
7 INSTANT TIPS TO

BOOST

REFERRALS

“Without hustle, your talent will only get you so far.”


– Gary Vaynerchuk

By Andy Peh

Learn how you can get a 

steady stream of clients 

without cold calls, road 

shows, or door-to-doors! 



Well done!

Are you in the FA business, scratching your head looking for ways to 
build your client base and increase your leads?



Have you found yourself wishing for a consistent stream of referrals 
so you don’t have to look out tirelessly for new clients?



This is where I come in.



I am currently Infinity’s MDRT Focus Group Chief Trainer. 

I mentor aspiring advisors and equip them with  
the skills to accelerate their growth and achieve 

their goals. All of the representative under

my care have reported sales figures far  
exceeding their expectations and have taken  
their advisory career to new heights. 



I can help you identify obstacles in the way

of you achieving your first MDRT and  
find a system that works in your favour.



If you are reading this, it means you 

recognize your growth potential and 

that puts you at the front of the pack. 






Now let’s dig in.
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“ ”
SUCCEEDI HELP PEOPLE  


AS FINANCIAL PLANNERS.
- Andy Peh


MDRT Chief Trainer & Financial Services Director



So where do they come from? Short answer: Word of mouth.



Referrals are your future clients brought to you by your existing 
clients. The keyword here is “future clients”. 



Due to their trust and rapport with your existing client(s), you are 
more likely to close a deal faster with a referral. 



It is a simple theory: Many are hesitant to place their trust in a 
stranger. Being in your client’s network means you are no longer a 
stranger but a mutual connection. And if your service is being 
recommended then a certain level of trust has already been 
established. 



Some new advisers give up after the first few months of asking for 
referrals. They often forget that the trust between them and their 
client(s) takes time to build. Thus, you are more likely to get more 
referrals in the long run rather than from the very start of your 
career. So don't give up and keep trying.
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What are “Referrals”, and why 
are they important for your 
Financial Advisory career?

Passive referrals are potential leads you receive 
without active prompts. 




Previously, we learned that referrals come directly from your client. 
  

Having many clients is one thing, having a strong client base is 
another. What you need to know is that a strong client base brings 
you more referrals. 

  

So, the first step to having a consistent stream of referrals is to 
build a strong client base.
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4 tips to build a strong client 
base and get your referrals

A STRONG 
CLIENT BASE

1 2
MORE 

REFERRALS

3
NEW


CLIENTS

4
CLOSED

DEALS



1.	BE MINDFUL WHO TO TAKE AS CLIENTS

  


This might sound counterintuitive, but difficult clients can leave 
you drained and demotivated. Learn to reject such deals. As you 
learn to work with clients that you resonate with, your career will 
flourish over time.

4.	REASSURANCE GOES A LONG WAY

  


Your client might be second-guessing their decision to begin their 
financial planning journey. It is a reasonable and sound concern 
because it is something new that requires a lot of determination 
and patience. Always reassure them by helping them see the 
long-term gains.


3.	BE THERE FOR YOUR CLIENT THROUGHOUT THEIR JOURNEY

  


Try asking indecisive clients, “What are the areas you’re considering?” 
or “Let me help address your concerns.”.”  Showing that you care makes 
you appear more trust-worthy and dependable. 

  


Clients who don’t respond to these questions probably aren’t 
serious about starting their journey. Move on and don’t waste time 
following up.
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3 steps to

boost referrals
Now that you have a strong client base that supports and trusts you, 
here are three actionable steps you can employ today to boost referrals!


Genuineness can be felt. Always choose to be honest in your 
dealings. When your clients know that you are truly invested 
in their success and not just interested in getting their money, 
they are more willing to send leads your way. Remember, they 
are putting their reputation on the line as well.

Create strong values for 
your clients. 1

“If you feel that you’ve benefited from my service, do you know 
anyone who would benefit from it too?” or, “Have you met any new 
people in your network? I would love to meet them!”

  


Let your clients know that you always welcome new referrals. 
Some of my clients have decided not to burden me with extra 
referrals. This could be happening with your clients too!


Ask your 
clients this...2

Here is a big tip: Make it easy for your clients to refer to you! 
Prepare a message draft that they can just copy, paste and 
send out to their network. It lessens the work needed to be 
done by the clients and diminishes the chances of them 
procrastinating on it!

Draft a simple 
text message3
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Bonus
Get ready for the future of Financial Advisory.


Technology has disrupted many industries. But I believe there are more pros 
than cons to these developments. These are the two key changes to expect:


Emotion, empathy and 
connection are 3 key areas 
that are critical in the 
financial advisory field and 
it won’t be easily replaced 
by technology.

Be Human
Stay up-to-date with new 
technologies and systems in 
the FA industry and apply 
them in your practice. It will 
familiarize you with the new 
technology and make 
procedures more efficient 
and simpler for your clients. 

Adapt

Rather than pages and pages of documents and 
forms, clients will be able to sign up for financial 
services in just a few clicks, maybe all through an app!

AI, fintech and robo-advisors will continue to grow and 
disrupt the financial advisory market. Their algorithms 
will only be more refined and soon they will understand 
the client’s need better.

Ease of Signups

Robo-Advisory

What can we do to stay relevant and keep up with these changes?



Congratulations on reaching the 
end of this guide!

Here’s a special offer for you...

For a limited time only, I am 
opening up my schedule to 

chat with you and help identify 
the challenges that you’re 

facing as a financial adviser.

I’m truly excited to be part of your 
financial advisory journey. Just click 

the button below to get in touch!

SIGN UP FOR A FREE 15-MINUTE CALL

https://andypeh.lpages.co/newadvisors/

