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Quick Card 

Build Your Practice with Introductions 

What? Introductions are warm leads from people you know – friends, clients and centers of influence.  

Introductions help you generate activity and create a sustainable pipeline of new people to see. 

Why? Introductions expand your relationship inventory exponentially by giving you access to  

each of your contact’s key relationships. 

What does it take? • 10 new names of potential clients per week. 

• At least 2 introductions meetings per week.   

Make an introductions commitment today! 

 

How?  
The Approach 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 
 
Experience 

Ask about and affirm 

the client’s positive 

experience. 

 
 
Connect 

Connect the client’s 

experience to others/ 

refer to how you and 

the client were 

introduced. 

 
 
Brainstorm 

Ask permission to 

brainstorm and get the 

client thinking about 

names. 

 
 
Prompt 

Prompt with a feeder 

list, client profile, or 

names from a previous 

conversation. 

 
 
Qualify 

Review list and learn 

more about potential 

contacts. 

 
 
Communicate 

Decide how to 

communicate with each 

contact. Thank the 

client for providing 

names. 
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How? The Process Having a repeatable process with simple, templated steps will make it more likely that you 

stick to your commitments and remember to ask for introductions at every opportunity. 

 

Tips Sounding natural:  A good way to help yourself sound natural is “bulletize” your script:  
write it out, read it aloud, then once you are comfortable rewrite the script as bulleted 
phrases.  This will help you “talk” the ideas but keep you on track. 

Be specific:  Give some ideas to start the brainstorming. 

• Specific names:  

• Categories of names:   

• Ideal client profile:  

• Feed list: (e.g. LinkedIn)   

Use an Agenda:  Put the words “Introductions” or ”Expectations” on your meeting agenda.  
This will trigger the discussion of client’s experience and open the door to requesting 
introductions. 

Don’t stop at one name:  When someone gives you one introduction, they are typically  
willing to give you more.  They just likely need some help brainstorming additional people. 

Handling objections:  Ask a question to find out more about the issue.  For example: 

• "I'm not comfortable giving introductions"  →  

• "I can’t think of anyone"  →  

 

When and how to back off:  A good rule of thumb is after two objections – you plant  
a seed for a future discussion and then back out. 

Key Reference Introductions Playbook 
Guardian U >> Market development >> Build your practice with introductions 

 

 


