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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  
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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. What is 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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