domain. The domain’s primary purpose is to help 

visitors locate your website with minimal effort. It should be distinctive enough to set you apart from 

the competition while being descriptive enough to convey important information about you and your 

firm.

2. Logo: Logos provide instant recognition. Your firm’s logo plays an important role, as it provides the 

customer (or prospect) with immediate recognition of your brand and the services that your firm offer. 

Keep in mind, when potential customers need your services, they may not immediately recall

your name.

3. Clear Navigation: If visitors can’t figure out where to find what they want, they’ll leave. Your website 

navigation structure should allow someone to land on any page and find what they need within three 

clicks. Remember that you want to keep people engaged and on your site to explore further. Give them 

reasons to click on links by inspiring curiosity and enticing them with great offers.

4. Call to Action: Your call to action can be to request more information, schedule a consultation, 

download a free report, or sign-up for a seminar/webinar. Make sure it’s relevant and useful.

5. Contact Information: This seems simple, but a lot of firms miss this. Include the phone number you 

want people to call for sales inquiries, preferably at the top of each page. Your “Contact Us” form must 

be easy-to-use and found throughout your site. You don’t want to make visitors work to get in touch 

with you.

In closing, your website should focus on quality over quantity. The site should have fewer but more 
useful pages with impactful elements. Be sure to delete old pages and poorly-performing content to 
boost your Google ranking. Finally, don’t forget to be mobile-friendly!
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MEGAHIT
Each month, we like to feature an advisor that has been doing great work out in the field. 
This month’s Megahit is Drew Pelton, President and Founder of Drew Pelton Investment 
Services.
Drew has been with us for a little over 2 years now, and in that time he has seen his 
production grow beyond his goals. In that time, we have worked in tandem to help exceed 
his expectations and create loads of new marketing materials to help him attract prospects 
in his area, and he has made the most of the new opportunities that these marketing efforts 
have afforded him. 

Primary Coach Rick Bates had this to say about Drew:

“Drew has been a student of Dave’s Sales Process now for a couple of years. He adds his unique 
style to make it his own and the results have been highly successful and profitable for his 
practice. I can’t wait to see what the rest of 2021 has in store for him.”

Well done, Drew! Keep up the good work and we know that the rest of 2021 will be 
successful for you!




