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"The truly rich are those who enjoy what they have."  

- Yiddish Proverb  
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Active Referrals - Session Description 
 
In this session we show fee-earners how to easily and comfortably ask for, and get, good quality 
recommendations from existing clients.  
 
We see how to overcome the cultural barriers in order to do this without difficulties. We also examine 
how to share clients across borders by how to ask existing clients about "cross selling" opportunities in 
different jurisdictions or for different areas of legal expertise. If it's no secret that referrals are among the 
top ways professional law services firm get leads and new business, then why do so many law firms 
struggle when it comes to getting referrals? Across many cultures there is a reluctance to be seen to be 
asking for work, or to be seen as being pushy. Part of the issue that this session resolves for fee-earners 
is how to overcome these cultural barriers to offer clients and leads interesting proposals to meet their 
needs.  
 
We know our clients, and leads, rely on colleagues, associates, and friends to recommend legal service 
providers. Spontaneous referrals come with some pre-selling done, since a certain amount of trust and 
credibility comes along with them. However, moving beyond spontaneous referrals, and being able to 
ask for them, and generate these leads gained, is something that we train in this session.  
 

 

Key Concepts 
 

1. To Cut the Tail 

2. The Ideal BD Meeting 

3. An Active Referral 

4. 3 BD Strategies 

5. Passive Vs. Active Referrals 

6. €1000 an Hour 

7. Feast and Famine 

8. Two steps forward, one step back…  

9. The SBI Model 

10. The “I’m too busy...” Excuse 

11. The 20/80 Rule 

12. Quantification [ €10.000 ] 

13. “A goal is a dream with a deadline” 

14. Set BD Time 

15. The 1:2 Ratio 

16. ABC Analysis 

 
If you have any questions, or would like some help, contact me at any time – john@nixedonia.com 


