NIXEDONIA

Definition: Nixedonia - [ni.khe.'dB80.ni.8.] - Eng. (noun.)
“the joyful condition of anticipated success.”

OnpegeneHue: Nixedonia - [HuxegoHus] - (cyLu,.)
“padocmHoe cocmosiHue 0xcudaemoz20 ycnexa.”
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Active Referrals Quiz

Success does not
come overnight. It takes
more than inspiration but
also planning, hard work,
and, importantly for easily-
distracted lawyers: perseverance.
If we do not regularly schedule
Business Development into our hectic
schedules each week, it most likely
won't ever happen. You will always be too
busy. You will always have other work to do.
We can make a thousand justifications to not
do something-especially if we don't want to do it
nor are certain how to do it. But remember that
billable hours are only our income for today:
Business Development hours are our income for
tomorrow and all the future days then after. And so,
otherwise, the years will pass, and like a leaf upon a stream,
snuggled safe within our comfort zone, we will drift along
wherever the currents of fate might take us. Unfortunately, it
may well not take us where we would like to go! Even if we are
fortunate and no rapids or waterfalls dash us and sink our dreams,
this passivity is a grave mistake. This comfort in inaction is an illusion.
One day we might find that we are stuck in some stagnant backwater,
and the way ahead seems lost. Our career journey doesn't have to be like
this. Not at all. While the rivers ahead won't always be calm, and we'll
definitely be drawn back more than once, we must sail onwards. Yet, we can still
enjoy the flow, and control our route. As in the N of the Nixedonia logo, the graph
of our progress will nevertheless, despite the inevitable setbacks and
disappointments, show a positive trend. We must not be afraid to fail. By learning to
swim, we are less likely to go under; we are more likely to reach our destination. We will
certainly fail. Again and again. And that is OK. We will learn from that, and try harder. We
will sail, not drift. We will succeed in our personal growth, in our wealth, and in our freedom.
And finally, along this great journey, we will attain Nixedonia and thereafter reach any shore
that we desire. Anywhere...
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"The only way to do great work is to love what you do. If you haven't found it yet, keep looking."
- Steve Jobs

Active Referrals Quiz

Below is a 16-question quiz on the topic Active Referrals. If you can’t answer these questions, then this
is a topic you should learn to become a better lawyer. For model answers, email me at
John@nixedonia.com. Gaining 80% correct answers can be considered a pass on this quiz.

1. Whatis a Passive Referral?
2. What is an Active Referral?

3. Why should an Active Referral best be had in Tea for Three (T43) format, than without a
Referrer?

4. Name three reasons why Active Referrals are better than Passive Referrals.

5. What are the three main ingredients you need to have success in getting an Active Referral?
6. What are the pros and cons, in your jurisdiction, of asking for an Active Referral?

7. When is the best time, and the worst time, to ask a client for an Active Referral?

8. How does a successful Active Referral impact upon the relationship with the Referrer?

9. When might you have to use Active Referrals more than any other sales instruments?

10. What is Planting a Seed, in relation to Active Referrals? Is this a good or bad idea?

11. Why might success in Active Referrals call upon you to best Cut the Tail in your client relations?
12. Is somebody doing you a favor when they give you an Active Referral? Why, or why not?

13. What is the SBI Model, and how can you use it in client relationship management?

14. What is the 20/80 Rule in regards to a client consultation (for example, in an active referral T43)?
15. Who should pay for the Active Referral tea, and why?

16. What is a Cross-referral (Tea for Four, T44)?
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