Pet Professional Network, 2022
How to get referrals and recommendations – an introduction
Introduction - what is a recommendation/referral process?
When we think of marketing the usual thing that pops into our head is sharing information on Facebook, leaflets, and other social media platforms.
But marketing is so much more. It's all about relationship building on and offline.
A big part of this relationship building is getting recommendations - either from those who like or trust you, or from previous clients.
Now when it comes to vet referrals this is something different. A vet referral is more than a recommendation but is a process in which you contact them to ensure they are happy for you to work with a client. Think of it as a stamp of approval. There may be times where your vet wishes you to progress with the behavioural process in conjunction with medical treatment, so it is important for your vet to be kept informed regarding any process which looks at your dog’s health and well-being.
HOWEVER, vets can and will recommend you but once again this is through trust building and experience of your services.
Also, to add confusion referrals can mean a system in which people get rewarded for recommending you. This is something I advise you to look at HOWEVER a referral doesn't have to be a payment or a free session, in fact the best referrals are often a small token if thanks - something that means something to them.
· Perhaps a bunch of flowers, a gift card or a simple thank you note.
One thing to remember is recommendations do not happen overnight.
It's not a I scratch your back your scratch mine. It is genuine support because you are thankful.
Being fake or needy in order to get recommendations is often easy to see, a fight for attention, seeking for approval. It's not about point scoring but genuinely building relationships.
Top tip!
Contact some old/previous clients and generally thank them for support. Check up and see how they are getting on.



