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NOTE: This is not an invitation to Ed’s 
Referral Network.  This is a sample 

 

Background 

I’ve been blessed with long-term client engagements and side projects that are 

preventing me from pursuing more work at the moment. Yet I still get inquiries from 

prospects who are looking for a great copywriter, commercial writer or other freelance 

professional. Inquiries I just can’t pursue! 

 

Rather than turning away these prospects, I’m building a network of seasoned and 
trusted professionals whom I can comfortably recommend. I’d like you to be part of this 

small group of top-notch pros.  

 

Here’s How My Program Works… 

When I get a prospect inquiry, I’ll take the time to qualify the opportunity. I’ll let the 

prospect know that I’m not currently taking new clients, but that I  have a network of 

seasoned service providers I can point them to. I’ll learn as much as I can about the 

project, the timing, and the prospect’s needs and requirements.  
 

Based on what the prospect is looking for, I’ll then recommend one or two individuals  

from my referral network, if anyone fits the bill (hopefully that’s you!). I’ll provide the 

prospect with your contact information and let them know why you’d be great for the 

job. I’ll then send you an email letting you know about the opportunity and how  you can 

reach the prospect. From there, it’s up to you how you handle the initial contact and 

follow up. 

 
Compensation 

Should you land the client, all I ask in return is a 10% finder’s fee for anything you end 

up billing and collecting during the first 12 months of your relationship with that client.  
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You can either build that finder’s fee (or some of it) into your fees to the client. Or you 

can view this as the cost of marketing/sales—a cost you didn’t have to incur to find this 

opportunity. How often you submit that finder’s fee is up to you. If the projects are 

ongoing, you may want to send it quarterly. Or if you prefer, you can just send one lump 

sum at the end of the year. Doesn’t matter to me. 
 

The only other thing I’d ask is that you keep me posted as to the status of the 

opportunity. An occasional email letting me know how it went (or how it’s going) would 

be great. I just want to make sure these referrals are being taken care of.  

 

Finally, because this is a small group of people I trust, there’s no formal agreement 

needed. This program works via the good old-fashioned, karma-based honor system. 

(And I wouldn’t have asked you to be part of my network if I didn’t trust you.)  
 

Next Steps 

If you're OK with this arrangement and would like to be part of my network, just let me 

know. Also, give me a better idea of the types of clients and projects that interest you. 

That will help me send you only targeted opportunities. Look forward to sending some 

potential work your way! 

 


